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With six blade types to choose from, you never have 
to compromise. It means you can buy an Imperial 
Bi-Metal™ band saw blade tailored exactly to your 
job requirements. 


And, only DoALL guarantees set tolerance. This 
means you get more even blade wear and longer 
productive blade life plus more consistent cutting 
accuracy. 


And, only DoALL provides color-coded capping, 
as shown below, which protects each precision hss 
tipped tooth from chipping or damage during ship- 
ping and handling. This capping also minimizes 
the possibility of operator injury during handling 
and provides instant identification of blade type. 


Only DoALL offers six types 
of bimetal band saw blades 


e Guaranteed set tolerance 
e Color-coded protective capping 


DoALL's Imperial Bi-Metal blade delivers up to 50% 
higher cutting rates and up to 200% longer blade 
life than single-metal hss blades. What’s more, the 
full-length tooth hardness and long flex life of 
Imperial Bi-Metal blades makes for one to four re- 
sharpenings a profitable practice. By contrast, it 
rarely pays to resharpen a single-metal blade be- 
cause of the limitations of flex life and tooth life. 


For more details, call the blade experts at your local 
DoALL Industrial Supply Center. We're listed in the 
Yellow Pages under “Industrial Equipment & Sup- 
plies.” Or contact DoALL Company, 254 North Laurel 
Avenue, Des Plaines, Illinois 60016. Telephone: 
312/824-1122. 


The DoALL Imperial Bi-Metal Family 
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Type 100 —the best general purpose blade for all 
cut-off and contour sawing. 


Type 101 —the best and longest wearing for exotic 


and abrasive materials. 


102 —with positive rake angle teeth for heavy 
“bite” and the fastest cutting rates in solids. 


DoALL 


Type 103 —“The Bruiser™”—provides top shock re- 
sistance for cutting structurals, tubing and stacked 
materials. 


Multi-Pitch Silencer™ — quietly outperforms 


any conventional blade on pipe, tubing, structural and 
interrupted cuts. 


Penetrator™ —siashes your cost-per-cut on stain- 
less steel and other hard-to-saw alloys. 


For the whole shop and everything 


to keep it running SB78-7R 
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LOOK FOR SHORTER LEADTIMES across 
the board, but be careful. Some 
counter-cyclical items will 
present problems. Of 125 


commodities tracked by PURCHASING's 


Leadtime Survey, 47 have shorter 
leadtimes than the previous month; 
58 are the same, and only 20 are 
longer. Most of those longer 
leads are for items such as power 
transmission equipment and 
bearings. AS more companies cope 
with recession by repairing rather 
than replacing machinery, these 
and other MRO items may show 
longer leadtimes. Valves, pump 
parts, and electric motor leads 
will bear close watching. 


NOW'S THE CRITICAL TIME to 
monitor inventories closely. With 
sales falling so rapidly, what 
looked like just enough material 
last month becomes excessive this 
month. That's been apparent in 
rises in inventory-to-sales 
ratios for most manufacturing 
operations. Declines in sales 
have caused unintended increases 
in stocks, pushing these ratios 
upward. If buyers don't 

react quickly enough to bring 
inventories back in line with 
sales, the problem could become 
serious. Advice: Double-check 
with marketing on their sales 
forecasts. | 


WATCH SUPPLIERS' order rates and 
backlogs to get hints on where 
stepped-up purchasing pressure 
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can pay off, both in better 
prices and improved delivery. 
One prime target: plastics 
processors supplying the 
transportation industry. Sales 
of domestic autos are down as 
much as 37% over last year and 
this has led to large cutbacks 
and/or cancellations of standing 
orders by the automakers. 
Injection and compression molding 
shops formerly operating at or 
near full capacity are now 
meandering below the 50% level. 


COUNT ON ALUMINUM supplies to be 
ample during the next 6-12 months. 
Industry is worried about sagging 
sales. New orders for sheet and 
plate--aluminum's biggest market-- 
were off 53% in April from year 
earlier figures. Electrical 
conductor business was off 43%; 
rod, bar, and wire was off 

47%. Extrusion business is down 
between 35% and 40%. One plus 

for industry is low inventory 
levels held by both producers and 
users. Most optimistic forecasts 
are for an upturn "early next 
year's most pessimistic: 

"sometime later." 


ANTICIPATE BETTER DEALS, rather 
than lower prices, from major 
nickel producers. In the face of 

a declining market price, Inco and 
Le Nickel have clung to the $3.45- 
3.50/1b price for cathodes. 

Dealer prices are 15-20% lower. 
Instead of meeting the market 
price, the majors will try to get 
around a reduction by offering 
more attractive credit terms and 
instating consignment purchasing 
policies. With forecasts for a 
15-21% reduction in stainless steel 
production, the strategy may not 
be enough to keep producer prices 
at their current artificial level 
through thecthird quarter. 
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TOTAL ENERGY USE in the U.S. in 
the '80s will be much less than 
previously estimated, says a 
recent study by Shell Oil in 
Houston. But, according to the 
report, the nation will be 
"extremely vulnerable to energy 
for at least the next 10 years." 
By 1990, daily energy use will 
be the equivalent of 42 million 
bbls/day of oil, rather than the 
49 million once projected. The 
problem, says Shell exec S. M. 
Lambert, is that imported oil 
will still account for half our 
requirements by 1990. Of the 
domestic half, a third must come 
from yet-undiscovered reserves. 


DON'T EXPECT recessionary forces 
to drastically reduce demand for 
health and safety products. It's 
a recession-proof industry: The 
government makes you conform to 
its standards whether you can 
afford to or not. Consider this: 
A new survey by McGraw-Hill shows 
that outlays for health and 
safety will rise 28% this year. 
That's a bill of $4 billion. 
Industries high on the 

spending list include metals, 
transportation, equipment 
producers, equipment 
manufacturers, and process 
industries. 


CHECK YOUR SUPPLIERS' eligibility 
to pass through the extra cost 

of gold and silver. According to 
the Council on Wage and Price 
Stability, the rapid price jump 
in both gold and silver is an 
unusual condition, warranting a 
special pass-through allowance in 


meeting government price standards. 


To be eligible, a firm must use 
enough gold and silver that the 
cost of these metals constitutes 
1% or more of the revenue for the 
products seeking pass-through. 


The firm mu$t also measure 
compliance with government price 
standards on a 2-year price 
limitation basis. For full details 
details, contact Eugene Roberts, 
COWPS, New Bxecutive Office Bldg., 
Washington, ,D.C. (202) 456-7784. 


ENCOURAGE EMPLOYEE money-saving 
Ssuggestions-|-even those that can 
save as littile as $1 a day. The 
big cost-cutting brainstorms 
will still come in, but this 
attitude keeps employees open to 
every conceivable possibility. 
Also, ask managers of all 
overhead departments to submit 
proposals for cutting budgets by 
at least 40%, Forcing managers 
to think so radically encourages 
breakthrough 'cost reductions. 


VA and similar creative methods. 
U.S. Steel Foundation has awarded 
over $45,000 lin grants to 
colleges and universities for 
cost-saving ideas submitted in 
the 1980 program run by the 
National Association of College 
and University Business Offices. 
Value of all adeas for reducing 
schools' operating costs: 

$11 million. $imilar grants will 
be given next!year. If your alma 
mater wants to enter the progran, 
1t can write NACUBO at 1 Du Pont 
Circle, Suite |510, Washington 
D.C. 20036, of U.S. Steel 
Foundation at i600 Grant St., 
Pittsburgh, Pa. 15230. 


LOOK FOR miiar recognition of 


DON'T RELY ON the government's 
price indexes. Many of the price 
figures published by the BLS are 
based on list prices and don't 
reflect discounts now being 
offered. In setting up escalator 
clauses, try to.link them to 

a published: transaction price. 
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Chemical business . . .page 54 
GAF’s Hubbard: ‘‘We’re now 
develoiping a rationale for 
every commodity we buy, to 
determine why the supplier is 
raising his price.” 


SIG ceased lass 
Steel business should be slow 
for the rest of the year: 
Operating rates will be in the 
60-75% range for most big 
companies. 
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Cover: Celanese Corp.’s coal- 
fired boiler unit in Pampa, 
Texas. 
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New Superior Electric 
6000 Series Slo-Syn*® 
stepping motors. All the 
performance you need for 
most OEM applications. With 
off the shelf delivery on all 
standard models. 

Superior’s new 6000 Series 
stepper is a 4-phase, perma- 
nent magnet stepping motor | 
featuring a 1.8° step angle with ) 
+5% stepping accuracy. And 
8 leads to interface with most controls. 

The 6000 Series’ new, economical 
design can save you up to 20% over the 
cost of other stepping motors. Even slash 
delivery time and costs on variations. And 
we do it all without sacrificing quality. 

Call Superior. We have what you 
need right now. Call Steve Hartley, 
Product Application Specialist, at 
(203) 582-9561. We'll rush you all the 
specs and information you need. 


Superior 
Electric 


© 1980 The Superior Electric Company, Bristol, Connecticut 06010 
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e‘Buy later’ strategy replaces ‘buy now’ 


eShort recession isn’t in the cards 


Inflation psychology 
does an about-face 


THE BRIGHTER SIDE Of this 
sharper-than-expected recession 
is a quicker-than-expected unravel- 
ing of inflation. Rampant inflation 
expectations ‘‘have all but dis- 
appeared,’’ says Irwin Kellner, 
chief economist, Manufacturers 
Hanover Trust. He points out that 
the strategy in the weakening 
markets has become to buy later to 
take as much as advantage as 
possible of price discounting. Why 
isn’t inflation taking its more usual 
two years to adjust to business 
conditions? ‘‘When money policy 
changes abruptly, inflation can 
adjust quickly,’’ says Robert 
Genetski, vp and economist, 
Harris Bank. After expanding 8% 
in 1979, the money supply plateaued 
this year. There is some concern 
that the monetary authorities will 
reverse policy to pump up the 
economy. However, Genetski 
expects them to keep money on a 
“fairly slow’’ growth track that 
should bring inflation down to 
8-9% by fall. 


BOX SHIPMENTS 

Shipments of corrugated 
boxes peaked in January and 
began to fall sharply in April. That 
trend says a lot about what’s going 


Inventory/sales ratio 
(Manufacturing) 


1978 


Census Bureau 
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1980 


on in the whole economy. Corru- 
gated is a “‘good coincident indica- 
tor,’’ so its peak confirms the belief 
that the recession began in January, 
says a packaging company econ- 
omist. The drops the industry has 
taken have been in step with total 
industrial production. That shows 
that business inventories are being 
‘“‘tuned to sales.”’ 


V-SHAPED CYCLE? 

A short recession followed by 
a vigorous recovery is not probable 
nor desirable. The ‘‘most likely”’ 
scenario (50-50 chance) is three 
quarters of falling output then a 
slow rebound, according to Data 
Resources, Inc. A V-shaped 
business cycle only rates a 15% 
probability. It could happen if 
inventories are cut very quickly 
and excessively ‘‘allowing further 
easing in monetary policy,’ says 
Robert Gough, vp. “‘This pattern 
would take us further away from a 
healthy growth path. The faster we 
grow the greater the risk of prob- 
lems,’’ such as higher inflation. 


SUPPLIER FAILURES 

Just because interest rates are 
down from record highs and banks 
once again have funds to lend, it 
doesn’t follow that vendor failures 
have passed the crisis point. 
Suppliers still face the danger that 
“‘they won’t have enough cash 
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eVendors still on shaky financial ground 
*OPEC’s actions lose some of their sting 
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flow,’’ says Bill Zentz, vp, 
Huntington National Bank. 
‘‘Dollar volume (of sales) is 
declining and will decline’’ for 
several more months. If strapped 
for cash, firms can turn to banks. 
‘‘But there’s no guarantee they 
will be able to get loans.’’ Banks 
will take on the risk where “‘receiv- 
ables are collectable and inventories 
are salable.”’ 


OPEC’S IMPACT 

The oil price hikes and supply 
cuts decided at last month’s opEc 
meeting are bound to cause some 
shocks to the economy. But they 
won’t be as unsettling as the 
events of last year. ‘“Among the 
forces helping to damp OPEc’s 
impact are the U.S. recession 
which is depressing demand for 
oil,’’ say Citibank economists. 
But the nation should not be as 
vulnerable as before even when it 
pulls out of the slump. Reason: In 
recent years the U.S. has become a 
more efficient user of energy per 
unit-of-output. ‘‘There is little 
reason to expect the trend in 
relative energy efficiency to 
reverse itself in the near term.”’ 
While the bank economists expect 
OPEC prices to rise faster than 
inflation, the cartel’s ability ‘‘to 
impose shocks as those of 1973 and 
1979 is more limited than it was in 
those_years.”” , oF 
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eAluminum packaging markets strong 
eSteel scrap shortage may be coming 
eMachine tool imports to grow 


Scrap price may 
shut lead smelters 


SOME SECONDARY LEAD smelters 
may curtail or shut down oper- 
ations due to the high cost of scrap 
batteries. Last year’s mild winter 
reduced the supply of old batteries, 
and consequently pushed prices 
up. Many secondary smelters have 
specialized in battery scrap, and 
can’t or won’t use other lead scrap. 
With primary metal prices at de- 
pressed levels, secondaries can’t 
melt battery scrap at a profit. 
Since any recovery in primary 
prices from the current level of 
about 34¢/lb probably won’t come 
before September or October at the 
earliest, recyclers who have locked 
themselves into batteries may take 
an extended summer vacation. 


ALUMINUM 

While major producers are re- 
vising their 1980 shipment levels 
downward, some products will con- 
tinue to show strength. Buyers of 
aluminum products for packaging 
can expect prices to remain firm 
with no noticeable easing of 
supply. In particular, items such as 
can coil and packaging foil may 
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actually show an increase in 
shipménts through the end of the 
year. One industry spokesman 
thinks 1981 will be the year when 
aluminum retortable pouches will 
finally take off, although at first 
as an export item. Should the 
pouches, long touted as a replace- 
ment for metal cans, turn into a 
high-volume product, look for 
packaging machinery makers to re- 
double their efforts to overcome 
the pouch’s main drawback — slow 


filling speed. 


FERROUS SCRAP 

The Chicago-Pittsburgh aver- 
age price for No. 1 heavy melt has 
plunged more than 35% from its 
1980 high (in February) of 
$104/ton. The drop has come in 
response to very weak demand, 
both from U.S. electric furnace 
operators and from foreign buyers. 
The weakening foreign market 
seems to have resolved the dispute 
over exports; AISI reports scrap 
exports off 28.7% in April from 
March levels. The problem now is 
that as scrap. prices have 
diminished, so has the dealers’ 
motivation to collect new material. 
Observers now fear a shortage of 
scrap, accompanied by price in- 
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eDistributors see spotty demand 
eZinc alloys tou 
¢Long leads for industrial robots 


by smelters 


creases of 20% or more. Watch for 
the market to shift into a shortage 
psychology by September. 


STAINLESS STEEL 
There is an unusually wide 
spread in imported stainless prices, 
according to a recent Steel Service 
Center Institute survey. ssc! 
buyers say imported stainless 
costs anywhere from 10% more to 
20% less than comparable 
American stainless. It’s the first 
time this year that imported metal 
has been offered at a price higher 
than domestic tags, yet also the 
a time a price of 20% lower 
than U.S. prices has been reported. 
(The last time was in January.) 
Look for service centers to offer 
more imported stainless for sale in 
the next six months. 


MACHINE TOOLS 

The Taiwanese are making 
another big push in U.S. machine 
en markets, this time with heavy- 
duty equipment. Importers will 
soon be offering computer- 
controlled vertical machining 
centers, milling machines, and 
radial drills, in addition to their 
market mainstay, the bench lathe. 
Most of these new items are con- 
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ventional tools fitted with 
Japanese numerical controls. At 
present, 59% of Taiwan’s machine 
tool exports go to the U.S. The 
machinery’s biggest attribute is its 
price tag; they are often 30-50% 
less expensive than their Japanese 
counterparts. 


INDUSTRIAL SUPPLIES 

Distributors are seeing more 
pronounced variations in regional 
business activity. Those serving 
the Detroit area have had sharp 
drops in incoming orders, while 
West Coast and New England 
business remains strong. Demand 
for fluid power repair parts is 
reported as unusually strong by 
NIDA/SIDA. “‘Our company has sold 
more parts for pumps and com- 
pressors in four months of 1980 
than we did all last year,’’ says a 
SIDA member. 


COBALT 

Buyers of extra fine cobalt 
powder who have had to rely on 
imports now have a domestic 
source. At the urging of the federal 
government, Metallurgie Hoboken, 
a Belgian firm, has opened a 
wholly owned subsidiary, Carolmet, 
Inc., for the production of extra 
fine powder. Located in 
Laurinburg, N.C., the plant is ex- 
pected to turn out nearly 1 million 
lbs/yr, all to be sold in the U.S. A 
domestic supply has long been 
sought by U.S. consumers, because 
the powder’s short shelf life 
prevents stockpiling. The powder 
will be marketed by African 
Metals, Inc., New York. 


ZINC 

Despite efforts to build usage, 
zinc smelters face a dismal future, 
at least through the first half of 
1981. Prime western prices may 
sink below 35.5¢/lb in the third 
quarter, due to the wmetal’s 
shrinking share of the declining 
U.S. auto market. 

Two large efforts at building 
zinc consumption are under way. A 
zinc-chloride battery for electric 
cars has been unveiled by Gulf & 


Western, along with an “electric 
load leveler’’ for utility companies. 
The load leveler is actually a giant 
storage battery, so that utilities 
may store up electric power during 
times of slack demand, and release 
it during peak load time. 

The other promotion is a 
campaign begun by Eastern Alloys, 
Inc., to convince foundrymen of 
the advantages of zinc alloys. 
Eastern has been joined in the cam- 
paign by Noranda and Texasgulf. 
Eastern spokesmen say zinc alloy 
benefits include low cost, ease 
of pouring, and low energy 
requirements. 


TUNGSTEN 

Prices have been kept low due 
in part to Gsa stockpile sales and 
the current slump in the 
automotive industry. Demand will 
strengthen again in 1981, though, 
bringing prices up 8-10%. Factors 
favoring increased demand include 
an expected increase in sales of 
high-speed tool steel and cemented 
carbides, as the auto industry 
steps up retooling programs. 
Amax, a major producer, expects a 
5% annual growth in consumption 
of tungsten, and will bring new 
supply sources, located in the 
Canadian Rockies, on stream in the 
next five years to meet that 
demand. 


INDUSTRIAL ROBOTS 

The market for industrial 
robots is booming, spurred by such 
giants as GM and GE, both of 
which are expected to step up pur- 
chases. The major U.S. supplier is 
Unimation, which finds itself 
struggling to keep up with demand. 
As a result, leadtimes, already un- 
comfortably long, are stretching 
still further. New competitors are 
rushing into the market, including 
computer firms such as Texas 
Instruments and 15M. Originally 
built to perform tasks such as 
welding, the latest generation of 
machines are capable of com- 
paratively sophisticated tasks, 
and come in at a lower price than 
their less-talented ancestors. & 
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Cans 


Repair parts 
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More leadtimes on page 109 
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Prices 


Industrial price index Primary organic chemicals Paper & paperboard products 
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The smallest month-to-month Benzene and toluene prices Rate of increases slowed 
increase since Nov. 1977 may not hold this month down somewhat in May 


Source: Labor Dept. 


Paperboard prices 
should moderate 


Purchasing’s price trends 
Price codes: L = List; D = Distributor; T = Transaction 
Latest Month 6months Year 


AFTER A YEAR Of continual price FERROUS (fob mill) price ago ago ago 
increases for paper and paper- | __Steel ber (HB carbon rounds, 1We‘S" ton, t) 6 Se bar AF carbon rounds, 1%-3", ton, L) $ om $ We $ . $ _ 

board, buyers can look forward to Seater ioe 6 a8 a xo 
relatively stable conditions for the 
remainder of 1980, 
,, Unbleached kraft linerboard 

will probably stay at the $270/ton Aluminum (unalloyed ingot, Ib, 7) 72 72 66 3 

level through the fourth quarter, 
although buyers on the West Coast 
may see an attempt to reinstate the 
$300/ton price sooner. Production 
of kraft has remained surprisingly 
strong in comparison with other 
board grades, and consumer inven- 

tory levels haven't increased more Linerboard (fourdrinier kraft, ton, L) 270 300 270 235 
eA and dis still th 
eee Cree 10 Stall CEES. 
Bleached board liner. Solid 

bleached boxboard prices are Coat (astern foe sulle Tree, spot ton, T) BS Be. ae. ae 

, 
about 12% higher than they were a 
year ago, following a successful 


CHEMICALS (prices: T) 
Chlorine, iqd (North, freight equalized, bulk, ton) 148 148 148 135 


Benzene (Gulf Coast, barge quantity, gal) 1.70 1.75 1.56 2.25 
to the American Paper Institute. 
“ss “45 Caustic soda, iqd (N, dphm grd, frt eq, 
Because it is more sensitive to the bulk, 50% job 76% NAzO, ton} 155 150 140 148 


ups and downs of the consumer PLASTICS/RUBBER | 


price increase in the first quarter. 
Bleached board production is down 
12.8% from a year ago, according 


M4 . LDPE (liner grade, |b, T) .40 .44 .375 .375 
ooo he aealianpeagtire Ss 4 
through the first quarter of 1981. 
Overall, paperboard prices will 
‘ . Conveyor belting (16” 3-ply rough-top, ft. D) 7.75 7.75 7.20 6.80 
probably show a year-to-year gain 
of about 10%, with most of the 
increase seen in folding carton FHP motor (2 hp. std NEMA, Single phase, L) 60.70 60.70 60.70 57.24 
at a ary eee tS 
p cting a airly sharp rebound Machine screw (6D x - zinc-pitd carbon iat ‘inn ia re 


: : steel, 1000 pcs, L 
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ventional tools fitted with 
Japanese numerical controls. At 
present, 59% of Taiwan’s machine 
tool exports go to the U.S. The 
machinery’s biggest attribute is its 
price tag; they are often 30-50% 
less expensive than their Japanese 
counterparts. 


INDUSTRIAL SUPPLIES 

Distributors are seeing more 
pronounced variations in regional 
business activity. Those serving 
the Detroit area have had sharp 
drops in incoming orders, while 
West Coast and New England 
business remains strong. Demand 
for fluid power repair parts is 
reported as unusually strong by 
NIDA/SIDA. ‘‘Our company has sold 
more parts for pumps and com- 
pressors in four months of 1980 
than we did all last year,’ says a 
SIDA member. 


COBALT 

Buyers of extra fine cobalt 
powder who have had to rely on 
imports now have a domestic 
source. At the urging of the federal 
government, Metallurgie Hoboken, 
a Belgian firm, has opened a 
wholly owned subsidiary, Carolmet, 
Inc., for the production of extra 
fine powder. Located in 
Laurinburg, N.C., the plant is ex- 
pected to turn out nearly 1 million 
lbs/yr, all to be sold in the U.S. A 
domestic supply has long been 
sought by U.S. consumers, because 
the powder’s short shelf life 
prevents stockpiling. The powder 
will be marketed by African 
Metals, Inc., New York. 


ZINC 

Despite efforts to build usage, 
zinc smelters face a dismal future, 
at least through the first half of 
1981. Prime western prices may 
sink below 35.5¢/lb in the third 
quarter, due to the metal’s 
shrinking share of the declining 
U.S. auto market. 

Two large efforts at building 
zinc consumption are under way. A 
zine-chloride battery for electric 
cars has been unveiled by Gulf & 


Western, along with an “electric 
load leveler’’ for utility companies. 
The load leveler is actually a giant 
storage battery, so that utilities 
may store up electric power during 
times of slack demand, and release 
it during peak load time. 

The other promotion is a 
campaign begun by Eastern Alloys, 
Inc., to convince foundrymen of 
the advantages of zinc alloys. 
Eastern has been joined in the cam- 
paign by Noranda and Texasgulf. 
Eastern spokesmen say zinc alloy 
benefits include low cost, ease 
of pouring, and low energy 
requirements. 


TUNGSTEN 

Prices have been kept low due 
in part to Gsa stockpile sales and 
the current slump in the 
automotive industry. Demand will 
strengthen again in 1981, though, 
bringing prices up 8-10%. Factors 
favoring increased demand include 
an expected increase in sales of 
high-speed tool steel and cemented 
carbides, as the auto industry 
steps up retooling programs. 
Amax, a major producer, expects a 
5% annual growth in consumption 
of tungsten, and will bring new 
supply sources, located in the 
Canadian Rockies, on stream in the 
next five years to meet that 
demand. 


INDUSTRIAL ROBOTS 

The market for industrial 
robots is booming, spurred by such 
giants as GM and GE, both of 
which are expected to step up pur- 
chases. The major U.S. supplier is 
Unimation, which finds itself 
struggling to keep up with demand. 
As a result, leadtimes, already un- 
comfortably long, are stretching 
still further. New competitors are 
rushing into the market, including 
computer firms such as Texas 
Instruments and 1pm. Originally 
built to perform tasks such as 
welding, the latest generation of 
machines are capable of com- 
paratively sophisticated tasks, 
and come in at a lower price than 
their less-talented ancestors. & 
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At first glance, all hook and loop fasteners look 
alike. Of course, they aren’t. But with several brands 
to choose from it’s easy to be fooled. That’s why, 
with 20 years of experience already behind us, we can 
still say that you can’t buy a better hook and loop 
clasure system than genuine VELCRO fasteners. 

This is no idle claim. 

Our Research and Development Center is con- 
stantly inventing new ways VELCRO fasteners can 
make your product work better. 

Our salesmen are the most knowledgeable in the 
industry. So they know which kind of fastener to 
recommend for almost any kind of fastening prob- 
lem you face. 

And, because VELCRO USA INc. makes more 
kinds of hook and loop fasteners in more colors, 
sizes and configurations than anyone, you can be 
sure you'll get the right product...and get it when 
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VELCRO’ FASTENERS. 
WEIGH THE ADVANTAGES. 


you need it. So before you buy, weigh all the 
advantages. 

Few things are as simple and reliable today as 
they were twenty years ago. Happily, VELCRO 
fasteners is one of them. Twenty years ago, we 
didn’t have any competition. Today we have many 
imitators. But thanks to our technology, service, 
skilled salesmen and a product that simply can’t 
be outperformed, you can be sure youre not get- 
ting just another look-alike hook and loop fastener. 
For more information on how versatile VELCRO 
fasteners can improve your product, write: 
VELCRO USA INC. 4 
521 Fifth Ave. VELCRO 
N.Y., N.Y. 10175 


FASTENING 
SYSTEMS 


THE FIRST..THE BEST.™ 


For more information circle 8 


“YOU GET 
WHAT YOU 


Most narrow aisle trucks are priced lower than 
a Raymond... until frequent and continuing 
downtime for repairs turns them into expensive 
bargains. That's when a Reach-Fork® starts 
putting money into your pocket ... with solid 
performance day after day ... with less costly 
downtime. 


We also help to avoid 
unscheduled maintenance. 


There are more than a dozen protective 
devices built into a Reach-Fork to prevent over- 
loading from growing into damaging and costly 
repairs. Weld detectors. Low voltage circuit 
breakers. Four different hydraulic relief valves 
to assure smooth, continuous operation. 


Your load wheels last many times longer 

with our patented articulating load wheel 
feature ... Standard equipment only on 
Reach-Fork. We use self-aligning, hardened 
steel bearings at all pivot points in our reach 
mechanism for long life and less maintenance. 


Sure, these standard features cost money. 
But they save you countless hours of 
unnecessary downtime, too. 


Operator comfort increases productivity. 


The minute you step onto a Reach-Fork, you can 
sense we put the operator first. Because he’s the 
key to lift truck productivity. We give him a roomy, 
padded compartment with conveniently-grouped 
controls to increase his safety and reduce fatigue. 


And we give him features that put him in 
complete control through even tightest 
maneuvers ... like power steering and travel 
lift/lower. Our stepless SCR with exclusive fully 
proportional plugging gives him complete 
command over his rate of acceleration and 
deceleration, allows him to change direction 
rapidly with both feet firmly on the floor for 
added stability. 


Our Reach-Fork works harder for your 
operator, so he works harder for you. 


Get more resale value too. 


Reach-Fork quality means higher trade-in 
value at replacement time. But don’t just 
take our word for it. Check the prices in 
the Green Guide for Electric Lift Trucks. 
Your nearby Raymond dealer can show 
you everything about the Reach-Fork. 
Or we can: The Raymond Corporation, 
Customer Service Center 7044, 

P.O. Box 412, Pelham Manor, N.Y. 10803. 


Maybe our price does set us apart 
from the competition. But so does the 
earning power of our Reach-Fork. 


We uncomplicate your mainte- 
nance to get it done... faster. 
Open our power section. You'll find a 
neat, orderly layout of the electrical and 
hydraulic circuits that cut inspection, 
trouble-shooting and service time to the 2 ‘ h ' 
bone. Motors that swing out for easy access, emember ... you get what you pay for. 
faster brush change. Contactor tips you can 


reach without removing the electrical pane!. Open Nobody builds 
our competitors’ trucks and look at the spaghetti. a narrow aisle truck 


2) like we do! 
eee RAYMOND: 


Call toll free 800-431-1866, Ext. 900 7 
in NYS, call 800-942-1917, Ext. 900 The narrow aisle people. 
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Inside Purchasing 


Hey—it’s a buyers’ market! 
What do you do with it? 


Second-quarter 1980 is now history and a sampling of the early corpo- 
rate earnings statements make grim reading. 

Suddenly it’s a ‘‘buyer’s market’’—materials that once were chroni- 
cally short are now generally available and prices that once threatened 
to shoot to the sky now show the pull of gravity. 

In the eyes of a large piece of the industrial world this is the time 
when purchasing departments show their true colors and start squeez- 
ing vendors for every last nickel. Sure—it’s a distorted view. As this 
issue of PuRCHASING indicates, most purchasing professionals read 
‘“‘buyer’s market” as a lot more than a pause for nickel nursing. 

A good example of this is the Chemicals Report, which begins on 
page 53. What comes out quite loud and clear throughout is that the 
present economic pause will be used by many buyers to nail down ques- 
tionable supply sources and long-term contracts. Softer prices are nice, 
but they’re mostly short range. 

In Viewpoint, Rockwell’s John T. Williams goes a step further in 
pointing out why steel will need some real understanding in the years 
ahead if we are to avoid serious supply problems in the latter ’80s. (See 
page33). News Editor Doug Smock reinforces the point with an alarm- 
ing status report on steel plant shutdowns and what lies ahead 
(page 24). 

And if you’re like so many of your purchasing colleagues, you'll cer- 
tainly be doing a great deal of skill sharpening during this current 
buyers’ market. A good place to start is Economics Editor Rebecca 
Lipman’s explanation of our Leadtime Survey and how you can use the 
survey to increase purchasing performance (see page 22). Another 
shortie with good long-term payoff is a revisit to two cost reduction pro- 
grams by Managing Editor Somerby Dowst on page 19. He makes the 
point that vendor days and incentive programs can add up to much 
more than some fancy publicity for the purchasing department. And 
you'll want to scan a story by Dave Erickson on page 14, which outlines 
the kinds of internal purchasing controls that are being required by 
Uncle. 

Of course we’re not saying that prices aren’t important in a buyer’s 
market. In fact some very welcome news seems likely in such areas as 
corrugated containers, chlorine, and aluminum (see Pricewatch on page 
83). And more unwelcome news is in the offing in freight tags (see story 
on page 49). 

What we are saying is simple: Use this buyers’ market to insure 
that in the next business upturn your company can make the most of 
the sales increase that it holds. And you can start preparing for that day 
by checking out the many parts of this issue of PURCHASING. 
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MANAGEMENT 


Internal buying controls 


A controversial law passed 
three years ago requiring tight 
controls on purchasing in publicly 
held companies may soon undergo 
a period of vigorous enforcement 
by the Securities and Exchange 
Commission. 

After the inconclusive prose- 
cution of two companies in 1978, 
the law aroused such controversy 
in the U.S. business community 
that a period of comment was 
established, during which the sEc 
sought opinions on the law. That 
comment period ended June 30, 
and barring a last-minute change 
of heart, the sEc can be expected to 
resume enforcement of the law, the 
so-called Foreign Corrupt Practic- 
es Act of 1977. 

As a result, purchasing can 
expect its internal auditing, 
authorization, and procurement 
practices to come under renewed 
scrutiny by top management as 
well as by the sEc. 

The name Foreign Corrupt 
Practices Act is a bit misleading. 
The first part of the act makes it a 
criminal offense to bribe a foreign 
official in the course of conducting 
business. The second part says 
that all publicly held companies 
should keep detailed accounts of 
all transactions, especially those 
conducted by purchasing, and that 
a system of internal accounting 
procedures should be established 
to provide “reasonable assurance” 
that a company’s practices are 
within the law. 

Conduct controversy. For 
purchasing, the controversy cen- 
ters on the idea of legislating 
business morality and internal 
corporate conduct as put forth in 
the second part of the law. 

“This is the first legislation 
that tells you how to run your 
business internally,” says David 


Landsittel, a managing director at 


Arthur Andersen & Co. 
According to Landsittel, pur- 

chasing managers are now re- 

quired by law to keep accurate 


may get close SEC scrutiny 


Pert ‘ 
Internal controls are a by 
law for the first time, says 


Landsittel of Arthur Andersen. 


records of all transactions, and in 
many cases are expected by top 
management to come up with a 
system of internal auditing 
controls. These controls are 
supposed to provide “reasonable 
assurance” that management’s 
criteria for purchasing practices 
are being met. Where such criteria 
don’t exist, or are only informally 
stated, purchasing will probably 
have to put them in writing. 
Guidance from _ corporate 
accounting or from an outside 
accounting firm may be necessary 
in stating criteria, mostly because 
the law itself is so vague. 
Despite the law’s shortcom- 
ings, it cannot be ignored. 
According to Landsittel, the sEc is 
serious about enforcing the law, 
and can do so retroactively. If the 
sEC finds evidence of financial 
errors dating back to 1976, for 
example, it can declare that a 
company’s internal auditing con- 
trols are therefore suspect, and 
begin an investigation. 
Documentation, then, is cru- 
cial. If the SEC accuses a company 


of having lax controls, a company 


with good documentation practices 
can at least show that it tried its 
best—putting the burden of proof 


‘back on the SEC. 


Here are some areas purchas- 
ing and top management will have 
to consider in establishing a 
program of compliance with the 
law, as suggested by Arthur 
Andersen & Co.: 

@Vendor authorization. 

eAuthorization of types, esti- 
mated quantities, and prices of 
goods and services needed. 

eAdjustments to cash dis- 
bursements, vendor accounts, and 
account distributions. 

ePurchasing processing proce- 
dures, including orders, receipts, 
and acceptance procedures. 

eApplication of liabilities 
incurred, cash disbursements, and 
related adjustments to vendor 
accounts. 

ePreparation of journal en- 
tries for amounts due to vendors, 
cash disbursements. 

@Periodic substantiation and 
evaluation of recorded balances of 
accounts payable and related 
transaction activity. 

@eAccess to all purchasing 
records. 

While there has been no 
formal tally of the number of 
publicly held companies making a 
concerted effort to comply with the 
law, an informal survey shows 
that of 250 major corporations, 
about 25% have begun inserting 
statements in their annual reports 
saying that they maintain good 
internal auditing practices. 

— David Erickson 


PRICES 


TVAs abound 
in chemicals 


Price pressures are continuing 
to ease. 

In a new PURCHASING survey, 
only 19% of the respondents say 
prices are rising at a faster rate 
than they were earlier this year. 
Fifty-eight percent say prices are 
increasing at a slower rate, 22% 


say they’re holding even, and 1% 
report drops in prices. 

In many cases vendors are 
raising list prices, and then allow- 
ing discounts. A chemical buyer in 
Georgia says he received price in- 
creases on most of the products he 
buys, but about half had temporary 
voluntary allowances (TvAs), or 
discounts. 

‘There is a trend of small price 
reductions off list prices,’’ concurs 
an Illinois p.m. who buys pigments, 
solvents, plastic resins, plasticizers, 
and alcohols. Adds another buyer: 
“I have seen some spot softening 
and reductions in phenol, phenolic 
resins, and fuel oil.’’ 

Copper pipe off 11%. Prices 
are continumg to soften in many 
metals. Survey respondents report 
widespread weakness in pipe and 
fittings, partly because of the down- 
turn in housing. Copper pipe and fit- 
tings are down 11% in Los Angeles. 
Steel pipe and fittings are off 3'%- 
5% in Wisconsin. Some steel is 
available at distress prices. 

Overall, however, steel prices 
seem to keep climbing. While there 
has been some negotiating room on 
base prices, there has been a steady 
forward march in the ‘“‘extras’’ and 
other cost factors that get little 
public attention. Example: Conver- 
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ters recently hiked the lead extra 
on cold-finished bars even though 
lead prices have dropped to an 
18-month low. ‘I’m furious about 
this. Our business is down and 
these extras are really adding up,”’ 
says Gloria Doman, purchasing 
manager for the J. J. Tourek Mfg. 
Co., Elk Grove Village, IIl. 
Another sign that indicates 
the steel producers are prepared to 
tough it out in this recession: 
Almost nobody is reducing order 
minimums. A spot check of steel 
buyers only turned up two isolated 
examples of reduced minimums. 
One supplier cut the minimum for 
cold-rolled strip in half. And a 
buyer for an engmeering firm re- 
ports that minimums on alloy tool 
steel have dropped enough to allow 
to him to buy for one job at a time, 
whereas before he had to consol- 
idate purchases from several jobs. 
Valves, stationery too. Re- 
duced minimum levels have also 
been reported in individual cases in 
stationery supplies, cloth, coated 
glass, valves, wiring devices, 
fasteners, motors and paper. 
There is at least one example 
of reduced price pressure in pack- 
aging. A survey respondent re- 
ported that an 8% price hike in 
multiwall bags was canceled. | 


Dock strike is averted early 


If you depend on cargos 
shipped through Eastern and most 
Gulf ports you can rest easy if you 
were worried about a potential 
longshore strike this fall. However, 
keeping your shipping costs down 
is another story. 

A new three-year master con- 
tract set by employers and 
dockworkers at more than 30 ports 
from Maine to Texas will boost 
wages and benefits nearly 35%. 
That hefty settlement exceeds the 
terms of the 1977 contract by 
about 5%. Employers settled for 
the more expensive pact months 
early (the contract expires Sept. 
30) to avoid diversion of freight. 

No assured peace. Nego- 
tiation breakdowns and strikes are 
common in the longshore industry. 
Because even a short dock strike 


can seriously disrupt international 
trade and cause layoffs in other 
industries, Taft-Hartley emer- 
gency dispute procedures have 
been invoked eight times. Many 
labor and industry observers had 
expected a 4-8 week strike this year 
over wages and job security. 
While waterfront peace is 
assured for the fall, continued 
peace depends on how the U.S. 
Supreme Court rules on a job 
protection case. Under the new 
master pact, the union (Inter- 
national Longshoremen’s Asso- 
ciation) may cancel the contract if 
the court rules that the 1La can’t 
have sole jurisdiction over con- 
tainer handling. If that happens, 
the union has the right to cancel 
the contract upon 60 days’ notice 
after next Dec. 1. a 


TRANSPORTATION 


Scrap freight 
hikes revoked 


WASHINGTON — Rail freight in- 
creases imposed after April 16, 
1979 on certain scrap metal and 
wastepaper shipments in some dis- 
tricts have been revoked by the 
U.S. Court of Appeals. 

The court has directed the In- 
terstate Commerce Commission to 
formulate a rate rollback program 
and a system for reimbursing ship- 
pers who were overcharged. The 
icc has until November to do this; 
industry sources say the commis- 
sion may act more quickly, perhaps 
by the end of this month. 

An expansion of the court’s 
ruling to include other scrap mate 
rials and districts is being sought 
by the National Association of 
Recycling Industries. Should such 
an expanded ruling be made, the 
economics of shipping scrap will 
become more favorable for buyers. 

Rates called unfair. The 
decision to revoke selective in- 
creases was made after NARI 
argued that rates for certain recy- 
clable materials were unfairly 
high. The court agreed, and 
ordered the icc to establish a new, 
fair maximum level of rate reason- 
ableness, and to install remedies to 
remove all discriminatory rates on 
recycled materials. 

The expansion of' the ruling 
being sought by NARI would re- 
voke all rate increases — both 
selective and general — imposed 
on scrap materials after the April 
16 date. 

NARI says the icc’s present 
revenue-to-cost ratio of 180% (an 
arbitrary figure which is supposed 
to cover a railroad’s operating 
costs and allow for a fair profit 
margin) is being exceeded by as 
much as 97% in the case of alumi- 
num and lead scrap shipping rates, 
and by more than 45% for copper 
scrap rates. NARI also claims the 
ratio is too high to begin with, and 
should be set at 140%. 

Recyclers say that while freight 
rates for metallic ores rose over 
15.9% in the last year, scrap metal 
rates rose 18.7%. Rates for pulp 
and paper rose 16%, while waste- 
paper rates rose about 18%. & 


The 16-Ib. copier paper that flies 
through high-speed copiers. 


Xerox? 9200® and 9400® are registered trademarks of XEROX CORPORATION. 


To get the best performance out of your high-speed 
copier, you need a copier paper built for high speeds. 

That’s why Hammermill launched 16-lb. Hammermill 
Fore Xerocopy for the Xerox 9000 Series — the light- 
weight copier paper made specifically for high- speed 
copier/duplicators. 

Hammermill 16-lb. Fore Xerocopy is stiff enough to 
speed through high-speed duplicating systems like the 
Xerox 9200 and 9400 smoothly and consistently, copy 
after copy — for trouble-free performance that lets you 
stop worrying about costly copier downtime. 

With our 16-lb. Hammermill Fore Xerocopy you'll 
get a minimum of 100 sheets in each collating bin — 
guaranteed. And its high opacity lets you print on both 
sides of the sheet. 


And it’s light on your wallet, too. Our 16-Ib. Fore 
Xerocopy gives more sheets per pound. Because you buy 
paper by the pound, you save every time you buy. (You can 
even save on postage because your mailings will be lighter.) 

Try 16-lb. Hammermill Fore Xerocopy for the Xerox 
9000 Series. Available from Hammermill Merchants in 
over 135 major cities. It’s the only way to fly. 

Call toll-free 800-621-5199 (in Ill., 800-972-5855) for 
free samples and the name of the nearest Hammermill 
Merchant. 


5 Let Hammermill 
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Page dO the paper work. 


PDO your package! 


USAlr's fastest 
way to ship. 


PDQ—a fast, efficient way to ship your “hot” pack- 
ages to over 70 USAir cities in the U.S.A.—for only 
$30.00 including tax. 

Use PDQ for all your important packages—from 
film to blueprints to briefs—up to 50 Ibs. and up to 90 
inches in combined length, width and height with no 
one dimension exceeding 48 inches. You can even 
bind small parcels together and send them as one. 

Just deliver your package to any USAir ticket 
counter or freight terminal or, for convenient pickup 
and delivery at an additional charge, call 1 (800) 
638-7346 toll free. In Maryland call 269-6180. Airport 
to airport or door to door, PDQ your package—it’s 
USAir’s fastest way to ship. 


Theres a change in the air. 
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COST REDUCTION 


Money that spurs vendor 
or buyer is well spent 


Payoffs from shot-in-the-arm 
cost reduction programs—aimed at 
either suppliers or buyers—can hit 
million-dollar levels. That’s ac- 
cording to purchasing execs at 
Doerr Electric Corp. and GTE 
Products Corp., whose companies 
are now recouping many times the 
up-front costs of a gala vendor’s 
day and a buyer incentive plan, 
respectively. 

“We’re looking at $800,000 in 
savings right now, and expect to 
hit $1,000,000,” says Bill Boerger, 
Doerr’s director of purchasing and 
traffic at Cedarburg, Wis. (Details 
of Doerr’s vendor day program 
were featured in PURCHASING’S 
March 27 issue, p. 83.) And, 
according to John Davin, vp- 
materials and facilities for GTE in 
Stamford, Conn., an anticipated 
payback of $15 million from a 
worldwide buyer incentive plan 
has actually turned into $19.7 
million. The six-month program 
concluded Feb. 29. 

“We got more than we 
expected in a rising market,” says 
Davin, (his venture into buyer 
incentives was described initially 
in PurRcCHASING’s Dec. 19, 1979 
issue, p. 49.) He reports $15.2 
million in direct cost reductions, 
and $4.5 million in cost avoidanc- 
es. The savings result from special 
efforts on the part of GTE buyers, 
who were rewarded with merchan- 
dise prizes and travel. Of 390 
buyers eligible for the program, 
130 participated—coming up with 


“We got more than we expected,” 
says GTE’s John Davin. 


about 800 idea-entries which were 
authenticated by purchasing and 
financial management at each 
buying location. 

Cost of the incentives pro- 
gram, says Davin, was “something 
under $50,000”—$17,000 for mer- 
chandise awards, $15,000 for 
travel prizes, and the balance for 
running the program: motivation- 
al letters sent to buyers’ homes, 
booklets, etc. 

Call in outsiders. Although 
Doerr’s program was aimed at the 
outside rather than the inside— 
focusing on suppliers rather than 
buyers—its purpose was exactly 
the same as GTE’s: fighting 
inflation. That was the point made 
by Boerger, director of materials 
Hoye Robinson, President George 
Mathews and other execs when 
they hosted the all-day informa- 
tion interchange for Doerr vendors 
late last year. “Through your 
exposure today, you may be able to 
suggest how we may buy smarter 
and design smarter,” Mathews 
told the suppliers, who were 
invited to examine purchased 
parts, discuss specs with technical 
staffers, and observe their own 
products in actual use. 

According to Boerger, at least 
100 vendors have come up with 
ideas which he’s parceled out for 
investigation by operating depart- 
ments. He hasn’t seen “any real 
sleepers, that might electrify the 
world,” but he has seen a steady 


_stream of useful ideas that reduce 


Vendor ideas don’t have to be 
world-beaters, says Doerr’s Boerger. 
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total costs and blunt inflation. 
Among them: 

@Reducing 275-lb. test walls 
on shipping cartons to 200 lbs. 

eUsing high-strength low- 
allow (HSLA) steels in lighter 
gauges on stamped parts like 
motor bases and conduit boxes. 

eIncreasing the number of 
molds per pattern on sand 
castings. 

eStandardizing case sizes for 
capacitors. 

eGoing to bigger casting 
machines on some die castings. 

The three major types of 
prize-winning buyer action at GTE, 
says Davin, can be roughly 
classified as: 

eBroadening competition. 

eCombining requirements for 
more volume. 

eNegotiating more aggres- 
sively. 

In addition to the savings 
racked up, both Boerger and Davin 
feel that new and stronger lines of 
communication have been forged. 
At GTE, a questionnaire has been 
distributed to all buyers, and the 
responses are now being studied. 
One aim: to find out the program’s 
impact on the two-thirds of buying 
personnel who didn’t participate. 
“We want to find out if it was 
neutral, a turn-off, or encourag- 
ing,” says Davin. “We're still 
probing whether we changed buyer 
behavior or not. But we feel we 
learned from the experiment.” 

—Somerby Dowst 


WHO’S NEWS IN PURCHASING 
Diamond Shamrock 
gets new vp post 


James S. Paterson has been 
appointed to the newly created 
position of staff vice-president for 
purchasing, transportation, and 
management systems for Diamond 
Shamrock Corp., Dallas, Texas. 

Paterson joined Diamond 
Shamrock in 1975 as director of 
transportation and distribution 
and was appointed director, 
purchasing/transportation in 
1979. Prior to joining Diamond 
Shamrock he was employed by 
Dow Chemical. 

In other purchasing moves: 


John W. Ball concludes a 
career of more than 37 years with 
Bethlehem Steel. Retiring from his 
position as district purchasing 
agent of the Los Angeles area, Ball 
joined Bethlehem in 1943 as an 
expediter in the San Pedro 
shipyard. William G. Ender Jr., 
who is advancing from assistant 
district purchasing agent, succeeds 
Ball. 

Glen L. Begley has been 
appointed director of materials for 
AM Jacquard Systems, a division 
of AM International, Los Angeles. 

William T. Whitfield has 
been named manager, purchasing 
and transportation administration 
for International Harvester’s 
Agricultural Equipment Group, 
Chicago, Ill. . 

Warren K. Deem has been 
appointed manager of Lockheed 
Corp.’s newly established office for 
socio-economic subcontracting pro- 
grams. The new function is needed 
to facilitate the expanding devel- 
opment of the company’s small and 
disadvantaged (minority) business 
subcontracting programs and to 
handle the added reporting 
requirements under new regula- 
tions of Public Law 95-507. 

Three appointments have 
been announced in the purchasing 
department of Consolidated Papers 
Inc., Wisconsin Rapids, Wis.; 
Ronald V. Markworth advances 
to maintenance supplies buyer, 


MINORITY BUYING 
directory 
is available 


| The 12th edition of its 
nationwide directory of minority - 
businesses is now available from 
National Minority Business Cam- 
| pat ’ ciewchgeren organization that 
nates information on minori- 
ty “stn as potential suppliers. Try 
Us 1980 lists 4300 such firms—727 
of them added since the 1979 
-edition—in 76 categories from 
accounting services to wood. 
Each category is subdivided 


Try Us.1980 may be’ ordered 
from the NMBC, 1201 12th Ave. 


North, Min , Minn. 55411. 
Single-copy price is $14, with 
quantity discounts available. 


Mary A. Metcalf to assistant 
maintenance supplies buyer, and 
James M. Krekowski to equip- 
ment buyer. 

Mark L. Phillips has been 
promoted to purchasing agent for 
the Midland Division of The 
Ortloff Corp., Midland, Texas. 
Pamela R. Miller has been 
appointed associate buyer at 
Cullen Industries Inc. 

Robert G. Owens, former 
director of purchasing for Hershey 
Chocolate Co., has been appointed 
to the newly created position of 
director of sugar purchasing for 
Hershey Foods Corp. Dennis W. 
Marple has joined La Gloria Oil & 
Gas Co., a subsidiary of Texas 
Eastern, as manager of the crude 
oil department where he is 
responsible for the purchase, 
exchange, sale, and transportation 
of crude oil for refining operations. 

Peter J. DeCarolis has been 
named materials manager in the 
contract manufacturing depart- 
ment of Airwick Industries, 
Carlstadt, N.J. Louis J. Stock- 
bridge joins Udimet Powder 
Division at Allegheny Ludlum as 
manager of materials and produc- 
tion coordination. 

Thomas L. Long has been 
promoted to vice-president— 
operations for Norwich-Eaton 
Pharmaceuticals, Norwich, N.Y. 
He will be responsible for 
production, distribution, purchas- 
ing, and engineering. Reporting to 
him is Brian W. Mandeville, who 
has recently been appointed 
director of a newly established 
division for materials manage- 
ment. 

Thomas A. Martin has been 
named vice-president-materials at 
Miller Electric Mfg. Co., Appleton, 
Wis. Aloysius J. Lane fills the 
newly created post of senior vice 
president-operations at RTE Corp., 


Mandeville 


Lane 


Waukesha, Wis. Lane joined RTE in 
1968 as materials manager. 

The following have been 
appointed vice-president of opera- 
tions with purchasing responsibili- 
ties: 

Bryan D. Bastow at Cross 
Fraser Division of The Cross Co., 
Fraser, Mich.; Arjun M. Desai at 
MCC MARPAC, a unit of Mark 
Controls Corp., Evanston, IIl., and 
Edward R. Pitts at ITT Meyer 
Industries, a division of ITT 
Grinnell Corp., Red Wing, Minn. 

James M. Brown, purchasing 
agent, Oregonian Publishing Co., 
is recipient of the Thomas A. 
Corcoran Award of the Newspaper 
Purchasing Management Associa- 
tion. The highest award given by 
NPMA was presented to him at the 
23rd annual conference in Port- 
land. Corcoran, nationally recog- 
nized for promoting excellence in 
the field of purchasing, is a 
past-president of NAPM. He helped 
establish the Newspaper Purchas- 
ing Management Association in 
1957 and was elected its first 
president. a 


DISTRIBUTION 


Buyers face a 
change in sourcing 


Buyers may be purchasing 
more goods from _ industrial 
distributors in the coming years. 
Manufacturers and distributors at 
the Triple Industrial Supply 
Convention held recently in 
Chicago cited two reasons for this 
trend: 

eManufacturers are reducing 
their direct contacts with users. 

eThe distributor industry 
itself is changing. 

Manufacturers noted that 
rising costs, especially of gasoline, 
have forced them to reduce the 


STEEL 


an LTV company 


Stainless Sheet 
And Strip: 


Faster Facilities, Finer Finishes 


Our new, $14 million continuous cold 
annealing and pickling line at Louisville, 
Ohio makes J&L an even stronger source 
for your stainless sheet and strip requirements. 

This advanced line is twice as fast as most 
conventional A&P units. Its pacesetting 
performance has spurred much higher tons- 
per-hour outputs on our “‘Z” and four-high 
cold reducing mills. All of which really 
boosts Louisville’s shipping capacity .. . 
nearly 14% so far .. . and speeds your order. 

Cold rolled stainless steel sheet and strip, 
from .015” to .1874” thick in a variety of 
finishes and tempers. Sheets in cut lengths 
to 240”, or coils with inside diameters 
of 16”, 20” or 24”. 

J&L stainless sheet and strip offer uniform 
mechanical properties and flat surfaces... 
end to end. In a full range of standard 
and highly polished finishes, including our 
special GRAIN LINE finish, which permits 
easy surface restoration after welding. 


THE NEW STRENGTH 
IN STEEL 


Specify J&L stainless sheet and strip... 
get J&L service in the bargain. Your 
J&L specialty steels sales representative 
is qualified to help answer your material, 
processing or delivery questions. 

For a copy of our stainless booklet or 
a handy guide to laboratory corrosion data, 
call your nearest J&L specialty steels sales 
representative. Or call or write: J&L Steel, 
3-G Gateway Center, Pittsburgh, PA 15263, 
AC 412-227-4000. 
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number of direct customer calls 
made by their salesmen. Distribu- 
tors, they said, can effectively 
cover more customers in a given 
area than a sales representative. 
“Theyre calling on dozens of 
people every day while our 
salesman can call on only a few.” 

For this economic reason, an 
increasing share of the industrial 
marketplace is being converted to 
distributor sources. 

The industrial supply spokes- 
men contend that buyers will get 
equivalent service with this 
change. “The linkage between the 


manufacturer and the distributor 
is being significantly improved,” 
stated a manufacturing official. 
This improvement, along with 
distributors’ own improvement in 
inventory management, it is 
contended, will assure buyers of 
adequate supply and prompt 
delivery. 

Shakeout occurring. Dis- 
tributor spokesmen declare that 
competition in their industry is 
shaking out the less competent 
companies. As a result, buyers in 
the years ahead will source from 
fewer distributors, but those 
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Distributors will become larger, 
and serve bigger areas. 


surviving will tend to be larger, 
full-line houses serving a larger 
geographical area than in the past. 

Specialists will survive, but 
their presence will depend on the 
volume they can generate. The 
house that can focus on a 
particular product line providing 
high usage will remain a viable 
supply source, the distributor 
spokesmen agreed. 

Industrial distributor sales so 
far this year have stayed at a 
somewhat higher level than the 
first four months of 1979. While 
the new order rate dipped a bit in 
March, sales snapped back in April 
to match the high February level. 
Distributor spokesmen say that, 
while a downturn is expected later 
this year, the decline will not be 
substantial. —El Hoeffer 


ECONOMY 
Leadtime Survey 
Signals changes 


Editor’s note: Corporate CEOs are 
relying more and more on 
purchasing managers to provide 
insights on possible changes in the 
economic climate because of their 
seat at the leading edge of the 
business scene. One of the best 
indicators of economic change at 
the disposal of P.M.s is leadtimes. 
Here PURCHASING Magazine’s 
Economics Editor Rebecca Lipman 
explains the mechanics of our 
Leadtime Survey and how to make 
best-wse of its results. 


The widespread reduction in 
leadtimes reported in a recent 
PURCHASING Leadtime Survey was 
among the earliest of tips that the 
recession was shaping up to be 
more serious than originally 
expected. Delivery times are such 
highly regarded economic statis- 
tics because they give insights into 
happenings on both the supply and 
demand side of the equation. 

In fact, PURCHASING’s data can 
be thought of as the most thorough 
and useful trackers of leadtimes 
because of their broad base (125 
commodity items), tenure (about 
10 years of historical data), and 
sample size (1700 purchasing 
managers representing a cross- 
section of manufacturing opera- 
tions). The numbers are used by 
several companies, government 
branches and economic consul- 
tants. . 

Some background. The 
table of data appearing on page 
109 in this issue is a culmination 
of about a month’s work of 
sampling, tabulating, and print- 
ing. So what occurs to delivery 
times this month will first appear 
in our August 21 issue. 

The first step is to mail out to 
a sample of our readers question- 
naires which look similar to the 
table printed in the back of the 
magazine. The p.M.s check off 
under the appropriate time range 
(0-5 weeks, 6-10, etc.) the 
leadtimes of items bought in 
production quantities. 

PURCHASING then tabulates 
the responses two ways. One: 
percent share of each time range. 
For example, 20% in 0-5 weeks, 
50% in 6-10 weeks, etc. Two: a 
composite number. That is arrived 
at by multiplying each percentage 
share by the midpoint of the time 
range and then totaling it up. 

Reading the results. There 
are many ways to use the data 
depending on whether you want to 
know what’s going on in the 
economy as a whole, an industry, 
or an item. 

Most P.M.s use PURCHASING’S 
Leadtimes Survey to monitor 
conditions of specific items they 
buy. Caution: The results are an 
average of many responses and are 
not meant to be yardsticks with 
which to rate an individual buying 
performance. Your leadtime will be 


determined by how much is 
bought, what specs are used, what 
are the regional buying conditions, 
and from whom it is bought. And 
like any economic statistic, 
leadtimes are subject to erratic 
month-to-month fluctuations. Ad- 
vice: To make the most of 
PuRCHASING’s Leadtimes Survey, 
monitor trends the figures follow 
over several quarters, rather than 
hone in on one figure in one 
particular month. 

Plotting the composite num- 
ber is a shorthand method of 
tracking the availability of an 


Best is proud to introduce a 
quality line of Nitrile, Neoprene 
and Natural Rubber Latex un- 
supported glove styles. Available 
in a broad range of sizes and 
lengths to fit your job require- 
ments. When it comes to hand 
protection, bet on Best for con- 
sistent quality and performance. 
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item you buy. It’s also a good idea 
to look below the surface to see 
what shifts are causing the 
changes in the make up of total 
delivery experiences. Changes in 
the 0-5 weeks column point to ups 
and downs in distributors’ per- 
formance. Also watch if the 
percentage of buyers getting 
longer deliveries is growing at the 
expense of the short end. 
Availability is getting squeezed. 
The 125 items are grouped 
under industry headings. Scan- 
ning the rows of items block-by- 
block can discern if a leadtime 


Best Manufacturing Co. 

Customer Service Dept. — Menlo, Georgia 30731 

[) Please send me more information on Best gloves 
C) Tell me how | can get a FREE, no obligation glove 


Company — 
Address —__ 


BEST MANUFACTURING CO. 
MENLO, GEORGIA 30731 
PHONE 404/862-2302 


BEST GLOVE MFG., LTD. 
253,MICHAUD ST. 


COATICGOK, QUEX CANADA J1A 1A9 
Sold only through authorized Best distributors. 


headache is an industry- or 
economy-wide problem. 

The most general information 
about leadtimes appears in a box 
at the upper left-hand corner of the 
page. It summarizes how many of 
the 125 items posted longer, 
shorter, or unchanged delivery 


STEEL 


times when compared with the 
prior month and the same month a 
year ago. Changes in these 
groupings parallel swings in 
manufacturers’ operating rates. So 
the next few months, more items 
will shift from the longer and same 
group to the shorter category. 


Facility closings mount; 
steep downturn forecast 


Steel executives are growing 


increasingly gloomy about the 


business outlook for the remainder 
of the year. Some optimistically 
hope that automobile sales will 
perk up in the fourth quarter after 
new models are introduced. But 
many say privately that no real 
substantial improvement in orders 
is expected until early next year, 
and then it should be a gradual 
pickup. 

In the interim, steel industry 
operating rates will be extremely 
low—somewhere in the 60-75% 


range for most big companies. Of 
42 blast furnaces operated by 
major companies, 16 are closed. 
Thirteen are closed for economic 
reasons, an action taken by 
executives only when they expect a 
long and severe downturn. More 
closings of blast furnaces and other 
facilities are likely. 

Leads are lower. For the 
moment, the impact on purchasing 
is mostly a favorable one. Finished 
steel product leadtimes are 
substantially below their year-ago 
levels. Sheet and strip leads are 


barrie 


t $298.” 


See your Pentel® Rep for special introductory offers. 
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pegged at 4.3 weeks, down from 5 
weeks a month ago and 8.4 weeks 
a year ago; plate leadtimes are 4 
weeks, down from 4.9 weeks a 
month ago, and 6.1 weeks a year 
ago; and stainless bar and rod 
leadtimes are 5 weeks, down from 
6.1 weeks a month ago and 8 
weeks a year ago. The numbers are 
from PuURCHASING’s Leadtime 
Survey. Longer-term, the shut- 
downs could lead to stretched-out 
leadtimes. 

Pessimistic signals from the 
domestic steel industry started to 
grow intense at the recent Steel 
Buyer’s Group meeting in Atlanta 
in conjunction with the NAPM 
national conference. There J&L CEO 
Thomas Graham predicted that 
1980 shipments would be 80 
million-85 million tons, down from 
an earlier forecast of 88 million- 
90 million tons. 

Here are other comments on 
the state of the steel industry from 
other executives: 

illiam J. Delancey, CEO at 
Republic Steel and the new 
chairman of the American Iron 
and Stee! Institute: “The general 
decline will be much steeper and 


This could be the 
perfect drafting pencil— 
precision built and in- 
expensive at $2.98. At 
this price level, it was the § 
overwhelming choice of 
draftsmen, engineers, and architects in 
a recent consumer preference test. 

The 4mm fixed sieeve is ideal for template 
work. And with nationa! trial sampling programs — 


“The PIOS brea ks 
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your customers will be lining up for the crisp, 
sharp lines the new P!05 makes. 


The New PI05 Automatic Pencil 
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Creating new e fo?) America to write” 


Photo: Bethlehem Steel 


The steel business should be slow for the rest of the year and then 
begin a gradual upturn. Kaiser Steel. “High interest rates 


Call toll-free today at 


the bottom somewhat lower than 
we generally expected a few 
months ago and will result in 
reducing steel industry shipments 
to about 88 million tons.” 
Shipments last year totaled 103 
million tons. 

@Harry Holiday, ceo at Armco 
Inc: “Our current recession is 
uneven: almost bottomless valleys 
for automotive, residential con- 
struction and other big-ticket 
consumer items, coupled with high 
peaks for all energy markets 
except nuclear. Unfortunately, the 
valleys outnumber the peaks, 
except where steel costs are 
concerned.” 

@Reynold C. MacDonald, cEo 
at Interlake Inc. “To achieve 
earnings goals, Interlake, as well 
as the U.S. steel industry, must 
achieve selling price increases, 
cost improvements, and productiv- 
ity gains aided by revisions in tax 
laws to allow faster depreciation in 
capital equipment and thereby 
encourage investments and to 
increase efficiency and lower 
costs.” 

eEdgar F. Kaiser, CEO at 
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“TOTAL SOLUTION” 
Perforators 


Diamond Manufacturing Company 


Diamond can provide the ‘Total Solution’ to your 
EVERY perforating need with: 


e High-speed computerized presses that perforate up 
to 600 strokes per minute 


e Advanced computerized tool and die facilities 


Let the ‘Total Solution’”’ 
work for YOU! e A fleet of dependable trucks to assure 


on-time delivery without damage 
e 24-hour quotations by phone or mail 


Diocese e Important services, such as roller 
leveling, shearing, slitting, 


(In PA call collect 717-693-0300) 


re-coiling, fabricating, and 


| © @ Manufacturing * 
Company 
P.O. Box 174, Wyoming, PA 18644 much more. 
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“THE MINUTE I SHOOK 
YOUR HAND, SIR, | KNEW YOUR 
LOW-PRICED TOWEL STORY HAD 


TO BE ALL WET,TOO.’ 


SCOTT ROLL 


TOWELS. 
BECAUSE VALUE ISN’T VALUE — Perf-Embossed natural 
WITHOUT PERFORMANCE. jumbo Brand 116. Or our 
unbleached jumbo Brand 414. 


It makes sense, on the And. to get the most 


other hand, that the more a out of any of these brands, 


towel does, the less of it : 
aT put them in our new Trans- 
people will use. So the roll OuMatie® Hand/orLav-R 


will go ee pial Matic™ cabinets. Both ac- 


And that’s exactly what  CePt the new jumbo rolls— 


Aaitaet in he Sonik tani up to 800 feet of towel—and 
| be macae and ee” y accommodate stub rolls up 


: to 200 feet. Our patented 
didi ae iia automatic transfer device 


Perf-Embossed® bleached makes the switch from stub 
Brand 111 and natural to new roll for you. 
eS Brand 115. They give you a So your maintenance 
WH) comfortable feel. Oot Bulky, People can make fewer refill 
— A true quality feel. runs to the washroom. 
Ah, there’s the rub. For even greater one shed Abaca - eater 
If you don’t want tobe ——_ economy, consider our new ong-run savings; lowering 
left wet-handed by low- ae «=O ee id hand dry. 
priced towels, you have to _—— h nd that’s what ae buy 
use a lot of them. the towels for, 1 isn’t it! 
And when that sodden Dry hands: 


Scott roll J tgs some- 
thing you, and your users, 
can shake hands on. 


wad of towel hits the trash 
can, it takes its low-price 
logic with it. 

Because excess usage 
can quickly demolish what- 
ever purchase savings 
there were. 


1) Send me samples _ | Send me samples of C1) Send me information 


of Brand 111 and your jumbo roll alee new jumbo 


mpany 
Scott Plaza ll, Philadelphia, PA. 19113 f'¢ 1979 Scott Paper Company 


| 
| Brand 115 towels towels. Brands 116 = abag th | 
and 414 Trans- “O-Mat ll and 
| Lev-R-M ; 
Gee oe ae on he ee ee | 
| LOS | a es aa | 
| Address ; 
| a ee | | 
| Mail coupon to: Commercial Products Marketing 
Scott Paper Com 
| 


= 
_ 


High quality, corrosion resistant, 
stainless steel FLAT BAR cfp'’* 
now in stock for immediate delivery. 


@ Available in the most popular 300 series stainless grades 

@ Hot rolled, annealed and pickled No. 1 finish 

@ Complete FLAT BAR cfp* inventory. Maximum 3-day de- 
livery on material from stock 

@ Complete back-up plate and coil inventories to shorten 


mill lead times for non-standard widths and length of 
FLAT BAR cfp* 


One stop convenience on the complete line of Eastern 
quality stainless steel sheet, coil, strip, plate, floor 
plate and plate products including rings, segments, 
circles, flanges, heads and special shapes. 


For complete information, call or write Eastern... the 
Number 1 producer of stainless steel FLAT BARS cfp”®. 
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Eastern 
Stainiess 
Steel 
Company 


Rolling Mill Road, P.O. Box 1975 
Baltimore, Md. 21203. USA 
(301) 288-2000 


A Division of Eastmet Corporation 
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and tight money have slowed the 
Western steel market, particularly 
in heavy construction, which 
accounts for about half the West 
Coast steel tonnage. This slow- 
down, combined with a large 
inventory overhang from first- 
quarter 1980 (when imports were 
33% higher than in the compar- 
able 1979 quarter) has caused 
significant decline in Kaiser 
Steel’s backlog and entry rate 
since April 1. We do not foresee 
near-term improvement.” @ 


SSCI SURVEY 
June shipments 
drop sharply 


CLEVELAND—Service center busi- 
ness plunged last month and pessi- 
mism deepened. 

Almost three out of four re- 
spondents to the Business Condi- 
tions survey issued monthly by the 
Steel Service Center Institute say 
that average daily shipping levels 
in June were below the previous 
month. That’s up from 44% report- 
ing a drop April to May, and up 
from 24% reporting a drop from 
March to April. 

Outlook worsens. And 67% 
of the respondents expect incoming 
orders to decline during the next 
three months. Just 4% see an in- 
crease. The general trend of 
economic activity will be down for 
the next three months, predict 73% 
of the respondents. . 

Meanwhile, inventories at serv- 
ice centers are growing—one of the 
offshoots of declining shipments. 

Fifteen percent say inventory 
on hand would cover shipping 
levels for 5-6 months. That’s up 
from 4% in May. Twenty-one per- 
cent say current inventories are 
above levels of three months ago. 
That’s up from 17%. The vast 
majority of service centers will 
continue to cut away at inventories 
during the next three months. 

New steel orders placed with 
mills will be cut back over the next 
three months, say 79% of the re- 
spondents, up from 58% who 
planned to cut incoming shipments 
in May. In June, there were no sig- 
nificant regional variations on in- 
ventory plans. In May, Southern 
centers planned to hold stocks 
steady. Meaning: Impact of the re- 


Service center 
layoffs are rising 


(% respondents reporting work- 
ers on short-time or layoff) 


50 


40 


30 


* Source: SSCI survey 


cession may be spreading from the 
Northeast and Great Lakes regions 
into the South. 

The report showed a slight in- 
crease in discounting on stainless 
steel by foreign producers. Six per- 
cent of the centers responding 
report that discounts of 10% or 
more are available on foreign stain- 
less. There were no reports of dis- 
counts that high in the previous 
two surveys. Meanwhile, another 
6% reported that some foreign pro- 
ducers are charging premiums of 
more than 5%. That could be a re- 
flection of some caution on the part 
of European producers in the after- 
math of U.S. Steel’s big dumping 
suit. | 


Buyers step up 
stock cutting 


Steel buyers, who are also con- 
cerned about rapid deterioration in 
business, will greatly step up in- 
ventory-cutting efforts in coming 
months. 

In the most recent NAPM 
Steel Survey, 65% of the respond- 
ents plan to cut inventories during 
the next six months. In the pre- 
vious month, 41% planned to cut 
stocks. Because of the downturn 
in the economy, buyers say their 
stocks have grown more in the past 
month than they wanted. 

Thirty-five percent say stocks 
are up compared to Jan. 1. That’s 
up from 18% last month. 


In other results: 

eSelling prices of the respond- 
ents’ own products are weak or 
very weak, according to 16%. 
That’s the highest level reporting 
weak prices in at least 30 months. 

eThe majority now report at 
least some workers on short-time 


or layoff. 

eVery few anticipate any 
shortages of steel products. ad 
REGIONAL BUYING 


Philly: Only a 
few tight spots 


PHILADELPHIA — Purchasing 
managers here generally report 
that leadtimes are considerably 
better than six months ago, but 
many are still concerned about a 
few tight spots. 

According to William Geiss, 
head of purchasing for Garrett- 
Buchanan, a paper company in 
Philadelphia, ‘“‘Business is fair.” 
Leadtimes are better than six 
months ago and he foresees a small 
improvement within the next six 
months. 

David Grande, purchasing 
agent for Philadelphia’s Pioneer 
Salt and Chemical Co., says that 
while leadtimes are better, a few 
products are tight ‘‘especially 
chromic acid and boric acid. On 
these, there is a couple of months’ 
leadtime.”’ 

Methanol alert. He added 
that the purchasing of methanol 
may become a problem soon be- 
cause the oil companies are using 
more MTBE, an unleaded additive 
produced from methanol. , 

Also, he said, caustic soda, a 
co-product of chlorine, may get 
tight, because the demand for chlo- 
rine is ‘‘slowing down.”’ 

Nan Goff, purchasing agent 
for Whitemarsh Paper and Special- 
ties Co., a packaging firm in Phila- 
delphia, also finds leadtimes have 
improved. For mill products there 
is a 4-6 week leadtime. 

Steel is much the same. Buyer 
George Kelly of Morris Wheeler 
and Co., a steel service center in 
Philadelphia, says he is experi- 
encing 3-4 week leadtimes ‘‘on 
most structural and bar steel,’’ an 
improvement compared to six 
months ago, when leadtimes were 
12-21 weeks. —Dolores Capone 


A grease for all reasons. 


We make a lot of different 
greases. Over 60. Including 
an extensive line of semi- 
fluid, tacky and extra viscous 
lubricants that cover the 
range between oils and 
greases. Each is the finest, 
most carefully manufactured 
product we can make, abso- 
lutely suited to its application. 
Here are just four examples. 


Gulfgem is a versatile, 
multi-purpose grease with a 
patented ary] diurea thick- 
ener for operation at elevated 
temperatures, high speeds 
and extended lubrication 
intervals. 

Laboratory performance 
testing has shown Gulfgem 
able to run for over 1300 hours 
at 10,000 rpm and 350°F' 
under light load before bear- 
ing failure. That's five times 
longer than any competitive 
polyurea grease tested. 

In addition, Gulfgem re- 
mains functional at tempera- 
tures as low as —20°F and 
resists water spray-off, water 
leaching and water washout. 
It's the perfect choice for all 
types of grease-lubricated 
plain and anti-friction bear- 
ings, especially pre-packed 
and sealed-for-life bearings 
operating at elevated tem- 
peratures and/or high speeds 
and where contact with water 
is likely. 


Gulf Tacky Grease. This one 
will hold on for dear life. 


Gulf Tacky Grease is produced 
primarily for the textile indus- 
try. Its tenacity gives it excellent 
adhesion even on the most ec- 
centric high-speed parts, thus 
reducing lubricant waste and 
the possibility of contamination 
of the manufactured product 
by grease throw-off. 

Tacky Grease has a lith- 
ium soap base with special 
cohesive (stringy) properties. 

It won't thin out appreciably 
when worked in bearings or 
similar elements, and leak- 
age and run-off are minimal, 
even in the most poorly sealed 
bearings. 

Additional uses for the 
grease are found in industries 
where product protection is 
required. It's water resistant 
and has strong rust inhibiting 
properties and is recom- 
mended where high relative 
humidities are encountered. 


Gulf Cotton-Picker Spindle 
Grease. A top field hand. 

This is a premium lithium 
grease, water resistant, rust 
and oxidation inhibited and 
manufactured for outstanding 
temperature stability. It's rec- 
ommended for all mechanical 
cotton pickers equipped for 
grease lubrication. 

Gulf Cotton-Picker Spin- 
dle Grease is specially com- 
pounded to remain semi-fluid 
at high or low temperatures. 

It provides easy starts on cold 
mornings, and maintains full 


protection to bearings in the 
hottest weather. Field tests 
have proved longer bearing 
life and lower maintenance 
costs, plus very effective pro- 
tection of the bearings against 
rust and corrosion, even dur- 
ing long idle periods. 


Gulf Lubcote WR. Going to 
great lengths for protection. 


Gulf Lubcote WR is part of a 
family of adhesive lubricants. 
It's specially compounded 

for application in wire rope 
manufacture, and also for 
impregnating the fiber cen- 
ters used in wire ropes, to 
reduce wear and corrosion 
and to lengthen rope life. 
Gulf Lubcotes provide a lu- 
bricating film that will resist 
moisture and corrosion, and 
are strongly adhesive and 
flexible under a range of tem- 
peratures to prevent throw-oft, 
cracking or peeling. 

We chose these four 
greases to show you because 
they exemplify the quality 
and range of applications of 
Gulf products. We think you'll 
get the idea; Gulf lubricants 
are the ones to use to protect 
your machinery and prod- 
ucts. Your Gulf pro can help 
you select the correct grease 
for your application, or write, 
Gulf Oil Corporation, PO. 
Box 1563, Houston, Texas 
77001. 


Greases pictured from left to right: 
Gulfgem. Gulf Tacky Grease. 

Gulf Cotton-Picker Spindle Grease. 
Gulf Lubcote® WR. 
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Ask the pro from Gulf. 
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SAFETY MESSAGE 


_ The real beauty of KEX’ mat service 
is how it continues to save you money. 


KEX mat service wouldn’t be worth a nickle if it didn’t 
save you some dollars. So just look at it from a prac- 
tical standpoint. 

There’s no investment. No inventory. And no 
laundering for you to worry about. Because our ser- 
vice provides you with freshly-laundered Designa® 
mats regularly. For just a small service charge. 

Meanwhile, your floors, carpets, walls, and fix- 
tures remain cleaner lots longer. And your housekeep- 
ing time and costs are substantially reduced. Week 
after week. 

You see, Designa mats are constructed differently 
than other mats. Made of 100% virgin nylon carpet 
pile that’s been twisted and heat set, the mats are able 
to capture more dirt and grime. So you can count on 


y 
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less waxing and cleaning. And a longer life for your 
expensive floors. 

There’s even a bonus. Bordered rubber backs 
that hug the floor to make areas safer. 

All you have to do is select the styles of Designa 
mats you prefer, from safety messages to greetings, 
from beauty tones to patterns. In many instances 
you'll be receiving a wide variety of different designs 
or messages that change as often as the mats do. 

For the name of your nearest KEX Distributor, 
write or call: KEX National Service® LaGrange, GA 


30240 / (404) 883-5542 #4 

or 883-5369. Because / 

our mat service does | 
i 


the job beautifully. \ 
+ NAFIONAL SERVICE® 
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Steel buyers are caught in an 
awful dilemma. On the one side is 
their professional duty to get the 
very best deal on price and 
delivery that they can wring out of 
the mills. On the other hand is 
their fear that driving too tough a 
bargain could push the mills to the 
wall—and possibly right out of 
business. 

The issue here, says John T. 
Williams, manager of raw materi- 
als and special purchases for 
Rockwell International, is not 
helping out the steelmakers just to 
be nice guys. The issue is keeping 
competition alive in the industry. 

Can’t meet demand. “We are 
rapidly closing in on a situation 
where domestic capacity cannot 
meet demand,” says Williams, who 
is chairman of NAPM’s steel buyers’ 
committee. “We have to encourage 
the mills to upgrade capacity if for 
no other reason than to keep up 
competition among the suppliers. 
There is never enough competition 
as far as a buyer is concerned, and 
there’s getting to be less competi- 
tion in the steel industry almost 
every year.” 

What about the minimills? 
They're adding to capacity, and 
won't that take up some of the 
slack caused by capacity shut- 
downs by the integrated mills? Yes 
it will, says Williams. But the 
minis are not trying to compete 
across the full range of products. 
“They've selected a very limited 
range of products which they can 
very efficiently produce,” says 
Williams. These products center 
on the less capital-intensive goods 
likes angles, flats, rods, rounds, 
and channels. 

How important is a home- 
grown. steel industry? Can’t we 
rely on imports? Isn’t steel an 
international commodity? The 
statement often is made: Foreign 
suppliers may have gouged their 
American customers during the 


Viewpoint 


John T. Williams of Rockwell International 


Back the steel mills: 
We need the competition 


1973-74 supply crunch, but that 
won't happen again. International 
trade has matured and the killer 
philosophy has passed. Maybe, 
says Williams, “but there are 
countries and there are companies 
that will always take advantage of 
any favorable situation. I don’t 
think that should be unexpected.” 

Changed world. There is a 
further point. The international 
steel market has been changed 
since 1973-74 by the emergence of 
many small, developing nations as 
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“We are rapidly closing inona 
situation where domestic capacity 
cannot meet demand.” 


“The government has helped put 
the steelmakers where they are, 
and maybe the government should 
help the industry a little.” 


suppliers. Some of these suppliers 
weren't even in business in 
1973-74. Many of the big 
industrial nations that were in the 
market then (the United Kingdom, 
France) have been cutting back 6n 
steel capacity and may not be so 
actively involved on international 
markets in the future. Even Japan, 
plagued by energy problems that 
already have forced it to shut down 
40% of its aluminum production, 
can’t be relied upon. “Now it’s the 
Third World,” says Williams. “It’s 
a big guess on anybody’s part 
about how they’re going to handle 
any given market.” 

The steel industry has drawn 
fire as having caused some of its 
own problems by not pumping 
enough money into capital expan- 
sion and modernization. But it’s 
also true that the mills have one of 
the lowest rates of return on net 
worth of American industry (7.7%) 
and that they have been socked 
hard by capital equipment infla- 
tion (plant and equipment costs 
have almost doubled in ten years) 
and by stiff environmental regula- 
tions. In those areas, the govern- 
ment could help a lot. 

No subsidization. “I don’t 
want to see the subsidization of 
steel,” says Williams, “and the 
industry does not want that either. 
But the government has helped 
put the steelmakers where they 
are, and maybe the government 
should help the industry a little.” 
Williams Sees “recognition on the 
part of government that thase's got 
to be some things done for steel.” 

“There’s got to be more money 
spent on capacity, obviously, and 
that means, first of all, a greater 
investment tax credit.” Williams 
supports the Capital Cost Recov- 
ery Act, now before Congress, that 
would speed up the current 
15-year depreciation schedule to 
10 years on buildings and 5 years 
on machinery and equipment. 

And the mills should be given 
more time to meet environmental 
regulations. No one contests the 
importance of cleaning up the air 
and water, but the timetable 
should be lengthened. a 
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Steel buyers are caught in an 
awful dilemma. On the one side is 
their professional duty to get the 
very best deal on price and 
delivery that they can wring out of 
the mills. On the other hand is 
their fear that driving too tough a 
bargain could push the mills to the 
wall—and possibly right out of 
business. 

The issue here, says John T. 
Williams, manager of raw materi- 
als and special purchases for 
Rockwell International, is not 
helping out the steelmakers just to 
be nice guys. The issue is keeping 
competition alive in the industry. 

Can’t meet demand. “We are 
rapidly closing in on a situation 
where domestic capacity cannot 
meet demand,” says Williams, who 
is chairman of NAPM’s steel buyers’ 
committee. “We have to encourage 
the mills to upgrade capacity if for 
no other reason than to keep up 
competition among the suppliers. 
There is never enough competition 
as far as a buyer is concerned, and 
there’s getting to be less competi- 
tion in the steel industry almost 
every year.” 

What about the minimills? 
They're adding to capacity, and 
won't that take up some of the 
slack caused by capacity shut- 
downs by the integrated mills? Yes 
it will, says Williams. But the 
minis are not trying to compete 
across the full range of products. 
“They've selected a very limited 
range of products which they can 
very efficiently produce,” says 
Williams. These products center 
on the less capital-intensive goods 
likes angles, flats, rods, rounds, 
and channels. 

How important is a home- 
grown. steel industry? Can’t we 
rely on imports? Isn’t steel an 
international commodity? The 
statement often is made: Foreign 
suppliers may have gouged their 
American customers during the 


Viewpoint 


John T. Williams of Rockwell International 


Back the steel mills: 
We need the competition 


1973-74 supply crunch, but that 
won’t happen again. International 
trade has matured and the killer 
philosophy has passed. Maybe, 
says Williams, “but there are 
countries and there are companies 
that will always take advantage of 
any favorable situation. I don’t 
think that should be unexpected.” 

Changed world. There is a 
further point. The international 
steel market has been changed 
since 1973-74 by the emergence of 
many small, developing nations as 
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“We are rapidly closing inona 
situation where domestic capacity 
cannot meet demand.” 


“The government has helped put 
the steelmakers where they are, 
and maybe the government should 
help the industry a little.”’ 


suppliers. Some of these suppliers 
weren't even in business in 
1973-74. Many of the big 
industrial nations that were in the 
market then (the United Kingdom, 
France) have been cutting back 6n 
steel capacity and may not be so 
actively involved on international 
markets in the future. Even Japan, 
plagued by energy problems that 
already have forced it to shut down 
40% of its aluminum production, 
can’t be relied upon. “Now it’s the 
Third World,” says Williams. “It’s 
a big guess on anybody’s part 
about how they’re going to handle 
any given market.” 

The steel industry has drawn 
fire as having caused some of its 
own problems by not pumping 
enough money into capital expan- 
sion and modernization. But it’s 
also true that the mills have oné of 
the lowest rates of return on net 
worth of American industry (7.7%) 
and that they have been socked 
hard by capital equipment infla- 
tion (plant and equipment costs 
have almost doubled in ten years) 
and by stiff environmental regula- 
tions. In those areas, the govern- 
ment could help a lot. 

No subsidization. “I don’t 
want to see the subsidization of 
steel,” says Williams, “and the 
industry does not want that either. 
But the government has helped 
put the steelmakers where they 
are, and maybe the government 
should help the industry a little.” 
Williams Sees “recognition on the 
part of government that there’s got 
to be some things done for steel.” 

“There’s got to be more money 
spent on capacity, obviously, and 
that means, first of all, a greater 
investment tax credit.” Williaris 
supports the Capital Cost Recov- 
ery Act, now before Congress, that 
would speed up the current 
15-year depreciation schedule to 
10 years on buildings and 5 years 
on machinery and equipment. 

And the mills should be given 
more time to meet environmental 
regulations. No one contests the 
importance of cleaning up the air 
and water, but the timetable 
shouldbe lengthened. ia 


Made over here ... 
for performance 
over there 


Meet a new foreign power: metric Bodine will been your products 


motors from Bodine. The first Ameri- working as well over there as they 
can motors made to perform overseas. do over here. 

For 75 years, Bodine has been the Send for more information. At home 
leader in fractional horsepower or abroad, you can depend on Bodine. 


motors. And our experience shows 
in our new full range of 62 metric 
motors and gearmotors designed for 
220/240 V, 50 Hz power input. Each 
is engineered to meet most inter- 
national standards for safety and per- 
formance. And each delivers Bodine’s 
reliable, dependable operation. 


You'll also appreciate our foreign 
service. Our established international 
Distributor network ensures you a 
ready supply of Bodine products when- 
ever and wherever you need them. 
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Metric Motors/Gearmotors _ 


BODINE Small Motors, Gearmotors, Electronic Motion Controls 
For Seventy-five years, “the power behind the leading products”® 


inched 2500 West Bradley Place 
COMPANY Chicago, 60618 USA 


Telephone 312-478-3515 Telex 25-3646 


Brace for a one-two 
combination punch 


Only the strong will 
survive the shake-out 


Scout out potential 
trouble spots now 


Detroit's displaced: 
a sometime thing 


By John F. O’Connor / Editorial Director 


Now you can buy it, now you can’t. That’s a one-line description 
of what’s happening with certain products in today’s marketplace. 

The situation: Two months ago, PURCHASING Magazine 
reported that your colleagues (56% of 250 purchasing departments 
surveyed) were spotting growing signs of supplier product-line 
trimming. And product-line cutbacks are spreading. 

Now as then, the biggest target areas for vendors 
cutbacks are: certain electronic components, titanium dioxide, 
specialty chemicals, tool steels, high-speed steels, carbon black, 
synthetic rubbers, printing papers, paperboard products, corrugat- 
ed containers, and electrical goods. 

Now there is another woe to watch for: industrial 
distributor business failures. Middlemen are undergoing what 
some observers and distributors call a “shake-out” in distribution. 
According to this scenario, only the strong—and that means 
financially stable—will survive the recession. 

So what? No sweat, contends one school of buyer thought. 
You’ve got no business relying on the weak anyway. This makes 
sense—and the hardnosed tone of it may impress the uninitiated 
(which, of course, could include your boss)—but don’t ignore the 
possibility that even a financially faltering distributor may be 
providing your company with difficult to replace products and 
services. Moral: Keep a sharp eye focused on the financial 
health of everybody with whom you do business. 

Odds are the disappearance of some distributors will 
aggravate the impact already being felt from product-line 
cutbacks. Your colleagues cite these consequences: forced 
upgrading, higher prices and costs, lengthened leadtimes in 
certain areas, and a forced search for new sources. 

The best way to cope with both situations is via 
war-gaming and scouting out potential trouble spots in 
advance so you’re not caught by surprise. Once a trouble 
spot is discovered, your fellow purchasing pros recommend: 
(1) offering long-term, volume contracts in exchange for assured 
supplies; (2) qualifying new or alternate suppliers; (3) working to 
broaden specifications to allow for expanded substitutions. 

So far we've focused on the impact other people’s actions and 
mistakes have on you. Now a more personal caution: Don’t add 
to your problems by getting greedy. There are bargains readily 
available today from vendors who, until the recent business 
nosedive in Detroit, earmarked most of their output for 
automakers. They're now aggressively pushing for replacement 
business and their calling cards are cheap spot buys. 

Who are they? They’re the vendors you’re hearing from for the 
first time in 4-5 years. You deal with them at your own future 
peril. Sure, heavily discounted spot buys can make you look good 
temporarily. But those new arrivals on the scene will be heading 
back to Detroit as soon as the auto slump ends. Then you'll be 
stuck with hat and purchase orders in hand taking a long, lonely 
walk back to the faithful suppliers you jilted. You can’t 
expect—and won’t get—favored treatment from suppliers 
you’ve thrown over for a fast price break. So be careful when 
you play the big bargain game. | 


Our bearing and PT collection is 
complete. Including the rare ones. 


We stock complete lines of 
bearings and power transmission 
components, not just the most 


popular sizes. Every type of bearing, 


belt, sprocket, gear, chain, drive, 


reducer. More than 200,000 different 


parts convenient to you at 200-plus 


“neighborhood” branches backed by 


nine regional stocking centers and 
our Power Transmission Center in 
Columbus, Ohio. Our computerized 


$100-million inventory is tied to a 
modern microfiche/CRT data 
retrieval system to find even the 
scarcest part fast. Plus 24-hour 
emergency service, professional 
maintenance seminars and more 
than 1,000 trained, experienced 
bearing and power transmission 
specialists to help you get the 
most from your bearing/PT dollar. 
Call us today. 


Bearings, Inc. 


Corporate Office: 3600 Euclid Avenue, Cleveland, Ohio 44115 


Dixie Bearings, Inc. 


Headquarters: 276 Memorial Drive, S.W., Atlanta, Ga. 30303 


Bruening Bearings, Inc. 


Headquarters: 3600 Euclid Avenue, Cleveland, Ohio 44115 


Carter’s cure 
for auto industry 


Few weapons 
short of control 


Administration discounts 


regulation’s sting 


More action on the 
trade front? 


Washington outiook 


By Daniel W. Gottlieb 


The White House prescriptions for the auto industry look more 
like treatment for symptoms than cure for disease all the time. 
The President promised “swift action.” This translated into: 

eThe already-on-track $1.5-billion shot in the arm for 
Chrysler, which most officials admit will still leave the 
company deeply in the red. 

eSeveral “crash studies,” the broadest of which is to be 
delivered by the Transportation Department by year-end. 

eNegotiation of a trade deal with Japan designed to 
make it easier for American autos to get past Japanese trade 
barriers and lead to more Japanese manufacturing and 
parts procurement (for vehicles sold here) on U.S. shores. 

The Administration rejected pressures from the auto workers 
for import curbs and took the complaints about regulatory burdens 
with a grain of salt. Other than stepping in and telling automakers 
how to run their business (as, in part, the financial package with 
Chrysler requires) there isn’t much more the government can do. 

The reason is simply that the real pain to the automakers 
comes not from regulation or imports but rather from (1) the 
recession, (2) tight money, and (3) a design lag. The first 
translates into slumping car sales and ripple effects through the 
economy, especially in steel, glass, aluminum, and rubber. The 
second hurts in two places: consumer financing and corporate 
financing. Whether the Federal Reserve’s relaxation of credit 
controls came in time to help slumping 1980 model sales remains 
to be seen. Consumer expectations on the economy could remain 
pessimistic despite somewhat easier credit. 

Despite all the hoopla on the burden of regulation, the 
Administration doesn’t see it as the chief monkey on Detroit’s back 
right now or in the near future. Item: Administration officials 
estimate the cost of meeting regulations in place through 
1985 at not more than 1-3% of projected total capital 
requirements of the industry. Most of the investment will go 
to downsizing to meet the new consumer preference for 
smaller, gas-saving autos. 

It can be argued, of course, that this downsizing is needed, in 
part, to meet fuel efficiency standards. But many officials feel that 
Detroit missed the boat in anticipating the trend to smaller and 
lighter autos and must now catch up fast on retooling. 

Trade is about the only area where the Administration can 
offer some help—and even this is tricky. Putting quotas on 
Japanese cars, for instance, could simply result in shifting more 
sales to European car rather than American autos. Besides, many 
U.S. makers import products from their plants abroad. Import 
restrictions could hit them as well as foreign-owned producers. 
The most promising trade initiative at the moment seems to 
be the pressure that the Administration is putting on Tokyo 
to shift some of its auto and truck manufacturing here. 

As a first step in this direction, Nissan Motors has announced 
plans to build a plant in the U.S. And Tokyo is sending a buying 
mission here this month (Cleveland, Chicago, Detroit) to study the 
possibility of shifting as much as $8.5-billion worth of auto parts 
production to the United States. a 


= 
et 
Sis ce 


=. —a Fa, 


iN 
if 


Our team can put you 


on target in specifying 
cold-rolled strip... 


.-to help 
you. 
build 


Have the complexities 
involved in specifying 
cold-rolled strip kept you 
from using it to boost pro- 
ductivity and product 
performance? 

Then your USS. Steel sales 
representative has a unique 
solution to your problem: free 
marketing service from a spe- 
cial U.S. Steel task force. It's 
made up of experts from our 
Cuyahoga plant in marketing. 
metallurgy, operating and pro- 
duction planning. 

They Il help you select 
the right product, in the right 
chemistry: Low-Carbon, 
High-Carbon, Flat Wire. Alloy. 

a High-Strength/Low Alloy, 
! -Embossed—or even step-saving 
Special Shapes. 


They Il 
help you choose ~— 
a temper to meet 
engineering requirements 
and fabrication techniques to 
minimize tool and die cost. 

They Il help you minimize 
stoppages and scrap by utilizing 
strips closer dimensional toler- 
ances—about twice as close as 
those of sheet. 

They Il help you eliminate 
shaving or rolling by choosing 
from one of our six different 
standard edges—or specifying 
a special edge. 


And they Il help you select 
a finish by choosing from five 
standard finishes, including 
embossed. 

Our task force on cold-rolled 
strip is just one of the ways 
we ve found to serve you better. 
Let your USS salesman put you 
in touch with them. Because 
we want you to feel assured 
that— with us as your supplier 
— your products are off to the 
best possible start. 


Cold-Rolled Strip 


Delaying price 
increases 
(Part 2) 


It’s important to 
keep track of the date 


Some prices take 
longer to change 


Get the change 
notice in writing 


Negotiation outiook 


By Dr. Chester L. Karrass 


Moving a price increase into the 
future is the same as reducing it. | 
That’s why delaying tactics are so © 
important. If you can’t limit an © 
increase, delay paying as long as 
possible. 

Here are some more ways: 

eBuy now, pay later. Offer to | 
buy a large quantity, but to pay for — 
it later. Something like, “Ill take 
1000 now, but split the payment 
out in January, March, and 
October.” Because of the bird-in- 
hand syndrome, most sellers will go 
for this type of order. 

eGrace period. Keep careful track of the exact date the price 
was Officially raised. If your purchase takes place any time 
near the change date, ask for a grace period. You usually will 
get the old price. 

e““Next order, I'll pay.” Offer the salesman something for 
the delay you’re requesting. Tell him, ‘Give me the order at the old 
price. Next order, I'll pay the increase.” Your promise is a 
concession he can present to his manager and thus justify 
the lower price. 

@Pipeline price. There are goods in the pipeline at all times. 
When a seller raises prices, there are goods available that 
were made at lower costs. In many cases the seller will be 
willing to compromise based on this fact. 

eUnreasonable timing and amount. You always have a 
good case for delaying an increase if you were recently quoted a 
lower price. 

eCatalog pricing. An excellent way to delay a price hike is to 
tie prices to the seller’s printed catalog. Catalogs are difficult to 
change in a timely fashion. So are computer runs, cross- 
reference files, and some advertisements. 

eCancellation privilege. When a seller is given the right to 
raise a price, the buyer should retain the right to cancel. 
Sometimes the best test of a seller’s resolve in holding a price 
increase is to cancel the order. You should require written, 
formal notification of any increase, and negotiate a clause by 
which you have time to shop around while the old price is 
still in effect. 

eIgnore the increase. Often by simply failing to acknowl- 
edge the increase and issuing p.o.s based on the old price, you can 
effectively delay it. Without saying so you’ve signaled to the 
vendor that you’re not swallowing the increase without good 
justification. And making a good case will result indelay. 


Dr. Karrass specializes in negotiation, , and sales seminars. His 12-hour 


Effective segoeeans Vines bern 8 eed 136 of the nation’s 500 
He is nn Piakéa Pris Eorace Macc Came ive 
ake, and How to Work with Your Employees to Improve 1 lg bc 
pic ped For more information on books and seminars: Karrass " 
2066 Westwood Blvd., Los Angeles 90025 (213) 476-4554. 


Sure, money's important. 

But at Burlington Northern Air 
““reight, we also operate under 
‘1 growth company principle 
wwe call Rodberg’s Law. 

It works like this. 

If you hire people who are 
:more interested in money than 
‘shallenge, you will develop a 
“aappy, loyal staff and a 
*nediocre company. 

But if you hire people who are 
‘nore interested in challenge 
han money, you will develop a 
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great company—built by loyal, 
proud people with a special 
commitment to performance. 

It may seem like a subtle 
distinction. 

But since 1972, Rodberg’s Law 
has helped build a tiny, 
fledgling air freight company 
into the second-largest forwarder 
in U.S. freight. Burlington 


Burlington Northern 
Air Freight 


People, 
- ) not planes, 
és is@ 2 ; deliver. 
VE ae ae 


Northern Air Freight. . Jan J 
Of course, you know i. . > 
Burlington's law. | ‘F. 
People, not planes, deliver. pigitizec Wy eo) roe 
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Training 


Professional outiook 


By James P. Morgan / Editor 


Getting first rate purchasing professionals to think like top 
notch divisional or corporate managers is the objective of the 


for top 19th annual Purchasing Executive Seminar to be held on the 


managers 


Strategy at the 
corporate level 


Who’s who 
on the faculty 


Where to get 
more information 


campus of Harvard Business School this summer. 

The seminar, which is jointly sponsored by Harvard 
Business School and NAPM, will be held Aug. 3-15 and is 
pointed directly at relating procurement and materials manage- 
ment functions to overall corporate management strategy. It is 
specifically targeted to “those men and women who are now in top 
level positions in divisional or corporate purchasing—or are 
preparing for such responsibilities.” 

The program offers an overview of the key elements of top 
management involvement in such areas as: 

eFormulation of business strategy. 

eFinancing the enterprise. 

eMaking capital commitments. 

eManaging funds flow. 

eProcurement strategy and organization. 

eManagerial decision- i 

eControlling and measuring performance. 

In focusing on these topics the program puts strong 
emphasis on study of actual business situations through use 
of the case study approach. Participants are urged to sharpen 
their analytical skills and their abilities to define problems and 
develop effective solutions. Cases cut across a range of companies 
and industries—stressing the point that most problems have a 
commonality in the elements of their solution and that what 
often is seen as unique in a company or situation is merely a 
reflection of the viewer’s weak grasp of the problem. 

Harvard faculty members who will lead the course are: 

eProf. E. Raymond Corey, whose most recent book is 
Procurement Management: Strategy, Organization, and Decision- 
making. He is the Malcolm P. McNair Professor of Marketing at 
Harvard B-School and has taught extensively in the school’s 
two-year masters program. 

eJulie H. Hertenstein, who teaches control in the first year 
of the MBA program. 

eProf. W. Earl Sasser, whose specialty is management of 
service operations and manufacturing in corporate strategy. 

eProf. William E. Fruhan, whose specialty is corporate 
financial management. 

eAsst. Prof. David H. Maister, whose specialty is production 
and operations management. 

To qualify for admission, applicants must hold a managerial 
position or potential of such a position in purchasing, materials 
management, logistics, or physical distribution. No previous 
academic training is required. Eligibility is upon achievement. 

Total cost (tuition, books, room and board) is $1775 for 
NAPM members, $1875 for nonmembers. For more informa- 
tion, contact Harry N. Wada, Director of rg 
Education, National Association of Purc 
ment, 40 Plaza, Suite 2, Park Forest, Ill. 60466 (312) 
481-1043. a 


Goodyear introduces Matchmaker, 
the system that just changed 
the way you buyV-belts. 


The Matchmaker system is a new 
technological breakthrough developed by 
Goodyear to positively manufacture V-belts in 
a single-length code, V-belt to V-belt, day in 
and day out. Goodyear is the only U.S. manu- 
facturer with such a system, and we’re using it 
first on our popular Hy-T® and Hy-T Wedge ™ 
V-belts. This is just the beginning of 
important advancements and improvements 
Goodyear is making in its power transmission 
line, the line that’s destined to be called “The 
Line of the ’80s”” 

Here’s what the new Matchmaker system 
will do for you: 

1. Today, when you order a Goodyear Hy-T 
or Goodyear Hy-T Wedge V-belt, you 
don’t have to order matched sets. They are 
matched. That means you can simplify 
your specifications and ordering proce- 
dures. 

2. You eliminate the possibility of 
mismatched belts on a V-belt drive. 

3. No waiting to find a matched set of belts. 

4. You eliminate the confusion caused by a 
variety of complicated matching systems. 

5. You can reduce your in-plant inventory. 
Next time you need drive belts, see how 

much better it is to order from a Goodyear 
distributor. Need his name? Call Hal Mullison 
(402) 466-8311, or write Goodyear, Box 52, 
Akron, OH 44309. 


We know how to help. 


GOODSYEAR 
INDUSTRIAL PRODUCTS 


Labor 


Japan drops 
productivity bomb 


Japan is beating the U.S. with company songs. 

In the past 20 years the U.S. has lost position in 
world trade while Japan has substantially gained 
position. An important element in Japan’s interna- 
tional competitiveness is its employment system 
which has allowed Japan to have the largest gains in 
manufacturing productivity and the smallest increas- 
es in unit labor costs. 

Since 1960 Japan has had an average annual 
increase in productivity three times that of the U.S. 
What has Japan been doing differently to gain this 
competitive edge? 

Faced with scarce resources and a large popula- 
tion, Japan has turned to the human factor in its 
economic thinking. In Japan, the saying is: “The 
company is the worker.” The U.S., with much higher 
levels of capital accumulation than Japan, places 
primary emphasis on capital. This emphasis can 
result in poorer labor relations which means produc- 
tivity suffers. 

Labor-management relations. A number of 
American labor-management observers believe that 
only if there are adversarial labor relations with the 
potential for extended strikes is there real collective 
bargaining. The majority of Japanese believe differ- 
ently. 

Through a merit-based system of life-time em- 
ployment for about one-third of the labor force, Japan 
has succeeded in tying together the interests of this 
labor elite with management. As a result, Japan 
experiences far less time lost to strikes than the U.S. 
Even though the civilian labor force in the U.S. is 1.7 
times the size of Japan’s, nearly 12 times more 
working days are lost by strikes in the U.S. 

Labor and management in Japan have a com- 
monality of interest not characteristic of relations in 
the U.S. It is in hierarchical Japan that there is 
greater egalitarianism in the workplace than in 
egalitarian United States. mi 


Productivity rises faster in Japan 
Index of manufacturing output per hour 


(1974 = 100) 


Source: Labor Dept. 


The Goshen Rubber Tetraseal is a circu- 
lar, lathe-cut elastomeric seal with a square 
cross section. And where you would use 
an O-ring in a static sealing application, 
you can use a Tetraseal and get better per- 
formance plus longer sealing life, generally 
at lower cost. 

_ Need more good reasons? It’s simple to 
replace an O-ring with a Tetraseal, because 
Tetraseal dash numbers are the same as 
AS 568A O-ring dash numbers. They're 
even available in the same materials and 
compounds as O-rings. Find out more. 


GOSHEN RUBBER 


Goshen Rubber Co., Inc. 
1525 S. 10th Street 
Goshen, Indiana 46526 
919/533-1111 
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PURCHASING LAW 


Don’t miss out on- 
consequential damages 


By Dr. Russell Decker / Professor Emeritus of Legal Studies, Bowling Green State University 


Know the rules and you can make 
suppliers pay up when their 
contract breaches empty your pockets 


The really big money in 
breach of contract suits often 
involve consequential damages. 
Suppliers know this, so they 
frequently try to disclaim such 
damages in the contract. The law 
is aware of it, too, so it imposes 
slightly tighter ground rules for 
consequential damages than for 
price-related ones. 

Consequential damages are 
those that result from contract 
breach, such as downtime, lost 
profits, injuries, etc. The Uniform 


Commercial Code (ucc) identifies 
two types: 

1. Loss resulting from general 
or particular needs of which the 
seller had reason to know at 
contract time. 

2. Injury to person or property 
resulting from warranty breach. 

Must seek cover. The vucc 
adds, however, that the buyer will 
be denied recovery when he could 
have prevented the loss or 
damages by “cover’—the legal 
term for getting the goods or their 


YOU DIDNT DELIVER IN 
THE SPRINGANDIM SUING | 
YOU FORTHE SUMMER! 


equivalent elsewhere. (As noted in 
a recent article, seeking cover is 
not mandatory on price- related 
damage claims.) 

Two other limitations are in 
the code. The seller is excused from 
consequential damages if his 
performance is prevented by good 
faith compliance with any applica- 
ble government order, foreign or 
domestic. He gets off the hook even 
if the regulation later turns out to 
be invalid. The seller is also 
excused if performance has been 
made impractical by the occur- 
rence of a contingency—the 
non-occurrence of which was a 
basic assumption on which the 
contract was made. 

Here’s an example of how a 
supplier tried (unsuccessfully) to 
use the latter excuse. The case 
involved the vendor’s failure to 
deliver equipment needed in the 
buyer’s sewer construction busi- 
ness. The vendor knew that it 
would be needed by the beginning 
of the construction season, around 
mid-May, but ran into problems 
with his own supplier. 

In April the defendant vendor 
notified the buyer that the 
equipment wouldn’t be delivered 
until July. The buyer didn’t cancel. 
In June, the vendor’s supplier 
cancelled all shipments to him, but 
the vendor didn’t advise the buyer 
until August. The buyer bought 
from another source in September, 
and sued for consequential dam- 
ages for loss of business. 

The vendor’s defense was that 
cancellation of his orders by his 
supplier made performance im- 
practicable. The court rejected this 
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To keep e profits up, General Electric’ 
high-efficiency warranty stands alone. 


Our efficiency warranty for 1-250 hp industrial 
motors couldn’t be any more straightforward. 


If anew GE Energy $aver motor fails during its 
first year of industrial use to meet the minimum 
guaranteed efficiency value stamped on the motor 
nameplate, you’ll be reimbursed for the differ- 
ence in losses between the actual tested effi- 
ciency and our minimum guaranteed efficiency. 


No other motor manufacturer makes a money- 
back statement like that. In fact, no other manufac- 
turer makes high-efficiency motors like GE does. 
They're the ones whose high efficiency keeps 
energy costs down and profits up. 

That’s why we’re so confident that GE Energy 
$aver motors stand out from everyone else's. In per- 
formance and in keeping your operation more pro- 
ductive and profitable. 


GENERAL @ ELECTRIC 


Let us prove it to you. Send in the coupon 
today for a free copy of our booklet, “How To 
Determine Which Motor Manufacturer’s Efficiency 
Warranty Can Best Protect Your Investment.” 


Show me how your motor warranty 
protects my investment. 
Send me a free copy of your Energy $aver motor booklet, “How To | 


Determine Which Motor Manufacturer's Efficiency Warranty Can B i 
Protect Your Investment.” 


NAME 

TITLE/COMPANY 

ADDRESS 

CITY 

TYPE OF MANUFACTURING 
APPROX. ANNUAL/PQWER-COST 


Send to: General Electric Compa 


Section 295-04, Schenectad 


PURCHASING LAW 


Cancelled orders 


(continued) 


theory. The possibility that the 
seller wouldn’t be able to get the 
equipment was clearly foreseen by 
the seller, but not by the buyer. 
There was nothing about such a 
contingency in the contract. The 
court concluded that the possible 
cancellation of the supplier’s 
orders was one of the foreseeable 
risks tacitly allocated to the 
supplier by the contract. 

Sellers set limits. Many 
contract forms, of course, are far 
from silent on such points. This is 
particularly true of vendors’ sales 
orders and acknowledgments, 
which sometimes fairly bristle 
with disclaimer clauses. The ucc 
permits enforcement of exclusions 
or limitations on consequential 
damages unless: 

1. Such contract terms are 
unconscionable. 

2. They cause a limited 
remedy to fail of its intended 
purpose. 

In cases of injury to persons 
from the use of consumer goods, 
there is a prima facie presumption 
that contract disclaimers are 
unconscionable. This rule doesn’t 
apply to commercial and industrial 
losses. The law expects business- 
men to be smarter than consum- 
ers. A professional buyer bears the 
burden of showing that a 
limitation is unconscionable. 

The best bet is to spot limiting 
terms in the first place, of course, 
and negotiate them out of the 
contract. But there are still cases 
where a buyer wins despite 
disclaimers. One of these involved 
a machine shop buyer who 
purchased automatic metalwork- 
ing equipment. He claimed 
consequential damages although 
the contract included this clause: 

. Seller shall not be liable 
for loss of profits or consequential 
damages and seller’s maximum 
liability under no circumstances 
shall exceed the replacement of the 
part or product...” 

The court held this clause to 
be ineffective. It noted that the 
numerous repairs the seller had 


made weren’t effective. They didn’t 


Vendors Ilable for 
incidental damages 


In addition to consequential dam- 
ages that result from a contract 
breach, buyers may be able to win 
dollar awards for costs that accrue in 
connection with it. The Uniform 
Commercial Code lists several 


examples of typical incidental 
damages: 
1. Expenses reasonably _in- 


curred in inspection, receipt, 
transportation, care, and custody of 
goods rightfully rejected. 

2. Expenses or commissions in 
connection with effecting cover. 

3. Reasonable expenses inci- 
dent to the delay or other breach. 


make the machine run automati- 
cally, and thus they didn’t cure the 
breach. Key point: If the clause in 
the contract were allowed to do 
what the seller claimed, the buyer 
would have exhausted the limited 
remedies available to him. That 
wouldn’t be equitable in this case. 
Make needs known. A 
buyer’s particular needs must 
usually be made known to the 
supplier, if there’s to be a claim for 
consequential damages. General 
needs don’t have to be advised. If a 
buyer is in the business of reselling 
goods, for example, resaleability 
would be one of the needs the 
seller would have reason to know. 
Hence such knowledge wouldn’t 
have to be proved by the buyer. 
Proving the extent of any loss 
from consequential damages, 
done in any manner that’s 
reasonable under the circum- 


Buyer must show that 
method of computing 
damages is reasonable. 


stances. Here’s an example: 

The buyer was a manufacturer 
of document retrieval and printing 
devices. The seller made lasers, 
used as light sources in the 
devices. Thirty days after delivery, 
the buyer complained about 
performance. Negotiations and 
efforts to service the machines 
continued for almost a year. Then 
the buyer sued for breach of 
however, is the buyer’s responsibil- 
ity. Computing the amount can be 


warranty damages. 

The trial court awarded the 
buyer damages for the direct 
losses—including equipment ex- 
penses, salaries, and wages. No 
damages were awarded for loss of 
contemplated profits, as they were 
disclaimed in the contract. Both 
parties appealed. The seller 
claimed that the damages were too 
high. The buyer claimed they 
weren't high enough. 

The appellate court affirmed 
the seller’s liability, but reversed 
the case on the amount of 
damages. The buyer had failed to 
prove all the damages, the 
appellate court said. The trial 
court shouldn’t have allowed the 
damages for salaries and wages. 
Reason: Problems with the 
equipment didn’t prohibit the 
buyer from allocating personnel to 
other projects. 

The whole purpose of allowing 
consequential damages, the court 
summed up, is to prevent the buyer 
from being deprived of the real 
value of the bargain—and to give 
him a minimum adequate remedy. 
The facts of each case must be 
examined: the parties, the type of 
goods, the contract wording, the 
nature and purpose of the contract. 

What was the aim? Main 
legal thrust: All this examination 
is made to seek the intent of the 
parties. The courts’ purpose in 
contractual disputes is not to 
rewrite contracts by ignoring the 
parties’ intent. What the courts 
want to do is interpret the contract 
fairly, using the intent. 

Another point buyers should 
understand: To get consequential 
damages for injuries resulting 
from breach of warranty, the 
injuries must “proximately” result 
from the breach. That doesn’t 
mean approximately; it means 
quite the opposite. And it leads to 
another question when the goods 
are used without discovery of the 
damage-causing defect: Was it 
reasonable for the buyer to use the 
goods without inspecting them? 

If it wasn’t reasonable for the 
buyer to have done so, or if, in fact, 
he did discover the defect prior to 
use, then the injury didn’t 
proximately result from the 
breach. This would prevent the 
buyer from recovering consequen- 
tial damages. 


It Would Take A Book To Hold All 
Of NAPAs Industrial Parts And Supplies. 


Pick Up Your Copy. The solution 


CO your part 
and supply needs is as close as your local 
NAPA Auto Parts Store. 

Building maintenance products. Tools. 
Production equipment parts and supplies. 
Health and safety products. And, of course, 
the vehicle maintenance items NAPA is 
famous for. 

Plus, if any of these items isn't already on 
the shelf, NAPA can usually deliver them 
overnight. And that should help any pur- 
chasing agent sleep a little better. 

[It would take a book to list the breadth and 
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we put one together. But we wont be fully 
satisfied till it's sitting on your desk. And 
neither will you. 
Bring this coupon into your NAPA Auto 
a Parts Store tor a free NAPA Products 
tor Industry catalog. 
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for Fluid Power 


Char Lynn® Hydraulic 
Motors, Power Steering, 
Valves, Pumps for 
Industry and Agriculture 
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Fluid Power 
Products 
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Eaton Corporation, Fluid Power Operations, Minneapolis Division. 


FREIGHT OUTLOOK 


Freight rates will 


continue to climb 


By Thomas F. Dillon, c.P.m. / Senior Editor 


Despite the slowdown in the economy, 
most freight rates will keep on climbing, 
pressured upward by locked-in costs 


Despite a_softening economy, 
freight rates will continue to climb 
for the balance of the year—at an 
annual rate approaching 12.5%. 

To a major extent, carrier 
operating costs are either in place, 
e.g., labor contracts previously 
negotiated and equipment pay- 
ments, or beyond carrier control, 
e.g., fuel costs and irterest rates. 

What this means is that no 
matter what the economy does 
over the next six months, there 
will be little room for carriers to 
maneuver in order to hold or 
increase volume. 

On a mode-by-mode basis, the 
balance of 1980 looks like this: 

Railroads. On April 1, 1980 
rail rates rose an average of 4%. 
Since then the nation’s railroads 
have asked the Interstate Com- 
merce Commission to approve 
additional rate increases. Rail- 
roads serving the South want a 4% 
hike effective July 1. Railroads 
serving the West want an 8% 
increase on that date. Railroads 
serving the East want an 8% 
increase to take effect Sept. 1. 
Rates for the year will rise 
between 11-12%. 

Truckers. The nation’s motor 
carriers are hurting. They are 
facing escalating fuel costs, 
declining tonnages, rising labor 
costs, increasing competition from 
private and contract carriers, and 
regulatory reform legislation 
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Soaring fuel costs push air freight rates higher. 


whose consequences they fear. 
Labor accounts for roughly 
60% of motor carrier operating 
costs. This past April 1, the 
nationwide Teamster contract 
called for an 8% increase in wages 
and fringes. The contract also calls 
for an increase on Oct. 1, 1980. 
To cover the April labor 
increase provision plus increases 
in other costs, the motor carriers 
petitioned the icc for a 6.4% rate 
increase. The icc OK’d a 5.3% 
hike. Before April was out, some 
carriers were back in Washington 
seeking an additional increase of 
1-2%. The motor carriers certainly 
will go back to the tcc for a rate 
increase to cover the pending 
October labor cost increase and 


also try to recoup rising expenses 
in other areas. This will translate 
into an additional 6-8% increase 
this fall. Freight rate increases 
should average around 11.5% for 
the year. 

Air freight. Before the start 
of the petroleum price runup in 
1973, airline fuel cost about 
12¢/gal and accounted for 12% of 
airline operating costs. By Janu- 
ary 1979, the cost-per-gallon had 
risen to 40¢; by January 1980, it 
was up to 80¢; and now it averages 
85-90¢. By year-end, the figure is 
expected to reach $1.10/gal. Fuel 
now represents 30% of airline 
operating costs. 

The other major element in 
airline operating costs is labor. In 


precision 
gear brochure 
outlines 
complete 

line of gears 
and gear 
components 


Get your copy of this complete 
brochure which tells the full story 
of Gear Specialties’ high quality 
gear manufacturing service. De- 
tails how we produce precision 
gears in the fine, intermediate and 
coarse pitch ranges. The brochure 
includes complete information on 
our highly developed quality con- 
trol procedures which assure you 
of meeting tight specs on all your 
gear orders. Illustrated with photo- 
graphs of hundreds of different 
gear types and configurations. 


LIST OF CONTENTS 


. Complete description of 
production facilities. 

. Detailed photos of gear 
types and styles. 

. Quality control chart, 
showing procedures, from 
blank to finished product. 

. Complete chart on AGMA 
standards. 

. Detailed equipment list. 


Send for your free copy today! 
Gq GEA INC. 8 


2635 W. Medill Ave. 
Chicago, IL 60647 
312/342-3200 
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The freight rate picture 


(% increase) 


1980 1979 1978 


Overall 


Rail 
Truck 


12.5 
11.5 
11.5 


11.2 7.1 
12.2 11.0 
11.4 6.2 

1 


Barge 5-10 8.6 . 
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Ocean 


FREIGHT OUTLOOK 


Soaring air costs 


(continued) 


1973, labor was 45% of the total 
costs. Today it is about 40%. 
Together fuel and labor costs 
represent 70% of airline operating 
costs. 

Since domestic air freight 
rates are no longer regulated, it is 
not possible to obtain detailed 
Civil Aeronautics Board statistics 
on domestic shipments. However, 
an informal tracking shows rates 
are rising by roughly 21% for the 
first six months of 1980. Industry 
observers expect that air freight 
rates will be increased another 
10% in early fall. For the year, 
rates could be up 30%. 

Ocean freight. A surplus of 
ships throughout the world and 
the resulting competition for 
cargoes is moderating ocean 
freight rate increase, and in some 
instances it is lowering rates. 

Demand is still strong for 
special vessels, such as vessels 
with refrigeration equipment, but 
for general cargo ships and 
containerships, supply is ample 
and there is room for shippers to 
negotiate freight rates. 

The better carriers—the name 
brands—still command a premium 
over their competition. Since 
interest rates are high, carriers 
that can offer frequent sailings to 
many ports and faster service 
between ports are able to charge 
slightly higher rates. 

To attract tonnage, some 
carriers are reducing fuel sur- 
charges. 


& 
Air 30 + 19.3 i 
5.0 


5-10 17.5 


Ocean freight rates worldwide 
should rise by 5-10%, but with 
plenty of opportunities for ship- 
pers to bargain-shop. 

Inland waterways. The 
depressed economy is depressing 
inland waterway traffic. Spot rates 
are lower this year than they were 
last year, mostly because of the 
surplus of equipment, particularly 
equipment heading north on the 
Mississippi River. This year 
contract rates are higher than spot 
rates—the reverse of the situation 
in 1979. 

Rates will rise 5-10%, but the 
room for maneuvering is there. 

Air freight forwarders. One 
bright spot for shippers is the 
increased competition among air 
freight forwarders, particularly for 
small package express shipments. 
The air freight forwarder industry 
is possibly the most innovative 
area of transportation today. 

Part of the innovation is due to 
a rethinking by some in the 
industry on the price sensitivity of 
air freight forwarder traffic. 
Historically, many have contended 
that air freight forwarder traffic is 
not price sensitive, that the traf- 
fic has to move via the most 
expiditous manner regardless of 
cost. Some in the industry now 
question this, particularly in view 
of the new options available to 
shippers (e.g., Express Mail). They 
are finding that today customers 
are interested in costs. 

The balance of 1980 might see 
sparks fly as air freight forwarders 
become more competitive for the 
declining level of air freight 
forwarder traffic available. Rates 
should steady and rate negotiation 
is advisable. & 


Aluminum’ s 

no problem... 
Anaconda 
comes through! 


We're getting the metal 
we need when we need it, 
and everything’s on plan. 
That’s why we put 
so much stock in our 
two-w commitment 
with Anaconda. They 
plan their production 
around our 
aluminum needs. 
| | 


Plan your 
fomorrow 
with us. 
Today. 


| 


ANACONDA Aluminum & 
Mill Products 


P. O, Box 32850 
Louisville. Ky 40232 


For more information circle 37 


is now in 7 of every 9 American homes. 


Universal Electric fractional horsepower 
motors have become a major force in the 
appliance industry. Over 500 original 
equipment manufacturers regularly 
specify U.E. motors for products such as 
furnaces, room air conditioners, ven- 
tilators, garage door operators, pumps 
and other residential and commercial 
applications. 


Universal Electric motors are custom 


designed to meet the specific per- 
formance and energy demands of 
each original equipment application. 
They are available in conventional and 
Energy-Efficient construction, and are 
tailored to suit your space and mount- 
ing requirements. 


If your current product design calls 
for a motor in the 1/170 through 
1-horsepower range, Universal Electric 


Company can be a reliable and competi- 
tive supplier. With four domestic plants, 
plus extensive foreign operations, 
Universal produces millions of units 
per year. Whatever your motor require- 
ments, shouldn't you put U.E. to work for 
your company? 


Write or call today for details. 
Telephone 517/723-7866 


UNIVERSAL ELECTRIC 


A Corporation of 
Im€cO Electro 


300 East Main Street Owosso, Michigan 48867 
“, * 4a 
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or the first time in over a year and a 
half, chemical buyers have a chance to 
catch their breath. Supplies of most 
commodity chemicals are once again com- 
fortable; price increases—while still 
persistent—are moderating a bit. Just as important, 
producers can now get on with maintenance and 
debottlenecking procedures which had to be post- 
poned in 1979 because of the feverish operating rates. 

Don’t be misled, however. Even though the 
industry seems to have settled back to “near normal” 
conditions, there have been some important and 
permanent changes in the past year. Economics 
Editor Rebecca Lipman explains why the current 
recession will impact the cri in a much different way 
from the 1974-75 downturn, and why the new || 
economics of the 1980s will be reflected in chemical | | 
prices, capital investment, and buying strategies. cPt | | 
Editor Henry DeYoung focuses on the chemical 
market factors with which buyers will be coping from 
now on: energy, overseas competition, and domestic 
supply/demand trends. 

What does it all mean to the purchasing 
professional this year and next? Unfortunately, there 
are few pat solutions in these days of rapidly- 
changing economic and political patterns. PURCHAS- 
ING’s 1980 Chemical Report won’t give buyers any 
simple answers, but it will help them ask tough 
vital questions of themselves and their suppliers. [J 


By Henry G. DeYoung / cp! Editor 


Energy will continue as the big problem 
for years, but U.S. producers may never 


have it all their way 


The U.S. chemical industry is 
beginning to show its age. Like a 
man who suddenly finds himself at 
the midpoint of his life, the 
industry no longer moves with the 
old zest and enthusiasm. It is more 
conservative, more cautious in its 
advances, decidedly more realistic 
about its limitations. 

As in life, age has its 
compensations: The $150 billion 
giant has gained valuable experi- 
ence, and is unlikely to soon repeat 
its past mistakes. Most important, 
the industry appears to have 
reached a new understanding with 
its long-time partner, the chemical 
buyer. Past indiscretions forgiven 
(if not always forgotten), a 
stronger, more durable relation- 
ship is being forged. 

“We all learned an awful lot 
about each other back in ’75,” 
reflects a market strategist for a 
leading petrochemical producer in 
Houston. “I can honestly say I 
don’t know of anyone still in the 
business who doesn’t want the 
very best for his customers. Most of 
us believe a bad marriage is still 
better than a good divorce... . ” 

Knife-edge balance. Chemi- 
cal buyers shouldn’t expect, 
however, that it’s going to be all 
love and kisses from here on. The 
marriage has mellowed, but it’s 
still in a state of change. 


Producers, for example, warn 
that the current lull in the 
marketplace is merely a respite, a 
dip in the cycle caused by a unique 
combination of a domestic reces- 
sion, cautious buying abroad, and 
the long-predicted maturation of 
the chemical business. The danger 
is that many buyers may assume 
that this is the “normal” state of 
affairs. It very definitely is not. 

“We see an abundance of raw 
materials, including petrochemi- 
cal feedstocks,” says Louis G. 
Zachary, senior vice president of 
chemicals at GAF Corp. in New 
York. “But prices are still tending 
to rise, especially on petrochemi- 
cals, because of the decontrol of 
domestic crude oil prices.” 

Energy, of course—and any- 
thing related to it—has been the 
major strain on buyer-producer 
relationships for the past six years. 
All the indications are that it will 
continue to be thus for at least the 
next decade. Addressing a recent 
meeting of industry planners in 
New York, R. L. Grandy noted that 
“in view of the knife-edge balance 
of world crude oil supply and 
demand, shortages of feedstock 
could occur more frequently 
during the coming decade than in 
the past.” As for costs, the senior 
vice president of Exxon Chemical 
Co. points out that U.S. crude oil 


Slower growth, more 
competition in ’80s 


price tags will reach world levels 
by the early 1980s. 

It remains to be seen, though, 
whether or not petrochemical 
producers will be able to put 
through their higher prices as they 
see fit. Once the lid comes off 
domestic oil prices, chemical- 
makers will obviously scramble to 
catch up on world levels. That the 
lid will come off is inevitable; that 
the new costs will be passed along 
to unresisting buyers is not. 

Slower penetration. One 
reason for the possible difficulty in 
collecting higher prices was noted 
earlier: The chemical industry is 
slowing down and simply can’t do 
everything it used to do. Exxon’s 
Grandy notes that while primary 
petrochemicals grew at a sizzling 
17%/yr in the 1950s, and 13%/yr in 
the 60s, average annual growth in 
the ’70s dropped to just under 5%. 
For the decade ahead, growth will 
probably be around 4%/yr. 

He adds that the base from 
which the industry is growing is 
much larger now than, say, 10 
years ago. In terms of volume, that 
is, the 1980s will be the largest 
decade in history, with the 
industry adding about 15 million 
tons of production by 1990. Still, 
market penetration—the rate at 
which new chemical products are 
successfully introduced to a fickle 
marketplace—will drop rapidly, 
from 6.6%/yr in the ’60s to about 
1%/yr in the 1980s. 

What will be the effect of this 
slower growth on producers’ 
selling strategies? One analyst in 


the Midwest sums it up: “If output 
is growing at 3-4%/yr, and market 
penetration at only 1%, there’s 
only one possibility: Producers are 
going to have to become a lot more 
competitive, or a lot more clever.” 
In the case of petrochemicals, 
he explains that in the ’60s and 
"70s, an ethylene producer could 
bring on a new grass-roots plant at 
a “mere” $200-400 million, with 
the sure knowledge that within a 
year he’d be selling all he could 
make. What’s more, with unlimit- 
ed supplies of imported oil at 
$2/bbl, he had few problems in 
keeping profit margins up, even if 
the price of ethylene dipped a few 
pennies a pound now and then. 
Today, that plant could come 
in at close to a billion dollars, 
imported oil (assuming no supply 
disruptions) is nudging close to 
$30/bbl, and “everyone and his old 
maid aunt is bringing on a new 
olefins plant.” With lower penetra- 
tion rates and dizzying feedstock 
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price increases, the loss of even 
2¢/lb on ethylene selling prices 
sends producers into a state of 
near-paranoia. 

Nor are these conditions 
limited to petrochemicals. George 
Zapp, vice-president of planning 
and development for ppc Indus- 
tries’ chemicals group in Pitts- 
burgh, predicts “too much capacity 
chasing too little demand” for 
many basic inorganics. Citing the 
entrenched market maturity of 
inorganics (chlorine and caustic 
soda, for example), and their 
extreme capital intensity, Zapp 
predicts that inorganic growth 
rates in the ’80s will generally 
track GNP growth—about 3%/yr. 

Even that low figure may be 
optimistic. Producers of inorganics 
usually operate on much lower 
profit margins than the petro- 
chemical men. Zapp notes, for 
instance, that the chlor-alkali 
price index has remained virtually 
unchanged during the past 5 


years, while the production cost | 
index has jumped by 50-60%, 
mostly because of energy costs. 
The most likely result during the 
next few years will be a drastic 
decline in new inorganic capacity, 
and possibly a shutdown of some 
plants which are now running only 
fitfully. Says Zapp: 

“The recent divestitures by 
Allied and BAsF of their chlorine 
facilities may be only the 
beginning” of a series of shakeouts | 
and consolidations. 

Saudis on fast track. Adding 
to the industry’s overcapacity woes 
is the fact that overseas producers 
will soon be adding enormously to | 
global capacity, at a rate which 
may exceed growth in global 
demand. 

“There’s no doubt that the big | 
trend in the ’80s will be the 
development of downstream capac- | 
ity by the Saudis,” says Charles E. 
Brookes, senior vice president of | 
industrial chemicals at W. R. 


Market penetration of new petrochemicals will slow from over 6%/yr in the 60s to only 1%/yr in the 80s. 
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Grace & Co., New York. ““There’s so 
much natural gas being flared 
there right now, it just makes 
sense for them to use it to make 
ethylene, methanol, polyethylene. 
Lord knows they have the cash, as 
well as some very willing 
partners—Dow and Chase, for 
example.” 

(One recently published re- 
port holds that by 1985, Saudi 
Arabia could have some whopping 
capacity in place right in their own 
front yard: 1.3 million ton/yr of 
methanol, 600,000 ton/yr of 
ethylene glycol, and 281,000 ton/yr 
of ethanol. These figures, accord- 
ing to the report, would constitute 
8.5%, 7.2%, and 7.0%, respectively, 
of total world supply by 1985.) 

In view of past disruptions of 
Middle East supply lines, some 
industry sources worry about 
forming new links with overseas 
producers. “It’s very difficult to 
predict what will be happening in 
the Middle East,” says Frank G. 
Hubbard, Gar’s director of pur- 
chasing, “but we think oil will 
always be available at a price.” He 
adds, however, that in the event of 
another major Middle East 
upheaval—a revolution in Saudi 
Arabia, for example—“a lot of 
things in this country could just 
grind to a halt.” 

Grace’s Brookes also takes an 
optimistic view of the still- 
uncertain relationships with over- 
seas suppliers: 

“You have to realize that these 
countries need our revenue; they'll 
put the clamps on just sofar... A 
lot of people are alarmed about 
buying overseas. But no one’s 
alarmed about buying Japanese 
cameras, Italian shoes, Danish 
furniture.” 

Smarter buying. There’s 
another reason why producers 
won't be able to call all the shots in 
the ’80s: Buyers are buying 
smarter, at least partially because 
of the costly lessons of 1974-75. 


Says GaF’s Zachary: 
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Purchasing director Hubbard of 
GAF: Trying to determine what 
constitutes a fair price increase. 


“I .don’t know of any buyer 
back then who wasn’t scared of 
running out of raw materials. Asa 
result, chemical prices were 
exaggerated, and producers’ profit 
margins widened considerably. 
Today, we’re witnessing 
people not buying, partly because 
of the high cost of keeping 
inventories.” At Grace, says 
Brookes, purchasing has had an 
“Inventory constraint” program in 
effect since the second half of ’79. 

Chemical buyers are devoting 
more time to going further back in 
the production cycle for price data. 
Hubbard notes: “In the past, we 
didn’t fully understand the 
economic forces which related 
supply and price. We’re now 
developing a rationale for every 
commodity we buy, to determine 
why the supplier is raising his 
price, and what constitutes a fair 
increase. We might go to our 
supplier and say, ‘Look fella, your 
selling price is based on Iranian 
light. We’re buying based on Arab 
light—we’re not paying that extra 
$10 a barrel. Go sell that 
somewhere else.’” 

Occasionally, he adds, suppli- 
ers might still get inflated prices 
for some commodities. 


Photo: W.R. Grace 
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“In those cases, we may decide 
to talk with some producers of that 
product who have excess capacity, 
buy the raw material ourselves, 
and toll-manufacture. That allows 
us to pay a price based on the costs 
of raw materials and energy—we 
know exactly what we’re going to 
pay.” The motivation, according to 
Zachary: Every penny saved by 


Hubbard can mean 10-20¢ in sales 
for the company. 

Another source notes that it 
isn’t even necessary for a chemical 
purchasing department to actually 
engage in this kind of arrange- 
ment. “If a supplier knows you’re 
considering it,” he says, “and that 
you've been talking to other people 
about it, he’ll really sharpen his 
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GAF’s Zachary says there’s plenty of 
raw materials, but decontrol will 
keep pushing prices up. 


pencil. Regardless of what he says, 
he doesn’t want to lose your 
business.” 

Strong in specialties. As in any 
relationship, buyers and producers 
will be going through a lot of 
give-and-take in the 1980s. While 
buyers will tend to hold a 
commanding position with respect 
to many commodity chemicals, 
producers will retain their spot in 
the specialties driving seat. These 
chemical products are produced in 
relatively small volume, but sold 
at relatively high prices. 

Grace’s Brookes, for example, 
says that “specialties are some- 
what insulated from recession” in 
most cases. (Obvious exception: 
those products which depend 
almost entirely on housing and 
automobiles.) A prime illustration 
is Grace’s crude oil cracking 
catalysts, which have grown by 
virtue of the rising percentage of 
sour crude oil being sent over by 
the Saudis. 

“The more sour crude which is 
cracked, the bigger the need for 
these catalysts,” says Brookes. “In 
this case, our sales haven’t 
suffered at all so far.” Another 
Grace specialty—catalysts for 
producing polyethylene—is in a 
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Overseas producers need our 
money, says Grace’s Brookes, and 
“will put the clamps on just so far.” 


similarly strong position, explains 
Brookes: 

“Our plants for making this 
product are very small. We could 
make it at the North Pole and ship 
it economically almost anywhere.” 
The company’s firm position in the 
specialty chemicals business has 
paid off with chemical sales of 
$1.66 billion in 1979—a neat 17% 
increase over 1978 sales. 

Another reason why special- 
ties will remain firmly priced in 
the 80s, even while commodities 
hang in at a lackluster 3-4% 
growth: There will be little or none 
of the overseas competition which 
will plague many producers of 
costly, big-volume/low-return 
products such as chlorine. 

“We'll continue to have a 
strong position in specialties,” says 
GAF’s Zachary, referring to the 
company’s line of agrichemicals, 
surfactants, antioxidants, and 
other products. The company’s 
chemical sales last year came in at 
over $300 million, for a 21% 
increase over 1978. One reason, 
according to Zachary: It will be a 
long time before developing 
chemical producer nations like 
Mexico or Saudi Arabia can match 
U.S. expertise in this area. 
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Sheet & Coi/—flat stock up to %" thick—coils up to 30 tons. 


KY 


Cut-To-Length Line—sheets up to 
17 feet custom-cut to your specs 
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Big Capacity Blanking—up to 100 pieces per Bars—racks 40 feet high hold 
minute produced on our high speed lines. 33,000 tons in 6,700 pockets 
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Structural Stee/— Pieces & Parts Service—one of a kind Carbon & Alloy Steel Plate—over 17,000 tons to draw on, 
beams, angles, assemblies or production parts in quantity. up to 14” thick. 
channels, tees, ZeeS. ji ee ; 
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Al cturals to plates 


Stainless—l\argest plate and coil inven- 
tories in the service center industry 


Service—every 12 seconds of every working day we deliver 
another cobb of sieei and eran 
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Multi-Torch Flame Cutters —cut shapes 
small or large, simple or intricate, 
one piece or thousands. 


600 million pounds 
of steel and aluminum. 


20,000 grades, 
sizes and shapes. 


1 phone call. 


If your inventory requirements are tying up 
capital, it's bad enough. But it's even worse 
when you're borrowing at inflated interest 
rates. What can you do about it? 


Phone Ryerson. 


Because when the metal you need is in our 
inventory, it doesn't have to be in yours. 
Ryerson has the nation’s largest, most 
diversified stocks of steel and aluminum in 
24 computer-linked service centers across 
the country. 


When you draw on our stocks you also save 
time and paperwork in ordering. Plus lower 
invoiced prices when we can combine ship- 
ments for quantity discount. 


Of course we can supply all the standard 
items. But we also stock some not-so-ordinary 
items. Example: forged steel bars up to 20 
inches in diameter. Special duty plate steel for 
pressure vessels and other uses requiring 
tight control of metal properties. And %-inch 
coil that we can supply slit to your specs or 
leveled and sheared to any length. 


So you'll find it easy to do business with 
Ryerson. Give the Ryerson service center 
nearest you a Call, today. 


rao Ryerson 


an Inland Steel company 


Chemical markets will 
ride out the recession 


By Rebecca Lipman / Economics Editor 


Dont use 1973-75 as a guide for buying 
strategies in this downturn. Suppliers will have a 
firmer grip on supplies and prices this time 


The last recession brought the 
chemical industry to its knees. In 
the one taking hold now, the 
industry should walk a lot taller. 

Seven years ago, chemical 
buyers and sellers—buffeted about 
by the raging energy crisis and 
shortage fears—suffered violent 
swings in supply and price. This 
time around markets should strike 
a stabler balance. 

eOn the supply side: Ample 
amount of energy for fuel and 
feedstock is expected to keep 
production running smoothly. 
However, prudent capital spend- 
ing should put a fairly low ceiling 
on capacity. 

eOn the demand side: The 
recession should be just average in 
depth. Past months of stringent 
inventory control will moderate 
future fall-off in buying. However, 
foreign buyers probably will take 
up some of the slack in domestic 
markets. 

The interplay of supply and 
demand should produce a situation 
where chemical buyers won’t get 
squeezed in a boom, but then again 
they won’t benefit in a bust—like 
the last cycle. 

Chemical price inflation has 
already begun to decelerate, and at 
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Capital spending projects will be 
very selective in contrast to the 
spending spree in the 1970s. 


a rate far below the 50% explosion 
of 1974. But next year’s price gains 
won't slow down to the 2-3% pace 
they crashed to in 1975-76. 
Production is forecast to fall about 
5% during this downturn, or about 
a third the depth posted in the 
mid-1970s. This will be enough to 
alleviate anxieties about shortag- 
es, but it won’t be opening up a gap 
that will provide years of 
insurance against running out. 

Ready for recession. This 
calmer atmosphere will give 
buyers and sellers an opportunity 
to plan more effectively. “Last 
time there was a crisis one right 
after another,” says Charles 
Reeder, chief economist, Du Pont, 
Wilmington, Del. “If the industry 
can be prepared for a recession, it 
is,” he adds. Buyers can expect 
more aggressive pricing, selective 
capital spending, and continued 
research to improve energy 
conservation. 

Prior to the rampant inflation 
of the 1970s, the chemical industry 
“wasn’t living in a world where 
prices had to rise,” points out 
Reeder. “Plunging profits in the 
mid-1970s taught the chemical 
company—the hard way—not to 
guarantee prices,” says a Wall 
Street analyst. He expects that 
this year even with capacity 
utilization falling, profits should 
hold steady. Chemical makers 
“will be pushing through price 
increases to cover raw material 
costs.” P.M.s shouldn’t plan on 
signing long-term contracts and 
those that are negotiated will 
probably contain escalator clauses. 
This analyst says the more 
common practice will be “prices 
negotiated each quarter on a 
take-it-or-leave-it basis.” 

“People have become accus- 
tomed to quarterly price adjust- 
ments,” says Chuck O’Connell, vp, 
petrochemicals and plastics, Gulf, 
Houston. He expects with demand 
cooling down and hopefully the 
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energy situation staying stable, 
“the level and rapidity of price 
increases will slow down in the 
next year” and that market 
participants will be able “to 
predict prices a little better.” 
Chemical plant building will 
be mapped out more carefully. 
Rather than the 30% surge in 
investment spending that marked 
the 1974 recession year, this year’s 
increase should be a modest 10%, 
or in line with inflation. This 
smaller number reflects that the 
industry will be “very selective,” 
says Paul Cook, manager, Data 
Resources’ Chemical Service, 
Lexington, Mass. In surveying 


expansion projects announced for 
the next few years, he has found 
that dollars are going where the 
need is. In order of activity, plants 
will be built in polyvinyl chloride 
(pvc), low-density polyethylene 
(LDPE), high-density polyethylene 
(HDPE), and ethylene. “Obvious 
shortages will be made up.” 
Don’t always count on capaci- 
ty growth marching in step with 
demand to head off shortages. 
Gulf's O’Connell expects the next 
decade will contain “more years of 
snugness than looseness.” The 
long leadtime (about five years) to 
plan and build an operation limits 
the industry’s ability to respond to 


The bottom won’t be far away 
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Source: Chase Econametrics 


Peak-to-trough slippage in production during the next couple quarters 
should be a fraction of the losses suffered in 1974-75. 
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No matter what you make, chances are a Truarc 
retaining ring will make it better. You can use 
these versatile fasteners to position and secure 
parts on shafts, or in bores and housings. They 
eliminate bulkier and more expensive fastening 
devices, save materials and machining, give you 
a simpler design that’s easier to assemble and 


—— 
PLASTIC-STRAPPING TOOL uses two Series 5555 
GriprinG® retainers, which need no grooves, to in brackets with wave spr 
hold pivot pins. Series 5160 heavy-duty ring ; 


secures feed wheel. 


MECHANICAL SHOCK ARRESTORS for piping and related sys- 
tems use Truarc Series N5002 beveled internal rings to lock 
support cylinder in housing. Wedge action of ring in groove 
(inset) provides rigid end-play take-up. 


DIRECTIONAL CONTROL VALVE uses Series 5105 


self-locking ri 


to secure actuating lever hin 
pin. Series 51 ls x 


ring holds spool en 


47-16 Austel Place, Long Island City, N.Y. 11101 * 212/392-3100 


A om 


service in the field. Some typical product appli- 
cations are illustrated below. You can choose 
from 50 different Truarc ring types, more than 
850 standard sizes for shafts and bores .040” to 
10” dia... plus 7 metals and 6 finishes. Want 
complete data? Write today for a free 

copy of the Truarc Technical Manual. 


Truarc Retaining Rings Division 


77-10 


DIESEL ENGINE rocker - shafts are secured 

' ngs and Truarc Series 
5100 basic external rings. Rings lower costs for 
parts and assembly. 
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BICYCLE HAND BRAKE has hinge pin held in 
frame with Series 5139 Prong-Lock® ring. Bowed 
ring serves as spring, compensates for tolerances 
in frame. | 


Far mnra intarmation circle 42 


changes in the market. Cost could 
also be prohibitive. “The stakes for 
the poker game have gotten so 
high,” says O’Connell. He points 
out that the price tag for an 
ethylene cracker is $600 million, 
“at least double” the cost of six 
years ago. 

Finding an assured energy 
and feedstock supply will be 
another constraining factor on 
supply. “The chemical industry is 
the most energy intensive of the 
(major) manufacturing indus- 
tries,” point out Commerce De- 
partment analysts. But the 
industry has moved to insulate 
itself and its customers from the 
volatility that nags the energy 
sector. “Major chemical firms have 
established a central point of 
corporate authority for manage- 
ment of energy affairs,” says the 
Commerce Department. 

Efforts have paid off. During 
the years 1972-79 “the net energy 
consumption rates have been 
reduced by 20.9%/unit of output,” 
say the government analysts. And 
by 1985 the industry is aiming to 
increase that number to 30%. 
“Efforts have continued to convert 
from high value energy types like 
natural gas and petroleum prod- 
ucts, to coal and lignite.” 

Stocks won’t swing. Buyers 
also have been preparing for the 
recession. “The biggest single 
difference between six years ago 
and today is that inventories are 
under control now,” says a 
Houston-based economist. He 
adds, “Customers and the industry 
won't have to go through gyrations 
to get stock in line.” Production in 
the industry should not fall more 
steeply than total industrial 
production. 

During the 1973-75 recession, 
chemical output dropped about 3 
percentage points more than 
industry in general. Panic 
buying—more virulent than in the 
total industry—set up chemicals 
for a deep fall. In late 1973/early 
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1974 “final demand was very weak 
and the industry boomed ahead for 
nine months,” says John Qualls, 
manager, economic forecasting, 
Monsanto Co., St. Louis. The 
unexplained strength was going 
into storage. During that time 
inventory supply rose from 1.3 
months to 1.7. 

Since 1975 stocks have 
worked their way back down to 1.3 
months and have stayed there. A 


Price gains won't get 
down to the 2-3% pace 
they fell to in 1975-76. 


sharp fall in demand probably will 
produce another bulge in invento- 
ries. But the adjustment this time 
will be made quickly to avoid more 
painful adjustment later. In fact, 
P.M.s have passed an important 
inventory management test. The 
needs of the housing and auto 
sectors have been falling for some 
time and “shipments to those 
industries are down,” says Qualls. 
He adds that the softness showing 
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up recently in other consumer ~ 
lines have also been paired with 
declines in chemical shipments. 

Odds are this scenario will be 
repeated by other chemical users. 
“Motivations to stock inventory 
aren’t there,” says Qualls. Unlike 
seven years ago there is not 
perceived or real need to prevent 
shortages or to beat a price 
increase. 

Prices to be propped. In fact 
“the rate of price increase is 
decreasing,’ says John Ortego, 
director of Chase Econometric’s 
Inflation Planner, Bala Cynwyd, 
Pa. Again the pattern of 1973-75 is 
not a guide for buying strategies. 
This time cost and demand 
pressures will provide more 
resistance to moderating inflation. 

OPEC will be behaving 
differently. After flexing its 
muscle in 1974 with a quadrupling 
of oil prices, the cartel let the price 
tag slip 2-3% in 1975. Following 
the doubling of oil prices that 
occurred last year, OPEC “will 
minimize production to support 
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Stringent inventory accounting will moderate the fall off in 
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chemical production during this recession. 


Photo: Gulf 


FOR BUYERS 


By Somerby R. Dowst, C.P.M. 
Managing Editor, Purchasing Magazine 


Jam-Packed with Practical 
information for Purchasing 
Managers at All Levels 


Not a revision, but rather an accompanying volume 
to BASICS FOR BUYERS, Dowst’s 1971 smash which 
has gone through 8 printings since publication! 


While BASICS FOR BUYERS emphasized systems 
within purchasing, MORE BASICS FOR BUYERS con- 
centrates on the analytical nature of purchasing in 
today’s world, and also provides systems for han- 
dling that very precise task. 

1979/261 pages/hardbound/$14.95 


Covers in Detail Six Key Areas: 
$ Contracts and Negotiation 

$ Vendor Relations 

$ In-House Relationships 

$ Value Analysis 

$ Staff Training 

$ Purchasing By Objectives 


iia ae ee me 


Please send me copy(ies) of MORE BASICS FOR 
BUYERS (1815822) at $14.95 each. | have enclosed pay- 
ment. | understand that if | am not satisfied, | may return 
the book(s) within 15 days and receive a full refund. 


Make check payable to Purchasing Magazine 
Attention Kim Gorton 


220130 
Name 
Company 
Address 
City, State, Zip 


a 
(Your signature required for processing of order.) 


Canadian and foreign orders must be prepaid in 
U.S. dollars. 


l 
{ 
PURCHASING MAGAZINE fl 
Loz Columbus Ave., Boston, MA 02116! 
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the current price level,” says 
Ortego. He expects that cost 
pressure will come from domestic 
decontrol. That’s not only oil. 
Natural gas is also being allowed 
to rise to its market value and that 
source of energy makes up nearly 
40% of that used by the industry. 

Chemical prices are “demand 
sensitive,” points out Ortego, and 
the recession should have a 
calming influence. But the current 
contraction is expected to be about 
half as deep as the last one, so 
buyers won’t have as big a stick at 
the bargaining table. 

Foreign markets should be 
buying up some of what domestic 
buyers don’t want, especially 
organic chemicals. While U:S. 


Domestic decontrol of 
oil and gas prices 

will be providing 

cost pressures. 


chemical companies are not 
expecting a repeat of 1979’s near 
40% hike in exports, they should 
be able to maintain last year’s 
high level. 

Economic health overseas will 
be a mixed bag, providing U.S. 
industry with a choice of 
marketing strategies. The Confer- 
ence Board’s indexes of leading 
indicators for various countries 
shows that while the U.S. has been 
trending down, Canada and Japan 
have continued to climb and U.K. 
and Germany have leveled out. 

Even if overseas needs 
dwindle, demand for U.S. made 
chemicals should get a boost from 
the price advantage they have over 
other countries. prI’s Cook says 
that’s especially so for commodity 
plastics. Domestic makers will be 
loosing this edge. Cook points out 
aromatics, which depend on oil 
don’t have a wide margin of price 
advantage. But olefins, based on 
natural gas liquids would have a 
price advantage through 1985. (J 


Chemicals price outlook: 
Less boom, less bust 


(% change, producer prices of 
chemicals & allied products) 
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Relatively calmer inflation now vs. 
six years ago is due to less heft 
from OPEC, more business experi- 
ence, and a milder recession. 


Where are the cost 


pressures coming from? 


Even in the face of falling de- 
mand chemical suppliers will be 
trying to hike prices each quarter 
to cover costs. How can P.M.s tell 
if the increases are justified? 
Below is a guideline. It’s what the 
industry is forecasting. The data 
are from a survey Chemical Manu- 
facturers Association conducted 
earlier this year. 


1980 expected 
Input cost increase 
Raw materials 15% 
Fuel and electric 
energy costs 20% 
Wage rates 9% 
Construction (labor 
& materials) 10% 


Set it and forget it. 
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The Sel-Lok Spring Pin. 


Drill a hole. Drive in a SEL-LOK spring pin. 

Once inside, the pin springs back. Pushing out 
against the hole walls. Gripping tightly. Automatically 
locking itself in place. Simple, yet strong. A pin you can 
count on. 

You can use our SEL-LOK Spring Pins in metal 
assemblies as well as in products made of plastic, fibreor 
hard rubber. Use them to replace cotter pins, keys, axles, 
hinge pins, wrist pins, stop pins, pivots. Their only limita- 
tion is your own ingenuity. 

SEL-LOK spring pins can reduce production costs 
by eliminating tapping, reaming, peening, and milling. 
Maintenance costs can be cut, too, because the pins can 
easily be removed with a pin punch or drift pin. And re- 
used without any appreciable loss of locking power. 


Unbrako 


A DIVISION OF SPS TECHNOLOGIES 


Jenkintown, PA 19046 (215) 572-3000 
Also STANDCO CANADA LTD., Toronto (416) 741-4140 


To simplify SEL-LOK Spring Pin installation, there’s 
our Pinchuck™ installation tool. It fits standard drill 
presses and can handle up to 240 spring pins an hour. 


a 


For size selection, extra strength and holding power, 
reliability, quality and the latest in technology, 
choose SEL-LOK. 


y. 


Contact your nearest Unbrako distributor for Sel-Lok spring pins. 
Or write us today for a quotation or our free Sel-Lok Brochure. 


Precision-forged parts 


every time the hammer bangs 


1. Billet is placed in a 3,000-lb steam 
hammer—and preshaped. 

2. It's moved to a 10,000-lb hammer for 
finish-forging. 

3. The “flash” is removed in a special 
trimmer press. 

4. Then another precision-forged part is 
ready for shipment. 


Bethlehem produces a wide 
variety of forged parts with 
consistent high quality. Every 
forging we produce for you will 
meet your precise specification. 

Closed-die forgings from 10 to 
250 Ib—long or short run. In all 
standard grades of carbon, alloy, 
tool, and stainless steels. When 
you need forgings, call the 
Bethlehem Sales Office nearest 
yOu. 


Bethlehem 


Bethlehem Steel Corporation, Bethlehem, PA 18016 


Photo: Celanese 


CHEMICAL FORECASTS 


CHEMICALS REPORT 


An uncertain economy 


frees up Supplies 


By Henry G. DeYoung / cpi Editor 


Producers’ message to buyers in 1980: 
You can have all you want—at a price 


In a dramatic turnaround 
from less than a year ago, supplies 
of just about every chemical have 
become noticeably looser, though 
producers are working hard to 
keep prices from slipping any 
further. In some cases, higher tags 
are being posted—and are 
sticking—despite a looming over- 
capacity and demand which 
softens almost by the day. 

Chemical buyers are respond- 
ing predictably, by slashing 
inventories in preparation for at 
least 6 months of sluggish 
business. Many buyers, though, 
report that prices of some 
chemicals will almost certainly 
drop in the next month or two. If 


they’re right, keeping orders at a 
minimum now will lead to 
substantial savings later. 

Forecasting chemical business 
conditions even a few months 
downstream is risky, considering 
the variables now operating on the 
marketplace—instability in the 
Middle East, a shaky domestic 
economy, a presidential election 
just four months off. Nevertheless, 
here’s the outlook for four major 
chemical groups, based on current 
and recent industry trends: 


Aromatics: The slump continues 
“We’re going to be looking at a 

very peculiar situation for at least 

the next six months,” says a 


Plant capacity utilization for many chemicals will be 
dropping this year in contrast to 1979’s frantic pace. 


spokesman for Exxon Chemical 
Co. in Houston. “Even though 
demand for all the aromatic 
derivatives is going to stay low, 
prices are going to keep rising.” 
The tailspinning demand for 
aromatics is traceable to at least 
three important commodities: 
eUnleaded gasoline was the 
big culprit last year, diverting 
huge quantities of refinery 
aromatics away from the chemical 
end-user into more profitable 
motor fuel. It will be a different 
story this year as motorists turn to 
smaller cars, or shy away from 
driving altogether whenever possi- 
ble. Most sources predict a 3-5% 
decline in gasoline sales this year, 
and that may turn out to be a 
conservative estimate. Inventories 
of unleaded gasoline during the 
second quarter—a period when 
gasoline demand is normally 
beginning to soar—stood at 
85,572,000 barrels, an increase of 
36% over the same period of 1979. 
eStyrene monomer also put 
a big crimp in aromatic supplies 
last year, largely because of brisk 
overseas trading. Styrene business 
has already dropped 15-20% this 
year, and could slip further if key 
markets (e.g., styrene-butadiene 
rubber and ABS resin) remain soft. 
Producers are trimming their 
prices to stay competitive, and 
temporary voluntary allowances of 


Could our total skills save you 
30% on a manufactured 
component or assembly? 


Ask DeWalt — When the DeWalt Division of 
Black & Decker (U.S.) Inc. came to Torrington Special 
Products Division, they needed a new manufacturing 
source for a critical brake mechanism. The result was a 
redesigned, simpler assembly that cost them 30% less 
than before. Same function, more reliability, but lower 
cost. Torrington’s total skills made the difference. 


The Story — Two DeWalt Powershop radial arm saws 
have an important safety feature: when the motor is 
shut off, an automatic brake stops the blade — fast. 
The braking action is controlled by a centrifugal 
brake mechanism, formerly purchased from another 
source. When that source became uncertain, DeWalt 
contacted TSP. 


Our Contribution — Using our engineering, design, 
manufacturing and assembly skills, Torrington Special 
Products: 

... performed research on spring strengths, weight 
inertia and energy, and blade torque variations. | 
.. redesigned the unit, replacing a number of pins | 
and shafts in its frame with a simple, strong stamping. 
... tested the new mechanism extensively to assure 
ourselves, DeWalt and their customers of its reliability. 
... delivered the assembled unit in quantity at a 30% 
cost reduction. 


Your needs are next —- You may need something simi- 
lar, for another electric motor braking application, or 
something completely different. If it’s a high-volume 
OEM component, subassembly or assembly. . . if you 
need “‘total responsibility” for design and manufactur- 
ing. . . if close tolerances or precision production are 
involved, our total skills are waiting. 


For immediate help, cal! (203).482-9511. 
Ask for one of our Product Managers. Or 
write for our new “Tota! Skills” brochure. 
The Torrington Company, Special 
Products Division, Torrington, CT 06790. 


‘i 


: i/TORRINGTON SPECIAL PRODUCTS 


«* The Torrington Company, Special Products Division, Torrington, Conh/ 06790 
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3-4¢/lb are routine. The problem is 
that most styrene buyers have 
already stocked up as much as 
they dare; lower prices are 
unlikely to stimulate business. 

eCyclohexane will be in low 
demand well into next year, says 
another insider, the result of the 
rapid falloff in nylon demand. 
Cyclo traditionally consumes 
15-20% of the chemical benzene 
supply, and nylon takes about 75% 
of the cyclo. Though nylon remains 
an important engineering resin in 
many applications, it’s being hit by 
two recent factors: the increasing 
popularity of non-aromatic resins 
(e.g., polypropylene) as lower-cost 
alternates, and the dismal year 
being posted by autos and housing, 
both major nylon consumers. 

Supplies of all aromatics are 
expected to remain ample this 
year. Even aside from demand, 
several producers (including Dow 
and Corpus Christi) have recently 
brought on new benzene units, 
albeit for captive use. Benzene spot 
prices are expected to settle in at 
about $1.70/gal by late summer, 
toluene around $1.13. 
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The Exxon source, however, 
notes that rising prices of domestic 
and foreign crude oil have, in 
effect, established a price floor for 
aromatics. While price tags may 
slip a few pennies here and there 
this summer, watch for a modest 
firming by late in the quarter as 
refiners begin to divert their 
feedstocks to heating oil. 


Aliphatics: Plenty on hand 

In a way, the story here is 
much the same as for the 
aromatics: weakening demand in 
the face of sluggish end-use 
markets, coupled with an inexora- 
ble rise in feedstock costs. The 
result will be more than enough 
supplies all year—not only of 
ethylene and propylene, but also 
their large-volume derivatives. 
Don’t count on much in the way of 
price breaks, however. 

“Prices have gone about as low 
as you'll see them all year,” warns 
one olefins producer. He adds that 
ethylene makers had to trim their 
prices earlier this year, and are 
now running “at least 2¢/lb below 
what we should be getting. 


Sulfur supplies will grow during the ’80s, but high prices 
will still show up in chemicals like sulfuric acid. 


Photo: Freeport Minerals 
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Cutting the price any more 
wouldn’t accomplish anything.” 

U.S. ethylene prices have 
recently been in the 22-24¢/lb 
range, or about two-thirds the 
price of ethylene abroad. Unlike 
1979, however, American olefin 
producers won’t be getting much 
help from overseas buyers, for two 
reasons: First, European and 
Japanese chemical producers, like 
their U.S. counterparts, are 
anticipating a possible lengthy 
economic downturn, and are 
adjusting their inventories accord- 
ingly. Secondly, rising prices of 
U.S. olefins, plus falling price tags 
on European naphtha, have 
removed the economic advantage 
of buying American chemicals. 
Since the first of the year, naphtha 
prices overseas have dropped from 
$370/ton to $330/ton, and will 
likely slide a few more notches by 
late summer. 

Supplies are also being 
bolstered by the recent round of 
new capacity construction which 
has added almost 5 billion lbs/yr of 
ethylene to the marketplace. The 
new units are coming on stream 
just as most big derivatives— 
polyethylene and polypropylene, 
for example—move into what 
could be a long-term slack in 
demand. (Watch out, though, for a 
possible tightening in propylene 
supplies, coupled with a 3-4¢/lb 
hike. Reason: The favorable 
economics of ethane and propane 
feedstocks for ethylene production 
yield much less co-product propyl- 
ene than do the costlier naphtha- 
gas oil feeds.) 

One major aliphatic might 
ride out the recession relatively 
unscathed by weak pricing or 
overcapacity. Butadiene could be | 
on the snug-to-tight side for most 
of the year as “‘on-purpose”’ 
production units are phased out. 
That will leave olefins crackers as 
the dominant source of butadiene, 
and the warning on tightening 
propylene supplies will also be 
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Shown here are some problem-solving custom spe- 
cials we have produced recently. Produced through 
forming—as opposed to machining—for lower cost 
and greater strength. We hope they will suggest 


ways in which we can solve components problems 
for you. 


Harper shapes metals that shape the future: 
STAINLESS STEEL EXTRUSIONS 


CUSTOM METAL FORMING 
CNOIOIW, WE IWS LONIANIAG 
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Our forming methods include hot and cold head- 
ing, impact (trapped) extrusion, open die forging, 
high energy rate forming, and multiple-station pro- 
gressive forming. 

May we quote on the special part you need, or 
furnish design advice? Write today. 


ITT HARPER 


B29 LEHFGH AVE NUE 
MORTON GROVE, ILLINOIS 60053 
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valid for butadiene. According to 
Shell Chemical Co., cracking gas 
oil yields 220 lbs. of butadiene/ 
1000 lbs. of ethylene. Cracking 
ethane, however, yields only 30 
lbs. of butadiene/1000 lbs. of 
ethylene, propane yields 55 Ibs. 


Inorganic acids: Supplies are OK 

The inorganic (or mineral) 
acids are as closely related to the 
general economy as any commodi- 
ty chemical. In addition, sulfuric 
acid is the key intermediate in the 
production of phosphate fertilizers. 
Armed with these two facts, buyers 
should be able to peg future 
supply-demand ratios with a high 
degree of accuracy. 

“There aren’t any surprises in 
this business,” says one insider. 
“What you see is the way it is.” 

eHydrochloric (muriatic) 
acid is in generally good supply 
around the country. Reason: 
declining demand in the steel 
industry, where the acid is used for 
pickling. Prices are firming 
modestly, however, and vary by 
several dollars a ton depending on 
location. 

The reason for the discrepancy 
in pricing is that 90% of the acid is 
made as a by-product of pvc and 
other chlorine-consuming produc- 
tion processes. Acid buyers near 
these primary production sites will 
generally find better supplies and 
more competitive prices. 

For the same reason, watch 
out for cutbacks in demand for pvc 
and other chlorinated chemicals. 
In the unlikely event that pvc 
production is cut back while 
hydrochloric demand is on the 
upswing, serious acid shortages 
could result. 

eSulfuric acid is also in good 
supply now that the spring 
fertilizer season is over. Sulfur 
costs will still be dictating acid 
tags, however, and those costs are 
unlikely to settle down soon: 
Shrinking supplies of the mineral 
and high mining costs kicked the 
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price up about 50% last year. Price 
movements for sulfur during 1980 
will probably be more moderate, 
but the trend will be the same. 

By-product sulfur (recovered 
from smelters and refineries) will 
gradually become more important 
to acid availability. The recovered 
mineral now makes up about 
one-third of total supplies, and will 
account for one-half within a year 
or two. The effect of this new sulfur 
supply on price of acid is 
debatable. Best bet for the next 
12-18 months: Figure on quarterly 
hikes of 5-8%. 

@Nitric acid prices will reflect 
price and availability of ammonia 


Price movements for 
sulfur wili be more 
moderate than iast year. 


feedstock. Since the Soviet Union 
is an important ammonia supplier, 
keep one eye on the shaky trade 
relations between Washington and 
Moscow. Keep the other eye on 
domestic plants, many of which 
have been threatening to shut 
down because of operating costs. 

Almost all the nitric produced 
in the U.S. is pegged for 
agrichemicals. Industrial buyers 
should expect few problems with 
supply, and only moderate price 
increases. 

eChromic acid supplies are 
loosening a bit due to the 
recession’s effect on metal-plating, 
and Diamond Shamrock’s new 15% 
capacity expansion. For the rest of 
the year, availability should be 
OK, with prices moving up by 6-9% 
by the fourth quarter. 


Specialities: A rosy forecast 
Specialty chemical producers 
are more optimistic about the next 
3-4 quarters than their counter- 
parts in the commodity business, 
and with good reason: Demand for 
most types of specialties— 
particularly those tied to the 
energy industry—will stay brisk 
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for several years. Price tags in 
most cases will be relatively 
exempt from the discounting 
pressures now coming to bear on 
producers of, say, chlorine or 
ethylene. 

The reason is that most 
specialty makers have carved out 
neat little niches for themselves. 
They’ve invested much time and 
energy in protecting their posi- 
tions from raw material shortages 
and rising costs. Because special- 
ties are usually used in very small 
quantities—comprising perhaps 
2-3% of the finished product— 
producer markups have tradition- 
ally been high and supplies 
plentiful. 

In the case of oil field 
chemicals, for example, a recent 
study by C. H. Kline and Co. notes 
that the average markup is 126%. 
These chemicals, says Kline, will 
grow at 2-3 times the average rate 
of commodities during the ’80s; 
products used in ‘enhanced oil 
recovery will grow by 31%/yr. 

Specialty producers, according 
to Seymour Friedman, product 
manager for Witco Chemical Co. in 
Houston, will also be consolidating 
their positions vis-a-vis the big 
commodity producers. In an 
address to the Chemical Market- 
ing Research Association in New 
York, Friedman noted “an acceler- 
ated trend for large companies, 
with some exceptions, to discontin- 
ue projects aimed at specialty 
markets,” preferring instead to 
focus on their basic, large-volume 
businesses. This could open the 
door for many specialty producers 
to break into the manufacture of 
intermediate raw materials, and 
the servicing of declining markets 
which are deemed unprofitable by 
major companies like Dow or 
Union Carbide. 

“A specialty company that has 
a larger and larger share of a 
declining market may enjoy a very 
specialized and protected position 
for many years,” says Friedman.D 
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No. 1240 GRINDER. A new 4'2-inch No. 1267 SANDER. Now with 50% No. 1268 GRINDER. A new depressed No. 1269 SANDER. A new high-sp¢ 


depressed center wheel grinder. De- more power. ..faster—5000 RPM. Rat- center wheel grinder rated at 7000 sander. Turns at 7000 RPM maxim 
velops .4 HP at 11,000 RPM, yet ed at 13 amps, it develops 2 full peak RPM maximum. Develops 2 peak HP 
weighs only four pounds, five ounces. HP. at 13 amps. 

Anold SIOUX favorite...the No.1267 Sander... If you’re looking for power in a 9-inch Sander 


has been improved. Now it has 50% more or Grinder, try the SIOUX No. 1251 Sander, 
power than previous models. Two complete- No. 1252 Grinder and an old favorite, the 
ly new SIOUX tools...the No. 1268 Grinder SIOUX No. 1270 Grinder. 

and the No. 1269 Sander...both with a free 

speed of 7000 RPM maximum. These break- See these breakthroughs for the 80s at your 
throughs for the 80s are possible only SIOUX distributor or write or call SIOUX 
because SIOUX electric tools are now built TOOLS INC., Sioux City, lowa 51102. 

with SIOUX’s own quality universal motors... 
making them tougher, stronger, more dur- 
able and reliable than ever. Start the 80s with 
a SIOUX breakthrough. 


Another new SIOUX tool for the 80s is the 
No. 1240 4%” Depressed Center Wheel 
Grinder...speed and power to spare in a tool 
small enough to fit into the tightest spots. A 
grinder that revs up to an amazing 11,000 TOOLS INIC 

RPM yet weighs only four pounds, five = 


ounces. 2901 FLOYD BOULEVARD ®& SIOUX CITY, IOWA 51102 


»eee) breakthrough for the 80. 


No. 1251 SANDER. A 9-inch heavy- 
duty sander with ample power for 
continuous service. Versatile enough 
for any job. 6000 RPM maximum. 
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No. 1270 GRINDER. A 9-inch heavy 
duty grinder that turns at 6000 RPM. 


No. 1252 GRINDER. The same basic 
tool as the No. 1251 sander, but 
equipped for grinding.6000 RPM max- 
imum. 


A PERFECT COMPANION FOR YOUR: 
NEW SIOUX SANDER 


Combine your new SIOU 
Sander with the new SIOUX 
PER Disc. Made with a 
-PER 5 amazing new Zirconia alu 
aS, mina alloy formulation that 
sharpens itself throughout 
the life of the disc. Increased 


ouy 
ey 4 production because of fewe 


bbs stops to change discs. This 


ee new disc will give you at 


faster starting cut and willl 
continue to give dependable: 


“FASTER CUTTING Free 
* LONGER LIFE ER CUTTING 


°e INCREASED PRODUCTION JGER LIFE 
#CREASED PRODUCTION 


cutting action long after 
conventional discs have: 
been discarded...up to three: 
times as long. Available ini 
7-inch-and,9-inch sizes; | 
24, 36 and 50 grits. 


are 

Charlotte, NC (704) 394-7341 
Charlottesville, VA (800) 523-6266 
Chicago, IL (312) 247-7700 
Cincinnati, OH (513) 769-4000 
Cleveland, OH (216) 587-7000 
Detroit, MI (313) 837-0470 
Greensboro, NC (919) 275-8421 
Greenville, SC (803) 277-6011 
Indianapolis, IN (317) 262-5222 

| Louisville, KY (502) 969-2371 
Wea Memphis, TN (901) 525-4444 
Milford, CT (203) 874-1631 
Minneapolis, MN (612) 331-4000 
Nashville, TN (615) 244-2801 
Philadelphia, PA (215) 632-1000 
Pittsburgh, PA (412) 961-0100 
St. Louis, MO (314) 381-6700 
Syracuse, NY (315) 451-1551 
York, PA (717) 755-1923 


“We found 
a way 


tolerances 
closer.” 


Edgcomb Blanking Line Operators 


“We operate a blanking line at an Edgcomb 
Service Center, and one of our biggest cus- 
tomers is a major manufacturer of steel 
doors. Among the items we supply are gal- 
vanized steel sheets, .024” thick by 36-13/16" 
wide. The customer needs a very close toler- 
ance of +.005” on the width to fit forming dies. 

“We used to slit the coils before leveling so 
we could stay within the required tolerance. 
But we found a way to level the sheets without 
prior slitting and hold the + .005” tolerance — 
and to do it consistently. It took teamwork 
and extra effort, but that’s not unusual at 
Edgcomb.” 

If you’d like to start this kind of teamwork 
working for you, call your nearest Edgcomb 
Service Center. Or call Dave Althoff, Vice 
President of Marketing, at our corporate 
headquarters. (918) 588-2259. After all, that’s 
our business — helping your business. 


EDGCOMB METALS 


ONE OF THE WILLIAMS COMPANIES 


P.O. Box 770, Tulsa, Oklahoma 74101 
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to hold close 


Ben Trammell and Wayne Medlin 
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HAZARDOUS WASTES 


By Tom Powell / Houston Correspondent 


The long-overdue rules get few cheers from 


industry. Compliance will require so a massive 


RCRA completes EPA’s 
cradie-to-grave rules 


an effort that RCRA could make OSHA look like a 
‘nickel-and-dime operation’ 


After 3% years of heavy 
criticism from environmentalists, 
congressmen, and industry, the 
Environmental Protection Agency 
got its act together in May on the 
emotional question of hazardous 
waste disposal. The result: the 
implementation of the 1976 
Resource Conservation and Recov- 
ery Act (RCRA). 

The rules bid bad tidings for 
most industries. For many compa- 
nies, they mean additional capital 
outlays, problems in the interpre- 
tation of rules, potential adminis- 
trative nightmares, and legal 
hassles. 

The EPA says that industry 
will have to spend over $500 
million annually to meet the new 
regulations. An official of a Top 
Twenty-Five company calls it “the 
most expensive piece of legisla- 
tion” his firm has ever faced. 

Armco Steel Corp. plant 
environmental manager Joe 
Brown, on the firing line at the 
company’s Houston works, says 
that to comply with the rules is “so 
massive an undertaking it boggles 
the mind. Compared to what RCRA 
could be, OSHA is a nickel-and-dime 
operation.” 

EPA opens volley. The EPA 
has been much maligned for 
alleged footdragging on setting the 


Photo: EPA 


quiet its critics. Agency director 
Douglas Costle, accordingly, says 
that information gained from 
industry through RcRA “will shock 
the nation.” 

The Chemical Manufacturers 
Assn. scored Costle’s “scare 
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new rules, and obviously seeks to according to EPA estimates. 


Cleaning up old hazardous waste dumps could cost up to $40 billion, 


tactics,’’ saying only that it 
welcomed the final regulations. 
(CMA recalled, perhaps with some 
gratitude, that RCRA was on the 
books prior to the discovery of the 
chemical dumps at Love Canal and 
the Valley of the Drums.) 
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A slitter has to run at least two full turns 
a day to earn its keep. If your work load can’t 
guarantee that, buying your own slitter may 
be wasting your money. 

If you already have a slitter, it may already 
be wasting your money. Especially 
if each 15-20 minute run takes an 
hour or more to set up. 

What can you do about it 
when you need that pre-production 
processing? 

The thing to do is talk to the 
experts at a metal service center. 
A company that’s a member of the 
Steel Service Center Institute. 

Metal service centers run 


Tarren rm 


a “A j i 
Our slitters cost 
to use than yours. 


SSCI service centers have the ability 
to run slitters and other pre-produc- 
tion processing equipment very effi- 
ciently. It’s the nature of their business. 
And they’re experts at it. 


> Steel Service Centers 


| Steel Service Center Institute, 1600 Terminal Tower, Cleveland, Ohio}4411 


less 


slitters, as well as flame cutters and cut-to-length 
lines, more efficiently than most manufacturers 
can. These centers are set up to handle a 
continuing variety of orders from many users. 
Which keeps their equipment and labor busy 
and highly productive. 

So let a service center put that 
productivity to work for you, doing 
your pre-production processing. 

Ask to see their booklet, “From 
_ purchase/'To profit.” It will give you an 
understanding of all the factors in- 
volved in the “Cost of Possession” 

You'll benefit. So will your 
, company. So call an SSCI service 
center-—now. 


“We're talking about a 
money—on the order of a half million 
dollars a year,” says John D. Mark, 


are considered hazardous under 
RCRA definitions. It’s no small 
operational expense for this medium- 
size (110 million tons/yr) producer of 
and maleic anhydride. 

Mark’s lity with respect 
to waste disposal is similar to that of a 
growing number of industrial purchas- 
i 


details. To his advantage, a plant 
environmental director is available for 
assuring adherence to government 
regulations and maintaining disposal 


records. Many purchasing managers 
don’t enjoy that luxury. 


highly toxic ocB (dichlorinated 
butadiene). One major problem: 
rapidly escalating fuel costs, for 
transportation and for incineration 
charge passthroughs. 

“We're now in the throes of 


HAZARDOUS WASTES 


RCRA regulations 


(continued) 


While rcra’s capital costs 
won't come near the immense 
outlays required by the Clean Air 
Act and other environmental 
monuments of the 60s and ’70s, 
the task is formidable, especially 
under today’s economic climate. 

From EPA’s own investigation, 
90% of the 57 million metric tons 
of hazardous waste being produced 
in the nation each year are not 
disposed of by the new standards. 
Of that amount, about 60% is 
generated by chemical and related 
industries. 

There may be 2000 or more 
abandoned hazardous waste sites 
that could cost as much as $40 
billion to clean up, if Congress 
passes any of a multitude of 
proposed bills. The Carter Admin- 
istration proposes a “superfund” to 


Disposal tips for buyers 


- 


| \, 
Denka’s Mark: Look for a 40% 
hike in incineration charges. 


- 
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renegotiating the incineration contract 
and looking at a price increase of 
40%,” says Mark. 

Denka, because of its large 
volumes of toxic materials, relies on 
two contractors to dispose of its 
waste. The less expensive contractor 
transports wastes to an injection well 
350 miles north. The back-up 
contractor has facilities nearby, but 


handle those problems, along with 
any land or sea chemical spills. 
Under this approach, industry and 
government would split the 
$500-million annual bill 80-20, 
respectively. 

The National Solid Waste 
Management Assn., an industry 
self-insurance fund managed by 
the U.S. Treasury, wants industry 
assessed per metric ton of waste 
generated, until the fund builds to 


The Carter Administration 
proposes a ‘superfund’ to 
handle clean-up costs. 


$200 million. The money would be 


earmarked for past and future 
cases involving damages and 
cleanup costs, even at properly 
licensed sites. 

Cradle-to-grave. As a sort of 
catchall to complete EPA’s authori- 
ty to regulate solid waste beyond 
air and water pollution, RCRA is a 
cradle-to-grave package that 
makes each generator responsible 


n because of the 
scarcity of capable incineration 


Mark notes growing competition 
among disposal companies, with 
significant differences (though 
little or no discernible difference in 
performance guarantees). In fact, 
Denka is in the process of changing 
sources for deep-well injection 
services 


“As | see RCRA,” says Mark, “the 
people in our business who are going 
to get hit hardest are those without 


contracts and regulations interpreta- 
tion. 

@Make certain the disposal 
company and any transporters 
provide copies of state or federal 


eCheck the vendor’s past 
record with the riate state 
agencies to assure he has a history of 
meeting standards. 

eCall on colleagues in other 
companies to compare notes and 
utilize their experience. 


for hazardous materials, from 
point of manufacture to final 
disposal. Under the regulations, 
the generator must: 

@eDetermine if any waste is 
“hazardous,” either by RCRA 
definition or by confirming tests. 

eObtain an EPA identification 
number for each specific waste; 
without it, the generator cannot 
turn waste over to transporters or 
treaters for disposal. 

eEnter the “manifest system” 
and thus track wastes through the 
transportation network to final 
disposal. 

eAssure that all waste is 
packaged and labeled as pre- 
scribed. 

@Maintain records of trans- 
port manifests, test results, and 
annual reporting of on-site 
treatment and storage. 

@Report to the government 
any failure of a transporter or 
disposal agent to provide documen- 
tation of hazardous waste moving 
within the manifest system. 


Top purchasing executives 
at General Motors, IBM, Raytheon, 
General Foods, and Heinz USA 
show you how to formulate a 
successful procurement policy. — 


Read about their fascinating experiences in directing 
procurement for a major manufacturer. 


Listen to their innovative ideas on building strong 
procurement organizations. 


Explore the dynamic economic and political factors that are 
currently working to shape where procurement is 
positioned. 


And follow their lead in making sound purchasing decisions 
in this enlightening new book by E. Raymond Corey of the 
Harvard Business School. 


Dr. Corey's first-hand observations from well over ahundred (= 
interviews of buyers and managers in these major companies > 2 ; 
depict the way procurement works and how it is integrated into 5 
the total corporate strategy. Substantive in its research base and SS 
penetrating in its analysis, PROCUREMENT MANAGEMENT: ‘\ 

Strategy, Organization, and Decision-Making is an excellent § : ae 
resource for problem-solving directives for the top-level em 
procurement manager. ne 
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HAZARDOUS WASTES 


Regulating waste 


(continued) 


The generator, it should be 
noted, bears complete legal 
responsibility for waste disposal, 
even if an EpA-certified transport- 
er or disposing agent should fail an 
obligation and/or default for costs 
incurred in an accident or through 
improper handling at a disposal 
site. Despite good intentions on the 
generator’s part, a plant manager 
can be held legally responsible 
under criminal or civil statutes. 

As William McCarville, envi- 
ronmental affairs director for 
Monsanto Co., says: “In the past, 
the good guy who paid for 
environmental controls may have 
been at a disadvantage in the 
marketplace. Now, under RCRA, 
the boss goes to jail if the company 
isn’t a good guy.” 

Not surprisingly, the rules are 
very complex and wide open for 
interpretation. Even the defini- 
tions of Class I materials—the 
most toxic of the three classes—are 
far from exact. Also, little 
distinction is made between a 
waste that is highly toxic and one 
that may have traces of an 
impurity. 

There are no more landfills 
under RCRA. There are “sanitary 
disposal sites” which require (in 
the case of Class I wastes) an 
impervious liner (and additional 
capital). According to some 
interpretations, the landfill must 
have zero discharge; technically, 
even rainwater may not be allowed 
to run off the site. 

Disagreements ahead. Seri- 
ous disagreements over definitions 
have already heated up between 
industry and EPA. For example, 
electric and blast furnace slag is 
necessary to the steel milling 
industry, but the material is 
specified by the act. 

“Hell, even common dirt is 
classified as Class III,” grumbles 
Armco’s Brown, “and ordinary 
garbage is Class II.” 

In promulgating RCRA, the EPA 
triggered the first step toward a 
massive bureaucratic record- 
keeping procedure. According to 
the agency, 700,000 persons, 


Turning a deal on toxic waste 


One man’s waste can be another 
man’s treasure—even if it's toxic. 

This is becoming apparent to 
some companies that have joined in 
the emerging interest in waste 
exchange systems. Patterned after 
European industrial “waste bourses” 
which sprang up during the early 
1970s, there are now over 20 
information exchanges and three 
material exchanges in the U.S. Their 
success indicates more may be in the 
offing. 

The principle is simple: One 
plant’s waste may be another's 
feedstock. An exchange acts as a 
broker to get these companies 
together. 

Example: One chemical compa- 
ny’s cast-off fluoride compounds are 
now being used by another firm in the 
manufacture of toothpaste. 

Example: Monsanto relates how 
it worked out a deal to sell black liquor 
solids from a vanillin plant on the West 
Coast to a cement maker as a 
low-cost material to become part of 


businesses, and government agen- 
cies will be required to identify 
their wastes and facilities. Begin- 
ning on November 1, those 
companies handling or storing 
hazardous waste must apply for 
government permits for operation, 
and waste generators will be 
required to begin keeping mani- 
fests and reporting infractions by 


EPA will get around 
its manpower shortage 
by hiring ‘contractors.’ 


transporters and/or treaters. 

EPA manpower. This paper- 
work feature, of course, will pose 
special problems for industry and 
government. Speaking to an 
environmental group in April, 
former EPA director John Q. 
Quarles noted: 

“In nine years of existence, the 
EPA’s manpower roughly doubled, 
while its responsibilities multi- 
plied by a factor of perhaps 20. 
Today, EPA cannot perform its 
workload.” 

Just how then will EPA 
administer RCRA? On paper, the 
states are delegated the policing of 
RCRA; in practicality, the act will 
be administered by EPA, since most 


Seattle's sidewalks and parking lots. 

The first information exchange in 
the U.S. was formed in 1975 by the St. 
Louis Regional Commerce and 
Growth Association. This effort was 
later merged with one by 
the Kansas City Chamber of 
Commerce to become the Midwest 
Industrial Waste Exchange. 

The exchange currently publish- 
es a quarterly catalog and newsletter 
(circ. 2000) which may include up to 
50 coded listings of materials being 
offered by companies, or desired by 
others. The coding provides confiden- 
tiality to protect, among other things, 
trade secrets. Inquiries are left to the 
discretion of the waste generator for 
response. Cost for a three-time listing 
is $10. 

Information regarding area waste 
material exchanges may be obtained 
from regional EPA offices. Inquiries 
concerning the Midwest Industrial 
Waste Exchange should be directed 
to Oscar S. Richards, RCRA, Ten 
Broadway, St. Louis, Mo. 63102 


states fall short of the standards, 
and are now undergoing a 
two-year “interim authorization” 
period for program upgrading. 
Industry may thus find itself 
trying to satisfy two policemen of 
different ilk. 

Armco’s Brown contends that 
EPA will get around its manpower 
shortage by “hiring ‘contractors’ 
off the street to be the arm of the 
law.” He likens the potential 
results to the many brouhahas 
generated when OSHA personnel 
began barging through plant gates 
for surprise inspections. 

Not only will rcra foster 
increased manpower needs for 
government, but industry will also 
require more people. Armco’s 
Houston facility, for example, will 
probably double the size of its 
environmental staff to eight. 

Another concern to industry 
as seen by one Houston Ship 
Channel manager: the creation of 
a new generation of waste disposal 
contractors, many of whom will be 
professional, but many who will 
not, EPA certification notwith- 
standing. He foresees RCRA 
generating “a lot of profiteering” 
as companies struggle to dispose of 
their waste, or perish under it. 


TWA Cargo: 
The freight system of tomorrow 


for todays shipping needs. 


The world’s most advanced freight 
tracking system—TRAC*—uses a 
computer to locate any shipment at 
any point along its journey. But TRAC 
is just one feature of TWA’s total 
professional shipping system. We offer 
a complete line of services to fly 
anything from flowers to guided missile 
parts. And with over 730 flights daily 
to 46 cities in the U.S. and 14 more 

cities in Europe and 
the Middle East, we 
fit your every ship- 
ping need. 

We'll fit your 
budget too. Com- 
pare our prices to 

the competition. Our NEXT FLIGHT 
OUT" PAK, example, is the fastest, most 
economical way to send something less 
than 22 pounds. The “Pak” goes to any 
TWA city in the US. for a flat $25, NEXT 
FLIGHT OUT SERVICE is also available 
for small packages up to 50 pounds, and 
costs only slightly more than the “pak.” 


*Subject to flight availability 


\ 


60 cities in the U. 


If you have larger freight that 


a 


requires special at- 
tention, there's TWA’s 
PRIORITY EXPRESS 
FREIGHT SERVICE. 
We load Priority 
Express Freight first, 
ahead of other freight, on the flight you 
select.* So you know exactly when your 
freight departs and arrives—convenient 
for your truck to meet the flight. 

Or, if you prefer, we'll deliver your 
shipment right to your door. Our DOOR 
TO DOOR PICK UP AND DELIVERY 
SERVICE is available for any freight with 
TWA's trucking network throughout the 
major U.S. and European markets. 

And for regular commercial shippers, 
our CONTAINERIZED FREIGHT can cut 
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You're going to like us 


S. and abroad 


shipping and handling time, damage, 
and loss, and that means a cut in your 
total shipping costs. A variety of 
container sizes is available, for the 
small and large shipper. And our BULK 
AIR FREIGHT can be less expensive 
than highway shipping, because it 
saves days, not just hours. Reduce your 
inventory and warehouse 

costs. Give excellent { 
service to your distant 
customers. 

To learn more 
about these and 
other services, 
just call your 
local TWA Cargo 
sales office, and we'll 
send you our comprehensive, 
easy-to-use PRICING AND INFOR- 
MATION GUIDE, to help you meet 
your shipping needs. 


TWA CARGO 


Reform bill expected 


MOTOR CARRIER regulatory reform 
legislation is more liberal than 
truckers wanted but not as liberal 
as they feared it might be. 

Main features call for: 

@A two-year “zone of reason- 
ableness” under which carrierscan 
raise or lower rates up to 10% 
without fear of government 
intervention; when the two-year 
period expires, carriers can peg 
rates to annual fluctuations in the 
Index of Wholesale Prices. 

eAfter 1984 carriers will be 
prohibited from discussing or 
voting on single line rates. Until 
1984 carriers can vote on such 
rates only if they are authorized to 
haul the traffic involved. 

eCarriers opposing an applica- 
tion for operating authority will 
have to prove the service is not 
needed. In the past, the applicant 
had to prove the service was 
needed. 

eThe Department of Trans- 
portation will set minimum 
insurance liability coverage for 
carriers. 

eIntercorporate hauling will 
be permitted by parent companies 
for subsidiaries that are 100% 
owned by the parent company. 

eWithin 180 days after 
enactment, the 1cc will be required 
to eliminate circuitous route 
limitations. 


Merger battle ahead? 


LOOK FOR OPPOSITION to the 
proposed merger of the Atchison, 
Topeka & Santa Fe with the 


Truck ton 
(intercity, seasonally adjusted) 


American Trucking Assns. 


Southern Pacific. The merger 
would result in a 25,000-mile 
railroad system extending from 
Chicago to the Gulf Coast and from 
Chicago to the Pacific Northwest. 

The opposition will come from 
the Justice Department and the 
Interstate Commerce Commission 
on the grounds that the merger 
would reduce competition. The icc 
encourages “end-to-end” mergers 
but it discourages “parallel” 
mergers, as this one would be, 
since both roads serve much of the 
same territory. 


New service offered 


FREIGHT RATES have been cut as 
much as 60% with Southern 
Pacific’s new “SP ValuTrak” 
service. The service is available on 
traffic originating on SP lines and 
destined to selected West Coast 
cities served by SP. For most 
commodities a flat rate per car is 
assessed. 
A Southern Pacific spokesman 
says the plan offers shippers a 
viable alternative to expensive 
truck shipments by providing 
reasonable transit times with 
consistent performance. 

The new rates apply to all 
commodities except explosives, 
hides, and wool. There is no 
minimum weight requirement. 


Ralis get rate hike 


THE INTERSTATE COMMERCE COM- 
MISSION has granted the nation’s 
railroads permission to publish 
freight rate increases averaging 
6%. Eastern railroads are expected 


Purchasing’s freight trends 


Rail ton miles 
(Billion revenue ton miles) 


By Thomas F. Dillon c.p.m. / Senior Editor 


to hold off their increases until 
September 1; other railroads are 
expected to increase rates July 10. 

According to icc estimates, 
the average increase is 7.6% in and 
between Eastern and Western 
Territories and 3.8% in, from and 
to the Southern Rail Territory. 


New credit rules 


THE INTERSTATE COMMERCE Com- 
mission wants to repeal the credit 
regulations covering the time 
period in which a freight bill must 
be paid. This has long been a sore 
point with shippers who find the 
rules unreasonable and unrealis- 
tic. Regulations call for payment 
of rail and truck freight bills with- 
in seven days of receipt of invoice. 

Under the icc proposal, the 
regulations would be replaced with 
a system that permits each carrier 
to set up its own regulations and 
publish them in its tariff. 


Air service contracts 


LOOK FOR AN INCREASE in air 
freight service contracts patterned 
after the one Emery Air Freight 
has negotiated with Boeing’s 
Seattle Services Division. The 
Division provides traffic manage- 
ment services for Boeing Aero- 
space Co. and its subsidiaries. 

Air freight service contracts 
were made legal with the 
deregulation of air freight service. 
The one-year Emery-Boeing con- 
tract, worth an estimated $6.2 
million in freight charges, calls for 
Emery to be Boeing’s primary air 
freight forwarder. ze 
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37/ a pump. 


We havethe 
one you need. 


When you're looking for a 
pump to do a particular job, there 
is usually one unit that will suit 
the job better than others. That’s 
why McMaster-Carr carries 
» such a full line of products. 
, Like pumps. We have almost 
oe pst Deut imaginable. 
=" Transfer, dispensing, sub- 
mersible, centrifugal, rotary, 
flexible impeller, and siphon. 
And many more. And you get the 
same big selection of items in 
all our product lines. Because we 
want you to have exactly what 
you need to do the job. And have 
it fast. That’s why there are 
110,000 items in our catalog and 
we ship better than 6 out of 7 
items from stock. So the next 
time you need an item to doa 
job, and you need it in a hurry, 
ye Know exactly what to do. 
each for the McMaster-Carr 
catalog. 
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The warehouse 
at your fingertips. 


McMASTER-CARR 
Supply company 
P.O. Box 4355 

Chicago, Illinois 60680 


P.O. Box 54960 
Los Angeles, California 90054 
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Standard fasteners 


si (1967 = 100) 


1980 


1978 


Prices should hold 
steady for the rest of 

the year because of weak 
demand and stable costs. 


Phenol 


(1973 = 100) 


Prices will stay loose 
(33-35¢/Ib) all year 

due to soft demand in 

the major market, housing. 


Teleprinter terminals 


(June ’77 = 100) 


Downward pricing has 
ended for the most part. 
Expect selective hikes 
for older models. 


Source: Labor Dept. 
PURCHASING forecasts 


Pricewatch 


Attempt at corrugated increase folds 


CORRUGATED CONTAINERS: An 
11% increase in board prices 
has been rescinded, so some 
moderation in box tags seems 
due this quarter. 

Because box plant inventories 
have been on the low side for many 
months, the tug of recession is 
being felt more slowly than it was 
the last time around. Then, 
mountainous inventories sent 
prices plummeting; now, buyers 
probably won’t see as much price 
softening or as dramatic a drop in 
leadtimes. 

It is plain that some convert- 
ers are hurting more than others, 
so it pays to shop around. Buyers 
in the Midwest, especially, say 
competition among box plants is 
strong right now, with discounts 
plentiful. 

Look for fairly stable prices 
into the fourth quarter. After that, 
even if demand falls off, there will 
be price increases of 10% or more 
to cover escalating pulp and 
energy costs. 


ALUMINUM: Steady production 
levels, softening demand, and 
ample user inventories point to 
sagging prices—at least until 
fall. 


The aluminum industry has 
been hard-hit by decline in major 
markets including construction, 
electrical, and consumer durables. 

Price shaving in rod, bar, and 
wire products and sheet and plate 
is expected, with cuts of 10% or 
more possible. 

As recession runs its course, 
aluminum prices should firm and 
increase early in 1981. 


CHLORINE: Prices are widely 
scattered, but are generally soft 
because of wide overcapacity 
and dwindling demand in many 
sectors. 

As one of the most important 
economic indicators, chlorine has 
fallen on hard times and recovery 
is thought to be at least a year off. 
Biggest problems: Pvc resin (which 
consumes about a fifth of the 
output), and exports of chlorinated 


solvents and intermediates. In the 
case of PVC, many sources are 
cutting back on earlier growth 
projections for 1980 because of the 
hard-hit housing industry. 
Chlorine prices have been 
stuck at $140-150/ton for most of 
the year, and are unlikely to move 
much before the fourth quarter. 


HOT MELT ADHESIVES: Depend- 
ing on type, prices will rise 
5-15% over the coming year. 

The newer high-performance, 
polymer-based adhesives, used 
increasingly in product assembly, 
are expected to go up 5-6%, The 
older ethylene-based adhesives, 
used mainly in bookbinding and 
packaging, are forecast to rise 
10-15%. The cost of ethylene is 
reported to have risen 50% over 
the past 18 months, and it is still 
rising. 

Dispensing equipment prices 
are increasing moderately, about 
17-72%. 

Hot melt usage is predicted to 
increase 10-15% annually through 
the mid-80s. Availability of both 
adhesives and dispensers is good. 


PRIVATE BRANCH EXCHANGES: 
Competition will keep PBX tags 
flat to down in the coming 
months. 

PBX makers are under some 
pressure to hike prices because of 
increased costs for labor and some 
components. At the same time, 
however, these manufacturers are 
worried that potential customers 
will reassess capital expenditures 
in a nervous economy and opt to 
put off decisions on PBX procure- 
ments or decide on longer-term 
leases rather than outright 
purchases. 

For this reason, interconnect 
vendors will have to reevaluate 
their strategies for the coming 
year. They will need more genuine 
cost justification to sell their 
equipment in a tight economy. 
Expect to see an influx of 
less-expensive hybrid systems 
which combine key system and PBx 
functions. 
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UNHEARD-OF 
SERVICE FOR 
SMALL PACKAGES 


When you mark “Priority Mail” on a package over 
12 ounces, we'll deliver it with special treatment any- 
where in the country in a quick two or three days,* ata 
low cost. A 2-pound package between New York and 
Los Angeles is only $2.83. 
Until now, that kind of speed and price was 
unheard of. : 
Why? Only because we didn’t talk it up. 
Priority Mail. It pays to use it. . 
An unheard-of service available at any Post Office in the U.S. 


Economical 2-3 day small package delivery 
anywhere inthe country? Unheard-of! 


Roaiee *Of-course, if you need even faster service, there’s Express Mail Next Day Service. 
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MARKET CONDITIONS: 
Supplies are loose 


Capsule view. It’s definitely a 
“good news/bad news” situation for 
most industrial acids this summer. 
On the positive side from the 
buyer’s point of view, the 
deepening recession is cooling 
demand for these chemicals in 
almost every industrial sector. The 
slowdown in the steel industry has 
been the major factor, freeing up 
huge quantities of hydrochloric 
acid (used in pickling). Demand for 
sulfuric acid is also easing because 
of a general downturn in fertilizer 
production, which consumes about 
two-thirds of sulfuric output. The 
bad news is that acid raw material 
prices are climbing rapidly, and 
producers are having little trouble 
passing along higher tags, even in 
the face of dwindling demand. 
Another potential trouble spot: 
By-product hydrochloric output 
may be trimmed substantially 
during the next few months as 
producers of chlorinated chemicals 
(e.g., PVC resin) cut back because of 
recessionary pressures. 


Prices. In general, figure on 
healthy quarterly price increases 
of 3-5% well into next year, even if 
demand falls flat. For sulfuric acid, 
the skyrocketing cost and shrink- 
ing supplies of Frasch sulfur are to 
blame, and sulfuric in most parts 
of the country is selling very close 
to the contract price of $70-75/ton 
(100% basis). Hydrochloric prices 
are also firming up, with several 
producers’ recently putting 
through $3-6/ton hikes for most 
grades; prices for hydrochloric are 
highly scattered, depending on 


location. In the case of hydrofluoric 
acid, be on the lookout for attempts 
at putting through some whopping 
hikes by late in the third quarter 
as producers try and recoup 
soaring prices of fluorspar. 


Availability. No problems are 
reported in leadtimes. In-place 
capacity is ample to match even a 
sudden increase in demand. 
Sulfuric makers, for example, are 
running at only about 65% of 
capacity, and rates may not move 
much beyond that mark this year. 
Buyers should beware of major 
cutbacks in hydrochloric availabil- 
ity if pvc makers throttle back this 
summer. In that case, buyers may 
have to find one or more suppliers 
on “on-purpose” acid—that is, acid 
made by burning chlorine, rather 
than as a by-product—and that 
may involve disruptions in 
distribution timing and cost. 


BUYING FACTORS: 
Competition up 


Suppliers. The list of recognized 
suppliers is extensive, and in- 
cludes both producers and a vast 
distributor network. Leading 
sulfuric producers include Agrico, 
Texasgulf, CF Industries, Allied, 
and Stauffer. In addition, smelter 
acid (about 15% of the total) is 
made by Cities Service, Kennecott, 
Phelps Dodge, and many others. 
Virgin hydrochloric is produced by 
Diamond Shamrock, Allied, Mon- 
santo, and Linden Chlorine and 
Plastics. Producers of chlorinated 
chemicals (e.g., PPG and Gulf) hold 
the lion’s share of hydrochloric 
capacity by virtue of their primary 
output. Major hydrofluoric produc- 
ers include Du Pont and Allied. 


Competition. As might be 
expected, competition among acid 
suppliers is warming up as “too 
much capacity chases too little 
demand,” as one source puts it. 
Stuck as they are with uncontrol- 
lably fast-rising costs, however, 
suppliers aren’t inclined to cut 


Industrial acids 


much off the posted contract price, 
opting instead to tighten up 
supplies by reducing output 
whenever possible. Result: Most 
buyers report prices are quite firm, 
with distributors and producers 
competing with better delivery 
terms and increased technical 
service (in waste disposal informa- 
tion, for example). Watch for more 
competition between producer and 
distributor as the former tries to 
expand his list of LT. (less-than- 
truckload) customers until busi- 
ness picks up in late ’80. 


Problem areas. Despite a basic 
stability in the market, industrial 
acids are influenced by various 
factors. In the case of hydrofluoric, 
for example, future supply and 
price will depend on whether 
global fluorspar producers can 
solve their recent production 
problems. As for sulfuric, some 
sources predict that sulfur supplies 
will loosen up during the next few 
years as refiners move towards 
more efficient stack gas scrubbers. 
The sulfur thus recovered could 
comprise almost half the total 
domestic supply by 1986. z& 


Sulfur supplies shrinking 


(Millions 
metric 
tons) 


Source: Dept. of Interior, PURCHASING 


It's the 


/ When you call Cardox for COz, 
/ we move fast to get it to you. 
’ That's because were one of 
t the largest manufacturers of 
) carbon dioxide in the U.S. And 
1 because, unlike most other 
2 suppliers, we dont depend 
1 heavily on one processing 
> source for COs. 
We rely on six different 
3 and independent sources to 
) obtain raw gas to produce 
1 high quality CO. at our 17 
1 plants. More than any other 


The CO. pipeline. 
way alot Of our cu 
see Cardox delive 


company. Because we rely on 
SO many different sources, 
Cardox is better equipped to 
supply the carbon dioxide to 
keep your business running. 
You can count on Cardox 
to do everything possible to 
deliver your COs requirements. 
Like finding new raw gas 
sources, or staying up nights 
to make sure you get the CO>z 
you need. When you rely on 
Cardox you rely on the industry's 
most stable COs supply. 


tomers 


Call your nearest Cardox 
Regional Office. It’s listed in 
the Yellow Pages under 
“Carbonic Gas:’ Or write: 
Cardox, 5230 S. East Avenue, 
Countryside IL 60525. 


For more information circle 58 


Division of Chemetron Corporation 
Member Company Allegheny 
Ludlum Industries, Inc. 
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Public Law 95-507 
Sir: The article on Public Law 
95-507 was excellent in bringing 
attention to the potential burdens 
this law can place on purchasing, 
and is another example of the good 
service your magazine provides. 
I do, however, take exception 
to that part of the article which 
says that private industry hasn’t 
shown a willingness, on its own, to 
work with minority-owned com- 
panies; and that this is proven by 
the low percentage of businesses 


owned by minorities. I object to | 


this because I feel private industry 
is doing a better job every year in 
purchasing from minority com- 
panies. 

Also to equate the public dole 
to business ownership is ludicrous. 
There never has been nor will there 


ever be any correlation. To say 
that by supporting minority busi- 


nesses we reduce the number of 
people on welfare is misleading. 
W. S. Lyrberg 
Aluminum Co. of America 
Pittsburgh, Pa. 15219 


Valve capacity available 
Sir: I read PurcHaAsinG Magazine 
faithfully. There are a few things 


that I would like to take exception | 


to in the article, ‘‘Valves: Look for 
Shortage Signs to Show Down the 
Road’’, in the May 8 issue. 


We are an investment (lost | 


wax) and sand foundry. We buy 


most of the materials we melt in — 
stainless and higher alloys as _ 


scrap. Scrap dealers are now beg- 
ging us to buy materials. There is 
an oversupply. 


Presently there is extreme 


competition among foundries to 
produce high-corrosion (high nickel- 


based) alloys. The profit margin is | 


low. 

I would like to know of any 
companies which are in need of 
valves (any type of high alloy). We 
have a lot of capacity now. 

Vernon Rotert 

Vp and general manager 
Midwest Precision Castings Co. 
O’Fallon, Mo. 63366 
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When your design 
calls for 
quality 
gearing, 


‘ 
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Double Diamond custom-cut gearing starts 
with quality raw materials. Then we add 
quality workmanship. And just to make sure 
everything is right — that the gearing is 
perfectly matched, round, quiet, and long- 
wearing — it is subjected to a series of quality 
control measures. We’re geared for 

designing and cutting a wide variety of 

quality gearing, large or small lot production 
runs competitively priced. We’d welcome 
your inquiries. 


RICHMOND GEAR / Wallace Murray Corporation 
751 South ‘“O”’ Street, Richmond, Indiana 47374 


SoS RICHMOND 
GEAR 


riends you can trust from 
Cooper the Toolmaker. 


i} 3433; Eft ttre... bi: 


Your Industrial Distributor and Cooper make the right selection. 
the Toolmaker. And, because he’s nearby, he can respond to 
They deliver the tools that deliver. your needs quickly. With his well-stocked inven- 
Your Industrial Distributor has the hand tory of Cooper tools he can cover most of your 
tools you can depend on. Cooper the Toolmaker’s hand tool needs with one order. He’s also there to 


tools. Seven of the most wanted professionalhand answer your questions. Give advice. And get help 
tool lines made...seven friends you can trust. to you fast when you have a problem. 

But, more than that, your local distributor So get to know your Cooper Distributor. 
makes it his business to know your business. So He’s more than a supplier. He’s a friend you 
he knows the tools you need. And can help you can trust. 


Boker: Crescent: Lufkin: Nicholson: Welle ‘Wiss Xcelite 
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aun COMING UP 


JULY 1980 


27-30: 


Seminar on Improving 
Individual Purchasing 
Effectiveness, Communi- 
cation Skills, Purchasing 
& the Law, Value Analy- 
sis & Value Engineering, 
University of Colorado, 
Boulder CO Sponsor: NAPM/ 
Denver. Contact: Harry 
Wada, (312) 481-1043. 


AUGUST 


3-15: 


10-14: 


NAPM Purchasing Exec- 
utive Seminar, Harvard 
Business School, Boston, 
MA Sponsor: NAPM, 40 
Plaza Suite 2, Park Forest, 
IL 60466. Contact: Harry 
Wada, (312) 481-1043. 

35th Annual National 
Hardware Show, McCor- 
mick Place and McCormick 
Place West, Chicago, IL 
Sponsor: The American 
Hardware Manufacturers 
Assn., 331 Madison Ave., 
New York, NY 10017. (212) 
682-4802. Contact: Samuel 
Black, (215) 373-4267. 


SEPTEMBER 


3-12: 


7-10: 


8-10: 


1980 International Ma- 
chine Tool Show, McCor- 
mick Place Complex, Chica- 
go, IL Sponsor: National 
Machine Tool Builders’ 
Assn., 7901 Westpark Dr., 
McLean, VA 22102. (703) 
893-2900. 

NAPM International 
Seminar, Las Vegas, NV 
Sponsor: NAPM, 40 Plaza 
Suite 2, Park Forest, IL 
60466. Contact: Harry 
Wada, (312) 481-1043. 

1980 Material Handling 
Forum. “Material Han- 
dling: The Tool for Improv- 
ing Productivity”, Hyatt 
Regency O’Hare, Chicago, 
IL Sponsor: The Material 
Handling Institute, Inc. 
1326 Freeport Rd., Pitts- 
burgh, PA 15238. (412) 
782-1624. Contact: Jane B. 
Hirsch. 
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Effective, competitive 
production — utilization of Kirk 
& Blum plant, facilities, know-how — conservation of 
capital — expansion of production quickly and economically — these 
are the reasons many manufacturers turn to K&B for the 
fabrication of sub-assemblies for their products. = K&B has 
over seventy years experience in the fabrication of sheet 
and plate, steel and alloy products. A 250,000 square foot plant 
equipped with the most modern shears, brakes, presses, 
flame cutting and welding equipment plus a warehouse 
stored with a wide variety of sizes, types, and gauges of 
materials saves K&B customers 
capital investment in plant, equipment 
and inventory. ® Before you finalize 
your next make or buy decision, call 
Kirk & Blum. 
Write for Catalog 11735. 


[i- 


| on 


The Kirk & Blum Manufacturing Co. 


3109 Forrer St., Cincinnati, Ohio 45209 
513/351-1400 


Kirk. BLum 


Custom Metal Fabrication 


© 
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Meet GM's 


newest factory worker. 


It’s energy efficient. Draws a good 
payback. Works overtime. And it’s from 
a family with a tradition of reliability. 
It’s the energy-efficient Delco E? 
Industrial U-line Motor. In 44 HP 
through 125 HP—4- and 6-pole ratings, 
in 200, 230/460, 460 and 575 voltages. 

Clearly, the benefits are attractive: 

Depending on the motor you're pres- 
ently using, the Delco E? can help you 
cut your energy consumption, and that 
means it can help you save money. And 
we back that up by stamping on the 
nameplate our guaranteed minimum 
efficiency, which exceeds the NEMA 
nominal efficiency. 

Built with a rugged cast-iron housing 
and high-grade tough electrical steel, 
the E? has the stamina to work all the 


The ener 


nee 


shifts. Plus, it’s got plenty of active 
magnetizing material and more cop- 
per in length than in our standard 
. motors. So it runs cool to last long. 
And it’s from Delco Products—a 
leader in U-line industrial motors. 
Like the Delco T-line and Delco 
\ Large Frame motors, the Delco E? 
\® comes from a family with a repu- 
 @ tation for reliability that goes 
fy back to the 1930's. 
For more information on General 
Motors newest “Tough Breed” of 
factory workers, check the Yellow 
Pages for your local distributor. 
Or write in care of: Marketing Man- 
ager, Industrial Motors, Dept. 194, 
Delco Products, Division of General 
Motors Corp., P.O. Box 1042, Dayton, 


for the E? Motor 
An 


Catalog for facts 
on payback and 

Division of General Motors 
Dayton, Ohio 45401 


total energy 
management. 


Delco E2 energy-efficient motor 
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Integral motors to 75 hp 


A NEW INTEGRAL MOTOR guide 
features a wide range of motors 
which includes NEMA general 
purpose designs, as well as 
definite purpose motors. The 
guide describes rolled steel 
frame and ribbed aluminum 
frame motors and includes 
specification summary charts 


for both types. Typical applica- 
tions for a variety of general 
purpose motors and definite 
purpose motors are included. 
The book also lists accessories, 
modifications, and motor parts 
sets. Leeson Electric Corp., Box 
241, Grafton, Wis. 53024. 
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Speed torque curves 


Three phase or polyphase ape 
Three phase ratings have 
different design classifica- 
tions as defined by the Na- 
tional Electrical Manufact- 
urers Association (NEMA). 
A NEMA design “B” motor, 
is a general purpose, three 
phase motor with normal 
Starting and breakdown 
torques. NEMA design “B” 
motors have less than 5% 
Slip. (“Slip’”’ being a term 
which expresses, as a 
percentage, the difference 
between synchronous 
motor speed and full-load 
motor speed.) ‘*C”’ and *‘D”’ 
are designs for special 
applications. 
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Coil coatings 


WHATEVER YOUR SPECIFIC coil- 
coating application, there’s a 
UCAR water-borne vehicle to do 
the job. This booklet presents 
the properties of the six UCAR 
products and discusses the 
advantages of water-borne coil 
coatings. The booklet lists 
formulation suggestions for 
eight types of coil coatings. Each 
formulation suggestion in the 
booklet is accompanied by a 
listing of ingredient suppliers, a 
discussion of formulation proce- 
dures, and a table of paint 
properties. Union Carbide Corp., 
270 Park Ave., New York, N.Y. 
10022. 
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Zinc-coated steels 


A NEWLY AVAILABLE booklet 
describes National Steel’s exten- 
sive line of zinc-coated sheet 
steels. The illustrated booklet 
lists the firm’s wide variety of 
hot-dipped galvanized, coil 
coated, and electrolyte zinc 
deposition sheets by trade name. 
The use for each of these 
products is explained. The 
publication also offers technical 
information, including that on 
grades and coating classes. 
Markets for zinc-coated sheets 
are also covered. National Steel 
Corp., Communications Dept., 
2800 Grant Bldg., Pittsburgh, 
Pa. 15219. 
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Oiltight manual controls 


OILTIGHT MANUAL CONTROLS are 
the subject of this publication. 
The types of controls featured 
are heavy-duty, miniature, and 
multilight controls that are 
ideal for process control panels. 
The booklet includes applica- 
tions data and a_ product 
selection guide. Charts show 
accessories and replacement 
parts and fast find guides save 
valuable time for buyers. In 
addition, dimension drawings 
are shown for each _ type. 
Micro Switch, Honeywell Div., 
Freeport, Ill. 61032. 
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New power capacitor 


AN INFORMATIVE, well- illu- 
strated booklet highlights the 
new Westinghouse Film-Var 
power capacitor. The literature 
illustrates the construction of 
the power capacitor, which offers 
greatly reduced losses and 
excellent field performance. The 
booklet also describes the 
built-in cradle assembly, im- 
pregnation cycle, power factor 
test at elevated temperatures 
and sonic corona detection test. 
Paper elimination results in low 
losses and the corona ring 
design ensures improved capaci- 
tor performance. Westinghouse 
Electric Corp., Westinghouse 
Bldg., Pittsburgh, Pa. 15222. 
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Radial shaft seals 


THIS COMPREHENSIVE CATALOG 
outlines the characteristics of 
Simrit’s standard and special 
radial shaft seals. It discusses 
applications, dimensions, and 
tolerances, as well as lubrication 
requirements. Installation is 
described in detail. Catalog100. 
Simrit Corp., 1350 Kirk St., Elk 
Grove Village, Ill. 60007. 
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In1980, this symbol... 


will identify 55 trade and public shows, 
domestic and international, organized and 
managed by Cahners Exposition Group, the 
largest professional management company 
of its kind in the country. 


They will range in diversity from such 
established events as the 35th annual 
National Hardware Show and the 24th Greater 
New York Auto Show to two new CEG shows 
— the Shooting, Hunting, Outdoor Trade 
Show (SHOT) and the World Woodworking 
Exposition. Both have been unqualified first- 
time successes — developed specially to 
meet new needs in their respective industries. 
In addition, CEG is the organizer of the largest 
group of electronics manufacturing 
exhibitions in the world. 


In total, the 55 CEG shows will represent 
approximately 3 million square feet of exhibit 
space, 312 million attendees, and over 10,000 
exhibitor companies. 


Corporate 

and International 
Headquarters 

New York: 

331 Madison Avenue 
New York, NY 10017 
Phone: 212/682-4802 
Telex: 649 400 


Boston: 
Boston. MA 02116 


Telex: 940 573 


221 Columbus Avenue 
Phone: 617/536-7780 


An estimated $1 billion worth of products 
and services will be sold as a direct result of 
these shows. 


We recite these facts for two primary 
reasons: 
e To indicate the extraordinary impact of 

trade shows in the marketplace, with more 

than 5,000 scheduled in the U.S. this year. 


e To emphasize that the key to the success of 
any show is professional management. 


Our pride in the CEG symbol is rooted in 
performance — our demonstrated ability in 
producing more effective results for existing 
trade shows, as well as creating new shows 
shaped to reflect the dynamic changes 
occuring in a given indust 

Try us. We will welcome'the opportunity to 
talk with you. 


And look for the CEG show symbol. It is the 
sign of professionals at work. 


Los Angeles: 

8687 Melrose Avenue 
Los Angeles, CA 90069 
Phone: 213/659-2050 
Telex:.194 351 


Chicago: 

222 W. Adams Street 
Chicago, IL 60606 
Phone: 312/263-4866 
Telex: 256 148 


Galvanized steel 
has good looks 


MIDDLETOWN, OHIO—Armco has 
recently introduced a new galva- 
nized steel with superior surface 
finish. Armco believes that 
Zincgrip Ultrasmooth steel is the 
most important innovation in 
hot-dip galvanizing since the 
introduction of jet finishing in the 
mid-60s. The galvanized steel can 
be painted with the painted 
surface closely approximating the 
finish on uncoated cold-rolled 
steel. Zincgrip Ultrasmooth is 
available in gauges from 0.023” to 
0.134” and in widths to 72”. Armco 
Steel, Middletown, Ohio 45043 

For more information circle 349 


Locking fastener 
for bolted joints 


NEW BEDFORD, MASS.—Here’s 


the latest twist in locking 
fasteners. Continental’s new Uni- 
flex fasteners don’t have a flat 
bearing surface but one that 
undulates with three alternate 
high and low areas. This helps 
maintain both induced tension and 
resistance to vibrational loos- 
ening. Uniflex fasteners are only 
available in the popular Taptite, 
Powerlok, Corflex, and Plastite 
configurations in diameters from 
#4 to %”. Continental Screw Co., 
459 Mt. Pleasant St., New Bedford, 
Mass. 02742 
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Energy-saving motors 
for all seasons 


HENDERSONVILLE, TENN.—GE’s 
Small AC Motor Department has 
expanded its line of Tri-Clad 700 
Series motors to include both 
drip-proof and totally enclosed 
fan-cooled motors in ratings 
through 250 hp. 

The Tri-Clad’s are energy- 
saving motors, and now GE offers 
one of the broadest lines of 
energy-efficient motors. 

According to GE, its energy- 
saving design reduces electrical 
losses by as much as 50%. The new 
motors also have high power-factor 
ratings which help avoid power- 
factor penalties and reduce the 
cost of power-factor correction. 

The Tri-Clad motors use a 
special low-loss steel with superior 
electromagnetic characteristics. 
These motors have as much as 40% 


more energy-saving steel and 
copper than is used in standard GE 
motors. 

The cool-running motors also 
permit the use of smaller, more 
efficient fans, which in turn means 
quieter operation. Cooler opera- 
tion also helps increase insulation 
and bearing life. All of which adds 
up to longer service life, greater 
reliability, and reduced mainte- 
nance compared to standard motor 
designs. 

With the addition of drip- 
proof and totally enclosed designs, 
Tri-Clad motors can now be used 
in a wide variety of applications 
including severe industrial envi- 
ronments. General Electric Co., 
8150 Leesburg Pike, Vienna, Va. 
22180 
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‘The new force is exceeding! 
small,so that we cannot predict any 
practical applications for it? 


The Nation, December 25, 1879 


The Nation was talking about the Hall effect, the minute voltage that 
develops at the edges of current-carrying gold foil ina magnetic field. 
And back in 1879 when Dr. Edwin Hall first detected it, even the 
editors of this leading news magazine didn't know what to make of It. 
In fact, for eighty-six years, the Hall effect gathered dust in 
research labs. : 


They invented a revolutionary sensor by 
building the Hall effect into an integrated circuit. 
The sensor they developed was smaller and 
more reliable than any previously designed. That sensor 
became part of the world’s first solid state keyboard. 


Today, not only is that keyboard still the most reliable one you can buy, our 
Hall effect technology is the state of the art in the electronics industry. 


The fame of Hall. 


Since the Hall effect keyboard, we've found other innovative ways to 
package the Hall effect. 

You'll find it in our vane and position sensors. It makes our AML pushbuttons 
the most reliable ones you can buy. You ll find it in our solid state, gf ls 
oiltight pushbuttons. And now, the Hall effect is in our latest eh OR ee 
achievement: a linear output position sensor. Cae } Sy 

Our customers must like the ways we've packaged 227, ; 
the Hall effect, because they've found some interesting ways \~7%) ft 
to use them. Af 

For example, pioneers at a leading medical center 
came to us for asensor that would control the rhythm of an 
experimental artificial heart. They chose a Hall effect sensor 
for its proven reliability. 

Hall effect sensors have replaced mechanical breaker 
points and magnetic reluctance sensors in the ignition systems of 
over 2 million cars so far. Simply because they're so reliable, and 

~ help save fuel. 
Gig j In fact, designers 
= Fn - Ofafamous race car use 
= Hall sensors for the same reasons. 
ANY : NEE \' : es Anda Hall effect sensor 
Wu dimer Ne BR A Se ee *%  \ detects the precise needle position 
pe Ah i, | — ee for stitching patterns in the first 
computerized sewing machine. 
People | 
i ie j areeven 
“Sp using the 
| ae ee 6 Hall ettect 
to monitor tire pressure, build better refrigerators, process film 
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We have other ways of doing things. yi: Mn ae he 

Having made nearly 200 million Hall sensors, we } | 
figure that if there's a way to improve the performance of a 
product using a Hall device, chances are pretty good that - 
we Il find it. a 

On the other hand, we'll be the first to admit that 
the Hall effect isn't the only way to do things. 

That's why we also have — that work on other principles. 

We use piezoresistance for solid state pressure transducers. Eddy current in 
metal detecting proximity sensors. And optoelectronics in photoelectric controls. Not to 
mention the precision, snap-action principle we invented in 1932. 

But whether you eventually choose Hall devices for your designs, or any of the 
other ways we have to make switches and sensors work better, we can help you best by 
helping you early. | 

That way, you get our nearly 50 years experience helping customers solve 
problems. And the most cost-effective product for the job. Whether it’s one right off the 
shelf, or one we design especially for you. 

Who knows, maybe we'll come up with a practical application that no one has 
thought xh vet. | 

or some practical suggestions on how the Hall 
effect can work ix yon. write MICRO SWITCH, The Sensor MICRO SWITCH 
Consultants, Freeport, Illinois 61032. Or call 815-235-6600. aHoneywell Division 


Plant safety guide 

for handling flammables 
FLAMMABLES HANDLING guide features 
a check list designed to alert users to 
potential dangers in every plant area. 
It also describes a wide selection of 
safety containers and devices for 
storing, dispensing, applying, wash- 
ing, cleaning, and disposing of 
flammables. Protectoseal Co., 225 


West Foster Ave., Bensenville, Il. 
60106 
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Cut Coding Costs 


Diagraph Coders make sharp, clean impressions at a 
lower cost. Rugged-built to withstand punishing conveyor 
line conditions. Helps prevent expensive down time. 
Find out how easy code dating and product identification 


can be. Send for free brochure #PC50. 


DIAGRAPH: 
Marking Systems 


Herrin, Illinois 62948 
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SHELL MOLDING 
AT SHELCAST 


Steel casting 
techniques compared 

SHELL MOLD casting of stainless steel, 
nickel, monel, and high alloy steels are 
matched with sand castings and 
alternate processes in capabilities 
Bulletin SC80. Photos and step-by-step 
descriptions cover pattern making, 
shell cores and molds, melting, 
pouring, heat treatment, finishing, 


inspection, and testing. Shellcast 
Corp., Hillside, N.J. 07205 
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Fixtures speed milling 
cutter set-up time 

MILLING CUTTER inspection and set-up 
fixtures reduce set-up time and 
provide a more precise means of 
setting up and maintaining cutters. A 
six-page catalog covers granite and 
metal-based fixtures in sizes from 
242-24". Options include different size 
anti-friction plates that are scrolled to 
help clean back of cutters for more 
precise insert set-up. Valeron Corp., 
31100 Stephenson Hwy., Madison 
Heights, Mich. 48071 
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HAFTS & 


to your specifications 


@ Consistent High Quality @On Time Delivery 
| ®e Competitive Prices @Sole Source 


XLES 


Responsibility 


We specialize in splined, ground, 
keywayed, threaded and gundrilled shafts. 
Sizes: 1” to 8” diameter ®Up to 84” long 


Made from bar stock or forgings in carbon, heat 
treated alloy or stainless steel. 


Challenge our capabilities. Write or call today. 


the U.S: AXLE COMPANY, inc. 


PO Box 496, Industrial Highway, Pottstown, 


Pa. 19464 Phone: (215) 323-3800 
We have sales Qoale throughout the 
United States 
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Wing nuts, thumb screws 
sized for easier operation 


WING NUTS and screws in cold-formed 
steel come with wingspreads from 
¥%4-1%3". A variety of styles and wing 
patterns are available in steel or brass. 
The firm also offers a full line of 
cold-headed thumb screws in many 
style and thread combinations. Broad 
bearing surfaces adhere rigidly to flat 
areas for extra security. Microdot, Inc., 
Central Screw Div., Steadmantown 
Lane, Frankfort, Ky. 40601 
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Open link belting adds 
conveyor design flexibility 


FLAT WIRE belting negotiates right or | 


left turns or curves in combination 
with straight travel. Cambri-Link 
belts can eliminate dead plate 
transfers, turntables, transfer belts, 
etc. They are available in standard 
weight belting with a %” x 1” mesh 
and extra heavy-duty %” x 1” and 1” x 
1” sizes. Widths range from 6-48” and 
material may be galvanized or 
stainless steel or other metals. 
Cambridge Wire Cloth Co., Dept. OP-1, 
Box 399, Cambridge, Md. 21613 
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DON’T GAMBLE 


WITH LOW CARBON 
WASHERS IN YOUR 
HIGH-STRENGTH | 


FASTENER 


= | 
ASSEMBLIES ~@RADLU @” 


To provide industry with its 
first washer product 
specifically identified for 
positive compatibility with 
high-strength bolts and nuts 
... Wrought Washer 


Air cylinders 

operate smoothly 

DOUBLE WALL air cylinder line is 
expanded to include nose-mounted, 
double-ended rod models in 1%" and 2” 
bore sizes. One-piece piston rod and 
self-aligning rod bearings eliminate 
operational problems associated with 
some double-ended cylinders. Features 
include three rod end options and a 200 
psi rating. Bimba Manufacturing Co., 
Monee, Ill. 60449 
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introduces its new 
MIL-CARB® high-strength 
hardened washers in U.S. 
Standard and S.A.E. sizes 
from 1/4” through 1-1/2” 
bolt sizes. 


TO IDENTIFY WITH COMPLETE INTEGRITY... 


MiL-GARB 
CO 


high-strength round washers are 


“Double-Identified” with Wrought 
Washer's distinctive and patented 
nubs on the washer O.D., allowing 

a visual check even after 
assembly ... Plus a permanent 
mark stamped on the surface. 


2100 SOUTH BAY STREET « MILWAUKEE, WISCONSIN 53207 
PHONE (414)744-0771 « TWX 910-262-3101 


New literature 


Reference guide covers 8620 alloy steel 


SINGLE SOURCE brochure consolidates all necessary data on 
the popular 8620 alloy steel. Topics range from applica- 
tions and machining recommendations to hardenability 
and mechanical properties. Copperweld Steel Co., P.O. 
Box 351, Warren, Ohio 44482 
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Metal treatments are easy to control 


PHOSPHATE COATINGS offer maximum corrosion resistance, 
lower sludge formation and simple chemical control. 
Bulletin cep provides operating tips for zinc, manganese 
and light iron phosphate treatments. Lea Mfg. Co., 49 
Waters Ave., Everett, Mass. 02149 
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Chemical-resistant work garb rated for use 


WORK WEAR guide rates the suitability of Wet-Wear 600 
garments for use with specific chemicals. Illustrations 
cover styles available and a cutaway view of fabric 
construction. Edmont-Wilson, Division of Becton, Dickin- 
son and Co., 1300 Walnut St., Coshocton, Ohio 43812 
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Packaging systems reduce headaches 


LABEL PROTECTION and packaging list attachments reduce 
common shipping problems such as lost packages. A new 
brochure lists performance and design features of Pouch 
Tape and Labelguard systems. 3M, Dept. PS80-29, P.O. 
Box 33600, St. Paul, Minn. 55133 
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Re-roofing systems are problem solvers 


ROOF SYSTEMS are available to solve a wide range of 
problems. A new brochure outlines solutions for leaking, 
rusting metal roofs, failing flat built-up roofs and 
deteriorated sloped built-up roofs. Armco, Dept. B-5380, 
P.O. Box 600, Middletown, Ohio 45043 
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Adjustable replacement belting 


VEE PLY belting can be installed in any captured drive 
without need to dismantle the drive. Bulletin 713-2001 
describes four constructions of adjustable replacement 
belting that can be fitted to any drive. Eaton Corp., 100 
Erieview Plaza, Cleveland, Ohio 44114 
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SEND FOR FREE 7 

TECH MANUAL 

FREE SAMPLES : 

| 

PROMPT ! 

DELIVERIES i 

PRECISION TIMER CO., INC. | 
Me WESTBROOK, CONN. 06498 203-399-6255 Pe 
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Meta/ Stampings with associated Machining & Assemblying 


NEWBURYPORT, MA 01950 


Condensed catalog covers 
several hose lines 


INDUSTRIAL HOSE catalog covers 
general steam line, air, multi-purpose, 
petrochemical, water, and materials 
handling types. Catalog 39993-A 
describes typical applications, sizes, 
rated working pressures, specs, and 
sizes. Gates Rubber Co., P.O. Box 
5887, Denver, Colo. 80217 
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“4Berkshire 


BERKSHIRE MANUFACTURED PRODUCTS, Inc. 


116 PARKER ST., DEXTER INDUSTRIAL PARK 
617/462-8161 TELEX-94-7110 
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Fasteners stocked 
for fast delivery 


INDUSTRIAL FASTENERS in wide variety 
are presented in a 16-page brochure. 
The firm maintains a large inventory 
of screws, nuts, washers and other 
components for fast delivery and 
regular shipment schedules. Selection 
guide includes a metric conversion 
table and other useful technical data. 
Hoyt Fastener Corp., 7300 Oak Park 
Ave., Niles, Ill. 60648 
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_ee tested and waterproof. 
\" Write or call today for 


4 


Hydra-Flex= 
Hydraulic flexibility 


Custom aluminum block 
valves can cut costs 


BLOCK VALVES can be tailored t 
specific requirements for flows to 10 
gpm and pressures to 3500 ps: 
Bulletin 1795 shows how Hydra-Fle 
custom aluminum units can combin 
reliability with cost reduction. Phota 
cover step-by-step manufacturing an 
testing processes. Parker Hannifi 
Corp., Manitrol Div., 7638 St. Clai 
Ave., Mentor, Ohio 44060 
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WAYS 


TO SAVE MONE 
- Get the 


details on 
Servus’ 79 styles of 
money saving American- 
made work/ safety 
footwear in our new 
catalog. Pages of 
economically priced 
footwear that is ““Job- 
Designed”’, safety 


our new catalog and 
the name of your 
stocking distributor. 


SERVUS RUBBER CO. 


BOX 36. ROCK ISLAND on 61201 
PHONE 309-786-77 


can 
AN EQUAL OPPORTUNITY EMPLOYER M F 
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ALOK PING CHARTS 
YOUR SINGLE SOURCE © 


As the world’s leading manufacturer of 
recording charts, Graphic Controls has 
a chart designed for application on 
virtually every machine in existence... 
From recording the measurement 
of voltage to recording simple 
temperatures, we make over 85,000 
charts to fit your every need. 

We manufacture, inventory, 
sell, and distribute our charts, so 
you receive “single source” 
benefits: Simple ordering, 
streamlined stock control, and 
low purchasing costs: “ONE 
PURCHASE ORDER BUYS 
THEM ALL”. And our 
computerized distribution 
centers assure you of fast deliv- 
eries. Call 716-847-7539 (E. of 
Miss.) or 716-847-7598 (W. of 
Miss.) or write Graphic Controls, 
P.O. Box 1271, Buffalo, N.Y. 14240. 


ie 


GRAPHIC CONTROLS 


Recording Chart Division 


Graphic Controls . . . Single 
source availability of charts for 
over 600 manufacturers’ instruments. 


em ht. 
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New Polyex II Wheel: 
Built for Punishment 


New Polyex I] caster wheels handle punishing 
conditions that destroy other caster wheels— heavy 
loads, hard impacts, abrasions, water, oils, _ 
chemicals, acids. Unique ribbed design provides 
added strength. Exclusive Colson Polyolefin com- 
pound assures long life, non-marking floor 
protection and rolling ease. Send for free brochure 


3700 Airport Road 
Jonesboro, Arkansas 724G 
(501) 932-4501 : 
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New products 


Special fasteners for 
plastic materials 


HI-LO SCREWS efficiently fasten all 
types of plastic materials, particle 
board, and wood. They are designed to 
reduce cracking or splitting of work- 
piece and to reduce plastic boss break- 
age. The fasteners are available in 
diameters from No. 2 to 3/8” in all con- 
ventional lengths, head styles, and 
drives. Pioneer Screw & Nut Co., 2700 
York Rd., Elk Grove Village, Ill. 60007 
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A. All of the Above, Because 
They're All Steel 


They May Look Alike... But Each is Specially 
Designed to Help Cut Costs and Make a Profit! 


For Starters Just Look at These Reasons Why: 
e Customized design to fit your exact packaging, 
shipping, storage and emptying requirements! 
No waste features to pay for! 
e Highest Stacking Strength! 
e Best Product Protection! 
Wide choice of linings 
No problems with permeability, hi-lo temperatures 
No stress cracking 
e Widest Range of DOT Pails for Hazardous Materials! 
e Decoration in sharp, dazzling colors! 
e Proven Performance over 50 Years! 


Want the full story? Just write the Steel Shipping 
Container Institute, 2204 Morris Avenue, 
Union, N.J. 07083. 


“New Steel Containers Ship Best” 
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Positive 


Prote: ‘tion 
Por Product 


Wirebounds offer | 


packaging flexibility 


WIREBOUND BOXES and their advantag- | 


es to shippers are described in two 
eight-page illustrated booklets. Topics 
covered include custom-engineered 
design, versatile construction tech- 
niques, strength-to-weight ratios, pro- 
tection against hidden damage, and 
users’ experiences. Wirebound Box 
Manufacturers Association, Inc., 1211 
West 22nd St., Oak Brook, Ill. 60521 
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Steel lockers in 
a choice of 18 colors 


STEEL LOCKERS in wide variety are 
presented in color-illustrated catalog 
601-D. Special sections cover construc- 
tion and ventilation, special purpose 
lockers and choice of 18 colors. A chart 
compares standard locker dimensions 
available for the seven most popular 
styles. Recessing and anchoring 
details also are covered. Lyon Metal 
Products, Inc., 134 Plant Ave., Aurora, 
Ill. 60507 
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Device quadruples life 
of incandescent bulbs 


THERMISTORS EXTEND the service life of 
incandescent bulbs 300%. A new 
brochure describes operating princi- 
ples and shows installation proce- 
dures. A cost comparison chart shows 
bulb replacement and labor costs with 
and without the thermistors. Another 
chart shows how to calculate potential 
savings for any plant. Carborundum 
Co., P.O. Box 339, Niagara Falls, N.Y. 
14302 


For your copy circle 189 


Gloves for ASA a 
rough situations... 
Granet Cutless IT 


Swing into dependable hand protection with Granet's Cutless II. 
Its durable natural rubber coating lines up rugged resistance to 
cuts and punctures, while its soft lining provides a good approach 
for worker acceptance. All at a price that’s way under par. With 
Cutless II, you'll have quality that helps you play it safe everytime. 

For more information on Cutless II and the free Granet Glove 
Guide, write: INCO Safety Products Company, P.O. Box 1733, 
Reading, PA 19603. Phone: (215) 374-4141. 


in¢co SAFETY PRODUCTS COMPANY 
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New Second Edition 
1980 Catalog 


Stee Tae *Yneks 


Features several new products 
* No shipping charges on prepaid 
orders 
* Dependable Service 
* Quality Products 


* Satisfaction Guaranteed 


Send for the new Streamliners 
Catalog containing over 100 stock 
business forms designed to stream- 
line your daily business activities. 


P.O. Box 480 
Mechanicsburg, Pa., 17055 
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| Standard and special | 
blind rivet systems 


_ BLIND RIVET systems and 16 different 


installation tools are described in a 
24-page catalog. It also features a fully 


| automatic system which can feed and 
_ set 45 blind rivets per minute. Plastic, 


threaded profile clinching blind rivets 


and blind rivet nuts are included 


among the specialties. Gesipa Fasten- 
ers USA, Inc., Gesipa Place, Trenton, 


NJ. 08638 
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Fastening systems resist 
theft and vandalism 


TAMPER-RESISTANT fastenings and 
removal tools are presented in a 
four-page brochure. The fastening 
system features a free-turning protec- 
tive collar and torque limiting 
breakaway head designed to balk 
theft, vandalism and unauthorized 
entry. No special tools are required for 
installation. Guard Nut Inc., P.O. 
Drawer 299, Sonoma, Calif. 95476 
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The one name to remember for all 
your flexible plastic tubing needs 
is Tygon®. 

We offer off-the-shelf delivery 
on a wide variety of sizes and 
formulations because we are the 
leading tubing supplier to original 
equipment manufacturers. Tygon® 
tubing is used for pressure, 
vacuum, fuel and lubricant, food 
and beverage processing, high 
temperature as well as laboratory 
applications. Tygon® tubing is 
available in most formulations in 
ID sizes from 1/32’~ 4" in a full 
range of wall thicknesses. 

SO no matter what the size or for- 
mulation requirements of your ap- 
plication, Tygon® tubing is the one 
name to trust. When it's time to 
reorder, contact your local Norton 
Tygon®distributor, or call Norton 
toll-free 1-800-321-9634. In Ohio 
Call collect 216-630-9230. 

Tygon® and Norton. We're 


_ your one for all. 


PLASTICS AND SYNTHETICS DIVISION 


PO. BOX 950. AKRON OH 44309 
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Custum Fabricator 


| 
| Specializing in transformer tanks 
; and shells to 50,000 KVA. Complete 
| fabrication of sheet, plate, and 
| structural items from engineering 
through assembly. Complete sand- 
| blast and shot blast rooms. 70,000 
square foot plant with 10 ton 
cranes. 

SALEM INDUSTHIE». os” 


1801 Newgarden Rd. 
Salem, Ohio 44460 
216-337-8731 
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industrial crating 


CUT-TO-LENGTH 
PINE &/OR HARDWOOD LUMBER 
Will take 3 & 6 month contracts on indus- 
trial packaging lumber from our Flora, Ms. 
mill-1 x 2’s to 6 x 12’s up to 20 lengths. 
Also put in a handing groove. Contact: 
DOLLARMARK LUMBER CO., INC. 
P.O. BOX A FLORA, MS. 39071 
PH (601) 879-8851 
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contract work 
CUSTOM FABRICATION 


Sheet, plate, bar and _ structural 
components or assemblies com- 
pletely or partially fabricated in ex- 
tensively equipped 250,000 square 
foot plant. Complete facilities to 
handle any job 20 gauge to 3” 
plate—from shearing and burning 
through welding and finish paint- 
ing. NC Press work a specialty— 
your material or ours. Kirk & Blum 
Mfg. Co., 3109 Forrer St., Cincin- 
nati, Ohio 45209. (513) 351-1400. 
Jim Cloran. 
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LEASE - RENTAL - SALES 


“VNABASH rower couenent co 


444 CARPENTER AVE WHEELING. | WLINOIS 60090 
PHONE: 312/541-5600 - TE 28-2556 


IMMEDIATE 
DELIVERY 
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(] Phone me with more information. 
[] Send me complete information. 
Name: 
Title: 
Company: 
Address: 
City/State: 


. 


Send box no. replies to: Lynn George, PURCHASING MART, 1200 Summer Street, Stamford, Conn. 06905 


————— «Gees =e = ot —_- om Ff 


Mail To: Lynn George Manager of Classified Advertisin 
1200 Summer St., Stamford, Conn. 06905—or CALL: (203) 327-6772, 327-6746 


WANTED! 
YOUR SURPLUS HYDRAULIC: 
Pumps & Motors 
Valves 
Cylinders 
Hose & Fittings 
Filters 
Gauges 


INES: 

Diesel & Gasoline 
Accessories 

Power Transmission 
Roller Chain 
Sprockets 

Belts 

Pillow Blocks 
Transmissions 
Axles 


PROMPT ACTION—CASH! 
Wire—Phone—Write 


GROBAN SUPPLY COMPANY, !NC. 
9300 South Drexel Ave.—Dept. PM-780 


Chicago, Illinois 60619 
Telex 25-3009 


EN 


G) 
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e Bolts—nuts—washers 
e Electrical wire—small motors 
e Chain—cable—rope—beliting 
e Any light industrial or Agri items 
MAC’s INC. 
15 So. 21st Street Box 1919 
Fargo, ND 58107 (701) 293-1197 
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Have you tried our 


Any ads appearing in are NEW so that 
you won't miss them and they won’t miss 
you! 
Try ’em 
you'll like ’em! 


Pressure-sensitive. 
Apply to bumpers or 


4 inside windshields. | 
BOP: Ke 69° ON 4” to 1” high No’s 
Free catalog 
PARKING and samples 


SETON NAME PLATE CORP. 
3165 Blvd., New Haven, CT 06505 © (203) 772-2520 
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! would like more information about placing an ad in the . 
MART . .. the classified advertising section of Purchasing Magazine 


Check below clip and mail this coupon. 


Be on PONE 


contract manufacturing 


CUSTOM METAL FABRICATIONS 


Complete capability from engineer- 
ing through assembly. Over 100,000 
sq. feet of modern facilities in- 
cluding the latest CNC equipment. 
Quantity fabrications with or with- 
out hard tooling. Press work to 250 
ton. Computerized production con- 
trol. Quality control program. Sig- 
nificant manufacturing economies 
from 62 years experience. Ask for 
quote and delivery on your job. 


MIDMARK CORPORATION 
Dept. PC, Minster, Ohio 45865 
oll free 1-800-537-6679 
n Ohio (419) 628-2311 
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screw machining parts 


ONE OF THE MIDWEST’S 
MOST COMPLETE 


AUTOMATIC SCREW 


-S Multiple Spindle Acme-Gridley 
Automatics from 9/16” to 6” 


PLETE SECONDARY OPERATIONS 


| 
4 MANUFACTURING CO., INC. 
“TOTAL SERVICE FOR OVER 50 YEARS’ 
1409 W. Beardsley « Elkhart, Ind. 46514 
219/295-3836 
Mai! Address: P.O. Box 1727 « Elkhart, Ind. 46515 
or more information circle 98 


Here is the marketplace for indus- 
trial buyers & sellers. To run your 
ad call: 203-327-6772 or 203-327- 


6746. 


open time 


CASTINGS 
Ductile, Steel, and Stainless Short- 
run, Prototype, Repair parts, Mining 
parts, Show Castings. 


HOLLAND ALLOYS 
4524 136th Street 
Holland, Ml 49423 
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CASTINGS 


Ductile and Iron Squeezer work, 
Production work, Prototype, Repair 
parts, Mining pvarts, Show castings. 
KANSAS ALLOYS 
Asherville Rd. 
Beloit, Ks. 67424 
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BRASS FORGINGS 


Autoforge Process—high volume/lost cost. 


EXCELSIOR BRASS WORKS 
50 June Ave., Blandon, PA 19510 
Mr. Ed James (215) 926-2128 
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ATTENTION 
PURCHASING AGENTS 


Surplus goods, obsolete’ stock, 
warehouse closeouts. If you're 


cleaning out or simply cleaning up 
give us a Call. 


Whether you need 
a full time system of disposal or 
merely a one time pick up we can 
help. We deal in all types of re- 
cycleble scrap, plastics, paper, 
electronics, etc. . . 

RALCO INDUSTRIES, INC. 
Manville Hill Road 
Cumberland, R.!. 02864 
401-767-2700 
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Capabilities include spur, helical, splines, 
shafts, internal. We make our own blanks, 
50,000 sq. ft. plant. Good quality control, 
engineering, competitive prices. 

Send your prints for quotation to: 


JACKSON GEAR COMPANY 
221 Mill Ave. 
Brooklyn, Michigan 49230 
phone: 517-592-6021 
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REDUCE COSTS! 
Don’t Overstock 
*Short Run: 
e stamping 
e spot welding 
e wire forming 
@ assembly work 
... OPEN TOOLING TIME... 
REGAL FABRICATIONS INC. 
30 Maujer Street 
Brooklyn, New York 11206 
SAM SKULSKY 
(212) 388-2437 
*Long Runs also available 


or call: 


dail more information circle Danced 
er, ee 


TRANSFORMERS 
BOUGHT « SOLD « RENTED « REWOUND 
REDESIGNED « MANUFACTURED 
63 YEARS DEPENDABLE SERVICE 
America’s Exclusive Independent 
Transtormer Service Shop 


The Electric Service Co. 
5320 HETZEL ST. CINCINNATI, O. 45227 
Ph: 513/271-1752 
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Do you want to be noticed on the job? 


Do you want to be recognized by top 
management as a professional in your 
specialty? 

Do you want to contribute significantly 


to your company’s profits? 
Learn How. JOIN 


THE AMERICAN 
PURCHASING SOCIETY 
P.O. Box 543 
Lisle, Illinois 60532 
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Seed box wo rcolice fo: |xen Gooreo BIIBCHOSING MOBI 1900 Ercomoe Etecot 


ae material wanted 


We will purchase 


EXCESS OR OBSOLETE STEEL 


CONSUMERS STEEL PRODUCTS CO. 
8510 Bessemer Ave., Dept. 8 
Cleveland, Ohio 44127 
ares Code 216 883-7171 
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FAANUFACTURERS & 
CONTRACTORS! 


We will buy your excess or obsolete steel 
and metal inventory in plate, structurals, 
beams, tubing, pipe coils, sheets, and 
shapes, any size, grade, or condition. 
GALAXY STEEL & TUBE, INC. 
800 Waukegan Road 
Glenview, IL 60025 312-729-3500 
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WANTED! 
USABLE COPPER 


MAGNET WIRE 


Call Mr. Kent 
312-267-9019 
AERO WIRE ‘inc: 
3902 N. Elston Ave. 
Chicago, ll. 60618 
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printing 


NEED PRINTING? 


Buy direct from forms manufacturer black 


or blue image carbonless forms also 


Snap-A-Part unit sets. 


ED SCHWEIGER PRINTING FORMS 


95A Orville Drive Bohemia, N.Y. 11716 
Write for free price lists and samples. 
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equipment for sale 
(new - used - rebuilt) 


“When You Need It Yesterday”’ 


Ve” to 48” Valves-Strainers-F langes 
Pipe Fabrication & Expansion Joints 
‘We got it’’—We'll get it’’ or 
“We'll make it’’ Stainless-Monel- 
Brass-lron-Steel-Aluminum 
Metropolitan Pibg. Supply Corp. 
5000 2nd St. L.I.C., N.Y. I1101 
a a Free phone: 800-221-9672 
From New York— 
Phone 212-EM-1I-2111 
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Two Tioga air heaters, 17,000 ACFM, 


portable indirect fired, ne propane. Two 
years old. For details call 


AIR CORRECTION DIVISION 


OF UOP INC. 

P.O. Box 5440, Norwalk, CT 06856 
Mike Daugherty 
(203) 852-6732 
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Two Edge Saw Model 72 Peeler 
and Boring Units, 108” Cutting 
Width. In excellent condition. Call 


(312) 455-6370.Lifetime Foam Prod- 
ucts; 3001 Cullerton Drive; Frank- 
lin Park, Illinois 60131 Mr. Eineman 
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, STEEL WANTED sesseseeees 


Sciatica a a ee 


Stomf{ecd Ceoee 


An Equal Opportunity Employer M/F 


OG€O0E 


Job Mart 


INVENTORY CONTROL 
SUPERVISOR 


Inspiration Consolidated Copper 
Company is an integrated natural 
resource company with a 65 year 
history of progress. its principle 
business is the production and 
sale of copper from its Arizona 
operations which include mines, 
smelter, refinery, rod fabrication 
and sulfuric acid plants. Mining 
operations are located near the cit- 
ies of Globe/Miami, AZ which offer 
small community living at the ele- 
vation of 3500 feet with excellent 
varied outdoor recreational activ- 
ities. 


We are currently seeking an indi- 
vidual to join our materials man- 
agement organization as Inventory 
Control Supervisor. This key posi- 
tion is responsible for managing 
and directing our inventory con- 
trol and planning organization. 
it requires an individual with 7-10 
years experience in materials 
management environment with a 
major emphasis in inventory con- 
trol including supervisory back- 
ground and a thorough knowledge 
of material systems and the appii- 
cation of material control tech- 
niques. Strong management skills, 
excellent communication and the 
ability to interface with operating 
management is essential. A degree 
in business or a closely related 
field is preferred and an advanced 
degree and/or professional certi- 
fication or work toward certifica- 
tion are pluses. 


inspiration employees have excel- 
lent and liberal fringe benefits 
which include a complete insur- 
ance package of hospital, dental 
and medical care. We also have an 
excellent tuition aid program, 
retirement and paid relocation. For 
consideration, please submit your 
resume which should include cur- 
rent salary requirements to: Al 
Lopez, Senior Personnel Rep. 


INSPIRATION CONSOLIDATED 
COPPER COMPANY 


Inspiration, Arizona 85537 


a . pam stig Sa. e 
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POSITION WANTED 


Widely-known purchasing professional seeks 
to relocate in a new and challenging position 
due to reorganization. Over 20 years extensive 
and diverse purchasing experience. Served in 
executive capacity as State Procurement Offi- 
cer, County Government Purchasing Agent, 
Hospital Purchasing Manager, University Pur- 
chasing Agent, School Board Purchasing 
Agent, and in private industry. A frequent 
speaker, consultant and author. Individual de- 
sires to utilize knowledge and energy in a 
strong and vigorous procurement environment. 
Age 41. Mobile. Direct all inquiries to P.O. 
Box 10501, Chicago, II. 60610. 


PURCHASING PROFESSIONAL 


12 years staff and supervisory experience with 
documented achievements for Fortune 100 Co. 
as Buyer, Sr. Technical Buyer, Construction 
Contract Administrator and Manager—Corpor- 
ate Fleet Operations. B.B.A. degree, Age: 35. 


Box G-21 


Purchasing Agent—Materials Manager 


6 years experience in raw material, MRO, 


inventory control in both manufacturing and 
corporate environment. Strengths include ne- 
gotiation, organization, materials management 
and communications. Master's degree. Prefer 
Fairfield County, 
County, NY locale. 

Box W-10 


Conn. and Westchester 


BUYER/PA 
Eleven years experience in all phases of 
material activities. Experience includes pur- 
chasing for construction mfg. and warehousing 
operations and MRO supplies. Education/BS 
degree. Willing to relocate. Available im- 
mediately. 


BOX Q-1 


PURCHASING AGENT 


Desire management position. 6 years 
experience manufacturing and non-manu- 
facturing with multiple plant exposure. Product 
contacts include steel, fabricated metals and 
MRO. Familiar with material planning and 
traffic. Education: BA, A.S.C./Metallurgy, 
CPM. Willing to relocate. 
Box Y-2 


Purchasing Manager—Aerospace 30-40K; Buyer 
—Computer Peripherals 32K; Buyer—Com- 
puter cos., various locations, salary open. 


HARPER ASSOCIATES 
1618 Main St. 
Springfield, Mass. 01103 

MANAGEMENT CONSULTANTS 


PURCHASING & MATLS. MGMT. 
PROFESSIONALS 


We specialize in growth positions in the Pur- 
chasing & Materials field. If you are thinking of 
making a career move why not call us today? 


Dir. Matis., Electro/Mech.....-«ee-. to $45M 
Purch. Dir., Castings/Forg. ...+.s.e.s- to $45M 
Matis. Mgr., Electronics sc 0's 6 s.e 6 66 to $43M 
Purch. Dir., Electronics ....-eseees to $42M 
Staff Consult... MRP ...eececcces to $40M 
Purch. Mgr., Electronics «2... to $36M 


Prod. Plan. Mgr., Chemicals 
Purch/Stores Supv., Plant 


K. J. RICKLIN 


Associates, Inc., Purchasing Division 
505 Fifth Avenue., NYC 10017 


(212) 599-0606 FEE PAID Agency 


Job scene 


Where demand exceeds supply 


LOS ANGELES—Despite talk of 
recession, layoffs, and high un- 
employment, there are still parts 
of the country where demand for 
purchasing professionals exceeds 
the supply. And this is one of 
them, according to Richard J. 
Shaffer, c.P.M., executive secre- 
tary of the Purchasing Manage- 
ment Association of Orange 
County. 

In the first five months of 
this year, the Orange County 
chapter of NApM “had a hand in 
placing more than 60 people,” 
says Shaffer. “Today we have 
more asking for people than 
looking.” Hiring is active: 

An electronics fabricator 
seeks a senior buyer with manage- 
ment potential. Salary range: 
$26,000-27,000. A nuclear forg- 
ing and stamping company is 
looking for a purchasing manager 
and is willing to pay $25,000 plus 
bonus. An electronics firm will 
pay $40,000-45,000 plus bonus for 
a senior materials manager. 

The outlook in other areas: 

Houston. The job market is 
still very good for technical 
buyers. Opportunities are best for 
people with engineering degrees 
and 5-15 years of purchasing 
experience. Due to the shortage 
of technical purchasing people, 
oil companies, for the first time, 
are willing to go outside the oil 
industry to hire. 

One current slot: An oil 
company is looking for a senior 


Chicago: 
Castings @vV 


buyer with seven years experience. 
Pay: $28,500. 

Boston. Demand for buyers, 
senior buyers, and purchasing 
managers in the electronics in- 
dustry will remain reasonably 
strong this year, says Ken Rowe 
of McInturff & Associates, Na- 
tick, Mass. “The Northeast has 
been favored by substantial gov- 
ernment contracts,” says Rowe, 
“so this area will tend to do better 
than other parts of the country.” 

A number of key openings 
include: director of procurement 
for a large electronic equipment 
manufacturer, salary—$55,000. 

Chicago. Manufacturing 
firms continue to look for pur- 
chasing managers who are strong 
in negotiation and able to main- 
tain parts that are in short 
supply, says Francis Anderson of 
F-O-R-T-U-N-E Personnel. Oppor- 
tunities are best in castings. 

Some current openings: sen- 
ior buyer with die casting experi- 
ence. Pay: up to $25,000. A 
compressor manufacturer is will- 
ing to pay $22,000-23,000 for gray 
tron castings buyer. 

Greenville, N.C. Hiring has 
been sporadic. Although compa- 
nies are not slowing down in their 
hiring, they are being more 
selective. Salaries are still hold- 
ing their own. 

One opening: metals buyer 
with some electronics or electrical 
experience. Pay range: $18,000- 
25,000. —Terri Thompson 


| \ Boston: 
Electronics 


and forgings 


Los Angeles: 
e Electronics, 
construction 


Greenville: 
Metals @ 


Houston: 


Oil @ 


RECRUITMENT ADVERTISING 


Engineers! 


YOU'VE MADE AN INVESTMENT 
IN YOUR MBA... 
NOW MAKE 
AN INVESTMENT IN YOURSELF! 


Combine your business and technical expertise to 
manage the procurement of State-of-the-Art fabri- 
cated and electromechanical parts. (Stampings, Die 
Castings, Screw Machines, Extrusions, Molded Parts 
& Capital Tooling), Technical degree or equivalent; 
previous purchasing experience a plus. 


Raychem’s unique technology .. . the State-of-the- 
Art in irradiated polymer chemistry . encom- 
passes the conception, development and marketing 
of proprietary products to an ever expanding market 
place. Our 25% annual compounded growth since 
our inception in 1957 is indicative of our commit- 
ment to maintain and improve our leadership posi- 
tion in the industry. 


Our attractive salaries and superb benefits includea 


Your Ultimate Choice 


PURCHASING — CORPORATE STAFF 
MAJOR ENERGY FIRM 


Due to restructuring for the purchasing functions into a 
commodities basis, three new openings have occurred 
offering excellent industry exposure and challenging prob- 
lems while utilizing the most sophisticated materials sys- 
tem in the world today. 


Consider these: 

SENIOR BUYER — Salary Area $28,000 
Purchase MRO commodities for drilling and production 
while supervising and coordinating activities involved in 
vendor sourcing and selection. 


BUYER — Salary Area $25,000 


Be involved in a wide range of purchasing activities sup- 
porting the world’s largest and most exciting petrochemical 
projects. 


BUYER — Salary Area $22,600 
Assist in procurement of MRO commodities, train with the 
energy industries most respected professionals and get on 
a fast track that will put your career in gear. 
For further information please contact 
Peter Goodspeed at (713) 621-9050 


ALL FEES ASSUMED BY CLIENT COMPANIES 
NEVER A CONTRACT TO SIGN 


cash bonus plan, making Raychem an ideal place to 
work. Send your resume, including salary history to 
Sue Kingston, Dept. HRD 385, Raychem, 300 Con- 
stitution Drive, Menlo Park, CA 94025. (415) 361- 
3865. An equal opportunity employer. 


Raychem 


PERSONNEL SERVICES 


415 Houston Natural Gas Building 
1200 Travis 


(713) 621-9050 
Houston, TX 77002 


PURCHASING AGENT 


Expanding medical products manufac- 
turer Offers growth position to indi- 
vidual with comprehensive background 
including vendor contract negotiation, 
sourcing research, cost forecasts and 
vendor analysis. Experience with data 
processing support systems preferred. 
Excellent mathematical and _ verbal 
skills required. Attractive compensa- 
tion and benefits package. Interested 
candidates forward resume with salary 
history and requirements to: 


Box E-14 
An Equal Opportunity Employer M/F 


PURCHASING SUPERVISOR 


At Digital Communications Corporation (DCC) we are developing 
the products that will shape the telecommunications industry of 
the future. Our continuing growth has opened a position for a 
Purchasing Supervisor at our new Germantown, Maryland 
headquarters. 


In this position you will be responsible for the procurement of 
fabricated metal, ICs and PCBs, and administration and timely 
expediting of these orders. 


You should have five years related experience in an electronics 
manufacturing atmosphere with understanding of MRP systems, 
knowledge of electronic components, understanding of PCB 
manufacturing process, ability to read and interpret drawings, 
and proven communications skills. Bachelors degree preferred. 


DCC is located in a beautiful Maryland suburb of the Nation's 
capital with easy access to the major cities of the East. You'll be 
close to Washington and Baltimore as well as the mountains and 
seashores of this region. 


SAMEMATEGAE a thao MANAGEMENT 
PROFESSIONALS & THE COMPANIES WHO 
HIRE THEM; an active search is on nation- 


And DCC offers top salaries to take-charge individuals, company- pear ilo fill the following outstanding 
paid benefits, and an exceptional and modern working <i ee get 
environment. If you are interested in this position, please send Corp. Dir. of Purch., semiconduc. .. . $60,000 
your resume today to J. Glaze, Employment Manager, Digital Mgr. Purch., compressor mfr... + + $47,000 
Communications Corporation, 11717 Exploration Lane, Mal Furor Sonunins Gl ak choc, See 
Germantown, MD 20767, or phone (301) 428-5670. An equal MAP Project Leader, cap ¢ goods .... $40,000 

i t ca i ae oe 
opportunity employer m/f. Sr. Buyer, print/graphics .«...... $36,000 
Sr. Buyer, black box ASPR ....-++-. $33,000 
A BSEE Avionics .. ecccccccccce $32,000 
Call/Write: Jim Panos or Hy Livingston 
208 W. bromdway  - dercho, NY 11783 

ay c 
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Send box no. replies to: PURCHASING JOB MART, 1200 Summer Street, Stamford, Conn. 06905 
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SENIOR PURCHASING AGENT 
A leading manufacturer of leisure pro- 
ducts located in northwestern Minne- 
sota has an immediate opening for a 
Senior Purchasing Agent. This position 
requires three to five years experience in 
procurement, preferably with a business 
or technical degree. C.P.M. accredita- 
tion considered a plus. Send resume to: 


Advanced 
Programs 


at Lockheed 


A number of advanced programs at Lockheed-California Company have 
created outstanding career opportunities for individuals seeking technical 
advancement. Both challenge and a working environment conducive to 
achievement await talented individuals in the following areas: 


Milly Dallmann 
Employee Relations Manager 


ARCTIC ENTERPRISES, INC. 
P. O. Box 635, 
Thief River Falls, MN 56701 
Equal Opportunity Employer 


ShermTech America, inc. 


Specialist in purchasing and industri 


confidential fee id services. 
Personal R Assured 
Send resume TODAY 
517-823-1001 from 7 a.m. D.m. 
ShermTech and its affiliates in 
100 principal cities are ready! 
ShermTech ca, Inc. 
16647 Airport Rd., Lansing, MI 48906 
Employer Calls Welcome 


Senior Buyers 
Buyers 


Successful candidates must have experience in machine shop proce- 
dures, processing, and blueprint reading and interpretation. 


MATERIALS 
THE PROFESSIONALS 
ACCESS SERVICING 
GROUP, INC. MATERIALS 
PROFESSIONALS 


Project Auditors 


or Metro Ne k 
P.O. Box 3267 Stamford, CT 06905 


or New Eng.an 
179 Allen St. Hartford, CT 06103 


Successful candidates must have a minimum of 10 years of experience in 
internal and external auditing and in government cost accounting stan- 
dards. Knowledge of DAR (Defense Auditing Regulations) required. 


SOUTHEAST 


Our 12 offices in NC, SC, GA, VA, and FLA 
specialize in Purchasing, Electronics, Elec- 
tro-Mech., and Engineering positions from 
16K to 35K. Aggressive, Confidential. Fee- 
Paid Service. Send resume with salary info 
to: Wait Loescher, BEALL PERSONNEL, P.O. 
Box 4006-P Anderson, SC 29622 


Subcontract Administrators 


Successful candidates must be familiar with ASPR. Knowledge of DAR 
preferred. At least 2 years of aerospace experience and a degree are 
desirable. 


PURCHASING (East Coast) 
Purch. Mgr. — Cap. Projects . 
Purch. Agent — Chemicals . 
Purch. Agent — Contract Services 
Purch. Agent — Electronics ... 
Purch. Super. — Steel eee 
Purch. Super. — Mechanical . 


All positions offer an excellent salary and benefits package that includes 
free medical, dental, life insurance, retirement plan, and much more. 


Qualified candidates are invited to send resumes to the Lockheed 
Employment Office, P. O. Box 551, Burbank, CA 91520. Or call Bill 
McVeda, collect, at (213) 847-4740 or call John Mance, collect, at (213) 
847-7384. An equal opportunity F/M/H/V employer. U.S. citizenship 
required. 


LOCKHEED 


California Company 
Burbank, California 


F-O-R-T-U-N-E (Fee Paid Agency) 
8501 LaSalle Road, Suite 306 
Baltimore, MD 21204 @ (301) 828-8282 


Move Up In 
Purchasing Management 


We regularly have attractive 
openings for purchasing 
personnel in all sections of the 
U.S. and at all levels (salaries 
S15K-S40K). Let us help you. 
Send resume and get a fast 
response from us! 


Xt 4 W. Willard Associates, Inc. ay 


lept mM Une Lincoin Uenter Svracuse NY } 3202 
4¢ ,)) + F 


(All Fee-Paid) 


PURCHASING OPPORTUNITIES 


Have openings Nationwide for light to heavy ex- 
perienced personnel in Purchasing. No contract re- 
quired, all openings are fee, interview and relocation 
expense paid. If you seek advancement, better op- 
portunity let us help you. Please send resume in 


PURCHASING 
Purch. Mgr., Engineering/Construction .. to $40K 
Purch. Mgr., Electronics ..+++++e+es++ to $40K 
Purch. Mgr., Electronics ..+++e+e2e++ee++ to $34K 
Purch. Mgr., Mechanical/Fabrication .... to $34K 
Purch. Agent, Casting/Dye Casting. .... to $25K 
Purch. Agent, Cosmetic Packaging ..... to $25K 
F-O-R-T-U-N-E Personnel 


8 Woodlawn Green, Suite 133 
Charlotte, N.C. 28210, (704) 527-5610 


89,000 Purchasing Pros are 
reading this ad—would you 
like to meet some of them? 
Call Lynn George now—203- 
327-6772. She’llishow you how! 


confidence, giving present salary, areas to relocate to: 


Jim Moore 
HARVEY PERSONNEL 


Commodity leadtimes 
This month vs: Shorter Longer Same 


Month ago 62 11 52 


Year ago 87 10 28 
Biggest monthly increases L), decreases () 


15 610 11-20 21-30 “ Avg. Mo. Yr. 
STEEL wks wks wks wks wks (wks) ago ago 
Plate 78% 18% 4% 0% 0% 4.0 49 6.1 
Sheet & strip (HR & CR) 71 26 3 0 0 4.3 5.0 8.4 
Sheet & strip (SS) 57 37 6 0 0 5.3 6.4 78 
Galvanized sheets 63 34 3 0 0 48 58 69 
Precoated sheets 35 57 8 0 0 6.7 75 9.1 
Bars & rods (HR & C 75 20 5 0 0 4.3 $3 7.1 
Bars & rods (SS) 71 17 8 < 0 5.4 6.1 8.0 

97 3 0 0 0 2.7 3.0 3.4 
Structurals 73 23 4 0 0 43 54 586 
Too! steel 70 11 17 0 2 5.9 5.0 103 
Gray iron castings a 51 38 2 0 108 106 11.7 
Stee! castings 2 32 56 10 0 13.8 13.7 144 
Ductile iron castings 0 46 50 4 0 125 109 126 
investment castings 0 35 40 15 10 16.0 16.1 17.3 
Forgings 4 28 44 15 9 158 160 13.6 
Stee! wire (inci. galv.) 67 26 5 2 0 5.0 6.1 6.4 
Carbon tubing 57 35 8 0 0 5.5 6.0 7.4 
Alloy tubing 41 35 21 3 0 78 94 109 
NONFERROUS METALS 
Sheet & strip (cop./brass) 60 33 7 0 0 5.2 6.1 6.2 
Bars & rods (cop./brass) 77 19 4 0 0 4.1 53 539 
Copper tubing 49 44 7 0 0 5.8 6.1 53 
Bronze castings 4 62 29 0 0 9.7 10.7 10.7 
Copper wire & cable 35 46 19 0 0 7.5 7.3 8.7 
Magnet wire 38 46 16 0 0 7.1 8.4 9.6 
Sheet & strip (aluminum) 56 33 4 2 0 5.9 70 7.0 
Bars & rods (aluminum) 60 33 7 0 0 5.2 59 6.1 
Aluminum wire & cable 50 30 17 3 0 7.0 96 9.0 
Tubing (aluminum) 54 35 11 0 0 5.6 6.1 65 
Aluminum castings 21 53 24 0 2 9.1 10.1 11.5 
Bars & rods (titanium) 30 40 0 10 20 12.7 163. 133 
Zinc 65 35 0 0 0 44 56 66 
Die castings (all kinds) 10 53 30 7 0 10.9 120 11.0 
FABRICATED METAL PRODUCTS 
Weldments 45 45 10 0 0 6.3 > ae A 
Structural steel, fabricated 26 66 8 0 0 7.1 86 7.2 
Cans 62 23 15 0 0 5.7 * a 
Steel drums (shipping) 82 18 0 0 0 3.5 53 42 
Stampings 23 54 23 0 0 8.5 686 10.1 
Chain 79 14 7 0 0 4.1 75 64 
Jigs & fixtures 21 55 24 0 0 86 105 109 
General machining 50 37 12 1 0 6.3 8.1 99 
Powder metal parts 7 28 55 7 3 13.7 14.1 126 
MECHANICAL/ELECTRICAL EQUIP. & SUPPLIES 
Electric motors: fhp 38 27 25 8 2 9.6 9.8 8.9 
Elec. motors: 1-30 hp 38 28 30 4 0 8.7 94 94 
Elec. motors: over 30 hp 25 25 34 13 3 12.1 127 146 
Motor controls 45 38 13 4 0 7.2 93 78 
Pumps 27 38 22 13 0 10.4 11.5 10.0 
Gears 22 49 22 5 2 98 109 113 
Nonfriction bearings 66 12 11 8 3 73 108 15.4 
Screw machine parts 28 51 20 1 0 8.1 93 11.9 
Fasteners, standard 82 15 3 0 0 3.7 47 48 
Fasteners, | 15 46 32 4 3 10 W2 123 
Pipe fittings 86 13 1 0 0 3.3 38 47 
Machine tools 40 32 7 5 16 1tD”. 107 _ ‘Sa? 
Portable power tools 79 12 9 0 0 43 45 49 

reducers 42 40 15 3 0 7.3 9.7 103 

Repair parts 46 43 7 2 2 6.8 75 9.1 
Cutting tools 63 23 8 3 3 6.4 48 58 
Grinding wheels 60 30 10 0 0 49 64 66 
Weiding rods 91 g 0 0 0 3.0 3.1 2.8 
Lubricants 98 2 0 0 0 2.6 3.1 3.2 
Adhesives 95 5 0 0 0 2.6 34 39 


MATERIAL HANDLING EQUIPMENT 


Cranes & hoists 12 23 53 12 0 13.4 114 160 
Lift trucks 12 37 42 6 3 12.2 135 14.1 

8 38 46 8 0 124 133 108 
Lift truck batteries 64 21 15 0 0 5.6 65 7.1 


15 610 11-20 21-30 3 Avg. Mo. Yr. 
CHEMICALS wks wks wks wks wks 
Paint 87% 13% 0% 0% 0% 3.2 29 35 

ments 91 g 0 0 0 3.0 42 48 

93 7 0 0 0 2.9 3.1 38 
Com 98 1 1 0 0 2.7 heey 
Solvents 97 2 1 0 0 2.7 28 29 
Plastic resins 79 20 1 0 0 3.7 49 55 
Plasticizers 79 21 0 0 0 3.7 4.5 4.6 
Sulfuric acid 88 12 0 0 0 3.2 34 29 
Nitric acid 90 10 0 0 0 3.1 33 25 
Hydrochloric acid 91 9 0 0 0 3.0 34 28 
Fatty acids 87 10 3 0 0 3.4 $38 33 
Alcohols 97 3 0 0 0 2.7 2.7 29 
Benzene 90 10 0 0 0 3.1 41 45 
Chlorine 94 6 0 0 0 2.8 3.7 2s 
Ethylene glycol 93 7 0 0 0 29 35 27 
Soda ash 86 12 2 0 0 3.4 38 8648 
ELECTRICAL/ELECTRONIC COMPONENTS 
Pressure gauges 57 36 6 1 0 5.5 56 66 
Temperature controls 36 41 20 3 0 8.0 7.7 83687 
Instruments/gauges 40 46 13 0 1 7.0 74 90 
Chart recorders 39 35 24 2 0 8.0 85 95 

81 16 3 0 0 3.8 39 43 
Switches 54 31 14 0 1 63 62 70 
Relays/solenoids 43 31 20 3 3 8.4 76 §686 
Transformers 36 42 20 2 0 79 93 97 
Integrated circuits 30 30 26 9 5 11.0 118 145 
Other semicons 47 24 29 0 0 7.6 a1 7 
Resistors 54 27 17 2 0 6.7 64 74 
Capacitors 43 32 20 4 1 8.0 76 104 
Printed circuits 43 27 26 4 0 8.3 8.7 10.7 
Connectors 48 30 7 6 9 90 1102 49 


WOOD AND PAPER PRODUCTS 
Lumber 89 10 1 0 0 3.2 3.4 3.7 
Plywood 91 7 1 0 1 3.3 3.3 3.8 
Pallets 91 9 0 0 0 3.0 33 42 
Industrial crates 89 11 0 0 0 3.1 36 54 
Fiber drums 80 0 0 0 3.6 39 39 
Corrugated containers 90 9 1 0 0 3.1 32 39 
Multiwall bags 56 31 13 0 0 5.9 5.9 8.3 
Kraft paper 69 26 5 0 0 4.6 45 6.0 
Printing paper 66 30 4 0 0 47 49 52 
Foil laminates 31 52 17 0 0 7.6 6.6 9.1 
OFFICE SUPPLIES AND EQUIPMENT 
Enve & sta 82 16 2 0 0 3.6 39 44 
f 93 6 1 0 0 3.0 30 36 
Tab cards 75 23 2 0 0 4.0 3.6 48 
Business forms 46 49 5 0 0 58 6.1 6.1 
Office furniture 32 34 28 4 2 9.5 89 10.1 
Typewriters 20. 18 55 7 0 123 10.1 103 
Calculators 89 11 0 0 0 3.1 3.2 3.9 
PLASTIC AND RUBBER PRODUCTS 
Molded parts 29 62 + 0 0 7.0 76 89 
Plastic film 60 35 5 0 0 5.0 47 56 
Plastic pipe and tubing 77 21 2 0 0 3.9 45 §3 
Plastic bottles 73 23 4 0 0 43 5.5 6.6 
Sheeting/gaskets 68 30 2 0 0 44 48 58 
Seals and ri 59 33 7 1 0 5.4 45 68 
Conveyor belting 59 39 0 0 2 52 41 47 
V-belts 79 19 1 0 1 4.0 38 39 
Hose 80 17 3 0 0 3.8 3.7 46 
GLASS AND CLAY PRODUCTS 
Glass parts 53 29 18 0 0 6.4 6.7 9.8 
Glass bottles 58 31 11 0 0 5.6 74 103 
Refractories 32 23 36 3 6 108 10.1 124 
Fi lass 42 47 11 0 0 6.5 75 £868 
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if you don’t need : 
overnight, why pay for it? 


Same package shipped 
by UPS BLUE LABEL AIR 
Two Day Service. Cost 


10.51 


A ten lb. package between 
New York and Los Angeles 
by overnight air costs about 


ae tT 


TRACY ELECTRONICS, ° 
643 West 43rd Street, New York, N.Y, 10036 


Barton Supply Company 
1201 west’ Divapie Boulevard 
tos Angeles, CA 90015 


United Parcel Service gives you 
an alternative to expensive over- 
night air delivery—Blue Label Air. 
It's the dependable two-day air 
service that can save up to 70% or 
more on every package you 
receive. And a tremendous 
amount of money at the end of 
a year. 

Blue Label Air is a service of 
UPS. So that means dependabil- 


ity...a service you can rely on. 
Orders are delivered right into 
your hands, at no extra charge. 
And each package is automati- 
cally covered up to $100 against 


Rate effective 5/1/80 


or ee om |) 


TRACY ELECTRONICS, INC 
v4.3 West 43rd Street, New Yori. NY. I 
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loss or damage. 

Remember, we're not asking 
you to forget about overnight air 
delivery. For truly urgent ship- 
ments, it’s invaluable. But for 
those deliveries that can fit a two 
business-day delivery schedule, 
Blue Label! Air is the money- 
saving alternative you've been 
looking for. And with our recently 
expanded service area, we're 
helping more people save more 
money every business day. 

Start saving today—Route your 
orders by Blue Label Air. 


UPS shippers receive automatic daily pickup service for a nominal weekly charge. 


The money-saving two-day alternative. 
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eTrucking activity to fall 9% this year 


Early Warning Indicator 


(End of quarter values) 


Source: Cahners Economics Dept. 


Steel production 
(Mil. short tons) 


Source: Commerce Dept. 


Gross national product 


Source: Commerce Dept. 


Railroad freight traffic 


(Class 1 railroads, revenue freight only) 
(Bil. ton- eH 


Aces AAR 


Output per employee-hour 


(Manufacturing sector) 


— (1967 = 100) 


132 


Source: Bureau of Labor Statistics 


Forecasts; Cahners Economics Rerartment 


@Finished goods prices to rise 14% in '80 


eCahners Indicator says moderate recession 


Dow Jones industrial average 


(Closing prices on 20th of each month) 


Average prime rate 
charged by banks 


Sources: Citibank; FRB; Treasury Source: Dow Jones 


Aluminum production 


(Primary; domestic and foreign ores) 
(Thous. short tons) 


production 


(Refinery primary: domestic and foreign ores) 
(Thous. short tons) 


Source: Commerce Dept 


imports/exports of oe 


id services military) 


Source: Aluminum Assn. 


Durable goods orders 
($ bil.) backlogs 
290 
270 
250 ; 
230 ie 
510+ | | 
ie | 


New orders 
190 (Quarterly totals) 


Backlogs 
(End of 


Source: Commerce Dept 


Vendor performance 
(Percent companies reporting slower 
deliveries — Chicago) 


Source: Commerce Dept. 


Intercity truck tonnage 


(Not seasonally adjusted) 


Source: PMAC 


Producer price indexes 


Crude materials 
(excl. foodstuffs) 


eH 


I 


Finished 
(excl. 


oods 
oods) - 


1980 
Source: BLS 
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Toyota's new line of gas, LPG, and steering and brakes. ¢ Larger driver seat. 


diesel-powered cushion-tire lift ¢ Larger fan blades to reduce ¢ New organ-type pedal design. 

trucks are human engineered. engine noise. All these improvements were en- 

They are designed with the user * Exhaust positioned downward gineered ea one goal in mind: 

in mind. The emphasis is on | for less noise. To design a truck to meet man's 

reducing river fatigue, and im- Increase driver safety: needs. What does all this mean to 

proving driver safety and comfort. Lower dash for improved you? Your driver is less fatigued, 

Reduce driver fatigue: visibility. , more comfortable, than ever 

¢ New Central Hydraulic Power * New step for driver. before. And that all translates 
System including power Improve driver comfort: to more efficiency for you. 


TOYOTA DESIGNS THE TRUCK TO MEET THE MAN 


TOYOTA |_ 
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TOYOTA INDUSTRIAL TRUCKS 
WHEN YOU NEED A LIFT 


Toyota Industrial Trucks, U.S.A., Inc., 1041 East 230th Street, 
Carson, California 90745, 800/528-6050 ext. 1289 
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ePaper output to slip 1-2% this year 
@Steel to service centers to dip 7% in '80 
eForging orders reflect autos’ slump 


New plant and equipment 
expenditures 
($ bil.) (All an ee? 


| 1979 | | 1980 


Source: Commerce Dept. 


Steel mill products 
mports/exports 


im 
(Thous. short tons) 
6000 


Source: Commerce Dept. 


Machine tool new orders 


Source: NMTBA 


ucts prices 


(Producer prices of refined products) 


Source: Bureau of Labor Statistics 
Paper and paperboard 
uction 


(Mil. short tons) 


Industrial production 


(1967 = 100) 


Source: Federal Reserve Board 


Forging shipments, 
new orders 


($ mil.) 
1200 


New orders 


Shipments 


1980 


Source: Forging Industry Assn. 


Passenger car production 


el units) (U.S. plants) 


Source: MVMA 


Electric power prices 


Source: BLS 


Container shipments 
(Corrugated and solid fiber boxes) 
(Bil. sq. ft., surface area) 


Inventory to sales ratio 


(Manufacturing) 


(/S ratio) 
2.0 


Current dollars 


1978 | 1979 | 1980 1981 
Source: Commerce Dept. 


Iron casting shipments, 
unfilled orders 


(Castings for sale) 


Unfilled orders | 


—+F (End of quarter); 


Source: Commerce Dept 


Steel shipments to 
service centers 


Source: Commerce Dept. 


Coal prices 


Source: BLS 
Plastics production 


(Bil. Ibs.) 
10 


Source: Commerce Dept. 


Source: Commerce Dept. 
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Sources: SP{; Oxhperd Economics Dept 


Forecasts 


Metals operating rates 


(%) (Previous low: 69.9% in 2Q '75) 


Paper operating rates 


(%) (Previous low: 74.3% in 2Q '75) 


Source: Federal Reserve Board 


Metals operating rates should 
fall again this quarter, but less 
severely than what’s been posted 
in the past year. That’s largely 
because auto output is expected to 
drop less dramatically. But that 
industry’s comeback will be 
anemic. And shortly capital 
spending will begin to be cut back. 
Operating rates should stay steady 
for the next couple quarters. 


Natural gas sales 
(Tril. Btu) ¢rotat utility sales) 


Source: AGA 


Natural gas sales in this half of 
1980 should be about 6% more 
than the last six months of 1979. 
Sales next year are expected to run 
at a 5% rate. The slowdown is 
partly caused by decreasing 
availability. The “gas bubble” 
everyone was talking about last 
year has been shrinking. The 
plan to decontrol price is making 
gas a less economic alternative. 


Source: FRB 


Paper operating rates are 
expected to dip below 90% this 
quarter. That reflects a 4% drop in 
output forecast for this year. Late 
in 1980, utilization in this cyclical 
industry should rise. That’s in line 
with the expectation that the 
economy will be rebounding. The 
industry’s rates should rise to only 
92% in 1981, reflecting the 
sluggishness of the recovery. 


Crude petroleum production 


(Mil. bbl.) 


Tl {t 
TH aie 


Source: Commerce Dept. 


U.S. production of crude this 
quarter is expected to stand 2% 
below third-quarter 1979. During 
the next year or so output should 
continue to decline. Large stocks of 
oil products stored at the producers 
and users should head off 
shortages. Several years down the 
road, revenues being collected 
because of decontrol should 
translate into growing output. 


Forecast data: Perry Patterson, director of economics, 
Cahners Economics Department. For information on how to 
subscribe to Cahners Early Warning Forecast Service, 
developed to help purchasing managers make their own 
forecasts of prices, leadtimes, etc., circle no. 339 on the 
Information Retrieval Card. 


Electric power output to mark time 


Chemicals operating rates 
(Previous low: 66.8% in 1Q ’75) 


Source: FRB 


Chemicals operating rates have 
held up longer than many other 
industries. And their fall during 
the recession should be milder. A 
4-5% cut in output in 1980 should 
push operating rates to a low of 
about 85%. Steady, but strong 
exports plus lean stocks will be 
keeping chemical makers relative- 
ly busy. Operating rates should 
reach almost 90% in 1981. 


Electric power production 
(Bil. Kwh) (By utilities) 


sia 
an 


1980 | 1981 


Source: Commerce Dept. 


Electric power production this 
year should equal 1979’s. Next 
year should post only a 2% gain. 
These showings reflect that 
industrial output will be declining 
this year and recovering modestly 
next. Price of electricity will still 
be rising since utilities will be 
working to recoup fuel costs. So 
conservation efforts will remain a 
top priority. 


Purchasing’s Information Retrieval Service 7/9/8 Good for 60 days 


4 5 6 7 8 9 10 11 12 13 14 8 6 17 «+869 MW 2 RB he OD 
67 owe Me HhMHe HRD KH BH BB WT B o.6m41lhlC DCC OCD 
54 55 56 57 58 50 6 61 62 68 6 6 67 6 6 70 71 #72 #73 4 7% 
90 91 92 8 8 9 9 97 GS 99 100 


76 #77 «#78 «#6700~=680l6lU81lClCU82lUSlCOKCHCiCiC‘iéi‘sSCt—é«éS8G 


IN THE 
UNITED STATES 


| c 
64 
| 89 
101 102 103 104 105 106 107 108 109 110 111 112 113 114 115 116 117 118 119 120 121 122 123 126 128 
26 127 128 129 130 131 132 133 134 135 136 137 138 139 140 141 142 143 144 145 146 147 148 149 180 
| 51 152 153 154 155 156 157 158 150 160 161 162 163 164 165 166 167 168 169 170 171 172 173 174 178 
To get the 76 177 178 179 180 181 162 183 164 185 186 1867 168 189 180 191 192 193 194 195 196 197 198 199 200 
| £01 202 203 204 205 206 207 208 209 210 211 212 213 216 215 216 217 218 219 220 221 222 223 224 225 
data you need | :26 227 228 220 230 231 232 233 234 235 296 237 238 230 240 241 242 243 244 245 246 247 246 249 250 
| +151 252 253 254 255 256 257 258 259 260 261 262 263 264 265 266 267 268 269 270 271 272 273 274 278 
On any PYOGUCTS | 276 277 278 270 280 281 282 283 284 285 286 287 288 280 200 201 202 203 204 205 206 207 208 209 300 
or services | 301 302 303 304 305 306 307 308 309 310 311 312 313 314 315 316 317 318 319 320 321 322 323 324 328 
326 327 328 329 330 331 332 333 334 335 336 337 338 339 340 341 342 343 344 345 346 347 348 349 380 
\ 1 351 352 353 364 355 366 357 358 359 360 361 362 363 364 365 366 367 368 360 370 371 372 373 374 9375 
| 
| 376 377 378 379 380 381 362 363 384 385 386 387 388 389 300 301 302 303 204 305 306 307 308 300 400 
or described | 401 402 403 404 405 406 407 408 409 410 411 412 413 414 415 416 417 418 419 420 421 422 429 424 428 
| 426 427 428 420 430 431 432 433 434 (435 436 437 438 439 440 441 442 443 444 445 448 447 448 449 480 
In this issue, | ! 
circle the PLEASE COMPLETE THIS INFORMATION: 
proper numbers. | Naina Area Code__ Phone. 
> Title RSE Number of employees at your business 
' 
' Comoan locaton: 
pany —____ Principal product made at this location: 
1 Steet cana ees eee ete 
| City, State Zip Was this copy addressed to you? 
Yes No. eh baton ie 
{ 
- ~ te 8OF ame Ge eee Ome BR ef fe 2a ae ~-—ne Ee ew eee eee ee, ow eee ee Ce 
| NO POSTAGE 
| NECESSARY 
| IF MAILED 
| 


A FREE 
SERVICE FOR | 
READERS OF | 

Purchasing 


BUSINESS REPLY MAIL 


FIRST CLASS PERMIT NO. 774 DENVER, COLO. 80217 


POSTAGE WILL BE PAID BY ADDRESSEE 


Purchasi 
P.O. BOX 5531 
Denver, Colo. 80217 


. A. To ve Cuinsidered for yC_7 OW. personai copy of Purchasing at no cust 
STOP just fill out this card and mail. 
B. Use this card for change of address. 


: OLD ADDRESS 
CODE LINE (From label!) 


_ Please send/continue to send free copies of 
' Purchasing magazine .] Yes (]) No 


( YOUR NAME TITLE 
COMPANY NAME DIV/DEPT 
> SIGNATURE TITLE DATE 
PLT/BUS ADDRESS P O. BOX 
If the above is not a purchasing title. 
STATE ZIP 


is purchasing your function? CO) Yes OJ No CITY 


This is NEW SUBSCRIPTION (1) 
CHANGE OF ADDRESS (] 


NEW ADDRESS 


Approximate number of employees at this location (Check @ box). 
{J 1-19 (J 20-49 ([) 50-99 (J 100-249 
(J 250-499 (J 500-999 [} 1000 or more 


What is the primary end product manufactured (or service performed) 
at your business location (Be specific)? 


' TOUR NAME TITLE If this is a manufacturing company and there is no manufacturing 
at this location. check if: 
COMPANY ONAME Olv/OEPT (J Central or district administrative office 
OD Research<laboratory—_()-Warehouse ™-(]) Other 
PLT/BUS ADDRESS P.O. BOX 


Check here if vou do not wish to receive promotional mail from _ 


NO POSTAGE 
NECESSARY 
IF MAILED 


IN THE 
UNITED STATE 


BUSINESS REPLY MAIL 


FIRST CLASS PERMIT NO. 774 DENVER, COLO. 80217 


POSTAGE WILL BE PAID BY ADDRESSEE 


Purchasi 
P.O. BOX 5531 
Denver, Colo. 80217 


|Purchasing's Information Retrieval Service 7/9/80 

1 2 3 4 5 6 7 8 9 0 4% 12 13 14 #15 #1 17 

6s yr eoeeOmtmelOCOCUhtMhelClUCSMhlC IH!ZTOUC HTHTUC HMhUC~<CHFThC—C~C VFHhUC<CWKF™C<‘ ]FThUC]TlhlCUC FO CIC 

$1 52 53 54 55 56 57 58 59 60 61 62 63 64 65 66 67 

78 #77 «78 «#78 «#80 81 82 83 84 8 8 87 88 8 90 91 292 

’ 1401 102 103 104 105 108 107 108 109 110 1411 #=112 #+(113 114 #116 #116 117 

126 127 128 120 130 131 132 133 134 #135 136 137 #138 1309 140 141 142 

151 152 153 154 155 156 157 158 159 160 161 162 163 164 165 166 167 

‘176 177 178 170 160 181 182 183 184 185 18 187 188 189 190 191 192 

: 201 202 203 204 205 206 207 208 209 210 211 #212 213 214 #215 216 217 

: 228 227 228 229 230 231 232 233 234 235 236 237 238 239 240 241 242 

; 251 252 253 254 255 256 257 258 259 260 261 262 263 264 265 266 267 

: 276 277 278 278 280 281 282 263 284 265 286 287 288 289 290 201 292 

$301 302 303 304 305 308 307 308 309 310 311 312 313 314 315 316 317 

$926 327 328 329 330 331 332 333 334 335 336 337 338 339 340 341 342 

: 951 362 363 354 355 356 357 358 359 360 361 362 363 364 365 366 367 

:378 377 378 370 380 381 382 383 384 385 386 387 368 389 390 301 392 | 

+6401 402 403 404 405 406 407 #408 #409 #410 411 #412 #413 414 #415 416 417 

(426 427 428 420 43 431 432 433 434 435 436 437 #438 #439 440 441 442 | 
PLEASE COMPLETE THIS INFORMATION: circle the 
Area Code_____ Phone | proper numbers. 
Number of employees at your business 
locaton: | 


Principal product made at this l@cation: 


Was this copy addressed to ya 
Yes. CCN 


! P.O. Box 5871 
Denver, Colorado 80217 


| 

| 

| 

Tl 
ed ee 


1 dozen 


Our KSR vinyl coated gloves outwear 8-oz. 

cotton gloves at least 8 to 1 on straight 

abrasion.” This means that 1 dozen pairs of 

KSR gloves have the potential to provide the 
same wear as 8 dozen cotton. In dollars and cents, here is 
the difference in costs: 


Cost Per 
Doz. Wear Ratio Your Cost 
8 oz. Cotton $ 7.35** KSR 8 Doz. $58.80 
Outwears 
KSR $1 7.60 Cotton 8 To 1 1 Doz. $1 7.60 
KSR Saves You $41.20 


The difference is what you can save when you buy 1 
dozen KSR gloves instead of 8-0z. cotton gloves. But lower 


C-ooxtriabt & 198M Bectoo Nickineon 30d Comons3sn0x 


KSR gloves can replace 8 dozen 
cotton gloves and save *41.20 


fs 


costs aren’t all you get. Worker benefits such as a good fit, 
better protection and an excellent grip come with the KSR. 


Free Tips Booklet helps you halt rising glove costs. New 
booklet provides valuable tips on glove usage, 
requisitioning, dispersement. For your copy, circle 
Reader Reply Card. Call your distributor if you would like 
to test KSR gloves on a no-risk trial basis. Or write 
Edmont-Wilson, 1300 Walnut St., Coshocton, Ohio 43812. 
In Canada, Edmont-Canada, Ltd., Cowansville, Quebec. 


*Lab test made for abrasion resistance only. Actual job wear 


may vary due to other factors such as cutting and puncturing. 
**Prices shown were in effect 10/1/79 per published price lists. 


Job-Fitted Personal Safety and Protection 


= dmont-Wilson 


NIKISIAN NE BECTON NICKINSAN 4NR COMPANY [BR] 
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A valve with a pertectly machined 
bronze stem (yes, even tough silicon- 
bronze} goes into service at any one of 
the hundreds ot thousands of locations 
where water has a particular quality... 

Six months later someone turns this 
still-new valve on or oft...and the stem 
snaps like chalk, leaving the user with 
a handtul of handwheel and a startled 
look on his tace. 

What happened? Something called 
“dezincification.’’ An ugly word for an 
uglier problem. 

Under just the wrong combination 
ot water conditions, the zinc content of 
bronze will leach away like a termite- 


ridden post, leaving only a rotten sponge 


of red, porous, and tragile copper. 
What kind of water? It is not simply 
a matter ot acidity or alkalinity, as you 
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might expect, but a complex combina- 


tion of ingredients we've learned to 


identity. Fact is, we expect Jenkins is 
the only valve maker who really knows 
this problem, because over a decade 
ago We mounted a full scale research 
project to understand it and to solve it. 
e result was the development of 

our own bronze stem alloy, which is 
quite unlike that of any other valve 
maker, and which has never had a 
failure, to our knowledge, even after 
10 years in areas where other valve 
stems last one year or less. 

If you suspect you have a dezincifi- 
cation problem@ or anv valve problem 


- —see your Jenkins distributor or write 


Jenkins Bros., 101 Merritt 7, Norwalk, 
CT 06851. > 


at one of the 


the valve world. 
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NEMA 12 


enclosedgbreakers 
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The fewer the parts, the less there is 
to go wrong. That's the principle 
behind our rugged, simple NEMA 
12 enclosure design. There are no 
intricate networks of moving parts 
to get out of adjustment, jam or 
break —which translates into years 
of dependable service for you. 


Engage two 
latches and you've sealed the enclo- 
sure’s dusttight gasket. The 
enclosure opens just as easily. The 
spring latches are very strong and 
remarkably compact for close 
ganging. 

Our NEMA 12 
enclosed breakers have a UL Listed 
Short Circuit Current Rating 
equal to the interrupting rating of 
the installed circuit breaker, pro- 
viding compliance with NEC 
requirements. They're also UL 
Listed as suitable for outdoor instal- 
lation (models without knockouts 
only) and have integral driphoods. 


Simple Wiring Increased wiring 
gutters combined with the elimina- 
tion of space-eating mechanisms 
means there’s more than ample 
room W © for wiring. 


Simple Indication The direct-drive, 
color-coded handle operates the 
breaker handle WY, indicating “ON- 
OFF” status. And it moves to a 
center “TRIPPED” position when 
the breaker trips—simple to spot 
from far away. Cover interlocking W 
is provided. 


Simple Mounting The sturdy three- 
point external mounting arrange- 
ment W W W prevents box distortion 


during hanging for fast installation 
on uneven surfaces. 


Simple Facts You can get them from 
your nearby Square D distributor. 
Or get further information from 
Square D Company, Dept. SA, 1601 
Mercer Road, Lexington, KY 40505. 


SQUARE J) COMPANY 


Wherever Electricity is Distributed and Controlled 


Purchasing’s 
HOTLINE 


KEEP AN EYE ON inventories of 
capital goods. Government data 
reveal a buildup that is unusually 
early for a recession. And an 
expected sharp falloff in demand 
for such items is yet to come. 
When it does, stocks could zoom 

to critical levels. If you buy 

for a capital goods maker, start 
monitoring sales activity more 
closely, and be prepared to adjust 
purchasing strategies quickly. If 
you buy capital goods, watch for 

- bargains. There may be a few 
distress sales by companies eager 
to sell off surplus stocks. 


EXPECT SOME extra problems in 
getting supplies for the next four 
weeks. Reason: Shutdowns for 
summer vacations are being extended 
because of the recession. A recent 
survey by Inland Steel of its major 
customers shows a 54% increase in 
temporary plant shutdowns this 
summer vs. last summer. [In 1979, 
the major steelmaker's biggest 
customers closed for 225 weeks of 
summer shutdown. This year, the 
figure is 347 weeks. As a result, 
Inland and other steelmakers--and 
Suppliers of many products--are 
announcing new vacation furloughs. 


IMPROVE YOUR COMPANY'S cash 
position during the current 
downturn by taking a hard look at 
contracts, inventories, and sales 
forecasts. Ask vendors to add 
firm-price clauses to contracts; 
get nonprice breaks such as 
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lower minimum orders. Get 
suppliers to carry as much of the 
inventory burden as possible by 
guaranteeing orders. Keep in 

touch with the marketing department ; 
their sales forecast is probably 
less robust than it was at the 
beginning of the year. Taking 

some or all of these steps will 
help you free up corporate cash. 


COUNT ON sluggish growth in 
industrial nations to boost the 
availability of world-traded 
items. While the U.S. will be 

one of the new nations in a 
recession, projections prepared 
by the International Monetary Fund 
show growth in others to be 
Slowing down. "The projections of 
real GNP imply an increasing 
underutilization of resources" 
through 1981, concludes the IMF. 
In terms of labor, unemployment 
for industrial nations as a group 
1s expected to rise from a 5% last 
year, to 6% this year, and to 6% 
in 1981. 


DEMAND your job shop vendors give 
you the same VA/VI services you 
get from your better commodity 
suppliers. The job shop should be 
able to critique the part you 
want made and help you either cut 
its cost or improve its 
performance. The key consideration 
is part function not part 
specification. Let the vendor 
know what the part does so he can 
think up a better way to make it, 
or to make it work better. 


EXPLORE PACKAGING FILM markets for 
new products and ideas for better 
performance and lower cost. There 
is a lot more out there now than 
polyethylene, polypropylene, and 
PVC. Oriented films, in|which 
plastic molecules (polymer chains) 
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are "straightened out," are growing 
in popularity with packagers. And 
with good reason--they are often 
stronger, stiffer, clearer, and 
better gas barriers than their 
conventional counterparts. 
Biaxially oriented nylon is a 
popular new base film. Others 

new to the market include 
metallized nylon and rubberized 
polyethylene. On the frontier: 
unplasticized vinyl and ethylene 
acrylic acid. The latter has been 
familiar to packagers as a sealant; 
now it's showing up as an easy-to- 
seal, chemical-resistant film. 


DON'T EXPECT JAPANESE steel makers 
to cut their prices, despite their 
expected drop in exports to the 
United States. Instead, the Japan 
Ministry of International Trade 
and Industry is telling that 
country's steel producers to keep 
their prices at current levels, 
while simply riding out a third 
quarter downturn. Apparently, 
Japan wants to head off a spate of 
unfair trade practices suits 
Similar to those lodged by U.S. 
Steel against European firms. 


QUESTION REPORTS of an imminent 
coke shortage. With production 
continuing steadily and demand 
from steelmakers dropping, at 
least one Wall St. analyst is 
predicting a coke surplus this 
year. Charles Bradford of Merrill 
Lynch claims steel mills and 
foundries will use about 47 million 
tons in 1980, while production 
should exceed 50 million tons. 


TRY SELF-CONTAINED recycling 
programs for scrap metals 
containing hard-to-obtain 
materials. In such a system, the 
supplier buys all of the buyer's 
scrap, and recycles it back into 
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the original material, which the 
buyer promises to purchase. One 
successful example: An arrangement 
Westinghouse has with a supplier 
of a cobalt-rich superalloy. 

Alloy scrap 1s reprocessed into 
bar stock for use again in 
Westinghouse's Winston-Salem 
turbine components plant. 


ANTICIPATE FURTHER SOFTENING of 
prices for polyester resin, film, 
and fiber. Demand is way off in 
all principal markets, including 
packaging, tires, and clothing. 

In addition, polyester's feedstock, 
paraxylene, is now in oversupply. 
Not only is polyester demand off, 
but unleaded gasoline sales are 
down, too, so refiners aren't in 
the market either. As a result, 
polyester manufacturers have some 
unaccustomed bargaining power with 
paraxylene refiners. They may be 
able to pass the savings on to 
polyester consumers. One catch: 

if premium unleaded gasoline 
becomes a popular item this summery, 
feedstock tags may well take off 
again. 


RECOMMEND SUBSTITUTION of gold 
alloys for 99.9% pure gold in 
electronic devices, particularly 
printed circuit board connectors. 
Your vendor probably won't want to 
take the initiative toward 
installing lower purity gold baths 
unless a consensus can be reached 
among his customers as to which 
alloy would satisfy the majority 
of requirements. For information 
about available alloys, ask the 
suppliers. The majors include 
Sel-Rex, Nutley, N.J.; Engelhard 
Industries, Murray Hill, N.J.; and 
Technic, Inc., Providence, R.I. 
And work closely with pc-board 
vendor to determine whether 

an alloy can provide suitable 
performance. 
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48 MANAGEMENT 
The spotlight is on material requirement planning as MRP 
wizard Olvier Wight wipes away its ragged past 


56 LUBRICANTS 
Soft lube demand gives buyers an edge—for now; 
count on rough times ahead due to product shortages 


65 SYNLUBES 
Synlubes succumb to high price tags but their 
performance is superior to conventional lubes 
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everyone nai been waiting for” Corporate teamwork replaces departmental feuding and 
if it’s based on what schedul- everyone reaps the benefits at Hatfield 

ing should be, says consultant 
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Bendix Corp. puts into practice a systematic approach to 
vendor involvement. It’s already produced savings 
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SPECIFY PARKER V884-75 


The “Unforgettable” brown Fluorocarbon 


V 


¥ Eliminate assembly errors 
of incorrect elastomer. 


Upgrade product quality and reliability. 


Minimize warranty and liability problems. 
& Protect and insure your aftermarket. 


Parker's new V884-75 CHROMASSURE “color 
assurance” O-Rings are a pat hand in anybody's 
game. They let you read seal polymer differences 
as easily.as the cards in your hand. 


V884-75 combines the wide range sealing prop- 
erties of a MIL-R-83248, Class 1/AMS 7280B 
fluorocarbon seal material with the advantages 
of permanent polymer indentification throughout! 
Advantages that can keep your product in the 
game when the chips are down. 


For openers, you deal yourself O-Rings which 
almost guarantee freedom from assembly errors 
of incorrect material, minimizing warranty and 
product liability problems. This, in addition to 
upgrading product reliability with quality Parker 


fluorocarbon seals with a real difference. ..a dif- 
ference which helps to capture and hold after- 
market replacement business. 


Parker's V884-75 is available for off-the-shelf 
delivery in most AS 568 standard sizes, and if 
you require a 90 durometer seal, our V894-90 
offers all the advantages of CHROMASSURE and 
meets the specifications of MIL-R-83248, Class 2/ 
AMS 7279F. 


Get in the game today... Call or write our dealer, 
Bill Collins, O-Ring Division, Parker Seal Group, 
2360 Palumbo Drive, Lexington KY 40509. (606) 
269-2351. Tell Bill you want the details on V884-75 
and the other new CHROMASSURE seal materials 
available now from Parker...The Seal People. 
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eStocks to be shed more easily than ’74 
elnterest rates to fall less dramatically 


Producers’ stocks 
tip the scales 


INVENTORIES are piling up through- 
out business. But manufacturers 
have gotten the heavier end of the 
stick. When the economy plum- 
meted, retailers and wholesalers re- 
acted quickly, cut orders, and shifted 
some of their inventory load back 
to producers. At the front end of 
the assembly line p.M.s kept a fairly 
tight rein on materials purchases. 
Result: Inventory glut is centered 
in manufacturers’ finished goods. 
Overflowing stockrooms probably 
will be emptied more quickly than 
in 1974-75. Then excessive amounts 
of raw materials had to work 
through the entire length of proces- 
sing before inventories were light- 
ened. ‘‘There’s been some correction 
already,’’ says John Hinrichs, econ- 
omist, Commerce Department. In- 
dustries such as autos and metals 
which experienced ‘“‘the buildup 
early have made the inventory 
adjustment early.” 


INTEREST RATES 

Fortunately, while stocks have 
been bulging, a major cost of hold- 
ing them—the cost of credit—has 
been deflating. Don’t expect that 
big of a break in costs to continue. 
“The bulk of reduction in interest 
rates has occurred,’”’ says Allen 


1980 


Operating rates 


(Manufacturing) 


1980 


0___ 1978 


Federal Reserve Board 
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Sinai, vp and economist, Data 
Resources, Inc. During the spring 
the prime rate, for example, was 
cut nearly in half. As the economy 
adjusts to a moderate recession, 
Sinai expects the prime to fall 
to about 9% by early next year. 
That’s only a few percentage points 
less than the current rate. The 
downward slope in interest rates 
will be “irregular, with some up- 
ticks,” a pattern already in evidence. 


OPERATING RATES 

Given that the unemployment 
rate is expected to rise to 842% by 
December, how much will operat- 
ing rates fall? Consensus outlook 
puts capacity utilization in manu- 
facturing in the low-to-mid 70s by 
year-end—a drop of about 10 per- 
centage points from the rate posted 
early this year. There will be indus- 
try variations around that trend. 
Durables should swing more than 
nondurables, primary processing 
more than advanced. For example, 
a McGraw-Hill forecast shows 
steel operating at a 61-62% in the 


fourth quarter—a drop of 15 points 


from the first quarter. In compar- 
ison, chemicals will fall about 8 per- 
centage points. ‘‘All major end-use 
markets of steel are going to be 
weak,’’ says Joseph Spiers, senior 
economist. Chemicals go to less 
sensitive markets, and that will 
provide the moderating influence. 


New orders, durables 
(Seasonally ‘adjusted) 
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Census Bureau 


1980 


Operating rates to slide to low 70s 
eTight capacity ahead for fuel oils? 


CAPITAL SPENDING 

Economists have been warning 
that capital spending won’t be car- 
ried out as bullishly as planned. 
The latest Commerce Department 
survey proves them correct. Plant 
and equipment expenditures for 
1980 now stand at 1% less than in- 
tentions announced early this year. 
Hint of trends to come: Those in- 
dustries which felt the impact of 
the recession first—motor vehicles, 
electrical machinery, nonferrous 
metals—were the ones contribut- 
ing most to the retrenchment. 
Since the survey was taken, hard 
times have spread. Count on the 
next survey (due out in September) 
to show more downward revisions. 


FUEL OILS 

Price has been the overriding 
worry of fuel buyers recently. By 
this time next year, ensuring 
supply could also be a concern. 
‘‘We could be entering a period 
where refining capacity will be 
tight, particularly capacity to con- 
vert oils to lighter products,” says 
Colin Carter, vp, Chase Manhattan 
Bank’s Energy Economics. He ex- 
plains that refiners face uncer- 
tainties in cost, product-mix de- 
mand, and crude oil supply that 
will ‘‘force a more cautious operat- 
ing paeceny and lead to signifi- 
cant lowering of effective aa 
of existing refineries.” 
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eAluminum extras change 
eExports spur industrial gases 
eBigger benzene slide coming 


Plastics demand 
hits the wall 


THE LAST HOLDOUTs in the plastic 
resins slump were LDPE and poly- 
propylene, both of which showed 
strengthening demand through the 
first quarter. Now, however, de- 
mand has dropped, and buyers are 
seeing increased availability and 
lower prices for most resins and 
products. Leadtimes are shorter 
for molded parts, film, bottles, 
sheeting and gaskets, seals and 
rings, conveyor belting, v-belts, 
and hose. Prices for pvc, LDPE, 
HDPE, and polystyrene are all 
stable-to-lower. The biggest bene- 
ficiaries of the slump appear to be 
buyers of packaging film, molded 
parts, and pipe and tube. Look for 
lower LDPE blown film and injec- 
tion-molded polystyrene prices, in 
particular. An exception to the 
overall trend: Some specialty engi- 
neering plastics may be harder to 
find, as suppliers remove short- 
run, high-cost items from their pro- 
duction schedules. 


ALUMINUM 
Exports, which rose 72% in the 
first four months of the year, are 


Weekly steel output 


(Thousand tons) 


1980 


American Iron and Steel Institute 


HIGHLIGHTS: 


eMoly consumption plunges 


starting to fall off. Domestic orders 
have sunk, too. Both international 
and U.S. spot prices have declined 
20% from their first-quarter highs 
of $1/lb and 90¢/lb, respectively. 
Primary producers are lowering 
their 1980 shipment estimates, and 
some are reinstating old discount 
structures for common alloy sheet. 
They are hanging tough in other 
ways, though. Alcoa has begun 
charging for quantity extras as a 
percentage of total material cost, 
rather than the usual flat per- 
pound fee. This means higher extra 
charges for higher-priced items 
such as heat-treatable sheet and 
special alloys. For example, 2024 
T-3 alloy used to have a 10¢/lb 
quantity extra charge. The new 
12% computation effectively raises 
the charge to 27¢/lb. Minimum 
order quantities are also going up. 
Look for more buying and selling of 
excess inventories by P.M.s as a 
way around the new policies. 


INDUSTRIAL GASES 

Contract prices for liquid oxy- 
gen and liquid nitrogen rose 7-9% 
earlier this month. Producers attrib- 
uted the increase to higher energy 
bills for gas refrigeration. Liquid 
oxygen will now cost 34-35¢/100 
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eEPA shakes up solvents 
eSulfur drop is only temporary 


cu. ft.; nitrogen will be 37-38¢. First- 
quarter production of oxygen was 
up 9% over year-ago levels, accord- 
ing to Commerce Dept. figures. 
Nitrogen production rose 17% over 
first-quarter 1979, but export busi- 
ness has been strong. In February, 
27.5% of U.S. production was sold 
overseas. 


TITANIUM 

Buyers won’t see any imme- 
diate relief in availability, but there 
are factors favoring a less-tight 
supply situation. The first signs of, 
an end to the aerospace boom are 
showing up, mostly in the form of 
order rescheduling and a few can- 
cellations. In addition, the Chinese 
are proving to be a pretty reliable 
new source of titanium sponge. Con- 
sumers haven’t been pleased with 
Chinese pricing policies, but there 
are indications now that they'll be 
more flexible, with sponge prices in 
the $15-20/lb range, down from re- 
cent highs of $24/lb. Imported 
metal still carries an 18% tariff, 
however. A House bill to cut the 
tariff in half has died, with little 
chance of resurrection. For the near 
term, expect U.S. producers to be 
less stringent about holding buyers 
to firm purchase commitments. A 
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Chlorine shipments 
(Average tons shipped daily each month) 


The Chlorine Institute 


reduction in spot prices for sheet 
and bar products seems probable 
by the fourth quarter. 


STRUCTURAL STEEL 

Look for improved leadtimes 
and possibly smaller minimum 
orders in the next few months. New 
orders for fabricated structurals 
declined 25% from year-ago levels 


in April, while shipments rose 12%. | 


The result was a 15% drop in order 
backlogs, the first such drop this 
year, according to the American 
Institute of Steel Construction. The 
market retaining the greatest 
strength has been commercial con- 
struction. 


ELECTRONICS MATERIALS 

A new alloy for use in electronic 
and electrical connectors, contact 
elements, and current-carrying 
springs is now commercially avail- 
able. Produced by Handy & Harman 
under license from Bell Labora- 
tories, the alloy includes copper 
(77%), nickel (15%), and tin (8%). 
Called Spinodal 770, it is a current- 
carrying metal with good strength, 
formability, spring properties, and 
resistance to stress relaxation. 
Handy & Harman says the alloy’s 
strong points also include corrosion 
resistance, and fatigue strength. 


BENZENE 

The decline in consumption by 
gasoline producers coupled with 
the addition of new capacity has 
sent prices plunging and producer 
inventories soaring. Imported 
benzene has been available at 15% 
below U.S. producer prices. Look 
for producer prices to drop 15¢/gal 
or more next month. Feedstock 
prices are firming, with spot tags 
for toluene and xylene up a few per- 
centage points, but benzene prices 
should remain low into 1981, due 
to the huge inventory overhang. 


MOLYBDENUM 

Look for price reductions for 
tool steels and high-performance 
lubricants if a predicted slump in 
moly prices comes through. Lower 
demand and increased by-product 


production (thanks to more active 
copper production) have caused 
spot prices—once triple the pro- 
ducer price—to sag below list. 
Moly consumption in the U.S. has 
dropped 44% compared to 1979 fig- 
ures. Moly oxide spot tags are now 
below $9/lb, while producer prices 
range from $9-10.50. 


METAL-CLEANING CHEMICALS 

The EPA is proposing emission- 
control standards for volume users 
of degreasing solvents such as 
trichloroethylene and 1,1,1 trich- 
loroethane. In addition, the agency 
will probably declare trichloroeth- 
ylene a carcinogen, putting it in the 
same league with benzene, vinyl 
choride, and arsenic. The EPA claims 
that installation of solvent-recovery 
equipment will not only clean the 
air, but save users some money. 
‘‘Net credits (for recovered 
solvents) lead to lower production 
costs in most, if not all industries,”’ 
says an agency statement. None- 
theless, the installation of pollu- 
tion-control equipment and the 
special handling requirements 
likely to be imposed on trichloro- 
ethylene may make it a much less 
popular solvent. 


SULFUR 

Demand for phosphates may 
lead to long-term availability prob- 
lems for sulfur buyers. Industry 
spokesmen say demand from the 
phosphate fertilizer industry, 
which consumes 66% of U.S. sulfur 
production, will grow 25% by 1985. 
Western world consumption of sul- 
fur was 38.4 million tons in 1979, 
against production of 35.7 million 
tons. Dr. Gino Giusti, president of 
Texasgulf, Inc., predicts an increase 
in the production/consumption gap 
to 4.4 million tons through 1985, 
when production will reach 42.6 
million tons vs. 47 million tons con- 
sumption. Most of the growth in 
demand will come from phosphate 
fertilizer makers, who expect export 
markets to expand significantly in 
the next five years. For the short 
term, phosphate fertilizer sales will 
be off 5-8% this year & 
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"Until I put energy-saving Watt-Miser II fluorescents up’ 


Saving money on lighting costs is 


what Watt-Miser II fluorescents from 


GE are all about. They use less 
electricity than standard fluo- 
rescents: yet give you about the 
same amount of light. So wattage 
reduction is immediate...and so is 
Savings. 

Watt-Miser II F40 can save you up 
to 14% on the electricity each lamp 
consumes when they replace your 
standard four-foot F40 tluorescent 
tubes in a typical two-lamp open 
strip Rapid Start fixture (about 11% 
in a typical four-lamp recessed 
Rapid Start fixture). 


Watt-Miser II Slimline, rated at 

100 lumens-per-watt, can save you 
up to 20% of the fixture wattage 
High-Output Watt-Miser II lamps 
use almost 14% less wattage than 
conventional eight-foot mA Output 
lamps. 

Watt-Miser II Power Groove is an 
exclusive GE energy-saving lamp 
that can reduce your lixture wattage 
by more than 18%, compared with a 
standard T12 1500mA lamp, in a 
two-lamp fixture. 

For the ultimate combination in 
efficiency and savings, there’s the 
new Maxi-Miser™ System from GE. 


Two Watt Miser II F40 lamps and 
the new Maxi-Miser II ballast in a 
Rapid Start two-lamp fluorescent 
fixture will average up to 24% more 
light per watt than standard F40 
systems - and use as much as 19% 
less wattage. 

Ask your GE representative to show 
you how much you can save with 
Watt-Miser II fluorescents. Or 
contact General Electric Company, 
Dept. C-847, Nela Park, Cleveland, 
Ohio 44112. Phone: (800) 321-7170 
(In Ohio (800) 362-2750). 
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The smallest month-to-month Charges for fabrication Prices for phosphates 
increase since Nov. 1977 and extras up + 10% rose 3-5% recently 


Source: Labor Dept. 
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Lumber prices : Purchasing’s price trends 
becoming cyclical Price codes: L = List; D = Distributor; T = Transaction 
Latest Month 6months Year 
LUMBER AND PLYWOOD PRICES FERROUS (fob mill) price ago 
dropped again last month after the Steel bar (HR carbon rounds, 112-3”, ton, L) $ 382 $ 382 
° . . :. Steel sheet (CR, ton, L) 440 

release of May housing figures indi 
cating the lowest level of building Steel plate (carbon, ton, L) 414 
activity in 14 years. Steel scrap (#1 heavy melt Pitt-Chicago avg, ton, T) 74.75 

Th : : Stainless (304 CR sheets, ton, T) 1293 

PEiCe MOVES reflect renewed NONFERROUS (fob mill) 

speculative interest in lumber and Kiamieatn tataioved Wook, 16.0) 
plywood futures contracts. With Copper (U.S. producer cathode, Ib, T) 


prices at depressed levels, specula- Fel, Compose pees, B27 
tors have been picking up contracts Nickel (cathode, Ib, T) 

with the hope that lower interest 
rates will rekindle housing starts. WOOD (fob mill) 


Plywood (¥2” W. sheathing, 4-5 ply, 1000 sq ft, T) 


Each timesinterest rates have Lumber (2x4 hem/fir, std & btr, 1000 bd ft, T) 216 

dropped, wood prices have picked 

up, only to sink again upon the re- 
: 

lease of the housing numbers. Pulp (bleached softwood sulfate, ton, L) 519.50 519.50 


This activity has brought a ENERGY (delivered) 


more pronounced cyclical charac- eae 3B Bo Bo 50 
Koa vel 

ter to wood prices. Perhaps with 

this in mind, the Chicago Board of 


Trade has modified its plywood | CHEMICALS (prices: 7) 
contract, subject to approval by 
the Commodity Futures Trading 


Commission. Sulfuric acid (100%, frt eq, trk Id, fob Chicago, ton) 
“fe Caustic soda, Iqd (N, dphm grd, frt eq, 
The modified contract, called Bulk 0% Basis, 78% NAO, tom 


the western plywood futures con- PLASTICS/RUBBER 
tract, allows pricing and delivery 
policies to follow cash market prac- 
tices. The idea is to attract more 


commercial and industrial buyers. Conveyor belting (16” 3-ply rough-top, ft. D) 
. enn b Neots V-belts (multiple B-60 industrial belt, each, D) 
Prices will bounce. Two-by- MECHANICAL COMPONENTS (prices: each) 


fours have been trading at prices 
30% below year-ago levels, and ply- 


. Valve (1” bronze gate, L) ; 20.10 20.10 
wood has been off 10-15%. Prices Machine screw (6D x *%L, zinc-pitd carbon 
will bounce around more than steel, 1000 pcs, L) 4.86 4.85 
before, but as long as housing [-cectricatevectronic 
stays low, wood will be cheap. Connectors (coaxial, UG1094, net each, 
Lumber is starting to accumulate oe a 
at the mill level, despite the mas- MOS (16K ROM, net each, lots of 250-499, D) 13.68 


sive shutdowns of recent months. @ Relays (small plug-in, net each, lots of 50,000, L) i 4.90 4.02 3.78- 
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High-quality Parker Flow Control 
and Needle Valves are as close as 
your nearby Parker Fluidpower 
distributor. And...with 130 locations 
in North American industrial 
centers...we deliver! 

Parker Colorflow valves are goof 
proof! A highly visible color coded 
reference scale makes setting 
and resetting as easy as dialing... 


Parker 


— Colorflow: 


with 60 
standard 


types... 


all in stock! 


Gold. Fully guided poppets open 
and close more smoothly...last 
longer. Steel and brass bodies 
are offered with either pipe (NPT) 
or straight (SAE) ports. Sizes start 
at 1/8 inch. If highest quality, 
competitive pricing and consist- 
ently good delivery are important 
to you...order Parker Colorflow 
and we'll take it from there! 


For further information, a copy of 
our Catalog #3310, or the name of 
our nearest distributor, contact: 
Parker Hannifin Corporation, 
Manatrol Division, 520 Ternes Ave., 
Elyria, OH 44035. Or, phone: 

[216] 322-4631. 


BUILDS 
VALUE 


All Cat Wheel Loader components are 
built for reliable, low downtime operation. 


Using a Cat Wheel Loader in your material handling 
system means you get traditional Caterpillar depend- 
ability from features like: 


A. Sealed Loader Linkage keeps lubricant in and 
abrasives out for long service intervals. 


B. Cat Diesel Engines have adjustment-free fuel systems 
to precisely meter fuel and simplify maintenance. 


C. Rugged Rear Frame and Four-Plate Loader Tower 
provide a rigid base to distribute stress evenly. 


D. Fully Protected Hydraulics are sealed and full-flow 
filtered and cylinders are triple sealed to protect 
against costly contamination. 

E. Greater Rear Axle Oscillation lets the machine 
“walk” over obstacles to reduce stress on the 
frame and axles. 


You get more from a Caterpillar product because 
more goes into it. 


Cc CATERPILLAR 


Caterpillar, Cat and @ are Trademarks of Caterpillar Tractor Co. 
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Inside Purchasing 


Bottom lines are changing. 
It’s going to affect your job 


‘The only thing that counts is the bottom line.’ 

That’s a piece of vintage dialogue from the 1974-75 era. Editorials 
bristled with it, speakers won applause with it, and most business execu- 
tives applauded its invocation. 

This year the applause is fading and many executives are asking: 
“Which bottom line do you you mean?” In fact a recent survey of corpo- 
rate executives by the Financial Accounting Foundation finds that the 
old ‘‘earnings per share’’ measure of corporate performance is fast being 
outpaced by such measurements as cash flow, return on investment, 
changes in financial position, and earnings from operations. 

It’s part of a significant trend in corporate management toward 
heavier emphasis on staying power and closer attention to improved 
internal operations. 

We reflect this trend in our cover story on materials requirement 
planning (page 48). In it we note that mrp is reaching a stage of maturity 
where decisions on the plant floor are reflected almost immediately in 
corporate planning. For purchasing, the impact of mrp will be tremen- 
dous in the ’80s. 

Thinking about internal stability also plays a major role in three 
other stories in this issue of PurcHAsinG. In Viewpoint (page 27), Dr. 
Robert B. Costello, director of purchasing and production control at 
Delco, zeros in on the need for rational planning in the face of swiftly 
changing technology. On page 75 we go to Bendix for ideas on how to 
stimulate vendor input. And on page 71, Somerby Dowst goes back to 
basics and looks at ways to generate cost reductions through the eyes of 
the folks at Hatfield Wire. 

Technology editor Ernest Raia carries this emphasis on internal 
stability further in his outlook story on lubricants (page 56). As he 
points out, sourcing in the mid-1980s is going to require all the profes- 
sionalism purchasing can muster. Lubes are going to be a definite area of 
limited supply. Chemicals editor Henry DeYoung completes this look at 
lubes with an analysis of synthetic lubricants that are coming on the 
market (page 65). 

On the current scene, news editor Terri Thompson warns that recent 
high wage settlements in major industries are going to have serious 
implications for smaller industries(page 14). News editor Dave Erickson 
explains why the expected crunch in corrugated supplies isn’t about to 
happen (page 14). 

But whether your bottom line is close in or long range, this issue of 
PURCHASING is must reading. 
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LABOR 


Early settlements with labor 
unions in such key industries as 
steel, aluminum, forest products, 
and longshoring this year caught 
some business and labor observers 
by surprise. And the prospect is for 
more labor peace—at least on the 
national level. 

Many had expected a tough 
negotiating year, but a slumping 
economy and a 7% unemployment 
rate means workers “have proba- 
bly taken the attitude they’re 


lucky to have jobs,” says one 
market analyst. 
Very costly. Nevertheless, 


while settlements have come 
early, they’ve also been expensive. 
After only one week of serious 
bargaining, the International 
Longshoremen’s Association sign- 
ed a contract covering dockwork- 
ers at more than 30 ports from 
Maine to Texas. The new pact, 
which takes effect Oct. 1, appears 
to boost the average Longshore- 
man’s wages and benefits by 
35-38%, depending on the inflation 
rate, over the next three years. 
Employers apparently settled for 
the more expensive pact in order to 
avoid diversion of freight by 
shippers fearful of another dock 
strike this fall. 

The aluminum settlement 
also averted a strike in that 
industry, but at an expense of a 
42% increase in labor costs over 
three years, assuming 11% yearly 
inflation. The improved cost-of- 
living clause in the new aluminum 
industry pact could push a typical 
worker’s wages above those earned 
in steel, where employees current- 
ly are considered the nation’s 
highest-paid industrial workers. 

If inflation continues at its 
current pace, the steel industry’s 
contract negotiated in April will 
boost the average wage of a 
steelworker to about $13/hr by 
1983. This amounts to a wage hike 
of more than 40% over three years. 
The hefty pay boost is a result of 
steel’s “experimental” no-strike 


Labor scene is calm, 
but the cost Is dear 


agreement which guarantees 
unlimited raises based on inflation 
as long as the union does not calla 
national strike. While the pact has 
kept steel production going 
without interruption since 1973, it 
also has boosted wages and 
benefits some 129%. A United 
Steelworker (usw) official says 
steelworkers have received better 
increases under the no-strike 
agreement “than we have gotten 
in our union’s entire history.” 
This year’s expensive 
settlement—compounded by the 
possibility of another round of 
local walkouts this year—could 
hasten the demise of the no-strike 
pact. Four major steel companies 
have been threatened with local 
strikes beginning Aug. 1 when the 
deadline arrives. Other trouble 
spots: small steel plants that can’t 
afford the usw pact and other 
metal manufacturing plants that 
can’t adjust to Big Steel’s formula. 
Some industry officials ex- 
press concern that with a recession 
in full swing, pressure is not on 


Strike activity 
slows in 1980 
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companies to settle quickly. By 
and large, however, major national 
negotiations have been resolved. If 
strikes are called this year, they 
will be mostly local and scattered. 

Bigger battles. For organized 
labor, the bigger battle will be 
against loss of jobs due to hard 
economic times, production cut- 
backs, and imports. 

In the past year, automakers 
indefinitely idled 28% of their 
hourly workforce. Reacting to a 
threat of even further cutbacks, 
United Auto Workers have begun 
lobbying on behalf of the auto 
industry. Rather than fighting 
against management, the union is 
fighting on behalf of management, 
arguing for at least temporary 
government restrictions on the 
flow of foreign imports. The union 
is also pushing for a role in 
management. 

Other battles will be: 

To counter a loss of members 
due to widespread layoffs in a 
number of industries, unions will 
expand organizing efforts. 

©To protect the Occupational 
Health & Safety Act, big labor is 
flexing its muscles in anticipation 
of a fight over a proposed bill 
which rewrites the 1970 osHa law. 

©To strengthen its position in 
collective bargaining, organized 
labor is talking seriously of 
merging several large unions, 
including the uAw, Teamsters, 
Rubber Workers, Oil, Chemical 
and Atomic Workers, and Paper- 
workers. —Terri Thompson 
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Box shipments 
seen dropping 2.8% 


NEW YORK—The _ corrugated 
container industry is expecting a 
bleak finish to 1980, with 
shipments down 2.8% for the year. 

“Our Merrill Lynch forecast 
shows five quarters of downturn in 
shipments,” says Tom Muldoon, 


executive vice-president and secre- 
tary of the Fibre Box Association, 
who spoke at a press briefing in 
New York last month. 

“We’re expecting to hit bottom 
in the fourth quarter of this year. 
Shipments will be off 6%,” he says. 

Total shipments for 1981 are 
expected to be up less than 1% over 
1980, but a very strong second half 
is expected. 

Inventories rising. The 
supply crunch some analysts were 
fearing in forecasts last year has 
not materialized. Box plant 
containerboard inventories are 
starting to pick up, after being 
below normal levels for many 
months. Linerboard inventories 
stood at 5.8 weeks of supply in 
April, up from a low of 4.9 weeks 
back in November. 

Buyer inventories, on the 
other hand, are still very tight. 

“As far as we can tell, no 
inventory accumulation is going 
on at the consumer level,” says 
Muldoon. “That’s why we think 
our shipment figures are very 
close to what is actually going on 
in the economy.” (April shipments, 
seasonally adjusted, were down 
4.9%, a steep decline, compared to 
a year ago). 


PUMPS 
Efficiency rules 
move closer 


The Department of Energy is 
forging ahead with a program that 
could ultimately lead to legislation 
that would mandate efficiency 
standards for electric motors and 
pumps. 

DOE is expected to submit to 
Congress next month a report 
recommending government- 
imposed labeling, testing and 
efficiency rules. By the govern- 
ment’s own estimate, such a 
program could cost $5.5 billion 
over the next 30 years. 

The report can be expected to 
inject new life in moribund 
legislation that would set mini- 
mum standards on efficiency. The 
Senate passed a bill last year that 
sets minimum standards, but 
House action has been postponed 


comfort, but few report stockouts. 


primary mill products. 


pending submission of the DOE 
report. 

Rapid penetration. The 
irony is that energy-efficient 
motors are gaining market share 
at a rate almost unprecedented for 
new products in the motor 
industry. A new report by the 
National Electrical Manufactur- 
ers’ Association says that energy- 
efficient motors hold more than 
11% of the market. That’s up from 


Business Report 


Current data and trends from Purchasing’s Leadtime Survey 


SUMMARY: Inventory-cutting continues, as buyers fight involuntary 
stockups. A year ago, 20% of survey respondents said they were decreasing 
inventories; this month 64% are. Leadtimes are better across the board, with 
the notable exception of replacement parts such as bearings. Salesmen are 
coming to call more often, and are more likely to be offering concessions on 
price. Commodity prices appear to be fairly soft, but fabrication costs 
continue to rise. Buyers report increasing problems with early deliveries. 


LEADTIMES: With their biggest market (automotive) continuing to de- 
cline, foundries have been reducing backlogs, resulting in shorter leadtimes 
for castings and forgings. Aerospace-related items, particularly light metals 
and special fasteners, show some improvement due to increased 

ing of aircraft orders. Some plastic resin grades are harder to get, as suppliers — 
close plants in the face of very weak demand; for the most part, though, Pvc, 
ABS, HDPE, and LDPE are much improved. Leadtimes for bearings, pump. 

and speed reducers are longer, as more companies decide to repair rather 
replace equipment. Some buyers say distributor stocks are too low 


PRICES: Discounts are available for many steel products, especially 
mini-mill items. Buyers report some softening in stainiess bar prices, thanks 
to increased availability of imports. Aluminum prices are lower, with spot tags 


minimum order requirements. Announced price increases for several plastics 
are not sticking. Some polystyrene vendors are even offering 2-3 month price 
protection. LOPE film is showing the first signs of price weakness. Many 
chemical producers are offering TvAs on a wide range of products. Corrugated 
container prices are lower in the East than in the West. 


INVENTORIES: For the sixth consecutive month, the percentage of re- 
spondents who are decreasing inventories has risen. A few buyers report 
involuntary stockups due to declining sales. “What was two weeks of supply 
has become 4-6 weeks of supply,” comments one respondent. There are some 
quantity purchases at attractive prices that buyers say they're passing up 
because sales have fallen off so quickly. Overshipments are becoming more 
common, as much as 10% over order quantity. 


QUALITY: 91.5% of incoming goods are meeting quality specs, up from 
90.6% last month. The only recurring problem mentioned by respondents is 
steel bar quality; buyers say distributors are stocking mini-mill bars rather than 


DELIVERY PERFORMANCE: 83.6% of shipments are arriving on time, 
marking the fifth consecutive month of improvement. Incoming freight is 
becoming a problem, however. Buyers find themselves 
quantities and having to choose either less-than-carload shipments (increasing 
the risk of in-transit damage) or delays as truckers wait for full loads. 


Frather than 
for 


ordering smaller 


less than 1% two years ago. 

Ten to 15 manufacturers have 
entered the market with new 
products, in addition to companies 
such as Baldor Electric which have 
traditionally marketed energy- 
efficient motors. One recent entry 
is the Delco E? Motor being sold by 
the Delco Products Div. of General 
Motors in Dayton, Ohio. Available 
from %2-150 hp, the new motor cuts 
system losses by 41.2%. ® 


Spicer Cardan 
cut downtime. Save 


niversal Joints 


energy! Save space! 


Momentary misalignment 
capability to 30 degrees. 
High torque capacity 

in less space! 


If you design or use machinery equipped with 
gear type spindle couplings, you can reduce 
operating costs sharply. Simply switch to cost- 
cutting Spicer Cardan Universal Joint Spindle 
Couplings. For continuous casters. Slitters. 
Tubing, rod and bar mills. Straighteners. 
Overhead cranes. And many other applications. 


Cut downtime! Compared to gear couplings, 
Spicer U-Joints require substantially less 
downtime. They have higher misalignment 
capability, so alignment time is greatly reduced 
during installation. Once aligned, they require 
no realignment during normal operation. They 
are easily and quickly disassembled and 
reinstalled without disturbing drive and driven 
units. Easily accessible lubrication fittings and 
extended lubrication cycles minimize 
maintenance time and costs. 


Longer service life! Spicer Cardan U-Joints 
offer longer service life than gear couplings— 
for two important reasons: (1) They can operate 
at much greater angular misalignment. 

(2) Spicer U-Joints have a bearing connection 
with low-wear rolling action. That means less 
strain on drive components. But gear couplings 
have a friction gear connection with greater 
wearing metal-to-metal contact. Long service 
life makes Spicer U-Joints by far your best 
value! 

Energy and space savings! Your energy 
consumption is reduced with Spicer U-Joints 
because they have higher power transmitting 
efficiency than gear couplings. Compact, space- 
saving design and small swing diameter let you 
locate rolls and spindles in close proximity. 


Serviceable! Spicer U-Joints can be easily 
rebuilt to original specifications with a simple 
cross and bearing kit available from equipment 
manufacturers and Spicer Drivetrain 
Distributors. Worn gear couplings, on the other 
hand, usually require complete replacement. 
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Design flexibility! Spicer U-Joints can be 
selected according to life requirements because 
their service life can be accurately predicted. 
U-joint driveshaft spindle coupling lengths are 
adjustable. Several U-Joint couplings can be 
connected in series, either in a vertical or 
horizontal plane. 


Parts and service backup! Spicer is the 
world’s largest independent supplier of Cardan 
universal joints. Wherever you’re located, you 
can count on a worldwide network of assembly 
facilities for prompt replacement and repair 
services. More than 120 drivetrain specialists in 
the United States, backed by engineering and 
test facilities second to none, offer Spicer 
customers in-depth product application 
assistance. 


Wide range of sizes. Depending on application 
requirements, Spicer U-Joints are available with 
torque capacities of up to 4,000,000 Ibs. -ft. 


For more information on cost-cutting 
Spicer U-Joints, call 313-571-7410. Or write: 
Dana Corporation, Spicer Universal Joint 
Division, Dept. 8931 PM, P.O. Box 5367, 
Detroit, Michigan 48211. 
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Our commitment to 


quality 
is equalled only by our 
distributors’ commitment to service. 


That's a pretty easy 
statement to make. 

Easy for us. 

Because our distributors 
make it true. 

They're the men with the 
inventory, the know-how 
and determination to help 
you keep your operation 
in operation. 


That’s why we consider 
our distributors a vital part 
of our chain of distribution. 
(And the word “chain” is not 
an easy one for a belt and 
hose manufacturer to use.) 

Depend on your Gates 


. distributor. We've been 


depending on him to keep 
our business healthy for 
a long time. 


He'll do the same for yours. 

The Gates Rubber 
Company, P.O. Box 5887, 
Denver, CO 80217. 
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ENERGY 


WASHINGTON—Pressures on nat- 
ural gas prices this year will not be 
as intense as earlier anticipated 
because of the recent congressional 
veto of the so-called incremental 
pricing scheme which would have 
forced industry to pick up a bigger 
proportionate share of the nation’s 
energy tab. 

But the long-term outlook, 
despite plentiful supplies of gas 
flowing in the interstate system 
now, is for prices to rise steadily, 
with a big jump—perhaps 40%—in 
1985. That’s the year Congress has 
set for the lid to come off wellhead 
gas prices completely. 

On the supply side, the 
outlook is confused by conflicting 
federal policies, particularly on 
fuel conversion. 

On the one hand, the 
Department of Energy is pushing 
for conversion to coal (chiefly by 
utilities) and away from gas and 
oil. But early last year, a sudden 
“bubble” appeared in gas supplies. 
(This bubble followed congression- 
al enactment of phased deregula- 
tion over five years.) So last July, 
DOE said it would encourage 
“short-term” switching from oil to 
natural gas. Then early this year, 
DOE put incremental pricing into 
effect for boiler use, raising prices 
and thus discouraging industrial 
consumption of gas. 

Supply sensitive. The trou- 
ble with the flip-flopping in 
Washington, according to industry 
sources, is that gas is more supply 
than price sensitive. Says Ten- 
neco’s economist William Johnson 
(speaking as an individual): 

“Most industrial users are in a 
situation where gas price is not 
that great a cost of production. 
Cost is relatively unimportant. 
What is important is a stable 
supply of some fuel. In the past 
that has been gas or oil. Now 
industry is in a situation where it 
doesn’t have a secure supply of gas 
or oil, and the end result is: ‘Why 
stay in gas?” | 

Some industrial users, he said, 


Conflicting federal goals 
confuse gas outlook 


are staying in gas but going to 
“captive supply—that is, doing 
their own drilling. Examples he 
cited were a W. R. Grace fertilizer 
plant in Tennessee and a steel 
company in Ohio. Even small 
cities, such as Auburn, N.Y., are 
looking for their own supplies. 

The bad part of this, he points 
out, is that pipeline gas prices 
have depended on two complemen- 
tary types of customers: industrial 
and residential. If gas utilities 
exclusively served residential 
customers, much capacity would 
be wasted during most of the year 
because residential needs tend to 
be highly seasonal. 

Even Congress recognized the 
danger of industry switching from 
gas when it mandated the 
incremental pricing scheme. Con- 
gress wanted to raise prices just 
enough for industry so that it 
would still use gas rather than oil 
yet keep the homeowner from 
being hit quickly with higher 
heating bills. —Daniel Gottlieb 


SYSTEMS 
Repetitive buys 
get streamlined 


Recurring purchases’ are 
almost twice as likely to be 
handled via a streamlined method 
as are one-time buys. That’s 
according to a recent survey of 
purchasing managers in compa- 
nies with at least 100 employees. 
The tally shows that 92% of these 
execs use blanket orders or 
systems contracts, while only 49% 
have set up quickie buying 
methods for one-time deals. 

Reason: Blanket orders work 
so well that they reduce one-time 
nuisance orders to practically zero, 
anyway. This is particularly true 
of maintenance, repair, and 
operating supplies (MRO). Many 
respondents say that they cover 
just about all MRO requirements 
with blanket orders that read 


EMPLOYMENT 


Women’s ranks 
are growing 

Today women fill one-third of all 
purchasing jobs, according to Elaine 
Whittington, c.P.mM., senior subcon- 
tract administrator, Lockheed, Bur- 
bank, Calif. Forty percent of NAPM’s 
newest members are women, she 
says. At present women make up 
about 12% of NAPM’s membership. 

Double challenge. Whittington 
says that in addition to the day-to-day 
problems of a purchasing profession- 
al, women buyers and purchasing 
managers are faced with a double 
challenge: “Not only do they have to 
prove they can do the job—just as any 
man must—they must prove they 
can do it despite the fact they're 
women.” 

Whittington was the first woman 
to be hired as a buyer at Lockheed. 
Now, fourteen years later, 40 women 
are on the Lockheed staff of 300 
buyers. This is evidence that “women 
who enter this field love the double 
challenge, are up to dealing with it, 
and are adding a tremendous 
dimension to the purchasing field,” 
says Whittington. 


It’s more common now to see wo- 
men in purchasing, says Whittington. 


something like: 

“This order to cover our 
requirements of (commodity cate- 
gory) for (period desired).” 

Other blanket orders, more 
often on production goods and raw 
materials, typically provide fore- 
casted shipping schedules showing 
when deliveries are to be made. 

A few years back, the term 
blanket order was in vague 
disrepute in some quarters. 
Vendors groused that such orders 
were often just a way to extort 
lower prices from suppliers. Some 
stuffy. purchasing execs con- 


The 16-Ib. copier paper that flies 
through high-speed copiers. 


m 
Xerox? 9200* arid 9400” are registered trademarks of XEROX CORPORATION 


To get the best performance out of your high-speed 
copier, you need a copier paper built for high speeds. 

That’s why Hammermill launched 16-lb. Hammermill 
Fore Xerocopy for the Xerox 9000 Series — the light- 
weight copier paper made specifically for high- speed 
copier/duplicators. 

Hammermill 16-lb. Fore Xerocopy is stiff enough to 
speed through high-speed duplicating systems like the 
Xerox 9200 and 9400 smoothly and consistently, copy 
after copy — for trouble-free performance that lets you 
stop worrying about costly copier downtime. 

With our 16-lb. Hammermill Fore Xerocopy you'll 
get a minimum of 100 sheets in each collating bin — 
guaranteed. And its high opacity lets you print on both 
sides of the sheet. 


And it’s light on your wallet, too. Our 16-Ib. Fore 
Xerocopy gives more sheets per pound. Because you buy 
paper by the pound, you save every time you buy. (You can 
even save on postage because your mailings will be lighter.) 

Try 16-lb. Hammermill Fore Xerocopy for the Xerox 
9000 Series. Available from Hammermill Merchants in 
over 135 major cities. It’s the only way to fly. 

Call toll-free 800-621-5199 (in Ill., 800-972-5855) for 
free samples and the name of the nearest Hammermill 
Merchant. 
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Do you have 

an “impossible” 
lubrication problem 
somewhere in 

your plant? 


There is a 


Lubriplate 
Lubricant 

right for 
the task! 


Lubriplate Lubricants are designed for the 
extra difficult lubrication demands made by 
today’s modern, high performance, heavy- 
duty machinery and equipment. They are 
RDG ead VEL Ge extraordinary; blended with special ingredi- 
FISKE BROTHERS REFINING | co ents and additives to give protection where 
NEWARK, N. J. TOLEDO, OF" common greases fail. 


_ Ak the Sila! 


/ PREVENTS W WEAR + 
CORROSION 


J 
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We make a full spectrum of the highest 

quality multi-purpose greases, gear lubricants, 
hydraulic oils, air compressor oils, solvents 
and lubricants for centralized systems. 


When you come up against that “impossible” 
lubrication problem, reach for the Lubriplate 
LUBRIPLATE. any “Taskforce’”’ Lubricants. We put a pound of 
cna LUBRICANTS performance into every ounce. We not only save 


you money on the tough jobs but on the easy 
For lubrication beyond the call of duty! jobs as well. 


LUBRIPLATE DIVISION /FISKE BROTHERS REFINING COMPANY /129 LOCKWOOD STREEANEWARK, N.J. 07105 
MANUFACTURING PLANTS IN NEWARK, N. J. 07105 AND TOLEDO, OHIO 43605 / DISTRIBUTORS NATIONWIDE 
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demned the phrase as inexact and 
poor English. One purchasing 
old-timer recalls how the matter 
became a tempest in a teacup at 
_ his firm, with some of the top brass 
pontificating that blanket orders 
meant only orders for blankets. 
They forbade use of the term. 

Getting the word. “I was the 
one who finally settled the 
terminology question once and for 
all,” he recalls. “I pointed out that 
blanket is defined as a_ valid 
adjective (meaning coverage of a 
group or class) in Webster’s New 
Collegiate Dictionary.” 

The semantics question isn’t 
quite defused, however. Another 
P.M. reports that he considers 
systems contracts to be “blanket 
orders with brains,” while yet 


FREIGHT 


another says that they are blanket 
orders “with a new name.” 

Name differences notwith- 
standing, P.M.s generally concur 
that long-term agreements have 
mutual benefits for buyers and 
sellers. They say that such deals: 

eEliminate paperwork when 
releases are delegated to using 
departments, and billing is done 
monthly. 

eGive vendors a fix on 
upcoming requirements so they 
can plan better. 

@Reduce inventory and some- 
times make stockless purchasing 
possible. 

eEnhance standardization be- 
cause they force users to analyze 
their requirements for the long 
haul. —Somerby Dowst 


Rail damage claims 
fall, but thefts rise 


Robbery and pilferage prob- 
lems in rail shipping are mush- 
rooming while the number of 
overall loss and damage claims 
against the railroads have dropped 
to the lowest level in 43 years. 

Claim payments in the 


robbery, theft, and pilferage 
category totaled $23.5 million last 
year, up 20.1% from the year 
before, and almost double the total 
of four years ago. 

The biggest losses were in 
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Freight thefts are rising; rail yards are 


ee 
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particularly vulnerable. 


automobiles and other transporta- 
tion equipment shipped by train, 
according to data compiled by the 
Association of American Rail- 
roads. 

Increased prevention. 
“These increases have occurred in 
spite of the fact that railroads have 
intensified police training, ex- 
panded their prevention programs, 
are using more sophisticated 
detection equipment and methods, 
and are working more closely than 
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EMPLOYMENT 


Purchasing rides 
out the storm 


One of the occupations least 
affected by the current economic 
downturn is purchasing. 

A special edition of Occupa- 
tions in Demand published by the 
Department of Labor shows that 
purchasing is one of 11 business 
professions which currently has 
several job openings. An average 
of 337 job openings/month have 
been available for purct ° sing pro- 
fessionals recently, according to 
the department, which monitors’ 
openings in state Employment 
Service Job Banks. 

Of those 337 openings, an aver- 
age of 211 were still available at 
the end of the month, indicating 
the shortage of purchasing per- 
sonnel. 

Try San Jose. Industries seek- 
ing purchasing applicants include 
electrical and nonelectrical mach- 
inery producers, transportation 
equipment producers and photo- 
optical instrument manufactur- 
ers. Salaries exceed $20,000 in 
some cases. One area listing sev- 
eral openings is San Jose, Calif. 
(For more information, see Job 
Scene,) ‘‘Layoffs miss pur- 
chasing,” page 110. 


ever before with local and state 
authorities, says J. C. Hindman, 
executive director of the AArR’s 
Freight Claim and Damage 
Prevention Division. 

Other sources of claims are 
accidents and damages not 
otherwise provided for. Overall 
claims are declining. The number 
of claims filed last year was 2.11 
million, down 5.3% from 1978 and 
the lowest since 1936. The ratio of 
claim payments to gross freight 
revenues last year was 1.20%, 
down from 1.32% the previous 
year, and 1.10% in 1955. Total 
claim payments are up because of 
inflation. 

There were decreases in loss 
and damage payments on 24 
different commodities and increas- 
es on 28. A major commodity 
which realized a drop was 
chemicals and allied products, 
down 5.4% from $16 million in loss 
payments in 1978. Gainers include 
coal, up 40.1% and primary metal 
products, up 24.6%. a 
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with FREON solvent. 


trouble...and money. 


Tom Kelly, DuPont Technical Ma 


nager, can show you 


advantages of FREON over other vapor cleaning systems. 


A FREON* solvent system is a wise 
choice compared to other cleaning and 
degreasing systems—because it com- 
bines high cleaning efficiency and safety 
with low total cost per unit cleaned. 
Here's why: 

FREON solvents clean better...faster. 
They give you better surface wetting, 
better soil displacement, and better pene- 
tration into confined areas of the part 
being cleaned. 


FREON solvents are safe for people. 


FREON solvents have low toxicity ratings. 


They enable you to meet OSHA- and 
E'PA-type regulations easily and 
economically. 


FREON solvents are safe for alumi- 
num, most and rubbers. 
There's no inherent acidity problem with 
aluminum, so there's nc need for acid 
acceptors and chemical monitoring. 


Tom Kelly is one of DuPont's many technical 
specialists throughout the U.S. who can help you 
evaluate FREON in your cleaning process. 


FREON is safe with plastic and rubber 
parts, too, so you can clean a wider range 
of metal-nonmetal assemblies in one 
operation. 


FREON solvent systems save money 
in energy and solvents. Lower operating 
temperatures cut energy requirements... 
and when FREON is used in energy- 
recovery systems, requirements can 
often be cut in half again. There are no 
water treatment costs before or after 
cleaning. And recycling and re-use of 
FREON further reduce solvent consump- 
tion and cost per unit cleaned. 


The “Tom Kelly” in your area can get 
specific. Our representative serving your 
area is ready to help you evaluate FREON 
for your specific use. Write to us, describ- 
ing your cleaning needs. Du Pont Com- 
7 epiein 38011, Wilmington, DE 

1 , 
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Structural Steel “As you like it” 


Here at Morris, Wheeler you get structural steel exactly as you want it. 
In almost any size rolled by the mills. Depend on it. 


You can have it plain. Our 
structural inventory of 7,000 tons 
consists of a wide range of beams, 
channels, angles, zees ... steel 
that’s traceable with mill test 
reports. Lengths up to 60’ plus 
complete facilities for splitting and 
straightening tees and other 
sections. 

You can have it cut-to-order. 
Cutting is a fine art here. Our saws 
provide milled ends. Your tolerance 
requirements can be met. Cutting is 
done around the clock which makes 
next day shipment the usual thing. 

You can have it fabricated. We 
have a structural fabricating division 
that provides a one-stop source for 


structural steel applications. From 
detail drawings for products and 
parts to design and fabrication of 
new construction. And we provide 
field erection crews to serve 
anywhere. 

Put our structural inventory, 
equipment and experience to work 
for you ‘‘as you like it’’. Call Jack 
Kenworthy, Product Manager for 
Structurals at (215) 225-6060. 


Toll Free Numbers 
Eastern PA (800) 822-3755 
NJ, DE, MD & NY (80 


0) 523-3455 
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Morris, Wheeler & Co., !nc. 
Fox St. and Roberts Ave. 
Philadelphia, PA 19129 
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Dr. Robert B. Costello (his 
doctorate is in engineering) came 
to procurement nine years ago 
from a job designing a manufactur- 
ing system for Delco Electronics. 
But even those nine years could 
not prepare him for the day his 
boss told him that the company’s 
dollar volume would double in one 
year and his job—as director of 
purchasing and_ production 
control—would be to find the 
suppliers to support that growth. 

Try putting yourself in 
Costello’s shoes—but be sure to 
include the complications he faced: 

@You have to source from your 
competitors to get the production 
materials the company needs. 

@You have to ask your 
competitors for a lot more than 
traditional vendor support. You 
need their investments of time, 
money, R&D, and production space 
in some very hot new technology 
you want. 

@You have to work in a sellers’ 
market. Your vendor/competitors 
don’t have the kind of idle capacity 
that makes them hungry for new 
businesses. 

What would you do? 

New relationships. Costello 
knew that Delco, a division of 
General Motors, faced an enor- 
mous one-year growth explosion 
this year. Delco supplies GM with 
most of its electronic systems, and 
this year GM requirements for the 
1981 car model year will go from 
500,000-600,000 microprocessor 
control systems for the average car 
to a whopping 5-million micro- 
processors. This is the force behind 
the explosion that will double 
Delco’s sales dollar volume. 

Costello says what he did was 
to go back to basics. “We carefully 
developed a new relationship with 
the suppliers—a relationship that 
hadn’t existed before.” 

Swap knowledge. What is 
this new relationship Costello is 


Viewpoint 


Dr. Robert B. Costello of Delco Electronics 


Preparing to double 
volume in one year 


talking about? “We got our people 
and the significant vendors on the 
outside to accept a sharing of our 
knowledge and their knowledge.” 
In dealing with its suppliers, 
Costello used Delco’s ace in the 
hole: As a division of GM, it is a 
depository of information about 
automotive electronics, and that is 
a market every electronics maker 
knew was going to explode in the 
1980s. So Delco had something to 
swap for the help it needed. “Delco 
is in a unique position,” says 
Costello. “We’re in two industries, 


“We carefully developed a new 
relationship with the suppliers 
that hadn't existed before.” 


“We got our people to accept—and 
the significant vendors on the 
outside to accept—a sharing of 

our knowledge and their knowledge.” 


the auto industry and the 
electronics industry. We're the 
only company in the whole 
world which has that resource. We 
have a better insight into the 
demands of automobile electronics 
than any other group in the 
electronics industry.” 

In that sense, Delco also is a 
door to the entire automobile 
industry, not just to GM. What 
suppliers (like Motorola and Texas 
Instruments) learned working for 
Delco could be applied to products 
for other automakers. “That 
undoubtedly was an incentive in 
their minds,” says Costello. 

Make commitments. In 
areas where Delco had less 
expertise, like unique integrated 
circuits (memory, data converters) 
Costello looked for expert 
companies—for example, Signetics 
and National Semiconductor. 

“We developed the technical 
expertise with these companies,” 
says Costello. “We make long-term 
commitments to these people—not 
necessarily in writing. The 
commitment was in technology. 
We’re using that guy’s device and 
we couldn’t go anyplace else 
because there are not enough 
resources in the rest of the world to 
meet our requirements.” 

That was a resourceful twist 
on Delco’s part. The company, 
acting as a buyer, used the tight 
supply situation in electronics to 
its advantage. It used it as a 
guarantee of commitment to its 
vendors. “We said we had to use his 
capacity,” says Costello, “because 
there’s no other capacity available. 
Even if we changed technology, we 
had to use that capacity.” 

When Delco began preparing 
for the 1981 model four years ago 
says Costello, “there were in- 
stances when our demand exceed- 
ed the capacity of the whole world 
to supply us with that particular 
device.” oo 
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ffort into testing this belt. 


Fall protection is a lot more than just providing 
a belt or harness to keep a worker from falling. True 
fall protection—the way MSA does it —is an engi- 
neered security system. So designed and constructed 
that, in case of a fall, the system absorbs the force 
without causing injury to the worker. Engineered, 
not just put together. Tested and proved. So you can 
feel secure on the job. 

In the first place, belt making at MSA is not an 
assembly line production. One man constructs the 
whole belt. Part by part. Detail by detail. One man, 
one belt. It’s the same with harnesses . .. one man, 
one harness. Controlled production. Tested all along 
the way to ensure product integrity. 

MSA offers a wide selection of materials and 
styles. Color codes them for easy selection by job 
requirement —orange for chemical exposure, blue 
where abrasion is a problem and so forth. The mate- 
rials and components are purchased according to 
strict specifications. Then tested to ensure compli- 
ance with specs. 

During construction each component is tested 
individually by lot. And after the finished product 
has been expertly crafted, the belt or harness is 
inspected again. To make doubly sure. 


Finally comes performance testing. Represen- 
tative belts and harnesses from each lot are drop 
tested. Based on ANSI standard A10.14-1975, the 
MSA drop test also complies with proposed Federal 
Government rules which would make impact force 
on the wearer a criteria. 

Quality control, backed by careful, competent 
product testing is something you can expect from 
every MSA product. All 4,000 of them. It’s another 
reason why MSA has become the world’s most 
respected name in its field. MSA, 600 Penn Center 


Boulevard, Pittsburgh, Pa. 15235. 


Make sure /check MSA 


MSA 
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Chain cuts costs. 

Since today's Alloy chain has 
much greater impact strength, 
smaller and lighter slings can be 
used for equal load carrying Capa- 
bility. This results in substantial 
cost benefits. 


Chain has longer life. 

Records show that chain has a 
far longer service life than other 
lifting media. 


Chain resists corrosion. 

Unlike other lifting materials that 
Can trap moisture or chemicals in 
interior, hidden recesses, chain has 
no inside cavities. So, any attack by 
corrosive elements is readily visible 
and can be intercepted before sig- 
nificant damage results. 


Chain is easy to inspect 
for wear or damage. 

Because it is composed of indi- 
vidual links, chain can be easily in- 
spected for 
wear or dam- 
age. There are 
no hidden parts 
where unseen 
wear and abra- 
sion Can occur, 
Causing prema- 
ture failure. 


Chain absorbs 
greater impact. 

Alloy chain can 
absorb far greater 
impact than other 
lifting media such 
as wire rope. 


Chain resists wear. 

A chain has no external wires to 
be abraded and broken. Those sur- 
faces of a chain that are subject to 
abrasion and gouging are in areas 
of compression and are therefore 
relatively unaffected by this type 
of abuse. 


Chain wraps around 
loads better. 
By its very 

nature, chain 
conforms to all 
shapes and 


sizes of loads. It can 
be wrapped around 
sharper corners. 


Chain stores and ships 
easier. 

Since chain col- 
lapses into a very 
compact space, 
in-plant handling, 
storage and ship- 
ping costs are all 
reduced. 


eee For further 


information, send 
for a free 
brochure 
to: 


NATIONAL ASSOCIATION 


OF CHAIN MANUFACTURERS 


500 North Michigan Avenue 
Chicago. ilinols 60611 
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Why buyers 
must become 
sellers 


Your best selling tool 
is a demonstration 


In cost cutting, 


only effectiveness counts 


Some oidies 
that stlii work 


By John F. O’Connor / Editorial Director 


Your toughest job in a recession is selling—not buying. What 
has to be sold—and hard—is the idea that long-term vendor 
relations must not be sacrificed to meet unrealistic cost- 
cutting targets. 

That’s a tough notion to peddle at some companies where top 
management’s demands for cost cuts grow louder by the week. 

What’s at stake, though, is assured long-term sources of 
supply. In short, the company’s future. What’s also at stake in 
certain instances is several years of purchasing department 
effort aimed at ending the adversary relationships that 
formerly existed between buyer and seller. 

Now we're confronted by a situation in which inept or 
unreasoning cost-cutting can undo all of that. The simple fact is: 
Squeeze a supplier too hard and he won’t be there tomorrow 
when supplies get tight. 

How then, do you balance management demands against the 
realities of the marketplace? The best defense against unrealistic 
or unfair management-mandated cost-cutting moves is an 
offense—specifically, ongoing programs in which suppliers provide 
value analysis support, the latest word on substitution possibili- 
ties, plus any other cost-control help they can muster. 

Your most powerful in-house sales tool is a clear 
demonstration that the job is already being done. You can 
safely preach moderation and selective cost-cutting, but only if you 
have an effective program already in operation—and only if top 
management knows about it. 

So the sales job is really twofold: It calls for (1) selling 
management on moderation and the need for preplanned cost 
control steps rather than gross slashing and (2) persuading 
suppliers that it’s in their interest to help you generate savings. 

An important point in cost-cutting, cost control, 
inflation offset, or just plain survival: Originality doesn’t 
count. The only measure is effectiveness. Examples: 

Machine, material, and manpower utilization studies. 
Ignore the fancy label. This merely means looking at 
everything and everybody through value analysis lenses to 


find out (1) how they’re being employed right now and (2) how they 


can be used more effectively and more economically. Objective: To 
eliminate machine and material duplication and/or manpower fat. 
The simplest variation on this theme: Assign a veteran 
buyer to patrol your plants to ensure that buyers in one location 
aren’t ordering things that are sitting unused in other plants, 
or divisions. It’s obvious but turns up fast results. 
eReviewing previously rejected supplier cost-saving 
suggestions. Times change; so do market situations, profit 
pictures, and management pressures. What was a dumb idea in 
the days of cheap energy may be a stroke of genius now. 
Old ideas—even bad old ideas—are worth another look. 
eResurrecting some of your own previously rejected 
proposals. Vendors have different situations and motivations now 
too. Past propositions, contracting gambits or other overtures may 
look a lot more attractive to vendors today than when you first 
suggested them. | 
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an depend on iota 


Whe wipe something off, | don't 
want to wipe something on. With 

WypAIll, | dont have to worry about 
scratches, either.” 


Why do so many people, in so many different industries, prefer WypAll disposable 
wipers? Is it the cost? The performance? Or is it that special cloth-like feel that WypAll 
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““WypAll amazes me the'way it soaks 
up oil. Like the way it lasts, too.’ 


"Use ato take rags up here. One 
mext One would just smear stuff a 
Now l carry fate cause every on 
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| guess the fact that it's fresh and clean 
and real absorbent, well, that’s why.” 
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send for your free sample packet. nat 
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After 57 years, everything has 


changed except our service. 


“Service. That’s really our business. And 
service is what got us going. Once, early in 
our history, we paid a motorcycle dealership 
down the alley a monthly retainer to deliver 
our bearings. One day, a good customer 
called with a rush bearing order. Without the 
customer knowing it, | immediately 
dispatched the sidecar motorcycle with the 
bearing. | purposely kept the customer on the 
phone for a while. And, before we finished 
talking, he had the bearing in his hands. He 


was really impressed with our service.”’ 
Excerpted from an address 
to the Newcomen Society by 
J. M. Brueni nO. Y Sempre 
and Founder of Bear 
Inc., on the comeany’ s 50th 
anniversary, Jan 10, 
1973, in Claveland. hio. 


Bearings, Inc. 


Corporate Office: 3600 Euclid Avenue, Cleveland, Ohio 44115 


Dixie Bea a 


276 Memorial Drive, S.W. Atlanta, Georgia 30303 


. inc. 


3600 Euclid Avenue, Cleveland, Ohio 44115 _ 


Paperwork 
—and why 
it grows 


Playing It safe 
adds to the burden 


The Issues 
behind paperwork 


What's needed 
to do the job 


Washington outicook 


By Daniel W. Gottlieb 


Item: The Federal Communications Commission unanimous- 
ly votes to boil down the renewal form for a broadcasting 
licence from 21 pages to a postcard. 

That’s a sterling example of how Carter’s paperwork warriors 
are smashing big government’s No. 1 headache. 

But for every victory over red tape, the red-tape fighters have 
their setbacks. 

Item: About the same time FCC was reducing paperwork, 
the Environmental Protection Agency put out regulations on 
hazardous waste disposal that will more than dowble 
industry’s reporting requirements to that agency. Every 
company that produces hazardous waste (almost anything that is 
ignitable, corrosive, or toxic) must: 

eApply for an EPA identification number. 

eObtain a permit if waste is stored on its property more 
than 90 days. 

ePrepare a manifest to track the waste from the time it 
leaves the plant until it arrives at a safe disposal site. 


EPA can show, of course, that much of this paperwork is required 
by the Resource Conservation & Recovery Act passed by Congress 
in 1976. But EPA, in true bureaucratic tradition, chose about 
as wide a definition for hazardous waste as could be found. 
In playing it safe, the agency avoided setting real criteria for what 
should be covered. 

Actually the EPA regulations are a microcosm of the problems 
that face paperwork cutters throughout the federal government. 
Behind EPA’s paperwork lie some serious issues. 

ePolitical. The public won’t tolerate more Love Canals, 
Kentucky “Valleys of the Drums,” or explosions like the one at 
Chemical Control Corp.’s dumpsite in Elizabeth, N.J. Federal 
regulation, therefore, is here to stay. 

ePractical. How much will this new flood of applications 
(estimated at 300,000 between May and August 1980) help 
locate the irresponsible dumper? EPA officials admit they don’t 
have the manpower to keep up with the paper coming in. It’s the 
old story of Congress having big eyes in loading agencies with new 
responsibilities and tight fists in providing manpower. 

eCost/benefits. How much protection do we get through 
massive reporting vs. other ways of enforcement—i.e., selective 
inspection and monitoring; economic incentives; fines keyed to the 
avoided cost of compliance? 

ePrivacy. Will public records of wastes give competitors clues 
of new processes? 

It’s clear paperwork can’t be stemmed by fiat. It will require: 
(1) educating the public to the fact that the federal government 
can’t provide 100% prevention or loss protection against every 
potential carcinogen or hazard; (2) incentives from Congress for 
agencies to find more cost effective ways to regulate than by 
massive reporting requirements (perhaps bonus incentives to 
those in the agencies that come up with ways to cut or avoid 
paperwork burdens); (3) more industry self-policing and mutual 
technical assistance on safety and environmental problems. 
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WERE THE 
AEROSOL 


PEOPLE. 


We make all kinds of quality 
industrial aerosols. Aerosol adhe- 
sives. Aerosol cleaners. Aerosol coat- 
ings. Aerosol lubricants. Aerosol 
penetrants. Aerosol release agents. 
Aerosol anti-spatters. 

In all, we supply more than 60 
types of push-button sprays to help 
you “aerosolve” your problems. 

And we and our distributors keep 
ern of ana in stock at all times to fill your orders 
promptly. 

When it comes to aerosols, we've got what you need. 

Contact your Osborn Distributor. He'll prove it to you. 

The Osborn Manufacturing Corporation, 5401 Hamilton 
Ave, Cleveland, Ohio 44114. 216/361-1900. 


Who could possibly know more 

about lubricating your machinery 
than the people 
who wrote the book? 


This is the ‘lubrication bible: The book that tells exactly which lubes to use in 
over 1,200 different makes of machinery built in the U.S. 

It was written by our Equipment Builders Department, which works hand-in- 
glove with equipment manufacturers, helping to design and engineer lubrication 
systems for their machines. 

Obviously, this book gives our Mobil sales representatives and engineers in 
the field a big edge, since it helps them do a better job for you. It’s almost impossible 
for them to specify the wrong lube, for example. (One of the most common, and 
often most costly, lubrication errors.) | 

For a brochure that tells you how a Mobil lubrication program based on the 
ibook can save you money, write W. W. Horine, Mobil Oil Corporation, 

— 150 East 42nd Street, New York, 
N.Y. 10017. 


lf we cant 

Save you money, 

we dont deserve 
your business. 
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Options 
and rights 
(Part 1) 


What to consider 
when obtaining them 


The flexibility of 
quantity options 


Other areas 
to explore 


Negotiation outiook 


By Dr. Chester L. Karrass 


Options are an effective way to sala s 
secure today’s price in tomor- . 
row’s market. Some options may 
be had for the asking, others must 
be won through bargaining. But 
options often have a high profit 
potential in any market. 

Which to go for? There is a 
general rule of business that should ae 
be remembered by every buyer: Get | Top 
every option you can if it’s free . 
or inexpensive. Many valuable 
options can be secured at little or 
no cost. 

But there are a number of 
principles you should follow to keep prices under better control. 
Obtain options that: 

1. Buy you time to decide; or buy you time to look elsewhere. 

2. Buy you freedom to avoid sole sources; to make the 
parts yourself; to change sources economically; to rid yourself of 
the agreement if circumstances change. 

3. Allow you to buy more at the same price; allow you to 
buy more at a limited higher price; allow you the right to add, 
subtract, or alter the deal. 

4. Allow you the right to buy; the right to resell or sublease; 
the right of first refusal; to change the contract type. 

Each option represents a potential for important cost 
reductions. Quantity options, for instance, are something you 
always should try for. 

Quantity decisions usually are flexible, despite what it 
says on the requisition. When more material is needed, it may be 
too late to buy it at the same price. Obtaining quantity options 
when placing the original order can give you the right to: 

ePurchase added quantities (or to reduce quantities) 
within a specified period at a specified price. 

ePurchase associated accessories at a later date under a 
fixed price schedule. 

eTake advantage of quantity discounts and earned 
discounts in the event the options were exercised. 

Quantity options are just one way of gaining this added 
insurance. There are at least eight others, including 
extensions and exercise periods; returns, markdowns, and 
rejects; owning the tooling; changes; contract-type changes; 
accessories, spares, and extras; sublease and successor; and 
licenses. 

Over the next few issues, we'll take a close look at each of 
them. 


Dr. Karrase specializes in negotiation, , and sales seminars. His 12-hour 
Effective is dacapach Belge rogram is licensed y 136 of the nation’s 500 

eis a a, to Fight a Price Increase, Negotiating Game, 
and Take, and How to Work with Your Employees to Improve Their Performance 
and Your Own. For more information on books and seminars: Karrass R 
2066 Westwood Blvd., Los Angeles 90025 (213) 476-4554. 


Tool steels in bar, billet, 
plate, sheet and Circles. 


Faster. 


Sure, a lot of mills can sell you tool 
stee|. Why choose Guterl? 

Compatibility. Weve got it the 
way you want it. Guterl is oneofa 
very few specialty mills capable of 
producing tool steels in plate, sheet 
and circles as well as billet, bar and 
cold-rolled strip steel for all kinds 
of too! applications. 

Exceptional quality. |n addition to 
our regular fine line, Guterl’s electro 
slag refining equipment also en- 
ables us to produce custom- 
designed tool steels to:meet extra- 
ordinarily stringentperformance 
demands. 

Experience. 80 years as one Of 
the nations finest and foremost tool 
steel producers. 

Fast delivery. Guterl gets it there 
weeks faster than other specialty 
producers. 

Guter!l. Outstanding tool steels. 
The way you want them. When you 
want them. For more information, 
write or call Guter! Spectal Steel 
Corp., 695 Ohio Street, Lockport, 
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Managing 
stock dollars 


A-B-C categorization 
of the inventory 


Relationships offer 
reduction opportunities 


How to use A-B-C 
analysis effectively 
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Inventory outiocok 


By Norman Kobert 


In any series of homogeneous 
elements, small fractions, in 
terms of numbers, usually ac- 
count for large fractions, in 
terms of effect. 

Buyers are familiar with this © 
from the old 80/20 theorem, i.e., 
80% of the dollars usually are spent 
on 20% of the items. In practice the 
split is usually more fine-tuned, 
and is presented as three figures. 

In inventory management, 
this type of analysis is called 
A-B-C categorization. In any ho- 
mogeneous inventory: 

eA” items are a small group (say 5-30% of the total) 
which account for a large percent (70-90%) of either the value 
of the inventory or the cost times past or future usage value. 

eC” items are generally many in number but low in cost 
usage dollars during a past or future period. 

e“B” items are those in the gray area between “A” and 
“C”, and could fall into either category. 

These relationships create opportunities for better inventory 
management and purchasing. Consider, for example, that 
reductions on the order of 50% are required for “C” items to match 
the cost effects of a small “A” item reduction. Frankly, a 50% 
reduction in any area may be impossible—even to contem- 
plate. But a slight reduction in a significant “A” area is easily 
attainable. This tells you where to concentrate your efforts. 

But periodic sorting of inventories into these categories allows 
you to do more than make inventory reduction judgments. It 
allows you to increase the effectiveness of supplying items as 
well. Example: If you trace the history of stockouts in your 
company, you will find that they are more closely related to the 
number of items being supplied than to the value of those items. 
Chances are there have been more stockouts of “C” items 
than “A” items merely because there are four times as many 
*C” items to be controlled. 

Therefore, at very little extra cost, “C” item stocks and 
purchased quantities can be increased to overcome most of 
the stockouts. To offset this, you only need to reduce the 
value of “A” items by one-fourth to one-fifth of the “C” item 
volume increase. 

This example illustrates the theory of large fluctuations in 
insignificant areas which can be offset by small moves in 
significant areas. It’s one of many areas where you can put A-B-C 
categorization to work. 


Norman Kobert is a principal of N. Kobert and Associates, Fort Lauder- 
dale-based management consultants. A specialist in ep the inven- 
tory asset, Kobert has conducted numerous in-plant and public seminars 
on inventory management, and has written many articles for professional 
and business journals. His latest book, Inventory Strategies, is available 
from Boardroom Books, 500 5th Ave., New York, N.Y. 10036. Price: $50. 


Send larger packages, too 


TW&Ass Next Flight Out Pak 
gets there the same day. 
Guaranteed. 


If you have legal documents, last-minute con- 
tract bids or circuits for a “down” computer, 

which must be across the country in a matter of 
hours, you’re going to like TWAs Next Flight Out® 
Pak. It’s the fastest, least expensive small package 
service available. 

So-called “express” 
services can’t deliver your 
package until the next day. 
| And while other airlines can 
send it there the same day, 
the flight will cost you more. 

Only TWA will fly your 
package the same day you 
bring it to us, and for only 
Be | $25. 
>.) If your item weighs less 
(@ | than 2.2 pounds and fits 
into our 13” by 17” pouch, 
then bring it to any TWA 
airport ticket counter or 
Next Flight Out drop-off area at least thirty 
minutes before the flight you want, and we'll fly it 
—to any of TWAs 54 cities across the U.S. 

And, for an additional charge, we offer high- 
priority door-to-door delivery. Call us just 90 


Just $25 toanyTWA cityin the US. 


TWA CARGO 


Youre going to like us 
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minutes before the flight you want. We’ll pick up 
your package at your home or business, get it on 
the selected flight, and deliver the package to the 
receiving address. In just hours. 


Same Day Service for Packages 
up to 50 Pounds. 


For packages between 2.2 and 50 pounds, TWA 
has Next Flight Out service too. Ship your package 
the same day to any TWA city in the U.S., and it 
costs from $35 to $45, depending on the desti- 
nation. And our high-priority door-to-door de- 
livery is available for these larger packages, as well. 

TWA also flies Next Flight Out Paks and 
packages from New York to London. For just $55 
for the Pak and $85 for larger packages, we pick 
up, ship, clear through customs, and deliver to the 
door. The same day. 

So if you have a package to send, and you 
want to save time and money, bring it to TWA. 
We'll get it there today. 

For more information, or to arrange a high- 
priority pickup, just call our toll-free 
number: 800-638-7380. 
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Tetko fabricated screen belts for conveying, drying 
or dewatering food products are not only ‘‘made to 
order” for such uses, they are specifically made to 
order with the right size and features for each ap- 
plication. For instance, one soup producer uses a 
Tetko monofilament polyester mesh belt to carry 
raw vegetables to the cooker. This belt is 40” wide, 
30’ long, with polyurethane edging, It replaces a 


. Multifilament nylon and polyester screening and filtering 
. Everything in wire cloth from open mesh sifting screens to 


. Nylon, polyester and polypropylene, as well as monofilament 


Carrier Belts for 
Food Processing 


rubber belt at much lower cost, and its 2000-micron 
mesh openings allow water to drain away enroute, 
protecting vegetable freshness. 

Whatever your filtering, sifting, classifying or strain- 
ing application, it’s our job to help. And we’re 
ready, with the industry’s largest selection of syn- 
thetic fabrics and wire cloth, plus a U.S. Fabrication 
Plant to create exactly what you need. 


. Hundreds of synthetic monofilament screening fabrics, with 


mesh openings from 5000 microns to one micron. 


. Complete fabrication services, to create filter discs and bags, 


sifter screens, strainer elements, drying belts, etc. 


. Twill square weaves, as well as plain square, half-leno, rec- 


tangular, twill, plain Dutch, basket, satin, taffeta, twill Dutch, 
full-leno and plain reverse Dutch. 


fabrics, plus Swiss silk bolting cloth and grit gauze. 
micron-rated Dutch weave filter cloth. 


Teflon* and polyethylene fabrics. *Reg. DuPont TM. 


Write for Your Tetko Catalog Now. 


TETKO wc 


PRECISION WOVEN SCREENING MEDIA 


420 Saw Mill River Road, Elmsford, New York 10523, Telephone (914) 592-5010, Telex 13-7331 


© 1979 Tetko Inc 


Slip into Lehigh's, and 


Maximum traction, safety and comfort, 
all riding on our exclusive POSITRAX sole. 


Nothing is more important than the 
safety of your employees. That’s 
why we design Lehisgh’s the 
way we do. With comfort, 
durability, and uncompromising 
Quality, especially when it 
comes to safety. All built in. 
Example: The superior slip resistancy of 
our POSITRAX sole. Lightweight yet flexible, 
with a unique tread-sripping pattern that 
insures positive traction when things get 
wet. Channeling water away from a poten- 
tial slip or skid through deep “V” grooves 
for safe, sure, comfortable footing. For 
additional protection, there are Lockrim* 
steel toe caps and steel shanks. For comfort, 
padded collars and a tricot lining. For style, a 
choice of mahogany or brown smooth leather, 
or tan sueded split leather. 

Slip into Lehigh’s with our exclusive 
POSITRAX sole and there’ll be no “‘slip-ups” on 
the job. We can prove it, contact: Lehigh 
Safety Shoe Company, So 
1100 East Main Street, 
Endicott, New York 13760. 
Phone 607/754-7980. 
Telex: 932-449. 
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Brown smooth 
leather 
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Mahogany smooth leather 


SAFETY SHOES 


Readers Service No. 100 
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you won't slip on the job. 


1632 
Tan Sueded split leather 


If great ideas 
never needed — 
Improvement, 
wed. | 
sull be driving 


SONITILERTATT 


Keep your company rolling right along into the IMTS-80 will represent 2 years of innovations 


1980's with new ideas at IMTS-80. 

The Model T was the most innovative idea 
of its time. But times change and we have to 
keep up with them. 

Which is why it will make all the sense in the 
world for you to attend IMTS-80. America’s 
largest trade show. It's where you'll fill your 
mind with productive ideas to make your 
manufacturing operations more efficient. 


in metalworking technology from 1000 manu- 
facturers representing 32 different nations and 
covering 1,500,000 square feet. 

For more information, write or call: 
IMTS-80 Registration, 
7901 Westpark Drive, Messi Le 
McLean, VA 22102. 
Phone:703/893-2900: 
TWX: 710-831-0031 
NMTBA MCLN. 


You can't afford to miss 
the innovations at 


THE WORLD OF Bia 


PRODUCTIVE IDEAS. [zamnakete 


Sponsored by the National Machine Tool Builders Association 


CHICAGO, ILLINOIS, USA 
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Steel pact to 


——s 


Labor 


boost prices 


The rich national steel pact—the most critical 
settlement of 1980—set the pace for aluminum and 
nonferrous metal negotiations when it boosted wages 
and benefits some 40% (more or less, depending on 
the rate of inflation). Its effect was to give unions | 
ammunition to beef up demands for industry workers’ 
pay that typically falls short of steelworkers’. In fact, 
the settlement for aluminum workers was, in some 
ways, even better than the national steel settlement. 

What will the steel pact cost? In steel alone, the 
40% boost in labor costs will translate into price hikes | 
of close to 15% over the next three years. This is 
because salaries and wages account for about 36% of 
the selling price of steel (on the average). 

Bear in mind that labor costs as a percent of total 
sales vary from company to company. For example, 
the ratio at U.S. Steel is 40.59%; at Bethlehem Steel 
it’s 41.23%; at Inland it’s 30%; and at Armco it’s 
28.34%. The higher the ratio, the more _ labor- 
intensive the company, and the steeper the price 
increases will have to be for the company to recover 
these costs. 


Negotiating calendar: 
major contracts expiring in August 


Contract Number of 
expires Union workers 


8/1 Steelworkers 10,100 
(USA) 


industry 


Iron ore mining 
Cleve Cliffs, 

eserve Mining, 
U.S. Steel) 


Steel (Allegheny 


Steelworkers 212,750 
Ludlum, Armco, SA) 


Bethlehem, CFA&l, | 
Copperweld, | 
Crucible, | 
Cyclops, Inland, 
Interlake, Jones & 
Laughlin, Kaiser, 
_ Latrobe, Lukens, 
National, 
Phoenix, 
Republic, U.S. 
Steel, 
Youngstown, 
Wheeling- 
Pittsburgh) 
Gray iron Steelworkers 91,200 
foundries (U.S. (USA) 
Steel Corp., 
Microdot inc.) 
Fabricated metal 
(U.S. Steel) 
Bearings Steelworkers 8400 | 
(Timken Co.) (USA) | 


Steelworkers 2300 | 
(USA) 
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Catalog 79: 

64-page Big Bearing Design Guide 
The definitive book on big bearings. How, where and 
why to use them. How they work and what they do. 
How to select and specify. Types, sizes and multi- 
load capacities. Lists many models in stock for 
immediate delivery. 

Write Rotek Incorporated, Aurora, Ohio 44202. 
Phone: 216-562-3111, Ext. 123. 
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The big bearing people 
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Custom Molded 


GEARS 


1 @ @** 
© ©. 


Many designers find it advantageous to call upon WINZELER to produce 
gears and related parts from tooling made to their specific needs. WINZELER 
has the knowledge, expertise, and capability to solve difficult gear train 
design problems. Using the latest reciprocating screw molding presses 
equipped with a unique control to achieve constant, uniform part size. . . 
coupled with modern inspection equipment . . . and rendering unsurpassed 
service and quality workmanship . .. WINZELER offers you custom molded 
gears and parts that are just right for your product. If you have a gear 
problem, put WINZELER’S 30 years 
of experience to work designing and 
producing gears for you. 


inzeler 


Manufacturing & Tool Company 
7355 W. Wilson Ave. « Chicago, Ill. 60656 
Area Code 312/867-7971 
“Precision Made Stamped and>Molded Gears” 


Send for 
Free Catalog 
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MRP breaks with past 
patterns of failure 


MANAGEMENT 


By James P. Morgan / Editor 


Why does MRP have a ragged past? 
Why is it so ‘hot’ now? What 
does this mean for purchasing pros? 
Oliver Wight has the answers 


ROUGH 
CUT 
CAPACITY 


In MRP, everything starts with priority planning (left). The master schedule 
drives the priority planning system, which in turn, drives the rest of the 
production and inventory management system. MRP II (right) carries planning 
to its next stage. In it, the production and business plans are intertwined. 


Scene: A meeting room in a 
posh suburban Boston motor inn. 
In a classroom setting, some 40 
intent business managers are 
listening and scribbling notes. 

As class members start asking 
questions, it soon becomes obvious 
that this is no ordinary aggrega- 
tion of business people. Marketing, 
manufacturing, engineering, fi- 
nancial, and administrative man- 
agers and vice-presidents and a 
sprinkling of presidents and CEOs 
are shooting questions at instruc- 
tors Oliver Wight and Walt 
Goddard. They. represent a Who’s 
Who of American manufacturing 
and they’re attending another 
class in “MRP for top management” 
given by Oliver Wight, Inc., a New 
Hampshire-based consulting firm. 

That scene will be repeated 
some 36 times this year. (Mostly 
the courses are held in the Boston 
area, but a few are held in 
Orlando, Fla. and Newport Beach, 
Calif.) For the most part, notes the 
ebullient Oliver W. Wight, the 
sessions will be filled with busy 
executives traveling long distanc- 
es and paying top dollars ($750 for 
about two days) to hear how they 
can use computers to help improve 
productivity and control invento- 
ries. Indeed, consultants say MRP is 
one of the hottest topics in 
business management today. 


| 


Quantum improvements. 
The remarkable part of this top 
management rush for information 
about material requirements 
planning (mrp I) and manufactur- 
ing resource planning (MRP II) is 
that it comes more than 20 years 
after manufacturing companies 
first began to give serious 
attention to the computer for 
controlkiag production and the 
flow of materials in the production 
process. It was obvious by the late 
50s that the computer had the 
capacity to bring about quantum 
improvement in production and 
material usage. And by the early 
’60s, the first ragged outlines of 
MRP began taking shape. 

In very basic terms, MRP is a 
system that establishes precise 
control over scheduling production 
and vendors. Using the vast speed 
and memory resources of the 
computer, MRP II is an extension of 
MRP to improve not only produc- 
tion and materials scheduling, but 


MRP Il converts scheduling 
information into dollars to 
make a company game plan. 


also help in getting the most from 
such functions as marketing, 
purchasing, finance, and engineer- 
ing. It converts the scheduling 
information into dollars to make a 
“company game plan.” 

A good mrp system is able to 
do this because it reports truly 
what is happening throughout the 
manufacturing operation and 
translates that information into a 
common data base in the 
computer. This data base can then 
be tapped all along the way to help 
management make decisions 
based on up-to-date information. 

History has been harsh. 
But, in reality, MRP has had a 
ragged history of failures, partial 
successes, and relatively few 
successes. Many companies have 
gotten results, but few are getting 
anywhere near the potential. 

To find out why MRP is so “hot” 


Oliver W. Wight is the president 
of Oliver Wight Inc., a consulting 
firm specializing in production 
and inventory management. He 
has developed a number of 


industry and his book Production 


Computer Age, is generally 
considered the definitive text on 
use and application of material 
requirements planning. His most 
recent book, MAP I//: Manufactur- 
ing Resource Planning, relates 
production and inventory 
management to overall corporate 
planning. Wight will join the staff 
Of PURCHASING in August. 


now, why it had such a ragged 
past, and what this means to the 
purchasing professional, PURCHAS- 
ING went to the “hottest” 
consultant in the field for answers. 

“Ollie” Wight is the author of 
Production and Inventory Manage- 
ment in the Computer Age, MRP IT: 
Manufacturing Resource Planning, 
and head of five companies 
involved in consulting and teach- 
ing about MRP. He’s a champion of 
MRP’s virtues and his conversa- 
tions on the topic are freely 
sprinkled with the lingo of the 
shop floor. 

As Wight sees it, MRP owes its 
new glow to a number of factors. 
Perhaps the most important is the 
fact that a few companies seem to 
have learned what it really takes 
to make it work. Right now the 
cost of money and the lack of 
money at any price—and the effect 
tight money has on inventory costs 
is focussing even more attention 
On MRP. 

To illustrate, Wight uses the 
example of a relatively small 
manufacturing company—with 
gross sales in the $50 million/yr 
range. “Let’s suppose the company 
spends $500,000 to put in an MRP 
system. If factory cost of sales 
(labor, material, and overhead) 
account for half of those sales 
dollars, that would be $25 million. 


training programs used throughout 


and Inventory Management in the 


Assume the company makes a 
complex product and gets only two 
inventory turns a year—that’s a 
$12% million in inventory. A good 
MRP system can be used to increase 


Nashua’s 410 tape is head and 
shoulders above the competi- 
tion when it comes to medium 
rensile strength strapping jobs. 
410 combines a split-resistant 
Dolyester with glass fibers to 
give you a wide range of applica- 
lions that dwarfs the performance 
-ange of other tapes. It’s perfect 
or Clipping, bundling, unitizing 
and palletizing. And its excellent 


tack makes even big strapping 
jobs seem small. 

The next time you think about 
your strapping tape perform- 
ance, think big. Nashua’s 410, 
the strapping giant. 


NASHUA TAPES 


The Big Stick. 


IWNASSHUA CORPORATION, NASHUA, NH 03061 


MANAGEMENT 
Inside MRP 


(continued) 


the turns to three a year. Now 
youre down to $8% million. If 
money is going at, say 20%, you’ve 
saved enough to put two MRP 
systems in place—on inventory 
cost alone!” 

Long-range selling point. 
But that’s only part of the 
inventory story, says Wight. 
“Suppose the company is in a 
growth industry and funds are not 
available at any price. Are you 
going to keep what funds you do 
have tied up in inventory—or are 
you going to maximize them and 
keep growing? A growth company 
can’t afford to lose its momentum.” 

But while inventory has 
become the most immediate 
selling point in MRP, productivity 
will probably prove to be its most 
potent long-range selling point. 
More and more companies have 
come to realize that unless they 
improve productivity significantly, 
“they just aren’t going to be able to 
compete in the marketplace.” 

Improvements in computers 
and especially computer software 
in recent years also have had an 
important effect on the growth of 


interest in MRP. The development 
of smaller, more flexible comput- 
ers, and especially the develop- 
ment of “usable” programs have 
increased MrRP’schances for success. 

What went wrong? One 
nagging question, of course, still 
lingers: Why did mrp take so long 
to get off the ground? 

To understand the failure, 
says Wight, it’s necessary to 
understand what scheduling 
should be. Fundamentally it tries 
to plan priorities and capacities 
and then control these priorities 
and capacities so they result in the 
best possible use of materials and 
manpower. 

“The trouble was that when 
we first tried to adapt the potential 
of the computer to scheduling we 
were thinking in the wrong area. 
We said inventory management is 
concerned with how much to order 
and when to order it. Unfortunate- 
ly, in most companies inventory 
management had only been 
order-launching—and we said let’s 
improve this function. But the 
ordering wasn’t the critical issue. 
When programs were built around 
‘how much’ and ‘when’ they 
resulted only in pushing paper out 
into the factory and to the vendors. 
Then we used a shortage list to 
expedite. This was the real 
scheduling before the computer. 


And scheduling is what manages 
inventories. It is the name of 
the game in manufacturing.” 

Wight’s point: Most compa- 
nies, when they approached the 
use of computers in managing 
their inventories started with bad 
manual systems. Often they had 
formal systems that were little 
more than order-launching sys- 
tems. In most cases, there was no 
possible way of keeping the 
schedules that were manually 
generated valid. The people 
responsible for keeping the 
production line humming ignored 
the formal system and used 
informal ones based on shortage 
lists and expediting. So, when the 
formal system was converted to a 
computer system the result was 
junk. “Poor manual systems that 
did not work bred poor computer 
systems that did not work.” 

Down a blind alley. “The 
difference between the formal and 
informal system is the thing that 
took us down a blind alley,” says 
Wight. “We kept trying to 
computerize the formal system 
that didn’t work. When we finally 
developed formal systems that did 
work they tended to be very 
simple—and surprisingly they 
tended to be similar.” 

Further complicating the 
problem was the fact that early 


The prime importance of MRP to purchasing is to free the average buyer for more creative purchasing challenges. 
The chart below compares the typical buyer’s day before and after MRP was instituted at the Tennant Co., Minn. 
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Typical buyer’s day 


r&c For brass and copper 

«em — Straight lengths 
wee’ and copper coils of 
professional quality... look to 


the professionals at H&H Tube. 


If you want more than just parts or 
tubing, look to the professionals at H&H 
Tube. They have areputation for providing 
complete customer satisfaction for over 
45 years. The latest H&H color brochure 
tells the whole story. 


H&H TUBE AND MANUFACTURING COMPANY * 4000 TOWN CENTER, SUITE 485, SOUTHFIELD, MICH. 48075 * (313) 355-2500 
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Simple system 


(continued) 


practitioners tried to build highly 
sophisticated systems from the 
start. Often they tried to “build all 
the decisions into the program 
rather than develop simple 
management tools. 

Central in most of these early 
bad experiences with mrpP is the 
fact that by and large the wrong 
information was fed into the data 
base. And wrong information was 
used because companies didn’t 
really use information in their 
formal systems. A shortage list 
does not require accurate invento- 
ry records, bills of material, or a 
realistic master schedule. 

Wight cites four. major 
problems resulting from the old 
method: 

1. The shortage list discovers 
shortages too late. This results in 
massive expediting in manufactur- 
ing and purchasing at the end of 
the month—with too much 
inventory and not enough good 
customer service. 

2. It generates false backlogs 
of past-due purchase and shop 
orders. “Order-launching and 
expediting says, ‘Give me the or- 
ders on the date I told you unless I 
tell you I need them sooner.” 

3. When a company runs with 
an informal system like a shortage 
list, the information used by the 
management to run the business 
will often be wrong or simply not 
available. Without a working 
formal system, time is spent 
firefighting. 

4. When schedules aren’t 
valid, performance is almost 
impossible to measure. 

A good MRP system, then, is an 
operating system that works. 
Specifically, the data in it reflect 
what is actually taking place on 
the plant floor. Valid schedules are 
generated without phoney due 
dates and for which people can be 
held accountable. 

Data to include. The kinds of 
data that should be in the system 
usually are generated in seven 
basic operations reports: produc- 
tion plans, master production 
schedules, material requirements 
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plans, capacity requirements 
plans, output monitoring reports, 
dispatch lists, vendor schedules. 

Data generation starts with a 
production plan expressed in units 
by product group. The production 
plan usually shows the starting 
inventory, anticipated monthly 
sales, planned monthly produc- 
tion, and projected resulting 
inventory or backlog by month. 

The master production sched- 
ule breaks the production plan 
down into specific end items, 
or groups of components. 

The material requirements 
plan then takes the input from the 
master production schedule and 
shows for each individual item or 
component the starting inventory, 
the requirements, the open orders, 
and planned order releases. The 
projected inventory balances are 
then calculated for each item. 

The output of the material 
requirements plan goes into 
capacity planning as released shop 
orders and planned order releases. 
The capacity requirements plan 
calculates the standard hours of 
production, by work center and by 
time period, required to satisfy the 
master production schedule. 


MRP can raise 
purchasing’s level of 
professional competence. 


Output, by work center, is 
then monitored using an “input/ 
output” report. 

The daily dispatch list shows 
actual jobs in the work centers 
listed in priority sequence. The 
vendor schedules do the same by 
vendor—usually weekly. 

Purchasing and MRP. But 
how important is MRP? 

The problem with all the talk 
about schedules, the dispatch lists, 
and computerized data is that it 
doesn’t seem to involve purchas- 
ing. In fact, to some purchasing 
managers the whole thing looks 
like another move by a bunch of 
“computerniks” looking to carve 
out a niche for themselves in 
materials management. 

Wight suggests that purchas- 
ing has a great deal to gain from 
MRP. “Purchasing people are the 
victims of lousy schedules. They 
have been for ever and ever, and 
they’ve come to think of fire- 


fighting as normal. Actually MRP 
can be the single most important 
factor in raising purchasing’s level 
of professional competence.” 

Wight reasons that in many 
companies more than 50% of 
purchasing’s time is taken up with 
paper pushing and expediting. On 
the other hand, a well-managed 
MRP system can generate a 
schedule and send it to the vendor 
once a week. There are no 
requisitions, no purchase orders, 
per se. (There’s usually a letter of 
agreement with terms and condi- 
tions that can be used as a p.o. if 
necessary). The schedule has been 
separated from the purchase order, 
and there are no schedule changes 
to be processed by purchasing. A 
new schedule goes out every week 
updating everything. 

So what do purchasing people 
do with all this saved time? “Well 
they look at the schedule going 
through to make sure that it 
makes sense. They make sure that 
vendors understand that the 
schedules are valid and also make 
sure that the material comes in on 
time. But rather than an 
expedite—it’s followup. 

“They have more time for the 
things that make money; they can 
work with engineering on standar-. 
dization or value analysis. They 
can do real purchasing because 
they can see problems coming far 
enough ahead to take action.” 

A negotiating plus. MRP, he 
notes, gives purchasing an oppor- 
tunity to negotiate with vendors 
on a “real” basis. One of the basic 
problems with negotiating stock- 
less purchasing contracts, for 
instance, was the fact that 
purchasing didn’t really have 
much knowledge about actual 
needs. As a result the purchasing 
manager couldn’t deliver the 
promised inventory use flexibility 
promised to the vendor. 

Wight also feels that it fosters 
the use of blanket ordering. 
Typically in the past, he says, 
blanket orders were set up with a 
release schedule, and the release 
schedule was not reviewed fre- 
quently enough. Result: Material 
was coming in either too soon or 
too late, because requirements had 
either dropped off or picked up. 
With a properly managed MRP, 
requests are balanced against 
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MANAGEMENT 


Negotiating tool 


(continued) 


inventory on a continuing basis 
and releases against blanket 
orders can be kept up to 
date—continually. 

Wight also feels that mrp 
offers purchasing a chance to truly 
evaluate vendor performance. Few 
companies, he notes, can fairly 
rate vendor performance today 
since the dates put on orders by the 
formal system are either wrong to 
start with or are not maintained 
properly. They are not need dates, 
but due dates. 

Phoney backlogs. Going 
further, Wight suggests that much 
of purchasing’s worry about 
leadtimes is really the result of the 
old method of order launching and 
expediting. “The system causes 
phoney backlogs.” 

“When a vendor quotes longer 
leadtimes to his customers, he 
almost invariably winds up with a 
bigger backlog of orders,” explains 
Wight. If, for example, he quotes a 
10-week leadtime and raises it to 
15, his customers will have to plan 
to cover all their requests 5 weeks 
further out than they normally 
did. This results in sending the 
vendor an extra 5 weeks worth of 
orders; his backlog then goes up 
further; he raises the leadtime 
again; the vendor responds, etc. 

This upward ratcheting can 
continue for a _ considerable 
distance—until someone starts to 
cut back. Very quickly the vendor 
starts to pare back leadtimes and 
his customers start reducing 
orders because they no longer have 
to order that far out. “The leadtime 
syndrome is well known, but few 
understand the backlog it creates.” 

This has been the problem in 
the past, he notes. “We order- 
launched, we expedited. But we 
never un-expedited because we 
didn’t have the massive manipula- 
tive capabilities the computer 
provides today. Consequently we 
had this big phoney backlog. And 
the longer we stayed in a period 
when leadtimes were long, the 
bigger the phoney backlogs got to 
be—and these led to the so-called 
inventory recessions. The minute 


we start going down the other side, 
the backlog evaporates because it’s 
as phoney as a three dollar bill.” 

“The newspapers start to tell 
the bad news. The comptroller 
reads it and says, ‘cut back on 
inventory.’ So now we start to 
un-expedite under duress. That 
opens holes in the schedule and the 
vendor starts reducing the lead- 
time. You have to pity the poor vp 
of manufacturing who has a 
10-month backlog in August, 
which drops to 6 weeks by 
December.” 

Doesn’t double-ordering figure 
into the problem? Wight thinks 
not. “I think most of the 
double-ordering talk is baloney. 
When backlogs suddenly disap- 
pear, people who don’t understand 
order-launching and expediting 
look at it and say ‘How could that 
happen? I had nine months’ 
backlog four weeks ago and now 
it’s do to four weeks. Aha! 
People double-order.’ Actually 
double-ordering was a very minor 
part of the inventory crash of 1974 
and the only ones who did 
double-order were those who did it 
after backlogs were up to a year.” 

Back to basics. Wight’s basic 
point about MRP—about its 
potential to revolutionize produc- 
tion, about the reasons for its lack 
of success in the past, and it’s 
importance to purchasing—is that 
it’s a tool and not a function. MRP is 
a valid management tool, only 
when the data it marshals is a true 
reflection of what actually tran- 
spires in the manufacturing cycle 
and people use it intelligently. It 
has no magical powers of its own. 
Just as materials management 
cannot solve a problem simply by 
jiggling the organizational chart 
or EOQ solve problems by fooling 
with order lot sizes, MRP solves 
no problems by transcribing manu- 
al data into computerized data. 

When operating managers 
throw off the mysticism surround- 
ing the computer, when they stop 
thinking in terms of their “unique” 


proble when they start think- 
ing in terms of simple people- 
oriented systems that correctly 
reflect what they are doing, says 
Wight, “MRP can produce the 


results everyone has been waiting 
for and some companies have 
proved they can be achieved.” & 
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Count ’80 as a blessing; 
beyond that, pray 


By Ernest Raia / Technology Editor 


Buyers can count on a supply squeeze 
in the ’80s. For the short term, 

falloff in demand may give buyers 
some bargaining leverage 


You don’t have to be able to 
read tea leaves to know what the 
next year will be like for lube 
buyers. There’s a good supply of 
lube around, maybe even a glut 
building up. The credit for that 
goes to the recession, not any 
increase in production capacity. 
Demand has simply fallen off this 
year; in fact, suppliers are bracing 


Industrial lube demand: 
Process oils will set pace in *80s 
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for another 75. 

However, long-term prospects 
are another matter. Once the 
economy starts rolling again, 
supplies should begin getting 
tight. Buyers can count on rough 
times ahead. Product shortages 
are a good bet to pop up before the 
middle of the decade. Not only 
that, but the U.S. might even 
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U.S. lube industry: 
Net importer by 1985? 


(% U.S. production) 


Source: Business Trends Analysts 


become a significant net importer 
of lubes before the decade is out. 
Lube prices are even more 
clear-cut. The last few years have 
left buyers twitching. Like all 
other petroleum-based products, 
lube prices have been rising 
rapidly. Suppliers are taking an 
aggressive stance in an effort to 
make the lube side of their 
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Amoco’s complete lineup of petroleum products from motor oils to white oils. Circle 151 

Big, loose-leaf collection of product bulletins on Citgo lubes and peowa products. Circle 152 
Gulf’s line of Harmony multipurpose lube oils for a wide variety of industrial applications. Circle 153 
Lubrication data book for all industries from the Lubriplate Div. of Fiske Bros. Refining Co. Circle 154 
Lubrication guide covering Keystone/Pennwalt’s broad line of lubricants (Bulletin LG-77). Circle 155 


Compressor oils 
This air compressor lube guide covers petroleum-base and synthetic fluids. From Keystone/Pennwalt.Circle 156 


Engine oils 
1980 lube recommendations for all types of engines, from passenger cars (domestic and ig gg and trucks 
to chain saws and crawler tractors. Recommended for all fleet supply buyers. From Sun Oil . Circle 157 


Gear oils 
A new generation, extreme pressure lube for all types of gears and bearings. From Chevron. Circle 159 
Brochure on a new multigrade truck gear oil that offers all-season protection. From Sun Oil. Circle 160 


Hydraulic oils 
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guide from Sperry Vickers. Circle 162 
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Brochure on Sun’s low-cost, fire-resistant hydraulic fluid (Sunsafe 450). Circle 164 


Metalworking oils 

Application goide on metalworking fluids from Amoco. Circle 165 

Just off-the-press from Mobil, the company’s new line of Greek letter series cutting oils that 
have been formulated to provide significant increases in tool life and productivity. Circle 166 

Brochures on Texaco’s line of versatile cutting fluids. Circle 167 


Miscellaneous 

Spray-on lubes and a myriad other industrial aerosol products are covered in this brochure 
from Sherwin Williams. Circle 168 

Brochure on plug-in modular lube systems. From Lincoln St. Louis. Circle 169 


Product sheet 
Chain oils 
A long-life chain lube from Parr Inc. in Cleveland. Circle 170 


Compressor oils 
Parr’s Cevac 500 was designed specifically for reciprocating air compressors. Circle 171 


Engine oils 
Product bulletins on three Shell engine oils: Rotella, Rotella T, and Rimula. The Rotella 
oils are for mixed fleets, Rimula for off-highway equipment. Circle 172 


Gear oils 
Product flyers from Chevron on unleaded gear compounds for enclosed gearing and a multi-purpse 
lube for hypoid gears. Circle 173 
Data sheet on Exxon’s Spartan EP, a high-temperature gear oil. Circle 174 
Four product info sheets from Sun Oil: Sunep 1000 (for high-load gearing); Sunep (for open gearing); 
Sunmist 6000 (for use in oil mist systems); and Sun compounded gear oils (for worm gear drives).Circle 176 


Greases 
From Chevron, product flyers on multipurpose polyurea, heavy-duty, pinion, and bearing greases. Circle 177 
Data sheets on four greases from Exxon: Beacon (low-temperature grease); Lidok (lithium-base, multipurpose 
grease); Ronex MP (a multipurpose grease for all types of bearings, gears, and couplings); and Unirex 
(a high-temperature, multipurpose grease). Circle 178 
Data on a synthetic ag that can withstand temperatures up to 800° F. From Parr Inc. Circle 179 
Three greases from Sun Oil: Prestige Moly 2 EP (a lithium-base, multipurpose grease); Sunaplex 990 EP 
(a high-load, multipurpose grease); and Sun C-890-T greases (where water-resistance is a must). Circle 180 


Hydraulic oils 

Three product flyers from Chevron covering general purpose, anti-wear, and fire-resistant fluids. Circle 181 

Data sheet on Nuto H and Univis, two hydraulic fluids from Exxon. Nuto H meets the most stringent 
requirements of practically all major manufacturers of hydraulic equipment; Univis oils offer high 
viscosity indices. Circle 182 

Tellus and Irus are two Shell hydraulic oils. Tellus is a premium quality circulating and 
anti-wear hydraulic oil; lrus is a “snuffer” type fire-resistant fluid. Circle 183 


Metalworking fluids 

Data sheets on Dortran N, Fanox N33, Kutwell, and Pennex N. four Fre oils from Exxon. Circle 184 

Product bulletin provides recommendation on Shell’s consolidated line of multipurpose cutting fluids. Circle 185 
This packet of nine product information sheets from Sun covers cutting, grinding, and quench oils. Circle 186 


You can stabilize a load with 
either stretch film or strapping. 
It's all a question of how you 
want to spend your money. The 
load on the left took two wraps 
of an EVA-type stretch film 
which cost 48¢. For the same 
money, you could have 
stabilized three identical loads 
with Signode’s Contrax® plastic 
strapping. 

The dollars and cents savings 


Stretch Film: 
48¢ aload 


you could realize over a year by 
using Contrax® add up fast. 
Fast and flexible. | 
Signode’s complete line of 
horizontal strapping machines 
quickly stabilize loads, with or 
without pallets. Ranging from 
light tissue to heavy beverage 
cases. They can be built into 
automatic palletizers for even 
more efficiency. 

Strapping machines apply 


ay =i =| 
wy 


cn 
ee 


Strapping: 
16¢ aload 


the same amount of strap at the 
same tension each time. So 
there is no guessing and no 
waste, as there can be with 
stretch film. 

How much can you save? 

To get the full story, contact 
your Signode representative. He 
can show you how to do the job 
for less. Call him today. He’s 
listed in the Yellow Pages under 
Strapping. 


SIGNODE 


Signode Corporation, 3600 W. Lake Ave., Glenview,:IL‘60025 


LUBRICANTS 


Lube buyers paying 


(continued) 


business a bit more profitable and 
self-sustaining. Most lube buyers 
would probably be glad to settle for 
price hikes of 20%. Many got 
socked last year with increases of 
30% or more. 

Even though demand is off 
this year, it’s hard to imagine any 
slow up on the pricing side as long 
as crude costs (and the cost of other 
raw materials—additives and the 
like—used to make today’s modern 
lubricants) keep going up. The 
fall-off in demand is giving rise to 
speculation that the market will 
turn a little in the buyer’s 
favor—that buyers will suffer a 
little less from the “take it or leave 
it” attitude now prevalent in the 
marketplace. 

More bargaining. What 
buyers will be looking for is more 
bargaining, rather than bargains. 
Buyers last year were complaining 
about retroactive price hikes. This 
year they may be able to balk with 
more success. 

No question that lube buyers 
are peeved by the supplier’s tough 
attitude. One buyer makes this 
bitter commentary: “Although I 
buy lubes under an annual 
contract, price clauses are wide 
open....The supplier can in- 
crease the price any time there’s a 


The major lube suppliers 
are pruning their 
product lines. 


hike in crude costs, or for whatever 
other reason...40% price in- 
creases aren’t even negotiable, 
they lay the quote down and that’s 
it... . The competitive approach is 
disappearing; other suppliers seem 
to be reluctant to come in... no 
complicity, just that they have all 
the business they care to 
handle. ...I also see a lot less of 
the factory reps that once use to 
stop by regularly with the local 
distributor. The outlook is not 
encouraging—the field of suppliers 
and their scope is narrowing.” 
The pattern of selling is 
changing. Most of the major 
integrated lube suppliers are 


a For more information circle 35 


withdrawing from direct sales and 
letting distributors market their 
products. Some have taken the 
next step. Gulf Oil, for example, is 
in the process of converting from a 
consignment system where they 
had control of inventory and prices 
to outright selling of their products 
to jobbers. 

Product pruning. The ma- 
jors are also pruning their product 
lines. Product proliferation has 
dogged the lube field for years, so 
this may not be a bad sign for 
buyers, as it might give them a 
chance to simplify their inventory 
requirements. Economics has 
always provided the motivation for 
chasing after high-volume grades, 
but the development of multi- 
function products has provided the 
majors 
effectively pursuing this policy. 
One multi-function product can 
replace two, three, even four 
separate lubricants. 

No doubt, though, that this 
pruning process will make the 
majors even more reluctant to 
satisfy the whim of a customer for 
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with the means of 


a special, off-grade lube. Such 
lubes clearly are becoming the 
bailiwick of the independent 
blenders who are stepping in to fill 
the void. 

Besides product streamlining, 
some of the majors are also pulling 
back in other areas. Shell, for 
example, is limiting the availabili- 
ty of its metalworking oils 
primarily to the East Coast. 
Perhaps not coincidentally, little 
growth in the demand of metal- 
working oils is anticipated over 
the next decade. (Sun’s James 
Helm forecasts that the demand 
for metalworking oils will grow at 


9 pl “es /demand balance 
or some rough 
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a rate of only 0.6%/year, in 
contrast to growth rates of 1% for 
industrial engine oils and general 
industrial lubricants and a big 
3.9% for process oils.) 

Reasons for the slow growth in 
demand for metalworking oils: 
greater use of water-soluble fluids, 
the “laundering” of used oils for 
reuse, and new additive systems 
that will prolong fluid life. 

Shaky supplies. Helm ex- 
pects domestic lube demand to 
come back to reality in the ’80s and 
grow at or below the historical rate 
of 1.6%, nothing like the 6.7% 
average growth rate registered 
over the last four years. But even 
at this lower rate, he sees a 
tightening balance between supply 
and demand. By the second half of 
the decade, Helm believes there 
will be product shortages unless 
some corrective actions are taken, 
such as: more lube imports (very 
likely); the industry builds more 
lube capacity (unlikely); overall 
lube demand growth is slowed 
through conservation; or exports 
are reduced further. 

Since 1970, U.S. lube plants 
have operated at an average of 
82% of rated capacity. The most 
productive year was "74, when lube 
refiners, operating at 92% of 
capacity, produced a record 70.7 
million barrels of base oils. The 
worst year was in ’75 (68% 
capacity), when demand plummet- 
ed to only 50 million barrels. Last 
year, lube plants ran at about 87% 
capacity. But nameplate ratings 
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Lube supply: Rough times ahead 
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*0.85 is considered to be a comfortable operating factor; the lube industry would 
be hard pressed to sustain an operating factor over 0.90 on a long-term basis. 
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Capacity problem 


(continued) 


don’t tell the whole story. Not oniy 
are many of our plants getting old, 
but they are processing poorer 
quality crudes. As a result, yields 
are declining. 

The total supply of base 
oils—both paraffinic and 
naphthenic—should be adequate 
to meet demand through 1985. But 
this big picture can be misleading. 
Each base oil category is made up 
of several viscosity grades. While 
the total supply could be OK, some 
individual viscosity grades may be 
in tight supply. Such is the case at 
present with bright stock, which is 
used to make heavy-duty lubes. 

Bright stocks, unfortunately, 
are the most expensive viscosity 
grades to manufacture—operating 
costs are high but production rates 
are low. Hence there’s not much 
incentive to expand capacity 
to make more bright stock. 

Probably all naphthenic base 
oil grades will be in tight supply 
through the ’80s. That’s because 
all of our good naphthenic coastal 
crudes are drying up. Buyers are 
going to have to accept that fact. 
Naphthenic base oils have always 
been cheaper than paraffinic oils, 
but those days are numbered, says 
Exxon’s John Murray. When 
naphthenic oils start selling at a 
premium, it will no doubt 


“(For more information circle 36 


encourage users to switch to 
paraffinic lubes in many non- 
critical applications, which will 
help to conserve supplies. 

But even where naphthenic 
lubes are preferred (e.g., trans- 
former and cable oils, lubes used in 
rubber processing), changes will 
occur as the supply of naphthenic 
lubes tightens. Paraffinic crudes 
will have to be heavily dewaxed to 
meet performance specs, but it can 
be done. For years only naphthenic 
oils were approved for railroad 
engines. But now, reports Mobil’s 
Theodore Raab, paraffinic oils are 


Industrial lubes are 
setting the pace for 
price hikes. 


being used. 

Crossing the Rubicon. U.S. 
lube exports have always been a 
significant factor in supplying 
world demand. Large export sales 
is a major reason why the lube 
industry operated at around 85% 
capacity between 1950 and 1980, 
according to Business Trend 
Analysts, Dix Hills, N.Y. BTA 
believes that 1985 may be a 
watershed year for the lube 
industry, the year the U.S. 
becomes a net importer of lubes. 

There’s no denying that 
during the ’70s lube exports 
declined (from 24% of total base oil 
production in 1970 to 10% in ’78), 
while imports, primarily from the 
Caribbean region, increased over 


tenfold. However, until recently, 
lube imports have been somewhat 
of a novelty, brought in mainly to 
balance inventories and to allevi- 
ate spot shortages. 

According to Sun’s James 
Helm, the reason why exports have 
been declining is that some of the 
U.S.’s historic advantages are 
disappearing; namely, excess 
refining capacity, domestic crude 
self-sufficiency, especially the 
availability in the U.S. of 
naphthenic crudes, and the 
equalization of crude costs 
throughout the world. 

By the early ’90s, Helm 
believes that the U.S. could 
become a significant net importer 
of lubes if the oil-rich nations 
become lube producers. Shipping 
costs will discourage the importa- 
tion of lubes from areas beyond 


- North American and the Caribbe- 


an region, leaving Mexico and 
Venezuela to supply U.S. markets. 
The discovery of additional 
Canadian reserves could lead to 
construction of Canadian lube 
plants with output targeted to the 
U.S. However, a change in present 
Canadian government policy on 
energy exports would be required 
for this to occur. 

In sum, the ’80’s will be a 
period of escalating prices and 
tightening supplies, with spot 
shortages becoming chronic. These 
conditions will encourage more 
conservation and reuse of lube oils 
and greater use of synthetic 
lubricants (see next story). 


Were the largest steel wire 


manufacturer in America, 
but thats not the only reason 


The advantage of offering a greater, broader 
line of wire and steel products is one reason 
three companies joined together in 1978 to form 


the Keystone Group.* 


After talking with you about 
your manufacturing require- 
ments it may be that Keystone 
Group MANUFACTURERS’ 
WIRE will edge out over all our 
other wire and steel products. 

Here’s where Keystone 
Group metallurgists shine. 
They'll consider all elements of 
your product and process — 
description, specification, and 
end use application. By working 
closely with you they’ll deter- 
mine the very best wire selection 
in terms of size, grade, finish, 
cleaning and coating, thermal 
treatment, metallic coatings and 
packaging procedure. 


to look to Keystone Group. 


Now we find we’re the largest wire specialists 
in America. Ready to meet your demands with 
one, or a combination, of quality wire and steel 


products that can dramatically improve your 
product or process. 


You could find that the 
finest quality about Keystone 
Group SPECIALTY WIRE is its 
dependability. 

Whether you are a jobber or 
end user, you can count on 
Keystone Group specialty wire 
for proven performance due to 
exacting temper, size and finish. 
Besides filling custom require- 
ments Keystone Group provides 
a host of specialty wires that 
have become “standards” in the 
industry. 


* MidSTATES Wire, Keystone Steel & Wire, 
and Chicago Steel & Wire 


Keystone Group HIGH 
CARBON WIRE excels at ex- 
ceeding the highest expectations. 
With high carbon wire tailored 
for severe forming, coiling, 
flattening, or rolling, the 
toughest applications are made 
simple with job engineered 
Samson” grade wire. 

Produced under stringent 
controls, Keystone Group offers 
a complete spectrum of high 
carbon wire compositions of 
physical and chemical properties 
to meet your needs. 


Keystone 
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Its just one of them. 
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Imperial Brand is not just 
another WELDING WIRE. It’s 
the clean, strong, dependable 
welding wire from Keystone 
Group that can help you produce 
X-ray quality welds. 

Imperial’s straight-cut gas 
rods come in bare or bright 
copper finish for gas welding on 
ferrous base and other low 
carbon content metals, low 
alloy and low alloy-resulphurized 
steels. Gas-shielded automatic 
welding wire comes in bright 
copper finish for longer shelf 
life and for smooth feeding 
without flaking. 


You can look to Keystone 
Group for BAR PRODUCTS 
that are hard.to find, one-of-a- 
kind, or run-of-the-mill. 

Whatever your bar product 
requirements, Keystone Group 
can fill the bill. From low carbon 
merchant bars to high carbon 
rail steel, to finished products 
for confinement and construc- 
tion, Keystone Group manu- 
factures a bar shape to meet 
your needs. Whether your order 
is for a common shape or one 
that requires custom tooling, 
you can consider Keystone 
Group as the single source for 
bar products that get the 
job done. 


Keystone Group also makes 
FORGING QUALITY STEEL 
for some of the toughest cus- 
tomers in the country. 

Steel with precise chemistry 
and grain structure. With speci- 
fied ductility, machinability and 
hardenability. With uniformity 
from melt to melt, bar to bar. 

In round-cornered squares 
up to 4”. 

Strict quality control 
measures are followed through- 
out the steelmaking process. 
Every heat of steel is monitored 
for quality with advanced 
vacuum spectrometer equipment 
to deliver forging quality steel 
that meets your every 
specification. 


Write or call and we'll be on our way to determining the best Keystone Group wire or 
steel product to meet your requirements for manufacturing or end product performance. 


THE INTEGRATED STEEL AND WIRE FACILITIES OF KEYSTONE CONSOLIDATED INDUSTRIES, INC. 


—$— 


7000 S.W. ADAMS STREET, PEORIA, IL 61641 / (309) 697-7020 
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Long length rail. 
The new track to economy. 


You're looking at the future, but it’s here 
now. Long rail, up to 25 meters (82 feet). 
CF&I is the only domestic producer. 

Long rail is an excellent route to economy. 
Improved straightness, from CF&I’s roller 
straightener. Fewer welds. Dramatically 
increased weld plant productivity. Less 
maintenance. 

We continue to produce 39-foot rail, of 
course. What’s more, our carbon, HiSi* and 
CROMORAIL® steels are all designed for 
critical applications, including today’s high 
speeds and heavy loads. 

CF&I has invested $85 million in the 
newest rail-making technology because rail 
progress is atradition withus. Afterall, we've 
been making rail for almost a century. 

When you're ready for longer length or 
standard rail, we're ready to deliver. 


You’!! find our brand all over the West. 


CF&I Steel Corporation 
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Pueblo, Colorado Asubsidiary of Crane CO. ummm 


SYNLUBES 


Buyers are staying 


By Henry G. DeYoung / cpi Editor 


Acceptance is slow due 
to price and market 
compexity, but new 
producers keep coming 


Synthetic lubricants (syn- 
lubes) appear to be facing a tough 
uphill battle these days to gain 
widespread buyer acceptance. 
While their generally superior 
performance over conventional 
lubes in most applications is 
conceded by users, the biggest 
problem—relatively high price 
tags—remains a major obstacle. 

With the U.S. economy on a 
definite downgrade, most industry 
sources admit that price is far 
more important now than, say, a 
year ago. Says one analyst: 

“Last summer, everyone was 
going great guns and making tons 
of money. There was no sign of a 
downturn. In that kind of 
atmosphere, people are more 
innovative—they'll pay a little 
more for a superior product, if only 
to put together some cost- 
performance data for themselves.” 
Now, he says, buyers and 
engineers are counting every 
penny, staying with “the tried, the 
true, the cheap.” 

Costly process. Another 
problem facing synlubes is the 
sheer complexity of the market- 
place. Marv Campen, synfluid 
product manager at Gulf Oil 
Chemicals Co. in Houston, has 
pointed out that there are well 
over 100 different types of “base 
fluids’—i.e., chemically-distinct 
products from which synlubes are 
produced. By combining these 
fluids in various ways, and 
developing novel combinations of 
additives (friction modifiers, for 
example), the number of possible 
synlubes far exceeds 1000, with 
new blends coming down the pipe 
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with tried ’ 


n true 


all the time. 

“Picking out the right additive 
combination is very important,” 
says Harry Forst, Gulf’s synfluids 
product specialist. “In some 
applications, a conventional lube 
with the proper additive lineup 
may do just as well as some 
synlubes.” 

Finding the right combina- 
tion, however, can be a lengthy 
and costly process, involving 
laboratory tests, technical assis- 
tance by competent suppliers, and 
actual on-the-job performance. 
With business down and money 
still tight, plant personnel won’t 
embark on such a_ program 
without clear-cut paybacks. 

“We see a very strong 
industrial potential for synlubes,” 
says Gene Duval, president of 
Synthetic Lubricants, Inc., Wayne, 
N.J. “For air compressors, for 
example, nothing can touch a good 
organic ester (for long-term 
cost-performance). But every 
buyer has to assess whether or not 
that higher cost is going to be 
justified.” 

Use is rising. None of this 
means that synlubes are being 
written off as a flash in the pan. 
Long-range growth rates, accord- 
ing to most experts, are very 
attractive, running as high as 
15-20%/yr for some types of 
synthetic hydrocarbon engine oils. 
According to Forst, Gulf’s upcom- 
ing new unit for polyalphaole- 
fins—a wide temperature range 
synlube pegged to gear and 
bearing oils and compressor 
lubes—will give the company a 
capacity of about 5.5 million 
gal/yr, a 100% increase since 1978. 

New suppliers. Since most 
synlubes are made from crude oil 
or its derivatives, long-term 
availability is always up for grabs 
(though no more so than the 


supply of any petrochemical). 
Gulf’s Forst calls crude oil supplies 
“the major potential problem, 
though we’re convinced that 
supplies will be OK for at least the 
next 3 years.” 

Raw material supplies, how- 
ever, seems to be of only minor 
concern to most synlube producers. 
In fact, says Forst, several oil and 
chemical companies are now or 
soon will be getting into the 
business. Current producers in- 
deed read like a cpr Who’s Who: 
Exxon, Gulf, Monsanto, FMC, 
Texaco, Stauffer, Emery, Union 
Carbide, Chevron, Mobil, Sun 
Petroleum Products, and others. 
“Any chemical company can make 
these esters,” observes Forst. 

Still, the field of synlube 
suppliers is unlikely to be overrun 
by chemical companies in the near 
future. Reason, says Duval: “Just 
because you have an ester plant 
doesn’t mean you have a market. 
Without the expertise in base 
fluids, additives, and blending, it 
can be a tough business.” is 


Synlubes fall into 
four major groups 


While a complete list of syn- 
lubes would run into the thous- 
ands, more than 95% of them fall 
into one of four categories: 

@ Synthetic hydrocarbons, in- 
cluding the polyalphaolefins, 
polybutenes, and alkylated aro- 
matics. Feedstocks are wholly 
dependent on conventional petro- 
chemical resources. 

@ Organic esters, either diba- 
sic acid esters or polyol esters, 
can be synthesized from either 
petroleum feeds or animal or 
vegetable oils. Applications in- 
clude industrial uses and auto 
lubes. 

@ Phosphate esters are about 
50% dependent on petroleum for 
feeds. Their low volatility and fire 
resistance are of special interest 
for specialized hydraulic fluids. 

@Polyglycols are about 75% 
dependent on petroleum. One of 
the prototype synlubes, they are 
versatile products with many ap- 
plications and low price tags. 


‘“‘From the time we purchase to the day we deliver, 
we track every piece of pipe with mill test reports and 
quality inspections ...so you can be sure what 

you order is what you'll get.” 


For over 15 years we have concentrated our efforts on 
seamless carbon and alloy tubing and pipe. We know the sizes 
and grades you'll need, and we have the country’s largest 
exclusive inventory of heavy wall on hand to prove it. 

No wonder we cut-to-length and ship most orders — with 
their own mill tests and quality assurance — within 24 hours. 


For dependability, call Specialty Pipe & Tube, Inc., 
Warren, Ohio 44485. Call toll free 800-321-7851. In Ohio, 
call collect (216) 399-3639. Long Beach, CA (213) 595-5593. 
Houston, TX (713) 629-8090. Charlotte, NC (704) 535-0110. 


SPEGIALTY 


PIPE & TUBE, INC. 
Subsidiary of Davidson Pipe Supply Co. 
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“We put a lot more into heavy wall pipe and tubing 
than just the best delivery record in the industry.” 


Norm Banfield, Purchasing Agent and Q.C. Manager 


In stock sizes to 36” O.D. and up to 3” wall. 
& Member Steel Service Center Institute 


PURCHASING LAW 


Recent legal decisions 


Don’t let vendor fiddle 
while you do slow burn 


A buyer’s delay in claiming a 
contract breach can be fatal to his 
legal rights, even when part of the 
time lapse is occupied by the 
vendor’s efforts to set things right. 

Example: A _ recent federal 
court case where the buyer was an 
agent for several insurance 
companies, and had purchased a 
computer for record-keeping. His 
purchase had been prompted by 
the supplier’s proposal to install a 
turnkey system and train the 
buyer’s employees. 

The new computer system 
failed to function properly from the 
start. It produced incorrect 
invoices and a torrent of customer 
complaints. The supplier’s person- 
nel failed in many attempts to 
correct the problems and finally 
gave up. The buyer was forced out 
of business a year and a half after 
the system was first installed. 

After another three years, the 
buyer sued for breach of warranty. 
But the court had bad news for 
him. It pointed out that the 
Uniform Commercial Code sets a 
four-year statute of limitations on 
actions for contract breach. The 
buyer argued that the year and a 
half spend in repair efforts 
shouldn’t count. But the court 
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stressed that the clock starts 
running when the wrong occurs, 
even if a buyer is trying to get his 
supplier to correct it. 

Triangle Underwriters, Inc. v. 
Honeywell, Inc., 604 F 2d 737 


Loose talk about 
services can be binding 


The enforceability of an oral 
agreement may hinge on whether 
it’s a contract for goods, or for 
services. The Statute of Frauds 
says that an oral contract for goods 
isn’t enforceable if the price is over 
$500. But that doesn’t apply to 
contracts for services. 

The distinction was highlight- 
ed in a Kansas case where a 
manufacturer of equipment decid- 
ed to display some of its products 
at a trade show. It contacted a 
company specializing in the design 
and construction of exhibit booths. 
The two firms talked for six 
months about costs, size, lighting, 
and products to be shown. 

Finally the booth supplier 
submitted a written proposal of 
about $50,000. The buyer at first 
assured the salesman that the job 
was his firm’s. Then the buyer sent 
an invitation to bid. The vendor 
responded by asking for payment 
on expenses already incurred, and 
was all set to complete the job on 
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which it thought it had a contract. 

The buyer then asked for a 
prohibitive performance bond, and 
when the supplier could not 
comply, the buyer gave the job to 
another firm. The supplier sued for 
breach of contract. The ruling: 

The buyer was primarily 
interested in the _ supplier’s 
knowledge and expertise. The oral 
contract for goods was not 
enforceable; however, the supplier 
did not need a written contract to 
recover damages for his services. 
Care Display, Inc. v. Didde-Glaser, 
Inc., 589 P. 2d 599 


Tie-ins aren’t illegal 
if buyer isn’t pus 


A buyer can’t complain that a 
“tie-in” sales arrangement is 
illegal unless he’s forced into the 
deal. Coercion is a _ nece 
element, as a U.S. Court of 
Appeals recently pointed out. 

The case involved the owner of 
a chain of movie theaters. He 
entered into a deal with a national 
supplier of concession merchan- 
dise. He agreed to buy the 
supplier’s merchandise in return 
for the supplier’s promise to 
provide concession services, and to 
loan the owner money for theater 
renovation and construction. 

When the supplier later 
refused to make the loans, the 
buyer refused to pay for concession 
goods already delivered. He also 
filed a lawsuit alleging an illegal 
tying arrangement in violation of 
the Sherman Act. 

The court found there was no 
Sherman Act violation. The buyer 
was unable to prove he was coerced 
into the arrangement. 

Ogden Food Service Corp. uv. 
Mitchell, U.S. Court of Appeals, 
5th Circuit rs 


our extrusion 


Sales service personnel are located 
at all extrusion plants. 

This speeds up order handling and 
gives you direct access to information 
concerning scheduling and delivery. 


We've redesigned 


For decades Reynolds has handled 
every phase of the extrusion 
business, from the ore in the ground 
to the finished product. But now 
you'll find our service even better 
than ever. | 
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Our salesmen deal in extruded 
products only. 

You'll get personal service from 
experienced representatives who 
report directly to the Reynolds 
extrusion plant nearest you. 


We are complying with the President's anti-inflation standards. 


business to your specifications. 


Reynolds offers a complete package Reynolds can help you with your 

of products and services. design and engineering problems. 

We can provide shapes, rods, bars, We will assist you in shape design, alloy or 
tubes, pipes and drawn tubing ina product selection, or fabricating of any kind. 


broad range of alloys. 


So if you're looking for a fast and total 
integration of all your extrusion needs 
in supply, delivery and design, think of 

Reynolds. We think we fit in 
perfectly with your plans. 

For more information, write 

Reynolds Metals Co., PO. Box 
27003-GL, Richmond, VA 2326] 


REYNOLDS 


ALUMINUM 
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Wire-formed inserts 
are now in stock from Indair. 


They’re called CoilThread inserts. 


Permanent, high quality wear Competitive in performance; Full range of sizes. Available in 
resistant threads. Made of competitive in price. CoilThread bulk or strip feed. Internal 
cold-drawn 18-8 stainless steel, inserts fully meet and exceed thread lock feature optional. 
these inserts provide high current MIL specs. They're Manual or power tooling. 
strength that exceeds that of interchangeable with other heli- immediate delivery. A refresh- 
parent material. cal wire-formed insert tooling. ing change for purchasing 


agents — considering today’s 
extended lead times. 


Write or call for your 
FREE catalog #300. 


ah ee a's Tridair Industries 
Circle 000 (issues 


a Rexnord Company 
HAL 8 g 3000 W. Lomita Blvd. 
Torrance, CA 90505 


213/530-2220 * TWX 910-347-6239 * TELEX 67-7490 
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COST REDUCTION 


Savings at Hatfield 
are the real McCoy 


By Somerby Dowst, c.P.m. / Managing Editor 


Corporate teamwork and incentives 
are a lot more rewarding than 
departmental feuding or fussing 


Getting everybody into the act 
has always been important in cost 
reduction. It’s absolutely vital in 
industry today—and that’s just 
what the Hatfield Wire & Cable 
Div. of Continental Copper & Steel 
Industries, Inc. has accomplished. 
Cranked up two years ago, the 
firm’s cost improvement program 
has these features: 

eDepartmental teams that 
include just about all nonunion 
employees at Cranford, N.J. HQ 
and the operating plants. 

eIndividual and team goals, 
against which progress is regular- 
ly monitored. 

eAuthentication of savings 
claims, by engineering and 
financial executives. 

eA variety of incentives and 
rewards for real “go-getters.” 

The program is run by a 
three-man cost improvement 
council. One of the three is director 
of purchasing Ron Watson. “This 
isn’t just a give-away program for 
employees,” Watson stresses. 
“Ordinary, routine performance 
doesn’t qualify as a true saving 
toward individual or team goals. 
We are trying to motivate our 
people to go above and beyond 
normal duties. The awards are to 
assure recognition for extra 
performance.” 

An imaginative approach to a 
negotiation, for example, recently 


qualified as a saving for buyer 
Richie Jannuzzi and for the 
purchasing team—which, along 
with other key functions,- has 
carried out significant improve- 
ment goals. Extraordinary efforts 
in their particular fields are 
likewise credited to others in the 
program. There are about 180 
employees in the effort, divided 


Team captains work out 
just how credit is to 

be shared among staffers 
and between teams. 


into 31 teams ranging in members 
from 3 to 12, and each led by a 
team captain. 

Everybody shares. “One of 
the program’s biggest pluses,” says 
Watson, “is that the credit for a 
saving can be shared not only 
among one team’s members, but 
among several teams. That makes 
for healthy cooperation. Suppose 
purchasing spots a chance to 
substitute an equivalent material. 
We'll share the saving with the 
chemist who makes tests, or 
anyone else involved in functional 
studies. Other teams will share 
their ideas’ savings with us as 
appropriate.” 

The savings report form on 
which individuals outline their 
claims has a section in the lower 
right corner where credit is 


Lobby display of teams’ progress 
sparks suppliers’ interest in cost 
reduction, says Hatfield purchasing 
director Ron Watson. 


apportioned. Say a saving claimed 
was $10,000. The divvying-up 
might find six or eight people, from 
two or three teams, listed in 
varying amounts that total 
$10,000. 

Team captains break out the 
amounts credited to each of their 
team members, depending on 
creativity involved in coming up 
with the idea, and doggedness in 
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Cuyahoga Works does even more. 


As the total rodmaker, U.S. Steel offers a full 
line of rod mill products, qualities and grades, in 
a size range no other domestic producer can 
match: diameters from 2 in. through 1s in. 

But of U.S. Steel’s four rod mills, this one, at 
our Cuyahoga Works, near Cleveland, is unique. 

No other mill in the world—announced or in 
production—can produce as-rolled carbon and 
alloy steel rods of such uniformly high ductility 
and low tensile strength—from one end of the coil 
to the other and from coil to coil. 


Extra Soft USS SPIRACOOL Rods is what we 


call them. They’re produced by a patented USS 
process, characterized by cooling rates slower 


than you'll find in any Retarded Cool mill. In 
€--¢ P)=-+-- 6-@ -4------- tk - -t-t- -€th- --+ 


Extra Soft USS SPIRACOOL Rods draw eas- 
ily into wire and form readily in cold-working 
operations. Users have reported such benefits as 
lower operating costs, higher production speeds, 
better productivity and longer tool life. 

For a quote on your next rod order, contact 
your nearest USS District Sales Office. Or write 
U.S. Steel, Box 86 (C1271), 600 Grant St., Pitts- 
burgh, PA 15230. 

We only want to be one of your rod suppliers. 
The best one. USS and SPIRACOOL are registered trademarks. 


US) United States Stee! 


Promotional items, designed to 
foster employees’ enthusiasm for the 
program, are discussed by Watson (I.) 
and personnel director Bob Boswell. 


COST REDUCTION 


Go-getter ideas 


(continued) 


following through on it. They also 
negotiate the team-to-team shar- 
ing with one another, calling on 
the cost improvement council to 
mediate if necessary. 

All savings claims are for- 
warded through the team captains, 
and must be authenticated by the 
manager of industrial engineering 
or the controller. The council keeps 
track of individuals’ and teams’ 
progress toward annual goals 
(negotiated at the beginning of the 
fiscal year), and provides summary 
reports that go to the team 
captains and to Hatfield top brass. 

Shown on these reports are all 
teams’ progress toward their goals, 
for the current month and 
year-to-date. But bare-bone statis- 
tics are only part of it. There are 
also monthly newsletters prepared 
by cost improvement council 
member Bob Boswell, director of 
personnel. (The third council 
member is vp of operations Joe 
Hussar.) The newsletters list the 
individuals who have been select- 
ed as “go-getters of the month” by 
the council. They show photos of 


these staffers, and give brief 
rundowns on their good ideas. 

“We generally pick three 
go-getters a month,” says Watson, 
“but a couple of times we’ve had to 
name four because it was just too 
close to call as a three-person 
race.” It’s not the amount of dollars 
saved that’s the sole guideline, he 
adds. “If a person has assisted on a 
lot of other people’s ideas, that 
weighs heavily with us, too.” 
Conversely, it’s not mandatory 
that there be any go-getters at all 
chosen in a month. 

Selling the plan. The news- 
letters aren’t the only promotional 
aids for the program. When it first 
started in June of ’78, all eligible 
employees received a packet of 
material: imprinted pens, an 
explanation of the program’s 
ground rules, and a copy of a little 
upbeat book: The Go-Getter. Team 
captains distributed these packets. 
(Watson came in on Saturday so he 
could place them on buyers’ and 
other purchasing staffers’ desks.) 

Since then, a variety of 
novelty items have been used, in 
order to spice things up: name- 
imprinted coffee mugs, candy- 
filled glass jugs that convert to 
coin banks, leather coasters 
stamped with the Hatfield logo. 

More substantial awards come 
to those who earn them. Go-getters 
of the month can select a prize 


from colorful catalog pages put out - 


Bare-bone statistics 
are only part of 
team progress reports. 


by an incentives house: appliances, 
sporting goods, home and garden 
tools, etc. Go-getters of the 
quarter—not necessarily chosen 
from the list of monthly 
winners—receive a blue vase. 
(Theme of The Go-Getter is how a 
gung-ho individual perseveres in 
the search for a blue vase, despite 
many obstacles.) President An- 
drew Forti makes these awards to 
winners at luncheon ceremonies. 
Winners’ names are also 
inscribed on plaques mounted on 
the wall in the company’s 
reception lobby. The plaques are 
part of a display that shows all 31 
teams’ progress toward their goals. 
“Visiting suppliers can’t help but 


see that display,” says Watson, 
adding that purchasing has an 
open-door policy and encourages 
supplier ideas that will aid in any 
aspect of cost control. 

One way to keep interest high 
in such a program, the cost 
improvement council has found, is 
to make it even more challenging. 
When symptoms of second-year 
blahs started to show up, the 
council was ready. As Bob Boswell 
points out, “A program’s first year 
often goes extremely well, because 
people may have pet ideas to pass 
along. Then there may be a fall-off 
in submission of ideas.” 

A corrective step taken at 
Hatfield, when the second year 
was a bit slow getting started, was 
to raise the figure needed for a 
special individual award: from 
110-120% of that person’s goal. 
The prize was also changed: from a 
pocket calculator, to a free pick 
from the incentive catalog’s pages. 

Everyone can win. This 
year, there’s also going to be a 
company-paid evening outing for 
all qualifying teams. To qualify, a 
team must meet 100% of its goal, 
and all of its members must each 
meet 50% of their own goals. The 
latter stipulation is to keep a team 
from getting most of its qualifying 
savings from one member. Reason: 
The whole concept of the program 
is cooperation and motivation, not 
the development of superheroes. 

The outing will be held at 
Meadowland, a New Jersey sports 
complex. The company will pick up 
all expenses: transportation, the 
evening meal, entrance fees to the 
racetrack that’s part of the 
complex. No, it won’t pay for any 
wagers that individuals may want 
to make. But it has arranged for 
one of the races that night to be 
named to “Go-Getter Race,” and 
for its own go-getter of the year to 
go into the winner’s circle to greet 
the winning jockey and owner. 
There will also be door prizes. 

Promotional activities like 
these cost money to begin with, of 
course. But the results at Hatfield 
justify it. That’s why the cost 
improvement program’s operating 
budget has been increased. “When 
we first started,” says Watson, “we 
hoped to offset inflation entirely. 
That’s proven impossible. But at 
least we’re making a dent.” 


Shur-Wipe: 2 
disposable wipers 

work like cloth for a 
fraction of the cost. 


Fort Howard's Shur-Wipe 2 dis- 
posable wipers not only feel like 


cloth, they work like cloth. They're % ast + Wa 
ideal for every job, from greasy saeco S REG 
machinery to light clean-ups. Wet <See SUAS etl 
or dry, Shur-Wipe 2 wipers are y _.. etn ies 
made to hold up. th Tae 
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They cost about 3¢ per wiper. 
Compare that to your rag service 
and you could find a real savings. 

And Shur-Wipe 2 wipers are 
more sanitary than rags.When 
one gets dirty, toss it and use a 
fresh one. 

Put them to the test. Fora 
free trial packet call the Fort and 
ask for Lou Kidd. Dial (312) 
T-H-E-F-O-R-T. Or write to us 
on your letterhead. And go 
from rags to riches. Gy 


Fort Howard Paper 


Green Bay, Wisconsin 54305 
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Call the Fort © 
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MANAGEMENT 


Get vendors to 
come up with ideas 


They want to help out but 
need an organized way to 
do it. Bendix comes up 
with a program that’s 
already produced savings 


One of the trickiest areas of 
value analysis is vendor involve- 
ment. Like parenthood, vendor 
involvement is easy to say nice 
things about but difficult to do 
well. What’s lacking often is a 
systematic approach. 

This year for the first time, 
corporate purchasing at Bendix 
Corp. is moving to apply a 
systematic approach for bringing 
vendors into the VA cycle. The 
impetus for the program comes 
from John E. Pughe, corporate 
director-purchasing, and from 
James H. Ferry, the member of the 
lean (7-member) corporate pur- 
chasing staff responsible for 
putting VA into operation at 
Bendix’ 64 domestic buying 
locations. 

There’s also a lot of support 
from the upper reaches of the giant 
corporation ($3.86 billion in 


revenue). Pughe says of Bendix 
president William P. Panny, “He 
sees purchasing as the last area 
that—by its ingenuity and 
effectiveness—can contribute 
dollars to the bottom line.” 
Wisest man. Bendix long has 
been considered a leader in VA 
largely because of the presence on 
its staff (Bendix Fram, Providence, 
R.I.) of Dr. Robert Gillespie, one of 
the wisest of the wise men in the 
field. For two years Gillespie has 
been running training courses that 
have produced more than 150 staff 
VA specialists for Bendix. Now 
Pughe is giving Gillespie the 
forum to spread the gospel. 
Starting this year, each 
buying location is setting up a 
series of vendor fairs—Bendix 
style. The fairs can follow one of 
two formats: specific or shotgun. 
Specific. This is a two-day 
program aimed at a limited 
number of suppliers (35-40) and a 
limited number of product lines. 
The first day is spent entirely 
with Bendix personnel. The second 
day is spent with vendors. 
The first morning, Gillespie 


John Pughe finds top management 
support for getting vendors 
involved in product improvement. 


James Ferry is responsible for 
value analysis programs at Bendix 
64 domestic buying locations. 


gives a two-hour presentation on 
the basics of VA to the local Bendix 
management. The audience in- 
cludes the division’s general 
manager as well as the directors of 
engineering, quality control, man- 
ufacturing, and materials. 

The rest of the day is aimed at 
indoctrination in the basics of VA 
for the Bendix people who will be 
conducting the second-day fair. 

On the second day, the 
suppliers get a four-hour indoctri- 
nation, with presentations and 
case histories about VA techniques 
and successes. During the course of 
the session, the suppliers are 
broken up into groups of five, each 
group under a Bendix leader. 

For the rest of the day, up to 
six hours, the suppliers view the 
products for which Bendix wants 
VA ideas. Representatives of 
engineering and purchasing are on 
hand to answer questions. 

As follow-up, purchasing 
sends blueprints and specifications 
to the vendors who want them. 

Shotgun. This is a one-day 
program aimed at a large number 
of suppliers (75 or more) and a 
large number of product lines. 

The program starts off with a 
two-hour supplier orientation 
followed by a 6-8 hour Bendix/ 
supplier “encounter.” For the 
encounter, blueprints, specifica- 
tions, and volumes are available, 
as well as samples of products. 

Suppliers who think they have 
ideas drop off their business cards 
in a box. Purchasing and en- 
gineering get together to screen 
the suppliers and the ideas, and to 
coordinate followup. 

Successes noted. Already 
the fledging program has had its 
substantial successes: 

eA supplier suggested a new 
material for a screw machine part 
made by Bendix which resulted in 
a 46% increase in productivity. 

eA shotgun-style vendor fair 
held at a Bendix plant in Canada 
which makes components for the 
automobile aftermarket, resulted 
in several VA ideas. A single idea 
from one vendor involving materi- 
al substitution produced savings 
estimated at $100,000/year. ce 


HOW TO 
LOSE WEIGHT 
FAST. 


One of the best ways to cut down on energy consumption is to 
cut down on the weight of your product. 

And one of the best ways to cut down on some of that unwanted 
weight is to design in Timken® tapered roller bearings. 

Timken bearings are precision-engineered to do big jobs in little 
» re, A AON places. They can take up much less space than most other types of 
ice athe ae Tits ANY bearings. That means whatever you're designing can be designed 
eee BA smaller and lighter. Sometimes significantly smaller and lighter. 

Le |B gee NAN Weight reduction is one way Timken bearings can help make 
your product more energy-efficient. But it's not the only way. 

Tapered roller bearings are, after all, just about unbeatable at 
beating friction—the prime consumer of energy. 

If your product could stand to lose some excess poundage, we 
recommend a steady diet of Timken bearings. Why not start today— 
at the design stage? 

The Timken Company, Canton, Ohio 44706. 

The company that tapered the bearing can taper your 


‘TIMKEN 


REGISTERED TRADEMARK 
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SIEMENS-ALLIS 


hbred stock. 
the shelf 


Our thorou 
Available 


in 1—1000 horsepower. 


When you need motors in a hurry, 
Siemens-Allis has them in stock. They're 
ready to ship ina thousand combinations, 
all the way up to 4000 volts. And with a 
full range of enclosures. 

And our quick ship program can save you 
weeks of delivery time by modifying standard 
off-the-shelf designs with customized 
options to meet your specific needs. 

Every motor comes with Siemens-Allis’ 
reputation for reliability and minimal down- 


time. Because it's builtto the same thorough- 


bred standards that have kept the wheels 


of industry turning smoothly for 75 years. 

So keep our representative's or 
distributor's phone number handy. We put 
a lot of stock in their delivery promises. 
From 1 to 1000 HP. 

You can call us direct, toll-free at 
1-800-843-8686 (in Ohio, 1-800-583-9000). 
Or, since emergencies don't usually hap- 
pen at convenient hours, call us toll-free 
after working hours at 1-800-643-9902. 

Or write Siemens-Allis, Inc., P.O. Box 
89000, Atlanta, GA 30338. 

Siemens-Allis, The Dynamic Alternative 


For more information cucle 44 
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Nail down the facts 


Basics for 


By Somerby Dowst, C.P.M. / Managing Editor 


in supplier pacts 


This is no time to be vague in 
the contracts and orders you write. 
A lot of suppliers are jittery about 
incoming business, anyway. The 
more specific you are in your 
dealings with them, the fewer 
misunderstandings they'll have. 
Result: Closer vendor relation- 
ships that will help you in the 
long-term struggle against infla- 
tion or recession. 

The degree of commitment 
you're willing to put on record is 
probably the biggest question- 
mark in many of your suppliers’ 
minds. To erase it, there’s nothing 
quite like a signed contract that 
spells out quantities (at least 
minimums) or an expiration date 
that’s based on the calendar rather 
than the buyer’s whim. 

If your own sales department’s 
crystal ball has gotten murky, you 
may not be able to forecast your 
needs precisely. But give suppliers 
as much specific data as you can. 
For example, maybe you could 
contract for one quarter’s worth of 
finished goods, plus another 
quarter of the vendor’s raw 
material needs. 

With such a guarantee, the 
supplier could plan better. He 
might even be able to use your 
contract, and other customers’, as 
evidence of his stability when 
dealing with banks and equipment 
suppliers. That could mean a more 
assured source of supply for you. 
But don’t overlook other areas 
where verbal understandings 
might also be replaced by 
hard-and-fast contract terms: 

eStocking privileges. Maybe 
now is the time to spell out exactly 
just what the vendor will keep on 
his shelves for you—whether it’s a 
standard item or something under 
a make-and-hold arrangement. 
That means identifying items, 
amounts, how long they can be 
retained, the maximum number of 


releases, minimum release quanti- 


ties, etc. If you do formalize such 
agreements, start fresh. Let the 
vendor get rid of any deadwood 
that may have piled up. 

eQuality control. Review 
specifications, tolerances, and 
inspection methods with your 
design and QC people. Be sure that 
suppliers are aware of the latest 
quality criteria. 

eOvers and unders. What's 
the acceptable percentage for over- 
and under-runs? It depends on the 
item, the way it’s manufactured, 
the length of run, and the supplier. 
But this is another area where 
vagueness should be uprooted. All 
suppliers ought to be given 
definite guidelines. One possibili- 
ty: Set up a sliding scale of 
permissible overs and unders for 
various processes—with the allow- 
able percentage declining as order 
quantities rise. 

eSubstitutions. Do you allow 
vendors to ship equivalent brands 
or materials when the ordered one 
isn’t available? Such flexibility 
can be helpful to both sides. But a 
written list of exactly what is 
acceptable can be even better. This 
is particularly important in 
dealing with distributors. First, 
they won’t send you something 
that’s completely inappropriate. 
Second, they can use your list in 
bargaining with their prime 
sources. 

eTooling. Get all the facts 
about tooling down on paper as a 
matter of mutual agreement. Who 
owns it? What’s it to be used for? 
Where is it? What condition is it 
in? What’s the proper maintenance 
for it? Questions like these can 
forestall all sorts of surprises. 

eTransportation. Tell suppli- 
ers in writing how you want goods 
shipped to you. Specify mode and 
carrier. Even on f.o.b. delivered 
orders, vendors should respect 


your wishes. Review the perform- 
ance of various carriers—in terms 
of speed, damage claims, charges, 
special services—so you can base 
your preferences on facts. And tell 
suppliers, again in writing, of any 
circumstances that would affect 
packaging. 

eVendor rating. Every sup- 
plier should be aware of the 
criteria you use in judging him and 
his competitors. Maybe you don’t 
have a formal vendor rating 
system. But there are usually 
subtle differences—based on the 
nature of an item—in the relative 
weights a buyer assigns to delivery 
reliability, reject frequency, and 
technical service. Vendors ought to 
know how you view these 
counterweights to the basics of 
price and availability. 

eBuying methods. Stream- 
lined procedures that you’ve 
devised to avoid paperwork can be 
confusing to suppliers. Ideally, 
regular vendors should be consult- 
ed in advance about new systems 
that affect their shipping or 
billing. And the prime document 
on any systems contract or other 
such deals should particularize 
how releases are to be made, when 
bills are to be submitted, etc. @ 


Editor’s note: Somerby Dowst's 
new book, More Basics for Buyers, 
is now available. Send prepaid order 


to Kim Gorton, PURCHASING 
Magazine, 221 Columbus Ave., 
Boston, MA 02116. Price is $14.95. 
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> point of more return. 


Among the many advantages of shipping Union Pacific is the 
7 million square foot Freeport Center at Clearfield, Utah. 

Located almost equidistance from all major West Coast cities, 
it provides incomparable warehousing, distribution and cost- 
saving advantages. 

For example, inter-warehouse transfers are eliminated. Stock- 
outs are cut and overall inventory can be reduced. 

Goods may be stored without being subject to inventory tax. 

Instead of several stops in transit for partial unloadings, 
shipments can be conveniently mixed at Clearfield. 

Not only do the advantages apply to western and eastern 
movements, but for import/export consolidation and contain- 
erization including Customs services. 

If you haven't been taking advantage of this Freeport Center, 
you could be money ahead by looking into it. 

Just give us a Call. We'll give you all the details. 
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More airfreight service 


SEVERAL MAJOR AIRLINES increased 
air cargo service in recent weeks. 
Eastern Airlines is offering 
expanded cargo capacity between 
New York and Los Angeles/San 
Francisco in line with its increased 
New York-West Coast passenger 
service. 

To compete with Eastern, its 
new competitor in the market, 
United Airlines has lowered some 
container rates on its New 
York-West Coast routes. 

And American Airlines has 
started DC-10 service between 
Seattle/Tacoma and Chicago. 
American also has started operat- 
ing between Seattle/Tacoma and 
Dallas/Fort Worth and between 
Sacramento and Dallas/Fort 
Worth. 


Rail contract rates 


TO ENCOURAGE NEGOTIATION of rail 
contract rates, the Interstate 
Commerce Commission has set up 
an Advisory Contract Service to 
assist shippers and railroads in 
negotiating rates. 


ICC calis for check up 


AN ICC STAFF PROPOSAL Calls for the 
agency to place more emphasis on 
shipper protection, especially in 
view of the probability of relaxed 
regulation. 

Areas suggested for more 
scrutiny include the operations of 
interstate moving companies, 
weight bumping, delay by carriers 


Truck t 
(intercity, seasonally 
1967 = 100 


justed) 


Recession cuts into 
truck tonnage 


in processing freight claims, 
carrier handling of c.o.d. ship- 
ments, and fraud. 


LTL freight targeted 


THE MOVE TOWARD higher less- 
than-truckload rates continues. 
Carriers are going easy on 
truckload traffic which is more 
susceptible to competition from 
both private and contract carriage. 
Not so with less-than-truckload 
and any-quantity shipments. The 
latest example is Middlewest 
Motor Freight Bureau’s proposal 
to boost LTL rates by 5% and to 
boost rates by 5% on AQ traffic 
weighing up to 999 Ibs. 


SAS proposes rate cuts 


SCANDANAVIAN AIRLINES is propos- 
ing a series of density directional 
rates about 20-25% below standard 
westbound transatlantic rates. SAS 
wants to correct a “serious 
imbalance” problem. Now 75% of 
sas U.S.-Europe freight moves 
eastbound to Europe, only 25% 
westbound to the US. 

The density rates will apply 
on traffic weighing at least 15 
Ibs/cu ft. Included are such 


- products as office machinery, data 


processing equipment, electrical 
equipment and appliances. 


Rock island extended 


THE Icc is allowing 16 railroads to 
continue to operate the Chicago, 
Rock Island & Pacific Railroad 
until August 31. 


Purchasing’s freight trends 
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(Billion revenue ton miles) 
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Drop in rall tonnage 
worries rall execs 


By Thomas F. Dillon c.p.m. / Senior Editor 


Move to spread demand 


ONE WAY the household goods 
moving industry wants to solve its 
serious supply-demand problem is 
by charging higher rates for moves 
made during the industry’s busy 
summer months. 

Movers say 40% of their 
business takes place during the 
summer. They won Icc approval 
to raise rates 6% for moves after 
June 7 and before Oct. 1. 


SMCRC wants increases 


INCREASES IN MINIMUM CHARGES, 
less-than-truckload and any- 
quantity rates, accessorial charg- 
es, arbitraries, and pickup and 
delivery charges have been 
proposed by the Southern Motor 
Carriers Rate Conference. 

Minimum charges would be 
increased 4%. LTL and AQ rates 
would be increased 3% on 
shipments weighing less than 
5000 Ibs. and 1% on other LTL and 
AQ traffic shipments. 


PITB rate hike in offing 


MOVE TOWARD HIGHER TRUCK rates 
continues across the country. 
Another example: Pacific Inland 
Tariff Bureau (Oregon, Washing- 
ton, northern Idaho, Canada, 
Alaska) wants to boost minimum 
charges and shipments weighing 
less than 2000 lbs. by 7%; boost 
rates on shipments weighing 2000 
Ibs. or more by 3%; and increase all 
other charges, except arbitrary 
rates and charges, by 7%. ie 
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Domestic air cargo 
(Miilion revenue ton miles) 


Air Transport Assn. of America 


Falioff in business 
mirrored In air cargo 


Better bushings 
for 20% less 


Rielle: great re reason to Say “Copperweld” 


The experience of Jameson 
Corporation is an example of how 
manufacturers can save by working 
with the Copperweld Tubing 
Group when they need something 
special in mechanical tubing. 

Jameson, headquartered in 
Saginaw, Michigan, with facilities 
in three midwestern states, is an 
industry leader in contract 
machining and heat-treating. A 
significant part of its work is in the 
production of bushings for heavy 
load-bearing applications in 
construction and aaricultural 
equipment. 

Working with the Copperweld 
Tubing Group, Jameson made a 
conversion from seamless tubing 


killed tubing as the bushing material. 

The result has been better 
quality parts at a significantly 
lower cost. 

The inherent concentricity 
of Copperweld DOM tubing 
reduces machining time, and tool 
life is increased. And the DOM 
tubing itself costs less than seamless 
to begin with. 

All of which averages out to 
a 20% savings. Savings which 
continue to mount as more and 
more bushing sizes are converted 


CePPEYWELD 
TUBING GrOU 
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to DOM tubing. 

Besides producing a wide 
range of DOM tubing sizes in low 
and medium carbon steels, we now 
offer higher carbon and manganese 
grades than previously available, 
such as 1035 and 1024. In addition, 
ALDOM?® alloy tubing is available, 
and we continue to progress in 
the development of alloy tubing 
in such analyses as 4118, 8620 and 
8617 for specific customer needs. 

The Copperweld Tubing 
Group worked with Jameson 
Corporation over a four-year period 
to arrive at better products for 
less>We weldome the chance to 
do-fhe’safpe with you. 

Find out more by calling us 


Pressure-sensitive film tape dispensers are very portable and relatively inex- 
pensive to purchase, but some users Say the tape is harder to handle than 


gummed paper tape. 


MARKET CONDITIONS: 
Paper, plastics vie 


Capsule. Packaging tapes contin- 
ue to show growth as replacements 
for adhesives and staples in 
carton-sealing applications. Mar- 
keting emphasis is shifting away 
from choosing tape vs. other 
sealing methods and toward 
choosing tape types. 

The decision to go with 
gummed paper tape or with 
pressure-sensitive film tape de- 
pends on several factors—size of 
the packaging operation, variety of 
boxes to be sealed, and desired 
sealing qualities. 

Paper tapes once had a clear 
price advantage, but that advan- 
tage has been obscured by rising 
raw materials costs. Marketing 
strategies have also fogged the 
pricing issue. Machinery costs 
vary according to the degree of 
automation, but film tape equip- 
ment prices are generally lower, 
especially for fully automatic 
equipment. 
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Price. Gummed paper tape prices 
have gone up an average of 12% 
over the past 12 months, but paper 
stock costs have increased 15-20%. 
This means that manufacturers 
have still more raw materials costs 
to pass on. Look for further price 
increases in the next few quarters, 
despite reduced demand. 

Film tape prices have also 
advanced, but not as quickly, since 
production cost increases have 
been relatively moderate. Prices 
for pvc film should be leveling out 
now, as should those for polyester 
film tapes. 

Price differences between 
paper and plastic film tapes are 
narrowing. Industry sources say 
there could be more room for 
discounts in large-volume film 
tape purchases, but the amount 
could vary greatly depending on 
distributor marketing policies. 


Availability. All major tape 
manufacturers sell through dis- 
tributors; most packaging tapes 
are off-the-shelf items. Specialty 
items (unusual widths, shapes, 


Marketplace 
Packaging tape 


colors, printing, backing and 
adhesive combinations) are availa- 
ble from some manufacturers or 
from any of hundreds of tape 
converters. 


BUYING FACTORS: 


How it handles 


Applications. Automation has 
provided the foot in the door for 
film tape suppliers trying to crack 
the gummed paper tape market. 
When packaging operations switch 
from manual to automated 
equipment, film tapes become 
attractive, mostly because the 
equipment is relatively low-priced. 
Advances in technology have 
reduced the limitations on auto- 
matic equipment concerning box 
size variations. 

For manual operations, film 
tape applicators are light and 
inexpensive, but most packagers 
still prefer gummed tape. A 
manufacturer of both types say 
workers prefer gummed tape to 
film because it is easier to handle. 
A length of gummed tape is less 
likely to stick to itself, and because 
it doesn’t adhere instantly, it can 
be straightened after being 
applied. Its stiffness also makes it 
easier to control once it’s out of the 
dispenser, and the length can be 
preset. 

The gummed tape dispenser’s 
drawback is that it is too heavy to 
move around conveniently; there 
has to be a “packaging station” 
setup. Film tape dispensers are 
hand-held and inexpensive, but a 
little trickier to use efficiently. 

Another consideration in 
choosing between film and paper 
tape is the package itself. A 
carton’s graphics may be partly 
obscured by paper tape, as opposed 
to transparent film tape. On the 
other hand, some packaging 
marketers say paper tape gives the 
impression of a more complete seal 
because it completely obscures a 
carton’s contents, which also 
makes it less susceptible to 
pilferage. 


tis a key ingredient 
aluminum canisters. 


Every day, 16,000 aluminum 
canisters move through the 
production line of the Kromex 
Housewares manufacturing plant 
in Cleveland, Ohio. 
And every day, each of those 
canisters is passed through one 
degreaser. Twice. 
Such a heavy degreasing 
requirement coupled with 
aluminum’s great reactivity could 
create serious solvent-breakdown 
problems. It could. But it doesn't. 
Because of a PPG solvent called 
Tri-Ethane 1,1,1-trichloroethane. 
Tri-Ethane has a unique 
stabilizing system that not only 
allows the solvent to do its job, but 
also prevents it from losing 
stability due to repeated recycling. 
In fact, this stabilizing system 
makes Tri-Ethane so predictable 
that Kromex has simply stopped 
worrying about unscheduled 
production shut-downs caused by 
a degreaser going acid. 
Instead, they've been able to 
work out a regular schedule for 
cleaning and purifying their 
degreaser. A schedule so reliable 
that it enables management to 
make very accurate estimates of 
annual solvent needs. 
PPGanditssolvent —_ 
. distributors—the GrimeFighters— | 
= can suggest aPPG solvent* thatS 
— — ' just as effective for you. Writeor 
call us for the name and phone 
number of your local distributor. 
1 perr——s—«~&PPPGG Industries, Inc., 
Chemicals Group, One Gatewa 
Center, Pgh., Pa. 15222 
(412) 434-313T 
*Tri-Ethane 1,1,1-trichloroethane, 


perchlorethylene, trichlorethylene 
and methylene chloride. 
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PPG: a Concern 
for the Future 
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Ceramic capacitors 
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Prices have leveled off 
and could drop as much 
as 20% to reflect the 
decline in silver costs. 


Maleic anhydride 
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Recent hikes are holding, 
but barely. Falling benzene 
costs and slack markets 

could drop tags 3¢/Ib. 
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Easing demand will soften 
prices but low user stocks 
will keep price drop to 
5-10% by year-end. 


Source: Labor Dept. 
PURCHASING forecasts 
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Pricewatch 


Rebar prices trimmed as demand sags 


REINFORCING BAR: Prices are 
on the way down, as raw 
material costs drop and end 
markets fold; list could drop to 
$235/ton. 

Mini-mills began cutting 
rebar prices in April as sagging 
demand from the construction 
industry and low scrap prices took 
effect. Most are now in the vicinity 
of $250/ton. Recently, major mills, 
including Bethlehem and Armco, 
got in line with the electric furnace 
steelmakers. Both companies say 
they made the move from $270/ton 
“to stay competitive.” 

Ferrous scrap prices have 
fallen an average of 30% and more 
since February. The slump has 
been mostly the result of 
recession-induced reduction in 
demand, but the absence of foreign 
buyers from the market has also 
been a factor. If scrap tags 
continue this downward trend, 
look for further adjustments in 
rebar prices. 


ELECTRICITY: Moderation in 
fuel costs will provide some 
relief from the huge price 
increases of the past year. 

In a recent 12-month period, 
U.S. electricity costs soared 26.1% 
vs. a 14.7% increase in the overall 
rate of inflation. That’s a reflection 
of soaring gas and oil prices. But 
oil stocks are flush now. That 
should keep oil price hikes close to 
the general inflation rate. 

Power generated from other 
major sources—coal, nuclear, and 
hydro—will cost less than oil- 
generated electricity. Coal tags 
may rise less than inflation for the 
next several months. But even in 
areas with cheaper power sources, 
electricity rates should rise at 
least as much as inflation. That’s 
to recover huge fixed costs, 


TIN: Watch for a continued drop 
in prices as demand eases and 
supply becomes more readily 
available. A 10-20% price cut by 
year-end is possible. 

The falloff in production in 
two of tin’s most important U.S. 


markets—solder and tinplate— 
has been reflected in lower tin 
prices. 

As of July 1, the U.S. began its 
program to sell off tons from the 
General Services Administration 
stockpile. Worse, as far as tin 
producers are concerned, the GSA 
has revised down its stockpile 
requirements and is now pegging 
the tin stockpile goal at 42,000 
tons on hand. 


ETHYLENE DICHLORIDE (EDC): 
Big buyers may hold the line on 
their prices; in most cases, plan 
on increases of 2-3¢/lb by 
Sept. 1. 

The upcoming hikes will be 
strictly cost passthroughs, the 
result of bigger tags for ethylene 
feedstock. Chlorine prices are also 
firming in many parts of the 
country, despite slack demand. EDC 
is itself in substantial 
oversupply—11-12 billion lbs. will 
probably change hands this year, 
with capacity close to 15 billion. 
Reason for the soft market: 
sluggish sales of pvc (used mostly 
in housing construction) and 
chlorinated solvents. 

A significant drop in exports, 
coupled with a shaky USS. 
economy, means a moderate 
oversupply of Epc, but at firm or 
rising prices. 


VALVES: List prices should hold 
firm, but discounts will be 
routine. 

While cost pressures on valve 
producers have subsided some- 
what, demand decline has created 
greater market competition. List 
prices, which were bumped up 
5-6% earlier this year, are 
expected to hold. However, buyers 
are being offered considerable 
discounts—either directly or as 
pass-ons through distributors. 

A “good” customer buying in 
truckload quantities can get as 
much as 40% off list, according to 
trade sources. Discounts of 25-30% 
to regular customers are said to be 
common. Buyers shopping for a 
deal may be offered 10-15% off. 


Top purchasing executives 
at General Motors, IBM, Raytheon, 


General Foods, and Heinz USA 
show you how to formulate a 
successful procurement policy. — 


Re : 
’ . 


Read about their fascinating experiences in directing 
procurement for a major manufacturer. 


Listen to their innovative ideas on building strong 
procurement organizations. 


Explore the dynamic economic and political factors that are 
currently working to shape where procurement is 
positioned. 


And follow their lead in making sound purchasing decisions 
in this enlightening new book by E. Raymond Corey of the 
Harvard Business School. 


Dr. Corey's first-hand observations from well over ahundred © 
interviews of buyers and managers in these major companies a 
depict the way procurement works and how it is integrated into 
the total corporate strategy. Substantive in its research base and |" 
penetrating in its analysis, PROCUREMENT MANAGEMENT: > te 
Strategy, Organization, and Decision-Making is an excellent ) 
resource for problem-solving directives for the top-level 
procurement manager. 
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Public Law 95-507 

Sir: The article on Public Law 
95-507 was excellent in bringing 
attention to the potential burdens 
this law can place on purchasing, 
and is another example of the good 
service your magazine provides. 

I do, however, take exception 
to that part of the article which 
says that private industry hasn’t 
shown a willingness, on its own, to 
work with minority-owned com- 
panies; and that this is proven by 
the low percentage of businesses 
owned by minorities. I object to 
this because I feel private industry 
is doing a better job every year in 
purchasing from minority com- 
panies. 

Also to equate the public dole 
to business ownership is ludicrous. 
There never has been nor will there 
ever be any correlation. To say 
that by supporting minority busi- 
nesses we reduce the number of 
people on welfare is misleading. 

W. S. Lyrberg 
Aluminum Co. of America 
Pittsburgh, Pa. 15219 


Valve capacity available 

Sir: I read PurcHasinG Magazine 
faithfully. There are a few things 
that I would like to take exception 
to in the article, ‘‘ Valves: Look for 
Shortage Signs to Show Down the 
Road’’, in the May 8 issue. 

We are an investment (lost 
wax) and sand foundry. We buy 
most of the materials we melt in 
stainless and higher alloys as 
scrap. Scrap dealers are now beg- 
ging us to buy materials. There is 
an oversupply. 

Presently there is extreme 
competition among foundries to 
produce high-corrosion (high nickel- 
based) alloys. The profit margin is 
low. 

I would like to know of any 
companies which are in need of 
valves (any type of high alloy). We 
have a lot of capacity now. 

Vernon Rotert 

Vp and general manager 
Midwest Precision Castings Co. 
O’Fallon, Mo. 63366 


With hundreds of packaging 


suppliers to choose from... 


‘why choose us? 


tow te ~~ 
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Our experts in every phase of 
packaging are coordinated 
regionally to serve you. They 
analyze your present packag- 
ing, warehousing and dis- 
tribution system: develop 
packaging to suit your needs 
and get it where you want 
it—on time. 


Packaging Corporation 
of America 


A Tenneco Company 


General Offices - Evanston, Illinois 
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Silicone 
gets tough 


WATERFORD, N.Y.—Claiming a 
breakthrough in elastomer tech- 
nology, GE recently introduced a 
new line of high-strength silicone 
rubber compounds. The new Tufel 
line boasts 25-180% greater tear 
strength than conventional sili- 
cones, tight surface cures, and 
non-yellowing translucency. Tufel 
compounds are available for a 
broad spectrum of industrial 
applications—from gaskets, hoses, 
and tubing to sheet stock. General 
Electric Co., Silicone Products 
Div., Waterford, N.Y. 12188 
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Now a 50-position 
ribbon connector 


ST. PAUL, MINN.—The popularity 
of flat cable mass-termination 
connectors continues to grow. The 
low installed-cost, only a few cents 
per contact, makes this type of 
connector attractive to users. 3M is 
credited with the idea of taking 
flat cable and adding the 
mass-termination connector—in 
effect, creating a cabling system 
rather than a separate wire and 
connector. Only a few years ago, 
3M introduced its 25-position 
“Delta” connector; now the 
company has a 50-position connec- 
tor (on 0.05” centers) for terminat- 
ing 26, 28, and 30 awe solid and 
stranded cables. The connectors 
are designed primarily for rack 
and panel and 1/o applications. 3M, 
Dept. EP80-11, P.O. Box 33600, St. 
Paul, Minn. 55133 
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New cutting oils 
boost tool life 


NEW YORK—The way Mobil’s new 
cutting oils have performed in field 
tests, they seem almost mythical. 
Maybe that’s why the company 
named the oils after Greek letters. 

Field test reports show 
increases in tool life of up to 200%, 
with gains in productivity ranging 
from almost 40% to as much as 
285%. 

According to Mobil, the new 
Mobilmet “Greek Letter Series” 
oils have additive packages that 
act synergistically, with one 
additive increasing the effective- 
ness of others. Improved perform- 
ance is claimed when machining 
all types of metal under wide 
ranges of pressure, temperature, 
and machining operations. 

Other benefits claimed for the 
new oils are improved finish and 
lustre, less smoke and mist, and 
reduced odor level. 

There are six mineral oils in 
the new line with each designated 
by a Greek letter: 


@Mobilmet Alpha is recom- 
mended for deep hole or gun 
drilling in all types of steel, 
including stainless. 

®@Mobilmet Sigma is a medium 
viscosity, general-purpose oil. Very 
high antiweld and _ lubricity 
compounding make it useful when 
machining tough, draggy metals. 

@Mobilmet Gamma is for 
heavy-duty threading, tapping, 
broaching, and other tough 
machining operations. 

@Mobilmet Omega, an ex- 
tremely heavy-duty oil, takes over 
what even Gamma can’t handle. 

@eMobilmet Omicron is a 
non-staining oil that’s especially 
suited for fast machining of screw 
stocks, aluminum, brass, etc. 

@Mobilmet Upsilon, also non- 
staining, is meant for high-speed 
deep-hole drilling or boring of 
nonferrous metals. Mobil Oil 
Corp., 150 E. 42 St., New York, 
N.Y. 10017 
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Surface temperature 
sensors are rugged 


SURFACE-SENSING thermostats are 
laser-welded for shock and vibration 
resistance. Series 5200 units are 
recommended for applications from 
business machines to instrument and 
control systems. They also are 
recommended for hot glue-melt 
machines. They offer fast, positive 
response over an operating tempera- 
ture range of 15-500°F. arrpax/North 
American Philips Controls Corp., 
Frederick, Md. 21701 
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Swivel and rigid casters 
for medium-duty uses 


MEDIUM-DUTY casters offer a choice of 
three wheel materials, including 
Polyex II polyolefin, and five diameters 
from 3-8”. Capacities range from 
140-500 lbs./caster. Swivel and rigid 
models are recommended for carts, 
dollies, trucks, display racks, etc. 
Colson Caster Co., 3700 Airport Rd., 
Jonesboro, Ark. 72401 
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Plastic hole plugs 
are custom-colored 


PLASTIC PLUGS in a wide variety of 
styles and shapes cap production holes 
from ¥%-1" diameter. Plasti-Plugs can 
be color-matched to a product to 
eliminate the need for expensive rack 
painting. They also may be used as 
non-marring feet or glides for small 
appliances and office equipment. 
Illinois Tool Works Inc., Fastex Div., 
195 Algonquin Rd., Des Plaines, III. 
60016 
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Solenoid valves stocked 
for fast shipment 


SOLENOID VALVES are designed for use 
with fluids at temperatures to 400°F 
and pressures to 500 psi. Class “H” 
construction valves operate continu- 
ously at maximum temperature 
ratings. They are available normally 
open or normally closed and need no 
differential pressure to operate. All a-c 
and d-c voltages are stocked for quick 
delivery. Magnatrol Valve Corp., P.O. 
Box 17, Hawthorne, N.J. 07507 
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Heavy-duty pillow blocks 
have two-piece housings 


PILLOW BLOCKS are designed for 
heavy-duty use in steel mill machin- 
ery, large transmissions, and similar 
applications. Design features both 
adapter and cylindrical bore self- 
aligning spherical roller bearings for 
radial capacity and two-directional 
thrust capabilities. Two-piece hous- 
ings are cast iron (Type SAF) or cast 
steel (Type SAFS). NTN Bearing Corp. of 
America, 31 E. Oakton St., Des 
Plaines, Ill. 60016 
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Waterproof work suit 
is light, but tough 


WORK SUIT for heavy-duty use is 100% 
waterproof. The neoprene-coated nylon 
material is light enough for all-day 
wear, but strong enough to resist most 
snags and punctures. Neoprene knee 
patches measure 9-12”. Jacket has a 
soft corduroy collar with ribs 
positioned lengthways to cut down 
friction and chafing against the neck. 
Uniroyal, Inc., World Headquarters, 
Middlebury, Conn. 06749 


For.more information circle 205 


Texaco Star [Treatment 


= Quality lubricants and an organized 
plant lubrication program that can help 
= reduce costs and improve ee 
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There's no great mystery to the efficient and water resistant, they have demonstrated 
economical maintenance and operation of a their ability to provide long service life. 
lubrication system. The The organized system. Your Texaco 
All it takes is the right product mix and an representatives service also includes one-on- 
organized, simplified system for storing, handling, one help in setting up a customized lubrication 
applying and monitoring the lubricants. program that can consolidate inventory, reduce 
The right products. Your Texaco industrial the total number of different products needed 
marketing representative's arsenal of quality and help prevent misapplication. 
products includes: And he can work with you in blueprinting a 
e REGAL Circulating Oils. Heavy-bodied TEXCHEK program of rapid oil analysis that can 
lubricating oils with additives for resistanceto Spot problems before they get out of hand. Call 
rust and oxidation. him today. | 
@ RANDOHD Hydraulic Oils. Designed with Quality Products. Quality Service. Texaco 
additives to fight pump wear in high-speed, Star Treatment. 
high-pressure hydraulic systems. 
@ MEROPA Gear Oils. Extreme pressure gear 
lubricants that withstand shock loads, resist ae 


thickening and are non-corrosive. 
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New products 
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Weighing scales 
highly accurate 


ELECTRONIC SCALES in capacities to 100 
lbs. boast accuracy to one part in 
20,000 standard resolution. Self- 
contained Series 4000T scales also are 
available with remote base weighing 
capability in all six capacities. 
Standard features include pushbutton 
tare with auto zero tracking, built-in 
metric conversion and overload 
protection. Pennsylvania Scale Co., 21 
Graybill Rd., Leola, Pa. 17540 
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Electric typewriters sport 
larger keys and keyboards 


ELECTRIC TYPEWRITERS feature an 
expanded keyboard and larger, 
glare-reducing key buttons. Three of 
five models in the Selectric III line 
have a self-correcting capability. The 
96-character typing element comes in 
more than 20 type styles. Dual pitch 
models can type 10 or 12 characters/in. 
Prices range from $895-1175. Inter- 
national Business Machines Corp., 
Parson’s Pond Dr., Franklin Lakes, 
N.J. 07417 
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Package ring is easy 
to install, maintain 


PACKAGE SEAL is designed for easy 
assembly and maintenance without 
modification of existing equipment. 
Materials include solid carbon- 
graphite primary ring interfaced to a 
solid tungsten carbide mating ring. All 
metal hardware is 316 stainless with 
Hastelloy springs and Viton secondary 
seals. Design eliminates damage to 
shaft or static O-ring on sleeve ID. 
Crane Packing Co., 6400 Oakton St., 
Morton Grove, Ill. 60053 
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This BEST-SELLING Business Book has helped over 


You see it time and again. 


.the young 


“Assistant to the President” who drops off the executive ladder because 


he “can't stand those numbers” 
goes on and on. 


... the list of business under-achievers 


Don’t you be one of them! Order Clarence B. Nickerson’s ACCOUNT- 
ING HANDBOOK FOR NONACCOUNTANTS today and see how much it 


can help you move ahead. 


The Second Edition 
features new information on: 


e Foreign currency transactions | 
e “Current value” accounting j 
e Depletion accounting i 
e Accounting for R & D costs I 
e Sinking funds k 
e Accounting for leases ; 
1979/589 pages Hardbound/$25.95 


Gorton, 221 Columbus 


j Please send me - 

ING HANDBOOK FOR NONACCOUNTANTS 
(O6TO066) @ $25.95 each. If I'm not satisfied | 
may return the book(s) within 15 days and receive 
a full refund or credit. 


copy(ies) of ACCOUNT- 


Name 
Note: Payment must 
accompany order. Company 
Please make all 
checks payable to ne 
Purchasing Magazine. _ ity, state, Zip 
Send to: Purchasing 
Magazine, Attn: Kim Signature 


(Signature required for processing of order.) 
Canadian and foreigm orders mustibe prepaid-in US. dollars. 
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60,000 executives COMMUNICATE —jum 
BETTER..EARN PROMOTIONS 
.. MAKE MORE MONEY. 


..the super salesman who can't rise above 
Sales manager because his financial reports are garbled.. 
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Write for our new catalog and 
get an idea of some 


of National's capabilities. 
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National Riveters .--- 


(the Quieter ones) 


National Rivets - - - 
(Precision 100% inspected) 


MaxSet Anvils - - - 
(set more rivets per anvil dollar) 


Tooling - -- 
(designed for your job) 


nical and Production Cooperation . - - 


(the best anywhere) 


This combination will give you 
a competitive advantage. 
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Rive 
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NAL RIVET & MFG. CO. 
Wisconsin 53963 


oO. 414-324-5511 
wx 910-260-3591 


TS 


New products 
Non-asbestos gasketing 
for high temperature use 


ASBESTOS-FREE gasket material can be 
used in applications above 350°F. 
Thermo-Tork TN-9000 is recommend- 
ed for use in manifolds where exhaust 
gas temperatures reach as high as 
1200°F, including off-road equipment, 
diesels, compressors, etc. TN-9001 is 
designed for more moderate flange 
pressure applications and has the 
same temperature ratings. Armstrong 
Cork Co., P.O. Box 3001, Lancaster, 
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Three stockpickers for 
loads to 3000 Ibs 


ELECTRIC STOCKPICKERS are available 
in lift heights to 30’ and load 
capacities to 3000 lbs. Series SP 
stockpickers in 36”, 42”, and 48” widths 
feature 24-volt power, scr controls, 
flashing amber lights, and operator 
lanyards and belts. Options include 
aisle guide wheels for use in guided 
aisle storage systems. Crown, New 
Bremen, Ohio 45869 


TRUARC 
RETAINING RINGS 


850 Sizes In 
Stock 


ee Make ordering snap rings easy. We can 

“a” ~—s Ship production quantities immediately 
without waiting for lengthy factory deliv- 
ery. Order from the production quantity 
stocking source. 


IN STOCK! Fast, Economical Assembly Tools 
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e Pliers >> 

e Applicators C/4 V2~ 
e Dispensers as 

e Semi-Automatic Tools -— = 


WRITE FOR FREE 
ILLUSTRATED 


IDEA FILE Versatile flexible ducting 


made in wide size range 


FLEXIBLE DUCTING for venting air and 
gases and for directing the flow of 
liquids, dust, sludges, and other heavy 
materials accommodate operation 
temperatures from —40°-180°F. Avail- 
able in IDs from 2-18", ducting is 
recommended for use on engine air 
filters and air conditioning applica- 
tions, dehumidifying, and drying 
systems, etc. Anaconda Metal Hose, 
Box 2618, Waterbury, Conn. 06723 
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ABOUT CONVERTING TO 


RESIDUAL FUEL OIL THAN ALLIED. 


fuel. Its a change you ought to 
ake especially if you re presently using distillate 
fuel. And no one is better equipped to help you make 
that change than Allied Oil. 

Over the next few years distillate will be in greater 
demand for a multitude of uses. That means as a fuel oil 


‘onversion to re sidual 


user, you II have less to power your plants and generators. 


Residual oil will generally be more plentiful. And 
because it generates more BTU value per gallon than 
distillate, it is also less expensive tO use. 

If you've put off conversion because you thought it 
was too complicated a change, give us the chance to 


ALLIED OIL COMPANY Division of Ashland Oil, Inc., 


Principal Offices: Buffalo, New York 14217, (7 


(502) 584-5588; Pittsburgh, Pennsylvania 15 


16) 87 


7-7177; Canton, Ohio 44711, (216) 477-0037; Chica@dt! MGGa0R\ HOG08, (HAS 2H-S1 BO Louisville 
220, (412) 922-4443; Southfield, Michigan 48075, (313) 559-9570; St. Paul Park, Minrfeséta 55 


prove yOu WTOng. And i YOu re concerned thi it con- 


version will limit Ct your use of Ot her fuel sources, We Can 

explain how versatile the process reals is. If cost is your 
Allied can show 
sion, you Il actually 


biggest question, the fuel oil specialist: at 
you that, with residual fuel oil conver 
be saving on your energy costs. 
Allied understands your fuel oil xeeds, and we 

know what it takes to meet them. Oui’ staff of specialists 
and why 
its achange you ought to consider. Fc r more informa- 
tion, write for our free 


will be glad to tell you more about co: version. 


facts by Oklet © contact your 


Allied sales representative. 


tien. 
ALLIED 


YOUR RELIABLE FUEL OIL SOURCE. 2.'=' 


One Erieview Plaza, Cleveland, Ohio 44114 (216) 771-3400 


, Kentucky 40202, 


71, (612) 459-9771. 


Try us for size. 
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Size at Frasse means Size at Frasse means 
unusually complete bar availability through a net- 
inventories—17 grades of work of seven plants inter- 
stainless steel, 25 grades of connected by daily compu- 
alloy steel, 12 grades of car- terized movement of inven- 
bon steel plus aluminum, tita- tory. 


nium and high-temps. 


Size at Frasse means we buy 


Size at Frasse means you can big, broad and deep from mul- 
grades and items along with “specials” for spe- “edge” works to your advantage. Plan ahead 
Cial needs. with Frasse. We invest in your inventory. You pay 


for it only as you use it. 


draw on a wide variety of standard tiple sources, at best prices. Our =| 
Size at Frasse means an extensive size range of 
J 
| 


rounds, hexes, squares and flats; cost-cutting 
sizes in 32nd and 64th-inch increments. \ Ictals. es and \ I< re. 
PETER A. FRASSE New York Metro Area 


(212) 925-2200 (201) 933-7700 
& CO,, INC. (516) 627-3332 (914) 476-5900 


Philadelphia: (215) 229-9900 
Steel and Aluminum } rasse Cleveland: (216) 425-4911 
Bars and Tubing Hartford: (203) 529-6861 
Boston: (617) 8642460 
; Buffalo: 17 16) 876-4700 
Aluminum Plate Syracuse: (315) 437-2951 


Pictured is a portion of the Port Everglades, Florida oil storage facilities. System 
wide, total storage capability is over 9 million barrels. 


When you need energy... 
Belcher can supply and deliver. 


Our storage capacity, transportation facilities and over 
65 years of know-how enable us to meet your energy requirements. 


Belchere 


Main Office/8700 West Flagler, RO. Box 525500, Miami, Florida 33152 — Phone (305) 551-5200, Telex Marine Sales, Towing and Sup 
— 51-9452, Cable/BelOilCo/Miami, Florida Marketing Offices and/or Terminals: AL-Mobile. AR-Helena, West Memphis. FL-Cape 
naveral, W. Palm Beach, Port Everglades, Miami, Port Manatee, Tampa, Pensacola, Tallahassee, Port St. Joe, St. Marks. GA- Savannah. 
MA-Boston. NJ- -Bayonne. NY-New York. TN- -Memphis. TX- -Corpus Christi. Bunkering Ports: EAST COAST -Boston, New York, Port 
Canaveral, W. Palm Beach, Port Everglades, Miami. GULF COAST-Port Manatee, Tampa, Pensacola, Pic Pascagoula, Gulfport, New 
Orleans, Lake Charles, Port Arthur, Beaumont, Houston, Galveston/Texas City, Point Comfort; ‘Corpus Christ i, Brownsville 

Units of The Coastal Corporation 


New products 


Stackable steel cabinets 
sport easy-access drawers 


MODULAR DRAWER cabinets combine 
storage efficiency with reduced 
retrieval time for small parts and 
tools. Heavy-gauge drawer suspension 
systems permit loads to 400 lbs/drawer 
and let drawers roll out smoothly to a 
full 105% extension. Cabinets come in 
44” and 59” heights and are 30” wide x 
27%" deep. Drawers come in five front 
heights from 3-12”. Equipto, Aurora, 
Ill. 60507 
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riddance 
to srease 


Brulin has the solution for 


removing grease, grime and oil. We 


have the product in our line that’s just right for your cleaning jobs. 


Brulin’s Solvent Degreaser i 


S a fast drying, ready-to-use, general 


purpose solvent. Use brush, spray or dip tank. Aerosol for small jobs. 
Low flammability, low toxicity, nonconductive to electricity and safe 


on all metals. 


The cleaner for all reasons, 815MX. Tackles everything from 


boats to concrete floors, from a 
using equipment such as steam 
foam units or pressure sprayers. 


hw : re) “ ? 
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ircraft to air filters—by hand or by 
Cleaners, floor scrubbing machines, 


For removing deeply embedded soils 


or Cleaning difficult to reach, heavily soiled 


areas, nothing surpasses our Gel Method. 


lf you want to reduce the number of 


manhours spent removing oil and grease 


Your local Brulin 
reader service n 


soils, we Can and will show you how. 


representative will answer your inquiry. Circle 
umber or write, Advertising Department: 


BRULIN & COMPANY, INC. 


P.O. Box 270-B, 


Manufacturin 


Indianapolis, Indiana 46206 - (317) 923-3211 


facilities also in Westwood, New Jersey: Richmond, California; and 


Tampa, Florida. Over 160 factory-trained representatives nationwide 
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Spring/washer assortments 
shipped in steel drawers 


CLOSE TOLERANCE stock spring and 
spring washer kits are shipped in 
compartmented metal drawers. Prices 
range from $42 for light duty 
compression springs to $87.50 for 
heavy-duty wave washers. A metal 
chest is shipped free with any six 
assortments. Each assortment pro- 
vides graduated sizes of heavy, 
medium, or light-duty springs of a 
given type and has two of each items. 
Associated Spring, Barnes Group, 
18 Main St., Bristol, Conn. 06010 
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Electric lift trucks 
easy on power use 
THREE-WHEEL lift trucks feature rear 


wheel drive and steer for reduced 
electric power consumption and 


‘| accurate steering. Three models added 


to the line offer 1000kg, 1250kg, and 
1500kg capacities at 500mm _ load 
centers. scr controls have bypass 
circuits for stepless drive control and 
smooth acceleration. Komatsu Forklift 
Co., Ltd., No. 3-4, Akasaka 2-Chome, 
Minato-ku, Tokyo, Japan. 
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People are stepping all over us. 


Indoors or out, in fair weather or foul, they 
keep right on walking all over us. But we like it 
that way. And so do they. Because what they’re 
walking on is our Sure-Foot™ safety plate. 

Rolled from Lukens quality plate steel, 
Sure-Foot™ features an attractive pattern of 
sharp, Clearly-defined projections that resist 
slippage. And it’s easy to match and to keep 
clean. 

The combination of this design and Lukens 
quality plate steel has never been available 
before. Put them together and you've got a win- 
ning combination that’s great for heavy traffic 
walkways, Stairs, docks, ramps, work tables, 
truck floors, tailgates and kickplates. 
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The Lukens quality plate steel gives you the 
strength and support you need, with a sharp, 
skid-resistant pattern that could be a real life- 
saver in a lot of applications. 

If you haven't already done so, ask your 
local Service Center about the many sizes and 
thicknesses available in Sure-Foot™ safety plate. 

Or contact your nearest Lukens sales office 
for further information. 


Los Lukens Steel 


ye > 9 OE ©6Coatesville, PA 19320 


C7 Week GHOUPH JIVE 
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Oil removal filters 
are highly efficient 


OIL REMOVAL filters boast twice the 
effective service area of conventional 
designs. This means longer service life 
and reduced element replacement. The 
coalescing units are rated better than 
~99.999% to 0.01 micron particle 
removal by por test. The %” and larger 
sizes have differential pressure 
indicators for visual check of element 
condition. C.A. Norgren Co., 5400 S. 
Delaware, Littleton, Colo. 80120 
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Bi-directional piston 
sealing more economical 


BI-DIRECTIONAL PISTON sealing is more 
economical with a combination of one 
pressure inverted pedestal (P.1.P.) ring 
and one Type B PolyPak. P.1.P. rings 
are available in over 100 sizes from 
4-10” diameter. Standard sizes can be 
delivered in as little as four weeks. 
Rings need only one seal groove and 
can be installed on a one-piece piston. 
Parker Hannifin Corp., Seal Group, 
2360 Palumbo Dr., Lexington, Ky. 
40509 
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We meet your strip steel 
pretemper specs exactly. 


Here are 13 reasons why. 


Wallace Barnes Steel has 13 fur- 
naces that can provide you with the 
exact hardness, temper and forma- 
bility you need in your end product 
made from our pretempered high 
carbon strip steel. Every quench and 
temper medium is available in these 
furnaces, plus several combinations. 
And this carefully controlled temper- 
ing equipment delivers strip with 
exactly the production performance 
you seek. 

With years of experience in cold 
rolling, heat-treating, and precision 
slitting high carbon strip steel, we 
offer you the widest possible choices 
of close tolerance, high quality, pre- 
tempered strip. We routinely offer 
three tempers with top, intermediate 
and low hardnesses. But we can also 


meet your custom specifications if 
our standard offerings don’t meet 
your specific workability needs. 

Our strip steel specialists will help 
you determine the strip properties 
your production needs and select 
from our black, scaleless or bright 
finishes to save you production steps 
and cost. Polished or colored fin- 
ishes are also available. 

If you are a buyer or specifier of 
high carbon strip steel, you owe it to 
yourself to get samples and a quote 
from Wallace Barnes Steel, Bristol, 
CT 06010. Call (203) 589-5511. Ask 
for our Customer Service Manager, 
Ray Bachand. 


Wallace Barnes Steel 
is moving ahead. 


Wallace Barnes iN BARNES 


GROUPIINC 
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Electric forklifts 
conserve energy 


ELECTRIC LIFT trucks feature four 
safety circuits in the scr controllers 
and tiltable steering columns. The 
two-ton and 2.5-ton vehicles have 
stepless drive control with soft start 
and smooth acceleration to conserve 
battery power. Travel speeds range to 
17 km/h and loaded lifting speeds 
range to 370 mm/s. Komatsu Forklift 
Co., Ltd., No. 3-4, Akasaka 2-Chome, 
Minato-ku, Tokyo, Japan. 


Spend $3.00 for an advance look 
at decade ahead. Send for 24- 
page reprint of PURCHASING’s 
CEO Report. All the reasons why 

CEO’s consider purchasing 
pivotal to the eighties. 
Send check to: 
PURCHASING CEO Reprint, 
221 Columbus Avenue, 
Boston, Massachusetts 02116. | 
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Shell-type axle bearings 
handle heavier loads 


CYLINDRICAL ROLLER axle bearings are 
designed for fuel-efficient, down-sized 
automobiles. In any given size, the 
shell-type bearings boast a load rating 
1.4 times that of conventional 
cylindrical roller bearings. They also 
are more compact and lighter than 
conventional types. American Koyo 
Corp., P.O. Box 45028, Westlake, Ohio 
44145 
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NO WAITING 


Many models available for 
immediate shipment from stock. 


Magline Inc., P. ©. Box 107, Pinconning, Mich. 48650 » (517) 879-2411 AA TE LEVI 


The more you know about lightmetal Magliner dock boards, the 
more money you'll save on the dock. Light, strong, portable 
Magliners are easily moved to any loading bay, quickly spotted on 
the job. So why invest in heavy, costly dock equipment, and worry 
about maintenance and down-time? Get the flexibility you need, the 
economy you want with Magliners. We engineer them to fit your 
dock, and back them with 35 years of lightmetal manufacturing 
experience. Magnesium or aluminum construction, your choice. 


Western Distribution Center: 2119 S. Standard Ave., Santa Ana, Calif. 92707 * (714)540-6115 
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O-rings? Here's why 41 of the top 
ustrials use Parco. 


50 ind 


These purchasing agents demand a top quality 
O-ring from a manufacturer that provides fast, 
trouble-free delivery at reasonable prices. Big 
companies. Small companies. More and more 
purchasing agents are ordering Parco O-rings. 
Here’s why! 


Full product line. O-rings, Contoured Backup 
Rings, T-Seals, and Custom Seals. With all the 
sizes and the broadest range of compounds, we 
reduce shopping-around time. Hundreds of 
special sizes eliminate most tooling charges. 


Service. Our experienced local distributors and 
factory representatives provide the pre-sales and 
post-sales service these tough purchasing agents 
demand. 


Quality. If the VP of Manufacturing reports that 
the O-rings you ordered are defective:and he has 
to shut down the production line, you’re on the 
carpet. So, while the industry operates to a 2.5 
AQL, we run our plant internally to a 1.5 AQL. 
We inspect each and every O-ring before it’s 
shipped to you. 


Delivery. To reduce your O-ring inventory costs, 
Parco offers short four week manufacturing lead 
times, a large computer-controlled inventory and 
the best on-time delivery in the industry. And 
you have the convenience and peace-of-mind that 
your O-rings are stocked locally by your Parco 


Cost. We realize you must keep costs to a 
minimum. With Parco, you pay just the initial 
price. We eliminate the costs of unkept delivery 
promises, excess safety stock, quality returns, 
production shutdowns and product recalls. 

Fast Action. We're big enough to handle 
America’s largest corporations. Flexible enough to 
bail you out of an emergency O-ring need. 
Several FORTUNE 500 purchasing agents even 
claim we “worked miracles”. 

We want your business. Our “We want your 
business” attitude shows. That’s why we’re the 
fastest growing O-ring manufacturer in the 
world. Big customer or small, when we give you 
a commitment, we meet it. Put us to the test. 


For complete information write or call. Your 
literature will be on its way in 24 hours. Then call 
us in—and watch us respond. Just like we’ve 
been doing for purchasing agents in the 
FORTUNE 500. 


When you need O-rings, Parco delivers. 


arco 
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2150 Parco Avenue °* Ontario, California 91761 


JAM-PACKED WITH PRACTICAL INFORMATION 
FOR PURCHASING MANAGERS AT ALL LEVELS 


TABLES 
showing pros 
and. cons of 
various con- 
tracting plans, 
and other real- 
life tradeoffs. 


ACTUAL 

DATA ri 

gathered by OOKLETS 
Purchasing co used by real compa- 
Magazine, nies to welcome 


give the 
reader ideas 
on systems to 
adopt for per- 


covering mat- 
ters such as accep- 
tance of perform- 


suppliers and 
explain their 
unique oppor- 


The companion text to 
the popular BASICS FOR BUYERS 


by Somerby R. Dowst, C.P.M. 
Managing Editor, Purchasing Magazine 
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For nearly half-a-century Illinois Gear has been helping 
American industry run smoothly. Our gears are used where 
large dependable gears are needed. They are found in paper 
and steel mills, on off-the-road equipment, machine tools of 
every description, on mining equipment, textile machinery, on 
ships and marine equipment and on oil rigs. 


When quality custom gears are needed, you can count on 
Illinois Gear. We have the facilities, people, experience and the 
Capability to produce almost any type gear, in any size and in 
any quantity you might require. 


For the full story of Illinois Gear capability send for our facilities 
brochure. Let us help keep things running smoothly for you. 


ILLINOIS GEAR 
Wallace Murray Corporation 
2166 North Natchez Ave. 
Chicago, Illinois 60635 


Running on water 


THIS APPLICATION guide answers 
all your questions about high- 
water-base hydraulic fluids, 
including what it is, why it is 
used, and how it is used. These 
questions are being asked more 
frequently now because of the 
current economic, ecological, 
and environmental trends which 
have an influence on hydraulic 
machinery users. The illustrat- 
ed guide describes the physical 
properties of high-water base 


PHYSICAL | PETROLEUM 
PROPERTIES OILS 


Corrosion 
Resistance 
(liquid 
phase) 


Storage 
Stability 
Room 
Temperature 
Low 
Temperature 


Excellent 


Excellent 


WATER 
GLYCOL 
FLUID 


fluids (HWBF) and provides a 
chart outlining the physical 
properties of petroleum oils, 
water glycol fluid, water-oil 
emulsions, and 95% water 
hydraulic fluids. The guide also 
contains detailed sections on 
functional properties, hydraulic 
system considerations, and 
conversions to HWBF. Sperry 
Vickers, Division of Sperry 
Rand Corp., Troy, Mich. 48084. 
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WATER-OIL 95/5 
EMULSIONS FLUIDS 


Requires 
Care 


Requires 
Care 


Poor 


Lubricity Excellent Soon to Limited 
Limited 

Bulk Fluid 

Temp. Limits, — 20 - 180 

°F 


Monitoring 
Requirements 


Viscosity 
Neut. No. 


Viscosity, 
Water 
Content, pH 


Water 
Content, pH, 
Bacteria 
Check 


Viscosity, 
Water 
Content 


Fire Non- Excellent 
Resistance Resistant 


Buying paper towels 


APPRAISING PAPER TOWELS is 
what this booklet explains. 
Among the aspects covered are 


mechanical and _ production 
features to consider, how towel 
size and shape affect function, 


Semi-finished steels 


THE DIFFERENT FORMS, sizes and 
grades of semi-finished steel 
available for your forging needs 
are outlined. Also provided are 
dimensions of a variety of car- 
bon and alloy steel as well as 


special proprietary grades. The 


and the role dispensers play in 
controlling consumption. 16 
pages. Scott Paper Co., Scott 
Plaza II, Philadelphia, Pa., 
19113. 
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firm's process to provide qual- 
ity, semi-finished products is 
also described. Six pages. Armco, 
Western Steel Div., Dept. LH- 
2079R, 1455 West Loop South, 
Houston, Texas 77027. 

For your copy circle 343 


Specialized fasteners 


FIFTEEN DIFFERENT TYPES of 
industrial fasteners are featured 
in this booklet which contains 
design and technical data on a 
variety of frequently used 
specialized fasteners. Informa- 
tion on the capabilities and 
applications and data on 
available sizes and capacities for 
each product are given along 
with drawings and photographs. 
Photographs of suggested appli- 
cations are included. Eaton 
Corp., World Headquarters, 
100 Erieview Plaza, Cleve- 
land, Ohio 44114 
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Terminals and splices 


SOLDERLESS TERMINALS and 
splices are the subject of this 
guide. The guide contains 
complete descriptions and speci- 
fications for over 1200 solderless 
terminals and splices. All 
terminals and splices are 
cataloged by wire size (26 AWG 
through 600 mcm) and tongue 
type. In addition each wire size 
and tongue type listed shows the 
complete family of preinsulated 
and uninsulated terminals in an 
easy to read full-page format. 
Catalog 75-338. amp Inc., 
Harrisburg, Pa. 17105 
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Metric seals 


AN EXTENSIVE line of metric size 
sealing elements for modern 
hydraulics and pneumatics is 
summarized in this guide. The 
contents include a comprehen- 
sive quick reference chart that 
classifies each product as to its 
base material, hardness, pres- 
sure and temperature ranges, 
application, installation, and 
resistance factors. Catalog 500. 
SIMRIT Corp., 1245 Rand Rd., 
Des Plaines, Ill. 60016. 
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CLASSIFIED Apvertisinc Purchasing Mart 


open time 


CASTINGS 
Steel, Stainless Steel, Aluminum, Gray and 
Ductile Iron. Complete Machine Shop and 
Pattern Shop. Short to Medium Production 
Runs. 1 Ib. to 2000 Ib. Castings. 
TALLADEGA CASTINGS & 
MACHINE CO., INC. 
P.O. Box 857—P, Talladega, Alabama 35160 
205-362-4124 
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CASTINGS 
Ductile, Steel, and Stainless Short- 
run, Prototype, Repair parts, Mining 
parts, Show Castings. 


HOLLAND ALLOYS 
4524 136th Street 
Holland, MI 49423 
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CASTINGS 
Ductile and Iron Squeezer work, 
Production work, Prototype, Repair 
parts, Mining parts, Show castings. 
KANSAS ALLOYS 
Asherville Rd. 
Beloit, Ks. 67424 
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equipment for sale 
= - used - rebuilt) 


“When You Need It Yesterday” 

Ye” to 48” Valves-Strainers-Flanges 

fe rele Bae gg le 
e 


“we? it make it’’ Stainless- Monel- 
Brass-lron-Steel-Aluminum 
Metropolitan Pibg. Supply Corp. 
5000 2nd St. L.I.C., N.Y. I1101 
Free phone: 800-221-9672 


rom New York— 
Phone 212-EM-1-2111 
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Two Edge Saw Model 72 Peeler 
and Boring Units, 
Width. 


108” Cutting 
In excellent condition. Call 
(312) 455-6370. Lifetime Foam Prod- 
ucts; 3001 Cullerton Drive; Frank- 
lin Park, Illinois 60131 Mr. Eineman 
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WANTED! 
YOUR SURPLUS HYDRAULIC: 
Pumps & Motors 
Valves 
Cylinders 
Hose & Fittings 
Filters 
Gauges 
INES: 
Diesel & Gasoline 
Accessories 
Power Transmission 
Roller Chain 
Sprockets 
Belts 
Pillow Blocks 
Transmissions 
Axles 


PROMPT ACTION—CASH! 
Wire—Phone—Write 


GROBAN SUPPLY COMPANY, INC. 
9300 South Drexel Ave.—Dept. PM-780 


Chicago, Illinois 60619 
Telex 25-3009 
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Send box no. replies to: Lynn George, PURCHASING MART, 1200 Summer Street, Stamford, Conn. 06905 


” material for sale 


MINIATURE 
DRIVE 
SCREWS 


Type U. 

Sizes: 00, 0, 2, 4. 
Steel and 
Stainless Steel. 


Standards and 
Specials. 


High quality, 
U.S. made. 
Low prices. 


Fast delivery 
from stock. 


INSTANT QUOTATIONS 
BY PHONE 


(203) 756-8949 


NORTH EAST FASTENERS 
CORPORATION 


494 South Leonard Street 
Waterbury, CT 06720 
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gear manufacturing 


Capabilities include spur, helical, splines, 
shafts, internal. We make our own blanks, 
50,000 sq. ft. plant. Good quality control, 
engineering, competitive prices. 

Send your prints for quotation to: 


JACKSON GEAR COMPANY 
221 Mill Ave. 
Brooklyn, Michigan 49230 
phone: 517-592-6021 
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printing 


NEED PRINTING? 


Buy direct from forms manufacturer black 
or blue image carbonless forms also 
Snap-A-Part unit sets. 


ED SCHWEIGER PRINTING FORMS 


95A Orville Drive Bohemia, N.Y. 11716 
Write for free price lists and samples. 
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industrial. crating 


CUT-TO-LENGTH 
PINE &/OR HARDWOOD LUMBER 
Will take 3 & 6 month contracts on indus- 
trial packaging lumber from our Flora, Ms. 
mill-1 x 2’s to 6 x 12’s up to 20 lengths. 
nding groove. Contact: 
RMARK LUMBER CO., INC. 
FLORA, MS. 39071 
PH (601) 879-8851 


Also put in a ban 
DOLLA 
P.O. BOX A 
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custom fabrication 


Custom Fabricator 


Specializing in transformer tanks 
and shells to 50,000 KVA. Complete 
fabrication of sheet, plate, and 
structural items from engineering 
gh assembly. Complete sand- 
nd shot blast rooms. 70,000 
foot plant with 10 ton 


SALEM INDUSTRIES, INC 


1801 Newgarden Rad. 
Salem, Ohio 44460 
216-337-8731 
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CE N TAUR 


Specialists in industrial and price 
catalogs. Typesetting, printing, 
binding, and mailing to meet 
your varied and specific graphic 
needs and budget. Anywhere in 
the U.S. 


Carl H. Wurzer 
CENTAUR & COMPANY 
1629 K Street, N.W. 
Washington, D.C. 20006 
301-983-1152 


For more information circle 112 


contract manufacturing © 


WE'LL MAKE YOUR METAL 
FABRICATIONS IN QUANTITY 


e Complete capabilities from en- 


Toll free 1.800 537-6679 
In Ohio (419) 628-2311 
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scrap buyer 


ATTENTION 
PURCHASING AGENTS 


Surplus goods, obsolete stock, 
warehouse closeouts. If you're 
cleaning out or simply cleaning up 
give us a call. Whether you need 
a full time system of disposal or 
merely a one time pick up we can 
help. We deal in all types of re- 
cycleble scrap, plastics, paper, 
electronics, etc. 

RALCO INDUSTRIES, INC. 
anville Hill Road 
Cumberland, R.!. 02864 
401-767-2700 
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CLASSIFIED ADVERTISING 


Purchasing 


Mart 


a Message Center for 
Buyers and Sellers that 
Pays Off in RESULTS 


This high-reader-traffic fea- 
ture is a special service for 
both buyers and sellers. It’s 
become a marketplace that 
more and more people turn 
to for anything from Auctions 
to Open Time to Positions 
Available. 


5 GOOD REASONS 


Why Purchasing Mart Gets Action 


4 Published twice monthly in 
es PURCHASING MAGAZINE 
... The Best Read Magazine In 
The Field. 
Covers those industrial 
= plants doing over 92% of 
the buying and selling in industry. 
3 Reaches 89,000 purchasing 
adirectors and Harlan sa — 
the largest circulation in the field 
4 All classified ads regardless 
# of size get their own reader 
service number. 


& Serves as a meeting place 
sfor industrial buyers and 
sellers. 


For more information on 
ordering advertising in the 
Purchasing Mart... 
Call or write Lynn George, Man- 
ager Classified Advertising, 1200 


Summer Street, Stamford, Con- 
necticut 06905, phone: 


(203) 327-6772 or... 
203-327-6746 


General information on the 
Purchasing Mart 


STANDARD INCH UNITS 
(Minimum Buy—$105.00) 
No. of times 
ppears Size of Ad 
” 2 Kad “” ” o ad 
1x $105 $210 $315 $420 $525 $630 $735 
6x 90 180 270 360 450 540 


OX NUMBER. Add an eédtonal 10.00 per 
insertion to cover postage and dling. 


(Above rates are per insertion) 


Advertising rates are based upon the 
number of insertions used -one year from 
date of first insertion. Figure about 30 words 
per inch. Standard Inch Units computed by 
the inch unit measuring %” deep (adver- 
tising inch) by one column wide. Column 
width is 2%”. If the unit is larger than one 
inch, compute all inches after the first inch 
as a full inch in depth. 

Advertisers may purchase space at the inch 
rate up to 8 inches. Thereafter standard 
display rates apply. Minimum buy $105.00 


contract work 


TO -«:: 
SUPPLY = 
A SHAFT. 


Lots of people can make a shaft. Like you, or 
us. But we are dedicated solely to making shafts 
and shaft sleeves, so we do it more economi- 

cally, faster, to closer tolerances and in 
more kinds of materials than anyone 
we know. 


We have so much warehousing that 
we often produce in quantity and 
inventory per your release free of 
charge. 
Ask us to quote on your next job. 
Large or small, we'll do it better because 
we're specialists. 


Enterprise 
chatting 


8 drvision of Enterprise Manufacturing | n 
740 York Ave.. Pawtucket, R.!. 02861 
(401) 725-8394 
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PEOPLE 


*GUNDRILLING 
-TREPANNING 


.0780” dia. to 12” 1.D. x 20” 
eAny material, size, 
shape, quantity 
Commercial ¢ Aerospace 
eNuclear applications 
“One of the largest in the Country’ 
25 YEARS EXPERIENCE 
34D Lamar St. 
W. Babylon, 
NY 11704 


(516) 643-5000 
TWX (510) 227-8342 
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Here is the marketplace for indus- 
trial buyers & sellers. To run your 
ad cail: 203-327-6772 or 203-327- 
6746. 


CUSTOM FABRICATION 


Sheet, plate, bar and structural 
components or assemblies com- 
pletely or partially fabricated in ex- 
tensively equipped 250,000 square 
foot plant. Complete facilities to 
handle any job 20 gauge to 3” 
plate—from shearing and burning 
through welding and finish paint- 
ing. NC Press work a specialty— 
your material or ours. Kirk & Blum 
Mfg. Co., 3109 Forrer St., Cincin- 
nati, Ohio 45209. (513) 351-1400. 
Jim Cloran. 
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material wanted 


We will purchcse 


EXCESS OR OBSOLETE STEEL 


CONSUMERS STEEL PRODUCTS CO. 
8510 Bessemer Ave., Dept. 8 
Cleveland, Ohio 44127 
mee Loses 216 Siecle 


For ain iadeuanasions geen ery 


MANUFACTURERS & 
CONTRACTORS! 


We will buy your excess or obsolete steel 
and metal inventory in plate, structurals, 
beams, tubing, pipe coils, sheets, and 
shapes, any size, grade, or condition. 
GALAXY STEEL & TUBE, !NC. 
800 Waukegan Road 
Glenview, IL 60025 312-729-3500 
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WANTED! 
USABLE COPPER 


MAGNET WIRE 


Call Mr. Kent 
312-267-9019 
AERO WIRE “nc” 
3902 N. Elston Ave. 
Chicago, Il. 60618 
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SURPLUS—Vickers, Racine, Denison oil- 
gear, Pumps, Valves, Cartridge Kits, Rings, 
Vanes, Shafts, etc. 


CRS SERVICE, INC. 
650 N. Rochester Rd. 
Clawson, Mich. 48017 


Phone: 313-583-9898 
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wanted to buy 


WANT TO BUY 
Wire, cable and cord sets Over- 
stock and surplus wanted Write— 


Wire—Phone Surplus Dept. 


DELTA WIRE & CABLE CO. 
1457 W. Diversy, Chgo. 
IL 60614 (312) 248-4676 
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Send box no. replies to: Lynn Georae. PURCHASING MART. 1200 Summer Street. Stamford. Conn. 06905 


i 


, Ss :. EEL WAN’ TED«# sigs 


Purchasing Agent—Materials Manager 
6 years experience in raw material, MRO, 
inventory control in both manufacturing and 
corporate environment. Strengths include ne- 
gotiation, organization, materials management 
and communications. Master's degree. Prefer 
Fairfield County, Conn. and 
County, NY locale. 

Box W-10 


estchester 


BUYER/PA 
Eleven years experience in all phases of 
material activities. Experience includes pur- 
chasing for construction mfg. and warehousing 
operations and MRO supplies. Education/BS 
degree. Willing to relocate. Available im- 
mediately. 


BOX Q-1 


POSITION WANTED 


Widely-known purchasing professional seeks 
to relocate in a new and challenging position 
due to reorganization. Over 20 years extensive 
and diverse purchasing experience. Served in 
executive capacity as State Procurement Offi- 
cer, County Government Purchasing Agent, 
Hospital Purchasing Manager, University Pur- 
chasing Agent, School Board Purchasing 
Agent, and in private industry. A frequent 
speaker, consultant and author. Individual de- 
sires to utilize knowledge and energy in a 
strong and vigorous procurement environment. 
Age 41. Mobile. Direct all inquiries to P.O. 
Box 10501, Chicago, ||. 60610. 


PURCHASING AGENT 


Desire management position. 6 years 
experience manufacturing and non-manu- 
facturing with multiple plant exposure. Product 
contacts include steel, fabricated metals and 
MRO. Familiar with material planning and 
traffic. Education: BA, A.S.C./Metallurgy, 
CPM. Willing to relocate. 
Box Y-2 


PURCHASING PROFESSIONAL 


12 years staff and supervisory experience with 
documented achievements for Fortune 100 Co. 
as Buyer, Sr. Technical Buyer, Construction 
Contract Administrator and Manager—Corpor- 
ate Fleet Operations. B.B.A. degree, Age: 35. 


Box G-21 


PURCHASING AGENT 


Aggressive buyer, 4 yrs. exp. procurement of; 
electro/electro mechanical parts, subcon- 
tracts of services and fabrications, raw ma- 
terials, hardware, wire, and MRO supplies. 
Ability to read prints/DP knowledge. Govern- 
ment purchasing background. Mgmt. B 
member. Desire CAREER position. Will re- 


locate. 
BOX R-9 


Run your recruitment ad here 


for quality resumes. We close 
every other Wednesday at 
noon—Get positive results— 
Call Lynn George at 203-327- 
6772 or 203-327-6746. 


Job scene —___ 


Layoffs miss purchasing 


DAYTON—Widespread layoffs 
here have not left many purchas- 
ing professionals without jobs. In 
fact, although companies are 
cutting down on the volume of 
purchases, they still value the 
importance of the purchasing 
department’s ability to save the 
company money. 

“The company may be 
slowing down in purchases, but 
they’re working harder at getting 
better prices,” says Bill Briggs of 
Executive Resources. “It’s worth- 
while to keep a purchasing pro- 
fessional making $20,000 a year 
if he can save his own salary 
through better vendor selection.” 

Therefore, despite massive 
layoffs at Frigidaire and Dayton 
Tire of Firestone, purchasing is 
not seriously affected. While com- 
panies are being more selective in 
their hiring and are interviewing 
more candidates, jobs are there in 
all but the auto-related or 
appliance-oriented industries. 
Most active industries include 
computers and aerospace. 

Current openings: Corporate 
buyer and plant purchasing agent 
for a consumer goods manufactur- 
er. Salaries range from $18,000- 
22,000. 

The outlook in other cities: 

Denver. The overall picture 
for purchasing is picking up, 
especially for experienced profes- 
sionals. In an effort to upgrade 
purchasing personnel, companies 
are raising the qualifications for 


new employees. Mining, oil 
and gas, electronics, and comput- 
er companies generally are al- 
ways looking for capable buyers. 

One opening: An experienced 
electronics buyer. Salary range: 
$23 ,000-25,000. 

Atlanta. Opportunities are 
best in materials management. 
While there are some openings 
for purchasing agents and man- 
agers, more positions are develop- 
ing which tie purchasing to 
materials management. 

An opening for a materials 
manager which requires a person 
with production/inventory control 
and purchasing experience in 
electronics pays up to $30,000. 

_ Buffalo. Movement is slow 
because of a reluctance of em- 
ployed buyers to change jobs 
during hard economic times. 
However, if you look close enough 
you will find jobs available. There 
are more openings at the mana- 
gerial level than at the buyer 
level. Most active industries: food 
processing, metal fabricating, 
and machining. 

Current slot: Purchasing 
manager with heavy subcontract- 
ing background in machining 
and metal fabrication with good 
vendor contacts in the local area. 
Pay scale: $25,000-30,000. 

San Antonio. After a slow 
year, business is finally picking 
up. Best bets: steel, light manu- 
facturing, chemicals, and con- 
struction. —Terri Thompson 


Buffalo: 


Dayton: 


Computers 
aerospace, : 
medical instruments 


Denver: @ 


Oil and gas, 
electronics 


San Antonio: 
Light manufacturing, 
construction 


'@ 


Atlanta: 
Metalworking, 
electronics 


Your Ultimate Choice 


CONTRACTS REPRESENTATIVE 


OIL AND GAS INDUSTRY 
Salary Area $28,000 


Increased pressure on the energy industry 
recently has created multi-disciplinary 
demands on existing operating facilities as well 
as a need for extensive new construction. Major 
oil producer is searching for a contracts 
representative. This senior level assignment 
will involve you internationally and domestical- 
ly in negotiation and administration of con- 
tracts for maintenance and construction of 
some of the world’s largest oil production and 
refining facilities. Company offers relocation 
assistance, extensive benefits, a high volume of 
activity and a progressive attitude towards get- 
ting the job done. Diverse background in con- 
tracts or procurement preferred. 


For further information, please contact John 
Curra or Jim DeForest at 


(713) 461-7777. 
ALL FEES ASSUMED BY CLIENT COMPANIES 


g 
PERSONNEL SERVICES 


415 Houston Natural Gas Building 
1200 Travis 
Houston, Texas 
(713) 461-7777 


PURCHASING 
AGENT 


The World's largest wastewater treat- 
ment and disposal public agency is 
seeking a Purchasing Agent to direct 
a Staff of 78 in the Procurement of all 
material and services used. Reporting 
directly to the General Superintendent, 
the Purchasing Agent is responsible 
for purchase orders and contracts 
(including construction) in excess of 
$100 million per year, with a depart- 
ment budget of $2.3 million. 


CURRENT SALARY - $55,265 per 


year+ excellent benefits 


DESIRABLE QUALIFICATIONS - 
Degree in business or public 
administration and 10 years of 
experience in professional level 
purchasing activities including 
responsibility for the adminis- 
trative direction of: 
1.The large-scale purchasing of 
materials, equipment, services 
and construction contracts 
in an engineering/technical 
environment 

2.A major storekeeping operation 
involving the storage and is- 
suance of materials and 
supplies 

3.A sophisticated Inventory 
Control data processing system 


Send resumes to: 
Director of Personnel 
THE METROPOLITAN 
SANITARY DISTRICT OF 


GREATER CHICAGO 
100 E. ERIE STREET 
CHICAGO, IL 60611 


An Equal Opportunity Employer M/F 


RECRUITMENT ADVERTISING JOb Mart 


Specialists to the 
Purchasing/Materials Management 
Community 


Purch. Dir,, int'l. Crude Oil 
Contracts Admin., DOD/NASA 
Proc. Mgr., Electronics 
Materials Mgr., Elec/Mech 
Purch. Mgr., Int'l. Constructions 
Contracts Mgr., Overseas 
Contracts, Heavy Int'l. Travel 
Purch. Mgr., Electronics 

Purch. Mgr., Solutions 
Contracts Mgr., Electronics 
Purch. Mgr., 

Buyers/Purch. Agts., Pos Avail. ... . 
Inventory Control Planners 


F-O-R-T-U-N-E 
Personnel Agency, Inc. 
505 Fifth Ave.. NYC 10017 
(212) 557-1000 


Move Up In 
Purchasing Management 


We regularly have attractive 
openings for purchasing 
personnel in all sections of the 
U.S. and at all levels (salaries 
S$ 15K-S40k). Let us help you. 
Send resume and get a fast 
response from us! 
AG, Willard Associates, Inc. 4, 


Syracuse. NY 13202 


(All Fee-Paid) 


SOUTHEAST 


Our 12 offices in NC, SC, GA, VA, and FLA 
specialize in Purchasing, Electronics, Elec- 
tro-Mech., and Engineering positions from 
16K to 35K. Aggressive, Confidential. Fee- 
Paid Service. Send resume with salary info 
to: Walt Loescher, BEALL PERSONNEL, P.O. 
Box 4006-P Anderson, SC 29622 


PURCHASING/MATERIALS SPECIALISTS 


Matis. Mgmt., cptieqpt ................ to $40K 
Mgr SATAN erie Cacekawweca-ctaeer tees to $38K 
.C. & Purch. Mgr.,cptleqptSE.......... to $35K 
PA. SIGS TOGING: 6n6.i cesses tewne ee vs to $31K 
P&I.C.Mgr.,hivoljobshop ............ to $30K 
Matis. Cntri. Mgr.,indieqpt............. to $25K 


Buyers, most midwest states.......... $18-$25K 
F-O-R-T-U-N-E Personnel 

500 N. Michigan Ave., Suite 10440, Chicago, IL 60611 

312-467-9130 NATIONWIDE tees & relocation paid 


MATERIALS 
THE PROFESSIONALS 
ACCESS SERVICING 
GROUP, INC. MATERIALS 
PROFESSIONALS 


Southwest, West 
1.0. Box 18502 Las Vegas, NV 89114 
or Metro New York 
L’.0. Stamford, CT 00005 
or New Eng and 
179 Allen St. 


Hartford, (T 061038 


Nationwide opportunities offered for your 
consideration by the pacesetters in pur- 
chasing placement. 


Mat’le Mor.-ENQINGS. ..... 5c cccvecensctas To 44M 
Purch. Agent-Mining................... To 35M 
Purch. Mgr.-Steel Fab.................. To 32M 
Purch. Mgr.-Chem/TX .................. To 32M 
Sr. Buyer-Mechanical/IL................ To 28M 
PANO 6.6 5oc cc cs éwewevessasians To 28M 
P.A.-Aggregates/MRO ................. To 27M 
Sr. Buyer-Computer/Mech .............. To27M 
Sr. Buyer-Electro/MechJIL.............. To 25M 
Buyer-Capital Equip/PA ................ To 24M 
P.A.-Paper Prods/Chgo ................ To 24M 
P.A.-Machine Tool/Chgo................ To 23M 
Buyer-MRO/Texas..................5.. To 20M 
Buyer-E&C Subcontracts/PA ............ To 20M 


BRITT ASSOCIATES 


53 West Jackson Bivd. Chicago 60604 
(312) 427-9450 (Pvt. Emol. Agy.) 
FEE PAID, CONFIDENTIAL SERVICE 


Send box no. replies to: PURCHASING JOB MART, 1200 Summer Street, Stamford, Conn. 06905 


Purchasing Manager—Aerospace 30-40K; Buyer 
—Computer Peripherals 32K; Buyer—Com- 


puter cos., various locations, salary open. 


HARPER ASSOCIATES 
1618 Main St. 
Springfield, Mass. 01103 
MANAGEMENT CONSULTANTS 


PURCHASING AGENT 


Expanding medical products manufac- 
turer offers growth position to indi- 
vidual with comprehensive background 
including vendor contract negotiation, 
sourcing research, cost forecasts and 
vendor analysis. Experience with data 
processing support systems preferred. 
Excellent mathematical and_ verbal 
skills required. Attractive compensa-_ 
tion and benefits package. Interested 
candidates forward resume with salary 
history and requirements to: 


Box E-14 
An Equal Opportunity Employer M/F 


SENIOR PURCHASING AGENT 


A leading manufacturer of leisure pro- 
ducts located in northwestern Minne- 
sota has an immediate opening for a 
Senior Purchasing Agent. This position 
requires three to five years experience in 
procurement, preferably with a business 
or technical degree. C.P.M. accredita- 
tion considered a plus. Send resume to: 
Milly Dalimann 
Employee Relations Manager 
ARCTIC ENTERPRISES, INC. 
P.O. Box 635, 
Thief River Falls, MN 56701 
Equal Opportunity Employer 


CAPITAL EQUIPMENT BUYER 
CONNECTICUT 


This is a rare opportunity for a Buyer with 
Capital Equipment experience. Our company 
Is located in a very desirable area. 


This new position is due to expansion and 
requires a Bachelors Degree in Engineering 
or Business and a minimum of five (5) years 
buying experience wih specific experience 
buying major capital equipment. Position will 
coordinate with Engineering and Technical 
suppliers, obtain competitive quotations, ne- 
gotiate contract prices and terms, and pur- 
chase major repair items. 


Full fringe benfit package. 
Compensation — to 27K + BONUS 
All inquiries will be held in strict confidence. . 


Write or send resume to: 


BOX D-8 


89,000 Purchasing Pros are 
reading this ad—would you 
like to meet some of them? 
Call Lynn George now—203- 
327-6772. She'll show you how! 


RECRUITMENT ADVERTISING Job Pica? 


positions available 


Procurement 
Major Construction Projects 


Call our 24-hour, toll-free number: 
1-800-821-7700, ext. 616 
In Missouri, call 
1-800-892-7655, ext.616 


Our operations worldwide in the field of power plant construction, pro- 
cess plants for oil, gas and petroleum, mining and hydro-electric 
facilities have continuing openings for experienced professionals. 


DOMESTIC & INTERNATIONAL 


e Purchasing Agents & Buyers 
¢Contract Supervisors & Specialists 
eInventory Control Specialists 

e Materials Managers 

e Expediters 


All positions offer attractive salary and benefits package. 


If unable to call, send detailed resume including salary history and 
salary requirements to: 


Jacquie Bellino 

BECHTEL POWER CORPORATION 
Employment Dept. 19-7B-80 

P.O. Box 3965 

San Francisco, CA 94119 


Bechtel and People. 
We Grow Together. 


An Equal Opportunity Employer M/F 


Send box no. replies to: PURCHASING JOB MART, 1200 Summer Street, Stamford, Conn. 06905 


An Equal Opportunity Employer M/F 


INVENTORY CONTROL 
SUPERVISOR 


Inspiration Consolidated Copper 
Company is an integrated natural 
resource company with a 65 year 
history of progress. its principle 
business is the production and 
sale of copper from its Arizona 
operations which include mines, 
smelter, refinery, rod fabrication 
and sulfuric acid plants. Mining 
operations are located near the cit- 
ies of Globe/Miami, AZ which offer 
small community living at the ele- 
vation of 3500 feet with excellent 
varied outdoor recreational activ- 
ities. 


We are currently seeking an indi- 
vidual to join our materials man- 
agement organization as Inventory 
Control Supervisor. This key posi- 
tion is responsible for managing 
and directing our inventory con- 
trol and planning organization. 
it requires an individual with 7-10 
years experience in materials 
management environment with a 
major emphasis in inventory con- 
trol including supervisory back- 
ground and a thorough knowledge 
of material systems and the appii- 
cation of material control tech- 
niques. Strong management skills, 
excellent communication and the 
ability to interface with operating 
management is essential. A degree 
in business or a closely related 
field is preferred and an advanced 
degree and/or professional certi- 
fication or work toward certifica- 
tion are pluses. 


Inspiration employees have excel- 
lent and liberal fringe benefits 
which include a complete insur- 
ance package of hospital, dental 
and medical care. We also have an 
excellent tuition aid program, 
retirement and paid relocation. For 
consideration, please submit your 
resume which should include cur- 
rent salary requirements to: Al 
Lopez, Senior Personnel Rep. 


INSPIRATION CONSOLIDATED 
COPPER COMPANY 


Inspiration, Arizona 85537 


Commodity leadtimes 
This month vs: Shorter Longer Same 
Month ago 47 20 58 
Year ago 82 9 34 
Biggest monthly increases CL), decreases 0 


156 610 11-20 21-30 oy Avg. Mo. Yr. 
STEEL wks wks wks wks wks (wks) ago ago 
Plate 78% 22% 0% 0% 0% 3.7 40 5.1 
Sheet & strip (HR & CR) 77 19 4 0 0 4.1 43 7.1 
Sheet & strip (SS) 60 32 8 0 0 5.3 §3 7.3 
Galvanized sheets 70 30 0 0 0 4.2 48 69 
Precoated sheets 47 47 6 0 0 5.9 6.7 9.1 
Bars & rods (HR & CF) 65 30 5 0 0 48 43 63 
Bars & rods (SS) 65 19 16 0 0 5.6 54 5.7 
Strapping 100 0 0 0 0 2.5 27 638 
Structurals 68 24 8 0 0 4.9 43 55 
Tool steei 65 18 11 4 2 6.4 5.9 8.3 
Gray iron castings 14 63 17 6 0 96 108 11.4 
Steel castings 10 10 71 9 0 144 138 144 
Ductile iron castings 12 67 15 3 3 9.7 125 129 
Investment castings 0 62 29 9 0 118 16.0 15.0 
10 39 31 15 5 13.6 158 163 
Steel wire (inc! 68 32 0 0 0 43 5.0 63 
Carbon 63 31 6 0 0 5.0 55 7.4 
42 39 19 0 0 7.1 78 106 
NONFERROUS METALS 
Sheet & strip (cop./brass) 66 32 2 0 0 45 5.2 60 
Bars & rods /orass 75 25 0 0 0 3.9 41 65 
Copper tubing 62 32 6 0 0 5.0 58 62 
Bronze castings 16 58 26 0 0 9.1 9.7 106 
Copper wire & cable 57 32 7 4 0 6.1 75 rat g 
Magnet wire 29 43 28 0 0 85 71 89 
Sheet & strip (aluminum) 60 40 0 0 0 4.7 59 89 
Bars & rods (aluminum) = 70.27 CCU CC KS 
Aluminum wire & cable =» «46 =o 39 S15 CC CO (G$e 7 
Tubing (aluminum) 9 CCC CO DS 
Aluminum castings 2S STA GID 
Bars & rods (titanium) 4 60 20 OF O0§§F £2 93 127 91 
ON I a ee i 
Die castings (alikinds) 614 #60 22 2 2 97 109 127 
FABRICATED METAL PRODUCTS 
Weldments 43 51 6 0 0 6.1 63 7.2 
Structural steel, fabricated 41 55 4 0 0 6.0 Lf, ee 
Cans 80 10 10 0 0 44 §.7 5.7 
Stee! drums (shipping) 78 22 0 0 0 3.7 35 46 
27 52 21 0 0 8.1 85 88 
Chain 75 18 7 0 0 4.4 oe 
& fixtures 19 50 31 0 0 9.3 8.6 10.5 
General 47 40 12 1 0 9.3 63 82 
Powder metal parts 15 33 48 4 0 11.5 13.7 144 
MECHANICAL/ELECTRICAL EQUIP. & SUPPLIES 
Electric motors: fhp 46 31 17 6 0 78 96 9.1 
Elec. motors: 1-30 hp 31 53 16 0 0 75 8.7 99 
Elec. motors: over 30 hp 4 44 30 15 7 143 12.1 12.1 
Motor controls 46 27 27 0 0 7.5 7.2 8.0 
Pumps 21 53 24 2 0 9.0 10.4 10.7 
Gears 24 34 34 0 8 wie 98 10.4 
Nonfriction bearings 56 19 11 6 8 8.6 73 10.6 
Screw machine parts 27 52 20 1 0 8.2 8.1 10.6 
Fasteners, standard 75 21 4 0 0 4.2 3.7 4.1 
Fasteners, special 16 48 32 3 1 10.3 11.0 11.6 
fitti 88 12 0 0 0 3.2 33 43 
Machine tools 47 22 19 3 9 94 110 12.0 
Portable power tools 81 15 2 0 2 4.2 43 3.9 
reducers 19 50 22 6 3 10.3 73 78 
Repair parts 59 30 11 0 0 5.6 68 6.9 
Cutting tools 80 16 3 1 0 4.0 64 62 
Grinding wheels 62 34 3 1 0 5.0 49 62 
Welding rods 97 3 0 0 0 2.7 3.0 28 
Lubricants 94 5 1 0 0 2.9 7 ae 
Adhesives 92 8 0 0 0 2.9 26 3.9 
MATERIAL HANDLING EQUIPMENT 
Cranes & hoists 20 26 47 F | 0 11.7 13.4 13.8 
Lift trucks 17 33 37 7 6 124 122 13.6 
21 42 32 5 0 10.1 124 12.0 
Lift truck batteries 60 31 6 3 0 5.7 56 65 


15 610 11-20 21-30 ° Avg Mo. Yr. 
CHEMICALS wks wks wks wks wks 
Paint 89% 11% 0% 0% 0% 3.1 32 3.4 
76 20 4 0 0 4.1 3.0 4.0 
85 15 0 0 0 3.3 29 3.6 
95 5 0 0 i) 2.8 2.7 2.7 
Solvents 95 5 0 0 0 2.8 2.7 3.1 
Plastic resins 66 29 5 0 0 4.7 3.7 5.1 
Plasticizers 61 33 6 0 0 5.1 3.7 5.0 
Sulfuric acid 92 8 0 0 0 2.9 32 28 
Nitric acid 89 11 0 0 0 3.1 3.1 3.1 
acid 87 13 0 0 0 3.2 30 3.5 
Fatty acids 84 16 0 0 0 3.4 3.4 3.9 
Alcohols 94 3 3 0 0 3.1 27 @63.1 
Benzene 89 0 0 11 0 5.0 3.1 3.6 
Chiorine 87 13 0 0 0 3.2 2.8 2.8 
Ethylene glycol 86 7 7 0 0 3.8 29 29 
Soda ash 79 21 0 0 0 3.7 3.4 4.3 
ELECTRICAL/ELECTRONIC COMPONENTS 
Pressure gauges 53 35 11 1 0 6.1 55 69 
Temperature controls 29 47 22 2 0 8.4 8.0 8.0 
memuments. gauges 37 46 17 0 0 7.2 70 84 
Chart 30 26 0 0 7.5 8.0 7.6 
Lamps 85 13 2 0 0 3.5 3.8 43 
Switches 52 36 12 0 0 60 63 62 
Relays/solenoids 40 47 9 4 0 7.2 8.4 6.9 
Transformers 23 57 13 7 0 8.9 79 10.4 
Integrated circuits 37 25 24 10 4 10.4 11.0 12.1 
Other semicons 35 32 28 5 4] 9.1 76 94 
Resistors 54 34 12 0 0 5.9 67 65 
Capacitors 42 30 23 5 0 8.3 8.0 9.0 
Printed circuits 33 37 22 8 0 9.2 8.3 9.1 
Connectors 52 23 11 6 8 8.9 90 73 
WOOD AND PAPER PRODUCTS 
Lumber 90 9 0 0 1 3.3 3.2 3.7 
Plywood 92 5 2 0 1 3.3 3.3 3.7 
Pallets 92 8 0 0 0 2.9 30 3.6 
industrial crates 91 6 3 0 0 3.2 3.1 46 
Fiber drums 91 9 0 0 0 3.0 36 863.9 
Corrugated containers 88 11 1 0 0 3.2 3.1 3.5 
Multiwall bags 61 33 6 0 0 5.1 59 7.2 
Kraft paper 71 25 4 0 0 4.4 4.6 4.3 
Printing paper 67 30 3 0 0 4.5 4.7 §.2 
Foil laminates 40 36 18 6 0 8.2 76 86 
OFFICE SUPPLIES AND EQUIPMENT 
Envelopes & stationery 79 21 0 0 0 3.7 3.6 3.8 
92 7 1 0 0 3.0 30 3.0 
Tab cards 79 17 3 1 0 4.1 40 40 
Business forms 44 54 2 0 0 5.7 58 656.7 
Office furniture 35 30 31 3 1 9.2 95 11.1 
Typewriters 34 26 32 7 1 10.0 123 108 
Calculators 86 13 0 1 0 3.4 3.1 4.1 
PLASTIC AND RUBBER PRODUCTS 
Molded parts 37 54 9 0 0 6.6 7.0 8.1 
Plastic film 68 31 1 0 0 43 50 5.6 
Plastic and 74 22 4 0 0 4.2 3.9 4.7 
Plastic bottles 79 18 3 i) 0 3.9 43 5.8 
Sheeting/gaskets 85 15 0 0 0 33 44 50 
Seals and rings 70 25 4 0 1 4.7 54 59 
Conveyor belting 68 28 4 0 0 46 5.2 5.4 
V-belts 87 13 0 0 0 3.2 40 37 
Hose 84 15 1 0 0 3.5 3.8 4.2 
GLASS AND CLAY PRODUCTS 
Glass parts 38 58 4 0 0 6.2 64 78 
Glass bottles 60 33 7 0 0 5.2 56 7.2 
Refractories 48 26 26 0 0 73 108 #£«8.7 
Fiberglass 63 31 6 0 0 5.0 65 6.7 
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Lyon’s new fully-automated Minitrieve™ MH quickly brings 
valuable parts, tools, components to a comfortably seated 
operator at the touch of a finger. 

Just seconds after operator “punches” a request into the tele- 
phone-type keyboard, Minitrieve selects and delivers the 
proper container for order picking. Then returns it to Mini- 
trieve shelf storage. 

Minitrieve—a “vault” that protects inventory —reduces the 
number of people needed in picking/restocking; provides push- 
button control of valuable storage items; virtually eliminates 
pilferage; cuts out counterman walk-and-search; provides more 
cubic feet of storage per square foot of floor. 

See your Lyon Storage Architect soon. If he can’t show you how 
Lyon Minitrieve quickly pays for itself through savings in man- 
power, time and material... you don't need the system! 


LYON 


LYON METAL PRODUCTS, INCORPORATED General Offices: Aurora, INlinois 60507 


Lyon push-button storage & retrieval. 
A new system to save manpower, 
time, stock, space, money. 


; 


Steel front panels removed 
for demonstration purposes 


FREE AIT helps solve 
storage problems. 


Lyon's new “SOLVING STORAGE PROBLEMS’ kit contains these 

helpful catalogs in a handy folder for quick reference or filing: 

1 Lyon Minitrieve Bulletin— automated small parts storage/ 
retrieval. 

2°The Touch of a Storage Architect’ —how 
Lyon helps cut storage costs. 

3 Lyon Condensed Catalog—steel shelving and 
racks, lockers, shop and office equipment 


Circle Reader Service Num- 
ber 25 _ if you want this free 
multi-catalog kit PLUS reg- _. 
ular Lyon product mailings. 4 SO we 
Circle Reader Service 

Number 26 if you want a a 
ONLY the catalog kit, not We 


the mailings. » 
Or, call your Lyon Dealer a 
for your kit and/or mailings. We 2s. 


He's in the Yellow Pages 
under LOCKERS, RACKS, and 
SHELVING. 


eVendor deliveries continue to speed up 


einterest rates to be trending down in ’80 ae) tS 
@Real GNP to be fading until year end recas 


Early Warning Indicator Interest rates Dow Jones industrial average 


(%) (End of quarter values) (%) (Closing prices on 20th of each month) 


Average prime rate 
charged by banks 


Average 
Corporate 


Source: Cahners Economics Dept. Sources: Citibank; FRB; Treasury Source: Dow Jones 
Natural gas sales Crude petroleum production Electric power production 
(Tril. Btu) (rotat utility sales) (Mil. bbI.) (Bil. kwh) (By utilities) 


Source: AGA Source: Commerce Lae Source: Commerce Dept 
Gross national product Durable goods orders Iimports/exports of goods 
’ ; and services 
($ bil, (bil backlogs ($ bil.) nc, military 
Backlogs 
270-+(End of 
250 quarter) | 
230 
1 
210 New orders 
190 (Quarterly totals) 
0 
Source: Commerce Dept. Source: Commerce Dept. Source: Commerce Dept. 
Railroad freight traffic Intercity truck tonnage Vendor performance 
(Class 1 railroads, revenue freight only) (Not seasonally adjusted) (%) (Percent companies reporting slower 
deliveries — Chicago) 
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— 


190 

225 

. | 

210 cH if 

170 

1802 tt] TL E : ike 
| EI 7 1980 | 
Source: AAR Source: ATA Source: PMAC 


Output per employee-hour Producer price indexes 


(Manufacturing sector) 
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Finished 
(excl, 


136 


Crude materials 
(excl. foodstuffs) 
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Source: Bureau of Labor Statistics Source: BLS 


Forecasts: Cahners Economics Department 


Amhoist i a leading siherfialioried | 
_ designer and manufacturer of heavy- — 
duty construction equipment. With — 
18 facilities in the U.S. and several 
abroad, reducing maintenance and 


repair costs is vital to Ambhoist. 
Sunvis has helped Amhoist succeed. 
When Amhoist switched to Sunvis 
hydraulic fluid in its St. Paul loca- 


tion, they discovered eo 


- (pinboket uses other Sun products in 


the manufacture of their highly-re- 


garded, heavy-duty construction 
equipment. Sun Way Lubricant has 
ninated “hunting” in machining 


| operations. Sunfleet gear oil proved 


to be the answer in their foundry 
For details on Sunvis hydraulic 
fluids and other Sun lubricants that 
have solved problems for Amhoist, 
write to: Sun Industrial Customer 
Service, P.O. Box 7438, Philadel- 
pra PA 19101. : 


SUN PETROLEUM CO. 
A Division of Sun Oil Company of Pennsylvania 


Sun is is all you need 


tndiindls-nivuni In this ite MT3-A machine center 
rr with Sunvis hydraulic fluid. 


| 
| 
| 


) 
\ 
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SUN 
the heljoful people 
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eCapital spending to get cut back 


New plant and equipment 
expenditures 
($ bil.) 


(All industries) 
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Source: Commerce Dept. 
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Metals operating rates 
(%) (Previous low: 69.9% in 2Q '75) 
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Source: Federal Reserve Board 


Paper and paperboard 
production 
(Mil. short tons) 
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Source: Commerce Dept 


Forecasts: Cahners Economics Department 


@lron castings backlogs to fall 15% in ’80 
®Box shipments confirm the recession 


Industrial production 
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Source: Federal Reserve Board 


Forging shipments, 
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Container shipments 


(Corrugated and solid fiber boxes) 
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Source: Commerce Dept. 


Forecasts 


Inventory to sales ratio 
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Steel shipments to 
service centers 


Source: Commerce Dept 
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Plastics production 
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Forecast data: Perry Patterson, director of economics, 
Cahners Economics Department. For information on how to 
subscribe to Cahners Early Warning Forecast Service, 
developed to help purchasing managers make their own 
forecasts of prices, leadtimes, etc., circle no. 339 on the 
Information Retrieval Card. 


Chemicals output to slip all year 


Chemicals production 
(Seasonally adjusted) 


Source: Federal Reserve Board 


Chemicals production peaked in 
the first quarter and should be 
falling all of this year. The decline 
from peak to trough is forecast to 
be 5%. The contraction in the 
1973-75 recession was about triple 
that. The difference this time: a 
stronger export market and 
tighter inventories. Production 
should rebound next year and 
climb 8% over the course of 1981. 


Petroleum products prices 


(Producer prices of refined products) 


(1967 = 100) | a 


ae 
/ | 


Source: Bureau of Labor Statistics 


Refined petroleum products 
prices should be speeding up about 
now as OPEC’s latest round of price 
hikes feeds through the economy. 
For 1980 as a whole, oil-based 
products are expected to rise 
30-35% in price. It could be more if 
OPEC’s annual gain exceeds 
10-20%. It is expected that 
recession and plentiful supply of 
oil will blunt OPEC’s power. 


Aluminum production 
(Primary; domestic and foreign ores) 
(Thous. short tons) 


Source: Aluminum Assn. 


Aluminum production which 
has been running ahead of year 
ago levels is expected to witness 
some weakness in the second half 
of this year. Result: Output in 
1980 should be about equal to 
1979’s. The export market is 
helping to insulate the industry 
from recession. One weak area is 
sheet. By late 1981, the industry 
should be back to record levels. 


Electric power prices 


Source: BLS 


Electric power prices to com- 
mercial and industrial users this 
quarter should be 18% more than 
third-quarter 1979. While power 
output is easing, costs are 
accelerating. How much and when 
your costs will be affected will be 
decided on the type of fuel and 
regulatory agency in the locality. 
Power costs should moderate next 
year. 


Steel production 
(Mil. short tons) 
40 


Source: Commerce Dept. 


Raw steel production next 
quarter is expected to be 15% 
below fourth-quarter 1979. That 
should mark the industry’s low 
point. About then consumer 
purchases of durables should be 
reviving. However, at the same 
time capital spending is expected 
to be in the doldrums. So steel’s 
recovery next year won't make 
up ground lost this year. 


Coal prices 


Source: BLS 


Coal prices age expected to speed 
up in the Satie months, but 
should grow by less than inflation 
in general. Forecast reads a 7.5% 
hike this year, following 1979’s 3% 
gain. Next year’s increase should 
be even greater. Business’ 
recovery and coal’s prominence in 
the energy policy should put 
pressure on price. A strike next 
year could interrupt supply. 
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deliver! 


piping components 
in these alloys: 


CARPENTER 20Cb-3* 

HASTELLOY B&C276** 

INCOLOY 800, 801, 802 & 825*** 
INCONEL 600 & 625*** 

TITANIUM 


PRODUCTS 


Custom Alloy makes a full line of seamless butt weld 
fittings: elbows, all angles, both long and short radius; 
180° return bends; tees straight and reducing; reducers, 
concentric and eccentric; stub ends ASA and MSS, 
types A and B,; laterals and crosses. Size range is Y2 to 
36 inch in most products. Custom Alloy's engineering 
and manufacturing facilities will produce to your most 
stringent requirements on a custom or special basis, 
products including: backing rings, nozzle bosses, 
specialty flanges and thermowells. 


MATERIAL 


Custom Alloy has the technology and experience in 
working with HASTELLOY B&C276**, CARPENTER 
20Cb-3*, INCOLOY alloys 800 & 801***, INCONEL 
alloys 600 & 625***, Nickel-200, MONEL alloys 400 & 
450***, Copper Nickel, Stainless Steel, 300 Series & 
400 Series, Chrome Moly, and Carbon Steel. 


PIECES ILLUSTRATED ARE 


. 48” X 24” MONEL*** REDUCER FOR AMMONIA PROCESSING LINE 

. INCOLOY 800H*** RETURN BEND FOR ETHYLENE FURNACE 
INCONEL 600*** REDUCER FOR AMMONIA PROCESSOR 

. HASTELLOY C276** ELBOW FOR HYDROCHLORIC ACID PIPING 

. TITANIUM TEE FOR DESALINIZATION SYSTEM 

. CARPENTER 20Cb-3* CAP FOR TESTING SULFURIC ACID LINE 

. CARPENTER 20Cb-3* STUB END FOR PHOSPHORIC ACID PROCESSOR 


MO Pwh— 


*Registered Trademark of Carpenter Technology Corp. 
**Registered Trademark of Cabot Corporation. 
***Registered Trademark of International Nickel Co. 


Custom Alloy Corporation, Califon, New Jersey 07830 U.S.A. 
PHONE: 201-832-7111, TELEX: 13-6456, TWX: 510-235-3362 
CABLE: CUSTOMALOY. Offices in Texas and California. 
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Sail through your next 
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lem 


Project 70° 
stainless machining bars. 


After all the care and skill 
you put into your projects, 
you want results. That’s why 
you should demand quality, 
consistency, lot-to-lot uni- 


formity from your materials. 


Users of Carpenter Project 
70 stainless machining bars 
experience better finishes, 
faster speeds, longer tool 
life, fewer rejects, when 
they run our Types 303, 304, 
316, 416, and 182-FM. 


Our exceptionally well con- 


trolled process technology 
from melt to finish can 
mean only one thing: a top 
quality product from the 
industry's leader. 
Carpenter offers you stain- 
less machining bars available 
from 21 nationally located 
warehouses. Call the spe- 
Cialty steel producer dedi- 
cated to your future. Con- 
tact your local Carpenter 
Service Center. 


CARPENTER TECHNOLOGY 


CARPENTER STEEL DIVISION ~ READING, PA 19603°~ 
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DoALL’s new 


® 


band saw blade will slash your 


cost-per-cut on stainless steel! and 
other hard-to-saw alloys or, 
you get your money back! 


The 


M-42 
cobalt hss 


68-69 Rc 


45-49 Rec 


The PENETRATOR is the newest member of 
DoALLs family of Imperial Bi-Metal™ band 
saw blades—industry's broadest line. Note 
the extremely hard tooth tip (68-69 Rc) made 
possibie by use of M-42 cobalt high-speed 
steel. Permits sawing temperatures up to 
1100°F without loss of cutting edge. 
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THE DoALL 
PENETRATOR®* 
MONEY BACK GUARANTEE 


DoALL will refund the full blade price if 
the PENETRATOR is recommended and 
does not outcut and/or outlast pres- 
ently used hss blades when cutting 
Stainless steels and other hard-to-saw 
alloys 


blade is a uniquely productive combination 


of saw tooth geometry and metallurgy. 


The blade delivers longer life and 
higher cutting rates than ever before possible on 
tough alloys. You can realize significant sawing 
productivity improvements on materials such as 
200, 300, 400 and 17PH Series stainless steels, 
Monel, Inconel, Waspalloy, Hastalloy, titanium, ura- 
nium, zirconium, high-speed steels, hot work die 
steels and other tough materials. 


The blade is available in widths of 
1, 1-1/4, 1-1/2 and 2 inches in combination pitches 
of 2/3, 3/4 and 4/6 plus 4 and 6 pitch conventional 
raker set types—and you'll like the price! 


Discover for yourself the savings potential of this 
tough, freer cutting new band saw blade. Call your 
local DoALL Industrial Supply Center today for a 
demonstration of the blade on your 
material—you've got nothing to lose and much to 
gain. You'll find the number in the Yellow Pages 
under “Industrial Equipment & Supplies.” 

DoALL Company, Des Plaines, III. 60016. Phone: 312/824-1122 


For the whole shop 
and everything 
to\keep it running 
SB77-1R4 
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Purchasing’s 
HOTLINE 


COUNT ON THE RECESSION to last 
until the end of this year and 
perhaps into 1981. While there 

has been moderation in policy 
recently--removal of credit 
controls, a bit faster money 
growth, tax cut proposals--it is 
not enough to turn output around 
soon. Inflation still is the 
number one problem. Whether 
government has the resolve to cure 
inflation will be tested when 
unemployment nears 9%, sometime 
later this year or early next. 
Even if policy became dramatically 
Stimulative right now,it would 
take about six months before that 


showed up in industrial production. 


DON'T ASSUME just because copper 
workers struck that other lines of 
supply will be disrupted by labor 
difficulties. The bargaining 
calendar for the remainder of 1980 
is quiet. What's more, the 
recession reduces labor's power. 
"The copper strike was not a 
surprise. It's a tradition in that 
industry,'' says John Mullahy, Data 
Resources' economist. He warns 
that next year "will give labor 
incentive to ask for more." Not 
only will business be recovering 
but also a lot of agreements will 
be coming up for negotiation. 
Trouble area: Coal, early in '81. 


EXPECT WEAK DEMAND to keep 

copper prices realistic, despite 
the strike. Even those buyers who 
made no attempt to stockpile in 
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anticipation of the walkout say 
they have sufficient inventory to 
last through the third quarter-- 
longer, if business keeps falling 
off. Brass mills, service centers, 
and foundries all report "no 
problem," at least until next 
month. Industry sources say 
demand for copper was off 8.5% 
through June, compared to last 
year, and would be off even more 
except for the pre-strike 
inventory buildup. 


DON'T LET inventory cutting get 
out of hand. You could be caught 
unprepared for a sudden large 
order. Pay attention to your 
distributors' and suppliers’ 
stocks, and adjust your own 
inventories accordingly. In the 
event of an upturn at your own 
company, you don't want to find 
yourself suddenly scrambling for 
supplies from an empty pipeline. 
Besides, now is a good time to 
take advantage of bargain prices 
in numerous commodities. 


TAKE ADVANTAGE of current low 
prices of ferrous scrap. Prices 
are down 30% from this time last 
year and continue soft as steel 
and foundry output declines. Some 
major steel industry buyers are 
voluntarily building inventories, 
buying as much as one year's 
supply of ferrous scrap while 
prices are still low. A boost in 
demand later this year is likely 
to hike prices 10-15% by year-end. 


BE PREPARED to work even more 
closely with your company's and 
its parent's private fleet 
operations. Under the recently 
passed Motor Carrier Act of 1980, 
fleets of 100%-owned subsidiaries 
can haul for each other and their 
parent--for pay.( This)cwas not 


Purchasing’s 
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HOTLINE continued on page 5 


possible prior to the passage of 
the act. Purchasing, says one 
private fleet operator, by 
coordinating orders with their 
transportation departments (both 
their own and their parent 
company's), will play a key role 


in making private carriage pay off. 


BEWARE OF low-quality imitations 
of high-strength aircraft bolts 
making their way into the 
marketplace. In some cases, 
obsolete parts have been re- 
machined and marked with 
counterfeited stamps of legitimate 
manufacturers. One aircraft 
components maker advises: If you 
can't buy directly from the maker, 
be able to accurately trace a bolt 
back through its handlers and 
distributors to the factory. 
"You've got to know your 
distributor," he adds. 


ALERT MANAGEMENT to the Aug. 19 
deadline for obtaining an EPA 
identification number. If the 
amount of hazardous wastes 
leaving your plant exceeds or is 
likely to exceed 1000 kg/mo 

you are obliged to file 

under EPA's new regs affecting 
all generators, transporters, 
and disposal facilities. 


A DEEPER AND longer-than-expected 
recession is given the chief 
blame for the revised U.S. budget 
deficit estimates. After predicting 
as late as last March that the 
fiscal year 1980 budget would be 
only $36.5 billion in the red, 

the Administration issued a mid- 
year forecast upping the figure 
to $60 billion. The earlier pie- 
in-the-sky forecast of a 
$16.5-billion surplus for the 1981 
fiscal year (beginning Oct. l, 
1980) turned into a deficit of 


$25 billion-30 billion. If the 
$25-billion tax cut is thrown in, 
the 1981 deficit will be swelled 
another $10 billion. 


EXPECT BEARING LEADTIMES to drop. 
Forged rings and alloy tubing-- 
two materials used in making 
races--are becoming more 
available. Heavy-duty and OEM 
bearings, the type most often 
employing forged rings, have been 


hard to get because of heavy 


demand for the rings by aircraft 
engine makers. The situation is 
easing. One bearing maker says 
forged ring leadtimes, which were 
out to 26 weeks last spring, are 
now down to less than half that. 
Still, demand for maintenance 
bearings is high because in slow 
times more companies fix equipment 
rather than replace it. 


KEEP WRITTEN RECORDS of machine 
maintenance and repairs. Doing 

so saves time: Breakdown-prone 
equipment is clearly identified 
for preventive maintenance; parts 
most frequently replaced can be 
stockpiled accordingly; and 
warranty claims can be filed 
quickly. 


WATCH FOR new computer-based 
forecasting services designed to 
help buyers determine the residual 
value (market price of the 
equipment in the future) of used 
office equipment and computers. 
One such service: Rave by Gartner 
Group, Greenwich, Conn. This tool 
allows computer users to do life- 
cycle cost analysis by providing 
forecasts of announcement and 
shipment dates of future equipment, 
and anticipated price-performance 
levels. This helps users to plan 
equipment acquisitions, with more 
reliable pinformation ‘and less risk. 
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“Good news, J.B.! I think this will solve 


our copier collating problems!” 


For some copiers, you really do need 
rollerskates: Load here.Keyboard there.Dash around 
to pull out copies. Run back for the originals. 

The way a Kodak copier is designed, 
you get a lot less exercise, but a lot more efficiency. 
Stand right in front of the copier. Position originals, 
give instructions and pick up copies (and what 
great copies they are—people say they're the best 
in the business). You can even make two-sided, col- 
lated and stapled sets. Right in front. 

May we demonstrate? 


Write: Eastman Kodak Company, - 
CDO000, Rochester, N.Y. 14650. 


Kodak copiers...you don’t need 
roller skates to run them. 


1880 K@Bs 1980 
_A 100-yéar Start on tomorrow 


Kodak €ktaprint 150AF copier-duplicator 
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Federal Reserve Board 


eReal GNP to dwindle 4% this quarter 
elnflation’s pace could heat up again 


Real GNP to take 
less of a plunge 


PropucTion should continue to 
slide throughout the quarter, but 
not as steeply as last quarter’s 
plunge. With the shock of austere 
policy wearing off, consensus out- 
look pegs the third-quarter loss in 
real GNP at about 4% (annual rate). 
The forecaster’s uncertainty lies in 
the actions of final markets—the 
areas to watch in planning buying 
strategies. Even though Federal 
Reserve policy has eased, ‘‘the con- 
sumer shows no signs of reacting,”’ 
says Lee Hoskins, chief economist, 
Pittsburgh National Bank. He’s 
forecasting a 5-6% fall in real Gnp. 
Money supply still hovers at the 
lower bound of the Fed’s policy tar- 
gets, so ‘‘the basic stimulus is not 
there.’’ In contrast, Group IV, a 
consulting outfit, expects a 1-2% 
decline in real Gnp. ‘“The consumer 
has taken care of his balance sheet,”’ 
says Mitchell Held, senior econo- 
mist. Debt was retired quickly last 
quarter and in the past ‘‘that pre- 
ceded bursts in spending.”’ 


A TURNING POINT 

The business cycle quietly 
passed a milestone: The index of 
lagging indicators peaked in April. 
This measure, used to confirm 
trends in the economy, is made up 


Lagging indicators 
(1967 = 100) 
200 


of key cost factors such as for 
credit. The peak in laggers signals 
that ‘‘the inflation bubble has 
burst,”’ says Brian Kajutti, econo- 
mist, Commerce Department. It 
also shows that excesses, such as 
hedge buying, have been tempered. 
These events pave the way for a 
revival in demand. ‘‘Next thing to 
look for is a trough in leading indi- 
cators,”’ says Kajutti. 


INFLATION OUTLOOK 

To be on the safe side, now 
would be the time to bargain hard 
for firm pricing. Some fear that 
reheating of inflation will begin 
next quarter. The recent easing of 
credit and an expected tax cut 
‘‘will move more money into the 
economy,” says Richard DeTurck, 
economist, Chase Econometrics. 
Ensuing firmer demand means 
“cost pressures (especially labor) 
probably will be feeding through 
towards the end of the year.’’ The 
tip that inflation is ready to make 
its move upward will be in non- 
ferrous metals. ‘‘One of the quicker 
ones to take off would be alumi- 
num,”’ says DeTurck. 


EXPORTS 

Foreign markets could provide 
a prop for the sagging economy. 
After adjustment for inflation, ex- 
ports probably will rise 8-9% this 
year, forecasts Aubrey Zaffuto, in- 
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eExports to buck the economy’s downtrend 
©1980 election to impact 1981’s prices 


dustry economist, Schroder Naess, 
investment counselors. That’s just 
shy of 1979’s 10% increase. Follow- 
ing a sizable gain early this year, 
she expects exports ‘‘to stabilize 
and decline moderately’’ as 1980 
progresses. Capital goods, which 
make up a substantial portion of 
U.S. exports, are expected to pro- 
vide the underpinning. Since they 
are booked far in advance of ship- 
ment, “‘even if our trading partners 
enter an economic slump, export 
demand will tend to hold up.”’ 


PRESIDENTIAL PROMISES 
Platforms on which the presi- 
dential candidates will be running 
won't affect the economy imme- 
diately. The difference in a Carter 
vs. a Reagan administration would 
show up towards the middle of 
1981, concludes the Claremont 
Economics Institute. After run- 
ning the two sets of policies 
through their computer these 
economists find the sharpest dif- 
ference shows up in inflation. 
Reagan is expected to put prices on 
a slower track, so by the end of 
1981 they would be growing at a 
6% rate. That’s 3-4 percentage 
points less than the Carter scenario. 
The cE1 economists expect the 
Carter Administration in the next 
couple quarters to stimulate the 
economy in an effort to do some 
thing about unemployment. & 
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eAluminum inventories are building 
eFerrochrome producers face tax 
eLess waste with powder coatings 


Fastener industry 
faces turmoil 


ALREADY IN POOR SHAPE, the U.S. 
fastener industry has been sent 
reeling by recession. Watch for 
mergers, acquisitions, and plant 
closings as the industry goes 
through a period of consolidation. 
If you’ve ever considered making 
fasteners in-house, now may be the 
time to look for equipment. Auc- 
tion sales of used cold-headers, 
thread rollers, and screw machines 
are popping up with greater fre- 
quency. As an example of how bad 
things are, government figures in- 
dicate that steel fastener consump- 
tion in first-quarter 1980 rose 9% 
over the previous quarter, yet was 
still down 11% compared to the 
first quarter of 1979. Imports now 
account for just under 40% of the 
domestic market for steel bolts, 
nuts, and large screws. 


ALUMINUM 

The recent shuttering of 
Alcoa’s Warrick, Ind., and Rock- 
dale, Texas, smelters is one more 
indication of the sharp drop in 
domestic demand. The significance 
of these two closings is that both 


Basic metals 
(Previous peak: 98.2% in Sept., °73) 


Federal Reserve Board 
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plants are relatively energy- 
efficient. There has been some 
shuffling of capacity due to energy 
costs: Reynolds has reopened some 
of its more efficient smelters in the 
Pacific Northwest and, along with 
Alcoa, closed some costly gas- 
fueled plants in Texas. Overall, 
though, primary production is de- 
clining. In addition, layoffs are re- 
ported at some fabricating plants 
around the country—mostly at 
those making construction-related 
products, but also at a few sheet, 
cable, and powder plants. Inven- 
tories are starting to build at the 
distributor level, although at a fair- 
ly low rate, considering the sharp 
drop in sales. According to the Na- 
tional Association of Aluminum 
Distributors, the sales slump, 
which hit the Midwest hardest, is 
spreading. Even economic strong- 
holds such as southern California, 
where aerospace demand has kept 
sales strong, are starting to go a 
bit soft. ‘ 

FERROALLOYS : 

Tags for domestic ferrochrome 
will be going up unless U.S. ferroal- 
loy producers can find a way to get 
themselves exempted from certain 
provisions of the congressional 
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Carbon tubing off, oil country up 
¢GSA’s tin sale a surprise 
eWire rod shortage forecast 


‘“‘superfund”’ bill. The bill proposes 
a tax on certain metals and chemi- 
cals to raise funds for hazardous 
waste cleanup programs. The 
Senate version calls for an excise 
tax of up to $10/ton on chromite. 
The problem for U.S. producers is 
that the tax will be applied only to 
raw materials, so ferrochrome im- 
ports won’t be affected. Big pro- 
ducers will get around the tax by 
moving their ferrochrome opera- 
tions offshore, as Union Carbide 
has already done. 


COATINGS 

Powder coatings (plastic pow- 
ders) are likely to become more 
popular as protective finishes for 
steel, aluminum, and glass pro- 
ducts. Growth in powder coating 
consumption is forecast at 9-12% 
annually through 1985 by some 
producers. The major attractions 
are low waste (less than 10%) and 
avoidance of environmental prob- 
lems. Liquid paint, in contrast, is 
not very efficient (as much as 70% 
waste) and faces tough EPA 
emission standards concerning 
solvents. The automotive industry 
uses powder coatings to protect 
nonappearance parts such as hood 
undersides. Which brings up a 
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drawback: Powders don’t give a 
metallic finish the way paints do. 
Another problem is the high 
capital cost of installing powder 
spray equipment. The plastic res- 
ins used to make the coatings 
(pvc, polyethylene, polypropy- 
lene, and nylon) have in the past 
been prone to rapid price increases. 
Producers argue that these costs 
are more than offset by the more 
efficient coating coverage which 
powders provide. 


WELDING SUPPLIES 

Distributors say business was 
off 7.4% in May compared to April, 
but still quite a bit stronger than it 
was a year ago. Sales of welding 
gas were off for the first time since 
December. The relative strength of 
the industry is attributable in part 
to continued activity in energy and 
mining capital projects, according 
to the National Welding Supply 
Association. Buyers will find 
prices higher for virtually all weld- 
ing items, but especially so for ex- 
pendables such as fillers and elec- 
trodes. Shorter leadtimes are re- 
ported for welding equipment. 


STEEL TUBING 

Makers of carbon steel tubing 
say business is flattening out after 
a free-fall second quarter in which 
63% of respondents to an industry 
survey reported declining new 
orders. Demand from the housing, 
automotive, and farm sectors just 
isn’t there, according to manufac- 
turers. As a result, buyers with low 
inventories can demand and get 
fairly short leadtimes. Raw mater- 
ial supply is not a problem for the 
majority of tubing fabricators. Oil 
country tubulars are an entirely 
different ballgame, though. 
Energy companies are stockpiling 
to beat the band, and supplies may 
soon be very tight. 


CASTINGS 

While shipments of gray iron 
and steel castings have declined 
more or less steadily since last fall, 
ductile iron castings continue to 
show strength. Shipments of non- 


captive production jumped by 
31,000 tons in April over March, 
according to Commerce Dept. fig- 
ures (not seasonally adjusted). The 
backlog of orders has fallen during 
the same period, but by less than a 
percentage point, in terms of vol- 
ume. To compare, steel castings 
backlogs dropped 9%. 


TIN 

Buyers were flabbergasted 
when the Gsa rejected all bids at 
its first tin auction since 1977. Ap- 
parently, the government means 
what it says about not disrupting 
the market. Sales will pick up, how- 
ever, even if the anticipated 
bargain rates fail to materialize. 
As more tin comes on the market, 
prices will still fall. ‘‘There’s still a 
market operating out there,’’ says 
a solder manufacturer, who re- 
mains confident that the law of 
supply and demand will prevail— 
even over the federal government. 
Bids at the first auction ranged 
from a high of $7.60/lb to a nostal- 
gic low of $3.90/Ib. (Prices haven’t 
been that low for four years.) Tin- 
plate prices are unlikely to be af- 
fected, but solder tags should 
weaken somewhat in the fourth 
quarter, presuming that the Gsa 
sales continue. 


WIRE ROD 

When business picks up again, 
look for availability problems to 
crop up among domestic wire- 
drawers. Independent producers 
say U.S. capacity will be short 
about 1 million tons by 1985, which 
will mean increased dependence on 
higher priced imported rod. Wire 
rod consumers are sufficiently wor- 
ried about the situation to have set 
up a trade group, which is lobbying 
for a lower trigger price for rod, 
should the rpm be reinstated. 
Buyers may want to check with 
their wire sources to see where the 
rod they use is coming from; if 
domestic dependence is heavy, un- 
scheduled price hikes may result 
from a need to switch to foreign 
rod, which costs about 10% more 
than the domestic variety. J 
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A temporary slip 
in steel prices 


STEEL PRICES are showing further 
signs of weakening. 

Most of the price reductions 
are for auto-related products such 
as flat-rolled sheet. McLouth Steel 
lowered its flat-rolled prices 3% at 
the end of June. This action was 
followed shortly by an announce- 
ment from Inland that it would 
maintain existing prices for flat- 
rolled products through the end of 
the year, and by Bethlehem’s roll- 
back of flat-rolled prices to Jan. 1 
levels. Other major producers fol- 
lowed suit. U.S. Steel and J & L 
instituted competitive allowances. 

Bethlehem’s price cuts aver- 
aged 4.5%, and affected hot-rolled 
sheet and strip, cold-rolled sheets, 
and some galvanized and alloy 
products. It is important to note 
that the rollbacks applied only to 
eastern and midwestern markets, 
and that the products affected are 
closely tied to the automotive 
industry. 

Price hikes ahead. Despite 
these signs of weakness, industry 
sources seem confident that major 
mills will institute another series of 
price increases sometime in the 
fourth quarter. Hikes of 4-6% for 
carbon and alloy products seem 
likely, given the rising labor, mate- 
rials, and energy costs faced by 
U.S. steelmakers. A pickup in 
automotive sales is forecast by 
some sources for early 1981, which 
would help to firm prices for flat- 
rolled products. B 
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Purchasing’s price trends 
Price codes: L = List; D = Distributor; T = Transaction 
Latest Month 6months Year 


FERROUS (fob mill) price ago ago ago 
$382 345 § 329 
[Steel sheet (CR, ton.) SSSSCSC~S~S~S 415 415 
389 370 
25 104 93 
1260 1260 
[Aluminum (unalloyed ingot, 1,1) —=SC~C~S 72 66 63 
[Tin (US. composite price, Ib,1) _—=S=SC=~<—~—~—~*~S~S~SS SCOSCOSCSC«CBO 
475 -3.A75_—~3.20—~—3«05 
34 34 48 58 
[Zine (US. prime western, Ib, 1) —SsSsS—~—CS~—HSSCS*C~*CSSSSC*~*«TSSSCSC*C*T 
il" oO ree) eae 
200 203 231 
[“Boxboard (white-lined recycled sheets, ton.) ——~—~=«S0 330 330 330 
Pulp (bleached softwood sulfate, ton.) ——=~=~*~<C~*~STSSC*CTOSC 387 


ENERGY (delivered) 


|___Electricity (industrial demand in West, kwh,T) 044 044 035 03 
Vl SS 3 a eae a 
Sulfuric acid (100%, frt eq, trk Id, fob Chicago, ton) 58.00 68.00 58.00 48.50 
Caustic soda, Iqd (N, dphm grd, frt eq, 
bulk, 50% basis, 76% NA:0O, ton) 155.00 155.00 140.00 150.00 


PLASTICS/RUBBER 
LDPE (liner grade, |b, T) 
PVC (general purpose, Ib, T) 
Polypropylene (general purpose, |b, T) 
Polystyrene (general purpose, !b, T) 


La) 


Conveyor belting (16” 3-ply rough-top, ft. D) 53 
V-belts (multiple B-60 industrial belt, each, D) 5 
MECHANICAL COMPONENTS (prices: each) 
FHP motor (¥2 hp. std NEMA, single phase, L) 60.70 , 60.70 : 
Radial ball bearing (dbl shid, 25mm bore, 52mm OD, D) 4 
Valve (1” bronze gate, L) 21.10 21.10 20.10 19.50 
Machine screw (6D x *%L, zinc-plitd carbon 
steel, 1000 pcs, L) 48 4.85 


| & 


Welding rod (E6013 electrode, 5/32 x 14”, 500 base, L) 


ELECTRICAL/ELECTRONIC 


Connectors (coaxial, UG1094, net each, 


lots of 1000, L) 559 562 53 .50 

| __ Capacitors (ceramic, 5GA series, 1000 pes,D) ‘58.21 $8.21 52.04 49.53 
MOS (16K ROM, net each, lots of 250-499, D) 13.68 13.68 13.56 13.00 
Relays (small plug-in, net each, lots of 50,000, L) 491 4.90 3.82 3.78 
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Let General Electric show you how high-efficiency motors 
can squeeze more profits from your plant operations. 


Any manufacturer serious about improving 
company profitability should consider General 
Electric Energy $aver motors. Because the cost 
of energy is soaring too rapidly to risk wasting it 
on motors that could drain your profits. 


Instead, ask for the standard-setters. The 
fact is, GE Energy $aver motors deliver high- 
efficient performance we think is unmatched. 
And consider this: a point or two of efficiency 
improvement could save you thousands of 
dollars in energy costs for just one motor. 
That’s a‘small fortune on a plant-wide basis. 


Consider, too, that the lowest selling price 
doesn’t always mean the lowest total cost. 
You have to include many other factors like the 
real cost of power, true life-cycle costs and the 
discounted rate of return. That’s exactly why 


GENERAL @ ELECTRIC 


GE Energy $aver motors can be a profitable 
investment. 


Let us prove it to you. Send in the coupon 


today for a free copy of our booklet, “How 
Energy-Efficient Motors Impact Your Profits.” 
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Show me how to make my plant 
more profitable. 
MOTORS Send me a copy of your Energy $aver motor booklet, “How Energy- 

Efficient Motors Impact Your Profits.” 

NAME 

TITLE/COMPANY 

ADDRESS 

CITY STATE ZIP 


TYPE OF MANUFACTURING 
APPROX. ANNUAL POWER COSE 


Send ta: General Electric Comnany: Section 295-02. Schenectady. 


The new generation of paper for todays 
high-speed copier/duplicators...and tomorrows. 
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Another new approach to 
analyzing what’s ahead 


In this issue, PuRCHASING takes a new tack in its economic coverage. In 
our cover story, starting on page 50, Economics Editor Rebecca Lipman 
interviews five of the nation’s leading industrial economists for their 
views on the state of the nation’s economy. The panel—made up of 
Harvey Fisher, Alcan Aluminum; John Qualls, Monsanto; Arthur 
Wallace, International Paper; Warren Davis, Gulf Oil; and Paul 
Harmon, Armco—sketches an economic picture that stretches into the 
early months of 1981. 

What’s so new about an economic panel? Actually, what makes 
PuRCHASING’s panel different from those in other large newsmagazines 
has to do with approach. Instead of relying heavily on financial, govern- 
ment, or academic types, this panel is made up solely of industrial 
economists who earn their bread in the trenches of everyday industrial 
life. We feel their analyses have special significance to purchasing 
professionals who also must operate in the real world of industrial 
manufacturing. 

We're especially interested in finding out how you, our readers, 
react to this approach. If you like the idea—let us know. If you don’t like 
it or if you have ideas on how to improve our panel, be sure to let us hear 
from you. 

The panel, of course, is far from the whole story in this issue. Of 
special note are three stories in the general news section: 

@ On page 14 Transportation Editor Tom Dillon outlines the signi- 
ficance of the recently enacted trucking reform legislation. 

e On page 14 is a story on why inventories—despite all the 
prerecession worry—are still a major worry. 

e On page 19 is a look at what purchasing strategies are getting the 
most emphasis these days. 

Each story deals with a bread and butter issue that will be affecting 
your purchasing job in the weeks and months ahead. Another issue is 
touched on in Viewpoint (page 33), where Witco’s Stan Roberts tells 
why he makes suppliers justify every price increase in detail. 

Politics, to be sure, will play a vital role in the economic scenario of 
1980-81. And Washington Editor Dan Gottlieb takes a special look at 
the cop’s chances of racking up major gains in Congress in Washington 
Outlook on page 39. 

Finally, News Editor Terri Thompson takes a special look at the 
world of office copiers (page 61) and explains why these machines are 
receiving the same kind of attention once reserved for production floor 
machinery. 

This is another issue filled with information you’re going to be using 
in the months ahead. So please don’t let the August heat keep you from 
reading it through. 
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TRANSPORTATION 


Within six months, purchas- 
ing managers should see some in- 
creased services and possibly even 
a few lower rates as a result of the 
Motor Carrier Act of 1980, which 
was recently signed into law by 
President Carter. The law is the 
most important piece of motor 
carrier legislation since the indus- 
try was first regulated in 1935, and 
represents the culmination of a 
three-year battle to reform motor 
carrier regulation. 

Although the overall effect of 
the law will be far-reaching, it will 
take years for many of the law’s 
provisions to be put in place. For 
the most part, the trucking indus- 
try will continue as usual. 

Contrary to early reports, the 
act does not deregulate motor car- 
rier transportation. Truckers will 
still be required to publish freight 
tariffs and to obtain operating 
authority from the Interstate Com- 
merce Commission. 

The rate-making process will 
still be regulated, although in some 
cases, to a lesser degree. Truckers 
will still be able to meet to set rates 
exempt from antitrust legislation, 
although there will be more restric- 
tions imposed. Eventually, this 
antitrust immunity could be re- 
moved following a study, man- 
dated by the act, of the necessity 
for such immunity. 

Easier entry. In about six 
months, purchasing managers and 
buyers should see some effect of 
the new legislation in the form of 
increased service and lower rates 
on more competitive traffic. The 
act makes it easier for newcomers 
to get into the trucking business, 
and it also makes it easier for car- 
riers already in the business to ex- 
pand their operations. 

Carriers, if they so choose, will 
be able to raise or lower rates—up 
to 10%/yr—without first clearing 
the move with the Interstate 
Commerce Commission. Proposed 
changes exceeding that percentage 
will be handled as in the past, and 


Carriers may now change rates up 
to 10% without ICC permission. 


such proposals will be subject to 
ICC suspension, investigation, and 
rejection. | 

Purchasing may also benefit 
through the expected expansion of 
private carriage as it pertains to 
intercorporate hauling, the truck- 
ing of freight by one corporate sub- 
sidiary for another for compensa- 
tion. Such compensation was not 
permitted in the past. 

Purchasing will also benefit 
through the elimination of certain 
restrictions on motor carrier opera- 
tions. The act mandates the icc to 
remove these restrictions within 
180 days of the signing of the act 
by the President. These restrictions, 
for the most part, are ones that 
waste fuel. Examples are limits on 
the type of freight that can be 
hauled (e.g., authority to haul paint 
in two gallon cans but not paint in 
five gallon cans), and restrictions 
that require some truckers to run 
empty for part of a trip. 

There will also be an increase 
in contract carriage because of the 
act, and this, too, should benefit 
purchasing. Contract carriers serve 
customers who cannot obtain the 
special service they need from 
common carriers, who serve the 
general public. In the past, con- 
tract carriers were generally lim- 
ited to serving a maximum of eight 
accounts. They were also generally 
restricted to serving a specific in- 
dustry or geographic area. The act 
removes these restrictions. 


Trucking reform should 
lead to increased se 


ices 

Up to the ICc. The degree to 
which the act succeeds in increas- 
ing competition and improving 
motor carrier service will depend 
on how the icc interprets its new 
mandate and how it enforces the 
act. It will also depend on how 
vigorously carriers wish to com- 
pete. [he icc can encourage com- 
petition, but it cannot provide 
competition. 

A majority of the present icc 
membership favors regulatory re- 
form. This majority is expected to 
give liberal, shipper-oriented 
stance to its decisions, as it has 
done in recent years. 

he act has several built-in 
safeguards in the form of man- 
dated studies to be conducted over 
the next 12-18 months. These 
studies are designed to determine 
the effect of the act on motor car- 
rier transportation and how the act 
is being interpreted and enforced 
by the icc. If the studies indicate 
the act is not achieving Congress’ 
purposes, it is expected that it will 
be amended by another Congress. 

One transportation observer 
says that the true significance of 
the Motor Carrier Act of 1980 is 
not in any of its provisions but in 
the fact that its passage has opened 
a door that has been closed for 45 
years —Thomas Dillon 


ECONOMY 
Inventories up, but 
not out of sight 


Inventories are bulging at a 
rate reminiscent of 1974. But it’s 
not a case of deja vu. Unlike six 
years ago, purchasing strategies 
are pointing in the right direction. 
The problem this time is that 
actions haven’t gone far enough. 

e frustrating nature of the 
situation is evident in. the 
numbers. A recent PURCHASING 
survey reveals two-thirds of the 
sample are working to decrease 
inventories—triple the year-ago 


figure. But in the past year, 
Commerce Department numbers 
show the supply of manufacturers’ 
stocks has risen from 1.5 months to 
1.7—with most of the heft 
occurring in recent months. 
All of the major industries have 


been contributing to the trend. 


During 1974, inventories rose 
at a similar rate—from 1.6 months 
to 1.9. The resemblance between 
then and now ends with the data. 
Buying decisions behind the rise in 
stocks are very different. In the 
early 1970s, the aim was to 
prevent shortages. So buyers 
pumped materials and supplies 
into production even as business 
weakened. 

This time the goal has been to 
reduce inventory. But that has 
been thwarted by an unexpected 
plunge in demand. Firms are 
finding they have materials for 
sales that never materialized and 
finished goods for orders that were 
canceled. 

Strategies in place. Last 
time it took an _ economy- 
wrenching turnabout in strate- 
gies to bring inventories in place. 
Now strategies are in place. 

This is evident in a Commerce 
Department composite index 
which foretells movements in 
inventory investment and pur- 
chasing.(This index is cousin to the 
well-known index of leading 
indicators for the economy as a 
whole). It peaked in early 1979—a 


% reportin : 
decreasing inventories) 


full year before this recession 
began. In sharp contrast, it peaked 
two months after the economy 
entered the 1973-75 downturn. 
That was the only time in the 
index’s 32-year history that it 
failed to foreshadow a drop in 
business activity. 

This time buyers even execut- 
ed the strategy at the right time. 
PURCHASING’s monthly business 
survey found a major shift in 
priority to decrease inventories 
last fall when 40% replied they 
were working to cut stocks. That 
coincided with the topping out of 
the leading edge of business, retail 
sales adjusted for inflation. The 
inventory control effort intensified 
this spring. When retail sales 
began to fall sharply the share of 
P.M.S reporting decreasing inven- 
tories broke the 50% barrier. 

What went wrong? Materials 


PRICES 


requirements were not cut enough. 
But very few predicted that this 
recession would begin so dramati- 
cally. And it’s not uncommon for 
stocks to rise unintentionally in 
the early stages of a contraction. It 
takes time to discover and react to 
changes in demand. That was no 
easy task this time. Even 2%/mo 
drops in industrial production last 
quarter were not enough to 
prevent a buildup of goods. 
It’s expected that firms will 
get a handle on inventories this 
quarter. Most forecasters expect 
stocks to stop climbing and begin 
to be liquidated as production is 
cut back more. What’s more, after 
the initial shock of the recession, 
demand should fall at a slower 
rate. That should give buyers an 
easier target around which to plan 
purchasing strategies. 
—Rebecca Lipman 


Quantity bargains— 
are they worth it? 


The percentage of purchasing 
managers who see a softening of 
inflationary trends is reaching con- 
sensus proportions. 

Nearly 9 out of 10 say com- 
modity price increases are slowing 
or stopping, according to a recent 
PURCHASING survey. In that sur- 
vey: 52% say prices have risen at a 
slower rate in the past month; 33% 
say prices held steady; and 3% say 
prices have dropped overall. The 
remainder said prices rose faster. 

Quantity buys debated. 
There is a debate going on concern- 
ing quantity discounts. There are 
more being offered by suppliers 
trying to boost sagging sales, but 
not everyone is sure they’re worth 
taking. 

Some buyers have the leverage 
and are making bigger buys. ‘‘Our 
increases in purchase quantities 
are enabling me to negotiate price 
decreases overall,’’ says a buyer 
for a controls firm in Ohio. 

Sharing his enthusiasm, but 
not his budget, are buyers who say 
they just don’t have the incoming 
orders to justify similar action. 


On the opposite side of the 
question are those who have the 
clout to make large buys at a good 
price, but don’t, fearing that any 
purchase price advantage will be lost 
in the cost of carrying inventory. 

While most commodity plas- 
tics, chemicals, and nonferrous 
metals have shown price weakness, 
steel prices havé been resistant. 

Weaker prices are reported for 
flat-rolled sheet and mini-mill 
products such as rebars, but stain- 
less tags are sticking, despite the 
influx of imported material. 

Buyers report a much better 
pricing situation in plastic resins 
and commodity products. ‘‘Poly- 
ethylene film prices dropped 
5¢/lb,”’ says a Chicago-area buyer. 
““High-impact polystyrene was in- 
creasing in price almost monthly. 
Now, vendors are giving price 
guarantees for 2-3 months.”’ 

Surcharges dropped. A few 
buyers report surcharges for silver 
have been dropped by electronics 
suppliers. The same buyers say 
spot prices for integrated circuits 
are softening. —David Erickson 
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ALABAMA 
Birmingham. ........ 


Huntsville........... Sloan Paper Co... 
Mobile. ..... Strickland Paper Co., Inc... 
Montgomery. .. Weaver Paper Co., Inc... 
ALASKA : 

Anchorage Zellerbach Paper Company.. 
ARIZONA 

Phoenix.. Zellerbach Paper Company.. 
ARKANSAS 

Little Rock........ Western Paper Co... 
CALIFORNIA 

Bakersfield 


Zellerbach Paper Company.. 
Zellerbach Paper Company. . 
Fresno.... Zellerbach Paper Company. . 


Eureka... 


Los Angeles 


Zellerbach Paper Company.. 
Oakland.. Zellerbach Paper Company. 


Sacramento 


Zellerbach Paper Company. 
San Diego Zellerbach Paper Company.. 
San Francisco.. Zellerbach Paper Co... 
San Jose. Zelierbach Paper Company.. 


Santa Maria 


Zellerbach Paper Company.. 
Stockton. . Zellerbach Paper Company. . 


COLORADO 

Denver. ... Carpenter Paper Company 
Oe eee ee Nationwide Papers 
CONNECTICUT 


East Hartford 


Carter Rice Storrs & Bement Inc... 
East Hartford Lindenmeyr Paper Corp... 


East Hartford 


The W. W. F Paper Co. of Connecticut.. 


West Haven 


Carter Rice Storrs & Bement Inc... 


DISTRICT OF COLUMBIA 


Washington. Stanford Paper Company.. 
Washington. . Virginia Paper Company.. 


FLORIDA 


Jacksonville. Virginia Paper Company. 
i Palmer Paper Company. 
Virginia Paper Company.. 
Palmer Paper Company.. 


Miami........ 


Sloan Paper Co... 
Birmingham Strickland Paper Co., Inc.. 


OPIER 
STRANGLE 
STRIKES § 
CAIN. 


205-781-2644 


. 205-798-3000 


205-837-6680 
205-432-4594 
205-263-0274 
907-274-8571 
602-934-3431 
501-562-2734 
805-324-4901 
707-442-6428 
209-233-7201 


213-268-5252 


.41§-834-3331 
.916-441-6761 


714-262-1161 
415-761-1212 
408-739-5550 


805-922-5841 
209-466-6744 


.. 303-371-4260 
.. 303-388-6211 


203-289-9318 
203-289-6444 


203-289-9324 
203-932-2202 


202-526-1600 
301-341-5700 


. 904-354-0516 
. 305-633-0666 


305-592-9670 
305-843-6340 


Orlando. ... Virginia Paper Company. 


Tampa...... Palmer Paper Company. 
Tampa..... Virginia Paper Company. 
GEORGIA 

\ C(t Serre reek Sloan Paper Co.. 
Atlanta...... Virginia Paper Company. 
Columbus........... Sloan Paper Co.. 
HAWAII 

MONIUAL sicscawsaeceinteaweds Hopaco.. 
Honolulu. . Zellerbach Paper Company.. 
IDAHO 

Boise..... Zellerbach Paper Company.. 


Pocatello. Zellerbach Paper Company.. 


ILLINOIS 

Champaign....... Crescent-Unijax, Inc... 
Chicago.... Bradner Smith & Company. . 
Chicago. ..... Chicago Paper Company. . 
Chicago. ... Hobart/Mcintosh Paper Co. 
Chicago 


Whitaker-Carpenter Paper Co.. 
Decatur.. Decatur Paper House, 
Div. Distribix, Inc. 
Peoria.. Tobey-Peoria Paper, 
Div. Distribix, Inc.. 
Quincy. .!rwin Paper Co., 


Rock island ..........00% Leslie Paper. . 
Springfield. .... Capital City Paper Co... 
INDIANA 

Fort Wayne Fisher Brothers Paper Co... 


Div. Distribix, Inc... 
. 309-787-4430 


Indianapolis....... Copco Papers, Inc... 
Indianapolis. .... Crescent Paper Co... 
IOWA 


Cedar Rapids... Midwestern Paper Co... 
Des Moines... Leslie Paper Company.. 
Des Moines. ... Midwestern Paper Co... 
Sioux City. Carpenter Paper Company.. 


Sioux City. .... Midwestern Paper Co... 
KANSAS 

Topeka.. Midwestern Paper Company. 
Topeka............ Nationwide Papers. 
Wichita. .... Western Paper Company.. 
KENTUCKY 


Lexington... Southern Paper Company. 
Louisville 
Southeastern Paper Company, Inc... 


. 305-295-7810 
.813-839-6391 
.813-247-3475 


.404-447-9000 
.404-351-8533 
.404-561-8170 


808-523-2111 
808-839-7221 


208-375-1722 
208-232-8821 


217-352-5263 
312-454-1852 
312-922-9740 


.. 312-439-3770 
. 312-569-3700 


217-877-9330 


.309-685-6231 


217-223-4300 
217-529-6701 


219-747-7442 
317-637-2351 
317-635-3491 


319-363-3567 
515-266-2161 
515-265-1631 
712-277-1274 
712-255-5088 


. 913-235-3497 
. 913-266-3340 


316-263-3277 


.606-254-7795 


502-636-3311 


LOUISIANA 


New Orleans. Palmer Paper Company. 
Shreveport... Western Paper Company. 


MAINE 
Portland 
MARYLAND 
Baltimore 


Baltimore-Warner Paper Co., Inc... 
Hagerstown. . Antietam Paper Co., Inc... 


MASSACHUSETTS 
Boston 


Carter Rice Storrs & Bement Inc.. 


Boston 
Springfield 


Carter Rice Storrs & Bement Inc.. 


Worcester 


Carter Rice Storrs & Bement Inc... 


MICHIGAN 


Detroit. Beecher Peck & Lewis Papers. 


Detroit 


Chope-Stevens Paper Company.. 
. Beecher Peck & Lewis Papers. 
Carpenter Paper Co.. 


Flint 
Grand Rapids... 
Lansing.. Dudley Paper — Div. of 


Copco Papers, Inc... 


Saginaw..Dudley Paper—Div. of 


Copco Papers, Inc... 


MINNESOTA 
Minneapolis............. Leslie Paper.. 
Minneapolis....... Nationwide Papers. 
MISSISSIPPI 
Jackson.... Jackson Paper Company.. 


Meridian 
MISSOURI 
North Kansas City 


Midwestern Paper Co.. 
North Kansas City. Tobey Fine Papers. 
.. Beacon Paper Company.. 


St. Louis... 
St. Louis.. Tobey Fine Papers, 


Div. Distribix, Inc... 
Nationwide Papers. . 


Springfield 


MONTANA 
Billings 


Missoula 
NEBRASKA 
Lincoln 


. 504-486-6691 
. 318-221-5294 


..C. M. Rice Paper Company.. 


ere Newell Paper Company.. 


... Carpenter Paper Company.. 
Great Falls .Carpenter Paper Company.. 
. Carpenter Paper Company.. 


... Carpenter Paper Company.. 


| 


207-797-3300 


301-866-1500‘ 
301-739-0600 


.617-542-6400 
... Lindenmeyr Paper Co., Inc... 


617-268-9280 


.413-788-0901 


617-755-4353 


. 313-931-1200 


313-237-0300 


. 313-239-7633 
.616-452-9741 


517-372-7000 
517-755-7716 
612-781-6611 


.612-331-6180 


601-352-0837 
601-693-1783 


.816-474-6160 
. 816 -842-9110 


314-421-3215 


314-652-4800 
417-869-6418 


406-259-5525 
406-453-0317 
406-543-5143 


402-432-1243 


Lincoln. .... Western Paper Company. 
Omaha.... Carpenter Paper Company.. 
Omaha...... Western Paper Company. 
NEVADA 

Las Vegas . .. .Western Paper Company. 


Las Vegas Zellerbach Paper Company.. 
Zellerbach Paper Company.. 


Reno..... 
NEW HAMPSHIRE 


Concord.. C. M. Rice Paper Company.. 


NEW JERSEY 
East Rutherford 


Bulkley Dunton Linde Lathrop Inc... 
Central Paper Company.. 
. Lindenmeyr Paper Corp.. 
Central Paper Company.. 


Newark...... 
Rutherford . 
Trenton. ..... 
NEW MEXICO 
Albuquerque...... 
NEW YORK 


Albany Hudson Valley Paper Company. 
Binghamton (Endwell) 


Hudson Valley Paper Co... 
Lh a eras Alling and Cory.. 


Buffalo 
New York 


Franklin-Cowan Paper Co., Inc... 


Alling and Cory/Canfield Papers, Inc... 
. Beekman Paper Co., Inc... 


New York... 
New York 


Bulkley Dunton Linde Lathrop Inc... 
Gould Paper Corp.. 
. Lindenmeyr Paper Corp... 
Geo. W. Millar & Co. Inc... 
New York Union Card & Paper Co., Inc... 
Rochester............ Alling and Cory.. 
Alling and Cory.. 
Alling and Cory.. 


New York.......... 
New York.... 
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NORTH CAROLINA 


Charlotte. Caskie Paper Company Inc... 
Charlotte. ..... Virginia Paper Co., Inc... 


Raleigh...... Virginia Paper Company. 

NORTH DAKOTA 

Fargo . Western Paper Company.. 
PANO i5ci56.5 etait vanes. Leslie Paper 

OHIO 

ne ae Alling and Cory. 


Cincinnati The Diem & Wing Paper Co... 
_216-251-3600 


Cleveland........ ... Alling and Cory 


Nationwide Papers.. 


.402-474-3000 


402-341-0266 


.402-331-1161 
.702-876-2553 


702-384-5656 
702-322-3483 


603-225-6678 


201-933-6400 
201-622-6377 
201-935-2900 
609-883-7500 


505-243-6611 


.518-445-0411 


607-748-7315 
716-852-7200 


716-854-5954 


212-784-6200 
212-242-4100 


212-679-5050 
212-686-5400 
212-392-4400 
212-741-6100 
212-691-8700 
716-454-1880 
315-432-1200 
315-736-0111 


704-372-2260 
704-372-5001 


.919-872-7210 


701-293-3444 


.701-232-7417 


216-376-7174 
513-721-2163 


Cleveland....... . Copco Papers, Inc... 
Cleveland. .... The Petrequin Paper Co... 
COMI oa 0535.00 oO Papers, Inc... 
Columbus. . The Diem Chao Win Paper Co.. 
Oo, aa ee oe rs, Inc... 
Dayton..... The bicm ewe & Pobsiey Ms Co.. 
[re pers, Inc... 
OKLAHOMA 


Oklahoma City. . 
Oklahoma City 


Western Paper Company. 


WSR: orien nce Tayloe Paper Company.. 
WNGR caacss Western Paper Company.. 
ORE 
Eugene... Zellerbach Paper Company.. 
Portland.. Zellerbach Paper Company.. 
PENNSYLVANIA 
Allentown............ Alling and Cory.. 
Allentown. . Lehigh Valley Paper Corp... 
WR sited sineanideaans Alling and Cory.. 
1 a eee Daka Paper Company. 
Harrisburg........... Alling and Cory.. 
Philadelphia.......... Alling and Cory.. 
Philadelphia... Lindenmeyr Paper Co... 
Philadelphia... Paper Merchants, Inc... 
Pitteburgh............ Alling and Cory. 
SOTRIM os ici taa- cows Alling and Cory.. 
York 


Andrews Paper House of York, Inc... 


RHODE ISLAND 
Pawtucket 


Carter Rice Storrs & Bement Inc... 


SOUTH CAROLINA 


Columbia.... Virginia Paper Company. 
Greenville. .... askie Paper Co.. Inc.. 
SOUTH DAKOTA 

Sioux Falls.............. Leslie Paper. 
TENNESSEE 

Chattanooga......... Sloan Paper Co.. 


Chattanooga. Southern Paper Co., Inc... 


Knoxville.... Southern Paper Co., Inc... 
WMURONIE SS eiviva, sid dccatee ke bc Unijax, Inc.. 
Memphis. ... Western Paper Company. 
Nashville............... Athens Paper.. 
Nashville.. Clements Paper Company. 
TEXAS 

Amarillo... Carpenter Paper Company.. 
Austin... Bancroft Paper Co. of Texas.. 


Carpenter Paper Co... 


The wrong paper could cripple your 
copier. And when your copier’s hurting, you 


suffer. 


Why stick your neck out when there's 
dependable Hammermill copier paper? It’s 
made to run trouble-free through your plain- 
paper copier. 

Hammermill is the world’s most 
experienced maker of copier paper. We test our 
papers up to 38 times to make sure they'll zip 
through your copiers. And there are 
Hammermill Merchants in over 135 major 
cities to see you get the copier paper you need. 


On time. 


Hammermill. Copier paper for most 
copiers —and all budgets. 
Hammermill Papers Group, Erie, PA 


16533, 


For the name of the nearest Hammermill 
Merchant to help with your paper work, just 
check the list below. 


wh 


216-883-1675 
216-241-2000 
614-460-4000 


.614-274-1155 


513-461-5930 


. 513-222-7829 


419-241-4646 
405-235-6321 


.405-524-1515 


918-835-6911 
918-664-0693 


503-344-5575 
503-255-2121 


215-821-8434 
215-434-9571 
814-838-3535 


.814-453-4905 


717-238-0871 
215-223-7700 
215-235-9000 
215-637-1900 


.412-734-2000 


717-342-0213 
717-846-8816 


401-723-6400 


.803-771-7810 
.803-232-5137 


.605-336-1893 
.615-266-2792 


615-624-3384 
615-523-8127 


.901-362-7590 
.901-363-3575 


615-889-7900 


.615-259-9575 


806-373-2837 
512-478-2567 
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PAPERS« 


Dallas (Arlington). 
diya bis aiabae 
El Pas 
Fort Worth (Arlington) 

Nationwide Papers. 


eee eee eee 


Houston....... Bosworth Papers, Inc... 
Houston.......... Nationwide Papers. . 
Houston...... Palmer Paper Company. 


Lubbock. Bancroft Paper Co. of Texas.. 
.915-563-0032 
Nationwide Papers. . 


Midland. . Bancroft Paper Co. of Texas. 

San Antonio...... 

UTAH 

Salt Lake City 
Carpenter Paper Co. of Utah. 

Salt Lake City 


Western Paper Company.. 
Zellerbach Paper Co... 


Salt Lake City. . 
VERMONT 
Burlington. . 
VIRGINIA 
Lynchburg..... 
Richmond... 
Richmond... 
WASHINGTON 
Port Angeles 


Seattle. .. 


Zellerbach Paper Company.. 
Zellerbach Paper Company.. 
Spokane... Zellerbach Paper Company.. 

Standard Paper Company.. 
Zellerbach Paper Company.. 


Tacoma.... 
Tacoma... 
Walla Walla 


Zellerbach Paper Company. . 


Wenatchee 


Zellerbach Paper Company.. 
Zellerbach Paper Company. 


Yakima... 


WEST VIRGINIA 
Charleston........... 
Charleston........ 
Clarksburg... 
ek |, See ee Allin 
Parkersburg. .R. D. Wilson 
Wheeling (Bellaire). . . 
WISCONSIN 


Copco 


Milwaukee The Bouer Paper Company. 


Milwaukee.............. 
Oshkosh. . 


Nationwide Papers. . 
Palmer Paper Company.. 
Nationwide Papers. 


.. .Hudson Valley Paper Co. . 


Caskie Paper Co., Inc... 
Richmond Paper Co., Inc... 
Virginia Paper Company.. 


Alling and Cory.. 
apers, Inc.. 
R. D. Wilson Sons & Co... 
and Cory. 
ons & Co... 
Alling and Cory.. 


LET HAMMERMILL 
DO THE PAPER WORK. 


817-261-2311 
214-631-7460 


.915-544-1280 


.817-261-2311 
Harlingen Bancroft Paper Co. of Texas.. 


512-423-4180 
713-227-5363 
713-672-9557 


. 713-869-6631 


806-747-2877 
512-226-4181 


.801-295-9475 


801-972-1261 
801-484-4461 


802-862-4289 


804-237-5905 
804-358-2331 
804-353-5534 


206-457-5434 
206-764-5000 
509-535-2455 
206-922-8792 
206-383-1416 


509-525-6750 
509-662-5169 


. 509-453-6546 


304-346-0788 


. 304-346-0727 


304-624-7549 


. 304-363-6500 


304-422-6479 
614-676-8643 


.414-964-4660 
Leslie Paper... 
Leslie Paper, Oshkosh Div... 


414-781-1480 
414-231-6440 


PDO your package! 


USArr's fastest 
way to ship. 


PDQ—a fast, efficient way to ship your “hot” pack- 
ages to over 70 USAir cities in the U.S.A.—for only 
$30.00 including tax. 

Use PDQ for all your important packages—from 
film to blueprints to briefs—up to 50 Ibs. and up to 90 
inches in combined length, width and height with no 
one dimension exceeding 48 inches. You can even 
bind small parcels together and send them as one. 

Just deliver your package to any USAir ticket 
counter or freight terminal or, for convenient pickup 
and delivery at an additional charge, call 1 (800) 
638-7346 toll free. In Maryland call 269-6180. Airport 
to airport or door to door, PDQ your package—it’s 
USAir’s fastest way to ship. 


Theres a change in the air. 
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STEEL SURVEYS 


No steel uptum seen 
until fall at earliest 


CLEVELAND—Now’s the time for 
buyers to make good deals on steel. 

Results of the latest industry 
survey by the Steel Service Center 
Institute show that the same 
gloomy conditions which were 
noted last month still prevail— 
only more so. 

A full 83% of the respondents 
said shipments are below April 
levels; last month, 73% said ship- 
ments were below those of three 
months earlier. Like last month, 
four of five respondents said they'll 
be cutting inventories. 

That might be hard, since 89% 
of the respondents said they expect 
orders to level off or drop in the 
next three months. 

Not one of the 46 service cen- 


ters sampled said it expects a short- 
age of any material for the next 
three months. 

Shutdowns longer. Although 
it was not noted in the survey, ssc1 
President Robert G. Welch said 
that members “‘are reporting sub- 
stantial increases in anticipated 
plant shutdowns in August.”’ 
Thirty percent more than usual say 
they’ll close, Welch said, while 
many reported plans to close for up 
to twice as long as they do during 
normal economic circumstances. 

Welch added that while the 
late summer/early fall dip in serv- 
ice center steel activity will be “‘far 
worse”’ than usual, member com- 
panies are expecting business to 
rise back to March-April levels 


No letting up on inventory cuts 


Even though their inventories 
have been falling steadily, steel 
buyers, predicting worsening busi- 
ness, plan to trim their stocks even 
further over the next two quarters. 

Sixty percent of the respondents 
to the most recent NAPM Stee/ Survey 
said current inventories are too high 
in relation to demand, compared to 
33% in May. No one said the reverse, 
that demand exceeds inventories. 

The percentage of steel pur- 
chasers who plan to cut inventories 
jumped to 70 from 65 last month, the 
survey showed. Where 35% said 
stocks in June were greater than in 
January, only 27% reported higher 
inventories in July than January. 
Meanwhile, 73% of the steel buyers 
said stocks have stayed the same or 
dropped since the beginning of the 
year, compared to 65% who said so 
last month. 

The reason behind the persistent 
inventory cutting: continued gloom 
over future incoming order levels. 
Sixty-three percent said they expect 
orders to drop over the next three 
months. 

Other survey highlights: 

eFifty-six percent of the re- 
spondents said foreign mills are less 
active than three months ago in 
seeking U.S. business, up from 38% 


last month. 

«Shipping levels for 66% of the 
steel buyers have dropped over the 
past three months. 

eFour out of five respondents 
said business in general over the next 
half year will be weak. 


Buyers step up 
stock reductions 


(% respondents saying they 
plan to reduce steel 
inventories over the 

next six months) 


Yi, 
/ 


Yi 


Source: NAPM Stee! Survey 


later this year. 

In the meantime, thanks to 
too-high inventories and slow in- 
coming orders, Welch said, ‘“‘regu- 
lar steel users are being offered 
deals.”’ 

“It’s highly competitive out 
there,”’ he said. oi 


MATERIALS 
Laminate still 
faces problems 


Commercial introduction of a 
new plastic-steel laminate that will 
be aimed initially at the auto- 
motive market is at least 2-5 years 
away. 

Principal advantages of the 
new material would be weight 
savings and corrosion resistance. 
But at least two big problems 
remain: 

eDurability of the material’s 
bonding agent. 

eCost. 

A source at Hercules Inc. 
estimates that the laminate could 
be available on a limited basis next 
year, possibly for use in oil pans. 
Hercules is working in cooperation 
with National Steel Co. (See Pur- 
CHASING, ‘“‘New laminate may cut 
costs, p. 18A7, April 24, 1980). 
Firestone Tire & Rubber, which is 
developing wheels made of the 
laminate, estimates a five-year 
wait. Some companies decline to 
comment on their involvement in 
the laminate project. 

Conventional forming. The 
laminate consists of a core of poly- 
propylene, foam or other plastic, 
sandwiched by thin layers of steel 
or aluminum. It has a high stiffness- 
to-weight ratio, can be painted, and 
can be formed on conventional 
metalworking presses. 

GM’s Pontiac and Fisher 
Body divisions have tested the 
laminates on fender liners, seat 
frames, and other components. 
GM and Chrysler are interested in 
wheels made from the laminates, 
and Ford is investigating use of the 
material in certain structural 
applications. 

A Firestone spokesman says 
steel plastic laminate wheels are 
far from commercial introduction 
because of the lengthy road-testing 
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producing precision 
bevel gears on a _ 
mass production basis 1s 


our business 


... SO is manufacturing all other types of 
fractional and intermediate horsepower 
gears and components ranging from 96 to 
6 dp. And that’s been our only business 
for more than 60 years. 


Producing gears in large lots while hold- 
ing the closest specifications requires long 
experience as well as the proper produc- 
tion equipment. This is a big bonus value 
you will get from Gear Specialties. When 
you turn your gear problem over to G.S., 
you Can expect on-time delivery of gears 
which will outlive the equipment in which 
they are to be installed. This may seem 
like big talk, but we’re well into our sixties 
and still eager... our machines and equip- 
ment are the finest, and our people have 
both the experience and the desire to 
produce the finest bevels, worms, racks, 
spurs, internals, splines, helicals, ratchets, 


sprockets, clutches—anything your prod- 
uct requires. 


When you need gears, we’ve got every- 
thing needed to give you the complete 
answer — precision, quality, uniformity, 
price, delivery. Give us a try! 
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2635 West Medill Avenue, Chicago, Illinois 60647 


312/342-3200 


Gear’s big world of gearing 
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required to determine durability of 
the bonding agents. The wheels 
definitely would be costly in com- 
parison to standard steel wheels, 
and in five years could be marketed 
only as a competitor to aluminum- 
styled wheels. 

Other companies, such as 
Monsanto Plastic & Resins, Dow, 
and Central State Can, have been 
involved in prototypes or have 
worked with other suppliers on 
components or bonding techniques. 
A researcher from Central State 
Can says some parts have been 


PLASTICS 


Use of fillers 
should grow 


Buyers of thermoplastics can 
expect to find greater use of fillers 
and extenders by resin suppliers in 
the next few years. 

The most common candidates 
for filler additives are pvc, 
polystyrene, and phenolic resins. 
For pvc and PS, which have had 
price increases over the last year of 
23% and 29% respectively, fillers 
are an especially attractive way to 
cut costs. 

Watch out, though, because 
excessive use of filler can create 
problems in certain applications. 
For example, manufacturers will 
routinely add calcium carbonate to 
PVC resins as a way to reduce costs. 
But as the ratio of filler to resin 
grows, the plastic’s qualities begin 
to change, and it becomes hard and 
brittle. 

Brittle lids. In a recent 
PURCHASING survey, buyers of 
plastic cups and lids complained 
that new shipments were brittle 
and discolored. The problem was 
eventually traced to overuse of 
filler by the resin manufacturer. 
Buyers may want to check with 
suppliers about filler/resin ratios 
both as a possible avenue for 
savings and to make sure that use 
of filler won’t affect specs. 

Use of carbonate fillers in 
plastic resins is expected to grow 
at an annual rate of just over 10% 
through 1990, according to a 
report by Business Communi- 
cations, Inc., Stamford, Conn. 

A new polymeric identifica- 
tion program set up by Underwrit- 


tested, and the industry—not nec- 
essarily his company—may be able 
to offer gear housings or oil pans 
for 1981 or 1981 introduction on a 
limited scale. 

A GM researcher says it’s 
‘fanybody’s guess’’ when the 
material might actually be ready 
for commercial use. He says 
joining characteristics still pose 
some hurdles. At any rate, pre- 
engineering tests plus retooling 
time would put widespread use of 
the laminate at least two years 
away. — Pat Williams 


Use of fillers and extenders is 
growing as resin costs escalate. 


ers Laboratories gives some 
indication of the growth in use of 
fillers. It requires molders and 
fabricators to identify and test 
fillers in order to receive UL 
approval of parts to be used in 
certain electronic consumer goods 
(i.e., radios and televisions). 
—David Erickson 


REGIONAL OUTLOOK 
Some regions 
will stay strong 


WASHINGTON—How much will 
your materials requirements be 
affected by the recession. Will your 
vendor’s financial position be 
strained? The answers to those 
questions can be found in how past 
recessions treated the markets 
your company and vendors serve. 
Looking at cyclical swings in 
business (particularly the swings 
in payrolls) in the nation’s states 
and regions, “the historical 
pattern is fairly consistent,” says 


Howard Friedenberg, economist, 
Commerce Department. 

Based on outcomes of other 
recessions, Rocky Mountain states 
should be harmed least by the 
recession. Friedenberg points out, 
“Mining activity will help them a 
lot.” The region can tap various 
sources of energy. For example, 
Montana will be mining coal. 

“Oil states of the Southwest 
should continue to do well,” says 
Friedenberg. The Southwest’s 
market base of petroleum refining 
and related petrochemicals means 
the area can “absorb the recession 
more easily than other regions.” 

Being tied to another staple— 
food—will bolster the Plains states 
during the decline. That’s both 
from the durable front with farm 
machinery and from nondurables 
with food processing. 

At the other extreme—to no 
one’s surprise—are the Great 
Lakes states. Their business 
depends on postponable purchas- 
es such as motor vehicles and 
heavy machinery. That region “is 
always hit hard” in a recession. 
This time the impact could linger 
since it will take years for Detroit 
to remodel its cars and become 
competitive with imports. 

Mixed bags. The Southeast is 
a blend of weak and strong. It’s 
generally identified as a part of the 
Sun Belt, but Friedenberg points 
out that only applies to the interior 
states west of Florida. The coastal 
states “have a lot of old 
manufacturing ” that will proba- 
bly be jostled by the recession. 

Also a mixed bag are the 
Middle Atlantic states. Its heavy 
manufacturing will drag down the 
regions growth. Offsetting that 
will be fulfilling the demands of 
financial and professional services 
and corporate headquarters loca- 
ted there. 

One area which has had a 
varied reaction to business cycles 
is New England. This recession 
should treat it relatively well. A 
broadening base in electronics 
should balance off the cyc- 
lical textile and paper industries. 

Changing priorities in the 
nation would help another region 
fend the recession. The increased 
government budget for defense 
will help “insulate the region from 
the downturn.” a 


What gets stronger than steel when hot 
but is as soft as salt when cold? 


Conducts electricity in one direction 
and resists it in another? 


Stops thermal neutrons, but doesn’t 


become radioactive? 


Holds molten tungsten at 6170 F 
or liquid helium at —452 F? 


Is three-fifths lighter than aluminum? 


More heat-resistant than asbestos? 


Won't corrode in boiling iron, 


sulfuric acid or lye? 


Machines easier than brass orcan 


wear out a file? 


Is used as a lubricant, but can be 


an abrasive? 
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Graphite is a complex family of 
materials with very useful properties. 

We make graphite materials in over 
1000 shapes, grades and sizes. We can help 
you select the one best grade for your part and 
give you assistance in designing it. Then we'll 
extrude it, mold it or machine it for you. Or we'll 
help you do it yourself. And we have all the 
data you need for your work. 

For making graphite parts for electrical 


and electronics, nuclear, aerospace, chemical, 


glass, railroad and urban transit, automotive, 


heat treating, metals producing and metal- 
working industries. 

Or simply for materials engineers who 
need something better. 

Call us today (814) 781-2611. We're 
ready to help. We're Airco Carbon, a division 
of Airco Inc. With headquarters at 800 
Theresia St., St. Marys, PA15857. And plants, 
sales offices and distributors in a lot of con- 
venient places. In Montreal and Kitchener, 


Speer Carbon IRUO Carbon 


Co. of Canada, Ltd. 
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STRATEGIES 
Conserving cash 
is a top priority 


The recession will alleviate 
anxiety about running short of 
materials and supplies. An 
important exception is cash. 

Purchasing managers gener- 
ally control about half of the sales 
dollar. And with less of those 
dollars coming in, P.M.s have a big 
responsibility to enhance their 
companies’ cash position. Below 
are some tips that PURCHASING 
collected from interviews with 
experts on ways to free up or save 
dollars. 

Renegotiate contracts. The 
economy has changed dramatically 
in the past few months. Vendors 
are hungrier for business and 
probably will be more amenable to 
writing in a firm price clause. Ask 
about non-price breaks such as 
lower minimum order quantities. 
That also will conserve cash. 

Shift inventory burden to 
vendors as much as possible. This 
may take some long-term plan- 
ning. If buyers can guarantee an 
amount of orders, suppliers might 
be convinced to plan production 
and to store and release the goods 
according to your needs. 

Double-check the forecast 
of your company’s sales. It’s 
probably become a lot gloomier 
and that means you could be 
over-buying. Keep in touch with 
the marketing department. Their 
forecasts can give enough notice so 
that you can adjust materials 
requirements downward. That will 
prevent bulging inventories that 
will tie up cash. 

Leasing is still an attractive 
alternative to buying even though 
interest rates have fallen from 
record high levels. Rates offered by 
leasing companies seem to be a bit 
sticky on the downside, says one 
financial expert. Use the interest 
charged as a bargaining: point. 

Escalator clauses which 
worked to supplier’s advantage as 
inflation zoomed, can work to the 
buyer’s advantage now that prices 
are softening. Try to tie contracts 
to sensitive basic commodity prices 
that are susceptible to recession- 
ary pressures. Another idea: Write 
in an “escape clause” that will 


trigger a renegotiation if price 
falls below a given level. 

Take cash discounts when 
offered, “even if it means 
borrowing from your bank,” says 
Selwin Price, partner, Alexander 
Grant & Co., certified public 
accountants. He explains that a 
Ye% discount over 10 days works 
out to be 18% on an annual basis. 


DISTRIBUTION 


That amount saved is lower than 
prevailing cost credit. 

Stretch out payments to the 
time limit set by the vendor when 
no discounts are offered. If tight 
cash flow will cause your company 
to pay late, be sure to let the 
supplier know. “He'll appreciate 
the notice and you'll be a more 
valued customer,” says Price. 


GE computer speeds up 
customer communications 


Latest proof that a distribu- 
tor’s computer is often the one 
most helpful to buyers comes from 
General Electric Supply Co. 
(GESCO), where inside salesmen no 
longer have to give by-the-book 
responses to customers’ price/ 
availability inquiries. 

With printed . catalogs and 
inventory sheets replaced by 
cathode ray tubes (crTs), staffers 
at any GESCO house can in seconds 
advise customers of local product 
pricing and availability. They 
don’t have to thumb through pages 
that may or may not be up-to-date, 
nor trek out to the warehouse to 
make sure that on-the-shelf 
material hasn’t just been taken 
to fill someone else’s order. 

No delays. “The customer 
gets answers on the spot, when he 
needs them, not minutes, hours, or 
days later,” says K. P. Kuhlman, 
GESCO vp and general manager. 
But that’s not all. The nationwide 
EDP system, connecting 175 
locations across the country to a 
central computer complex in 
Rockville, Md., has further 
refinements: 

elf one GEsco house is out of 
stock on an item, its inside 
salesman can use the terminal to 
locate another house that has the 
item on hand for same-day 
shipment. 

eEKquivalent substitutes, 
based on manufacturers’ equiva- 
lency tables, can also be called up 
for display on the crr. 

eThe computer automatically 
shows the next  price-break 
quantity for every item on which 


——— —_—~—— ‘ . ; : 

Computer’s speed helps sell national 
contracts at the local level, 

says GESCO’s Andrew Walsh. 


~ 


the salesman requests price/ 
availability data. 

®Quotations given out can be 
held in EDP memory until the 
customer phones back to make the 
transaction an actual order. At 
that time, the system will 
automatically recheck availability 
on every item. 

ePaperwork for stock picking 
and for shipping and billing to the 
customer is generated by the 
system. So are replenishment 
orders to GESCO’s suppliers. There’s 
no chance of incoming back orders 
getting “lost” between the sales/ 
service and purchasing sides of any 
GESCO location. 

According to Andrew J. 
Walsh,—general manager of 


Think of your 
em 


spaces 
as cubic dollars. 


Penco high strength steel storage 
rack organizes all your palletized 
inventory. It stops space waste. It’s 
quick and easy to install. It’s de- 
signed in accordance with AISI 
Specifications and may be furnished 
to meet RMI and all other codes. 

Your Penco Distributor will plan 
it for you; you can alter the plan 
as your requirements change. Re- 
quest illustrated catalog. Penco 
Products, Inc., Dept. 44, Oaks, PA 
19456. 


SUBSIDIARY VESPER CORPORATION 
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marketing programs, the xPp 
system’s quick house-to-house 
access allows GESCO to consolidate 
slow-moving and back-up safety 
stocks in master warehouses 
serving entire regions. That in 
turn permits deeper stocks of 
fast-moving items locally. 

This kind of service, Walsh 
Says, can give a “tremendous 
boost” to customers who want to 


,| set up a national accounts 


agreement with GESCcO, but are 
facing internal opposition within 
their own firms. “Some purchasing 
executives are frustrated because 
operating management won’t 
believe it [a national agreement] 
will work at the local level.” 


WHO’S NEWS 


president at 


John A. Peterson has been 
promoted to president of the Eltra 
Corp.’s Prestolite Battery Divison, 
Toledo, Ohio. 

Peterson, who joined Prestol- 
ite in 1966 as assistant production 
planning manger, was the compa- 
ny’s divisional director of purchas- 
ing from 1971 until 1976. He was 
director of materials management 
from 1976 until his promotion to 
vice-president, director of materi- 
als management in 1979. 

Other promotions and staff 
changes include: 

Two appointments in the 
purchasing division of Allegheny 
Ludlum Steel Corp., Pittsburgh, 
Pa. are: David G. Vietmeier, who 
was promoted to director of 
purchasing; and John H. Braun 
Jr., who was promoted to assistant 
manager, raw materials. 


Vietmeier 


Computer knows contracts. 
The xpp system is geared to 
provide what local P.m.s and 
buyers want when they phone an 
electrical distributor: immediate 
and accurate answers on whether 
their need can be filled and at 
what price. All data in the system 
is entered by manufacturers’ 
catalog numbers. Identification 
numbers given to customers tell 
the computer if a national 
agreement is in force for any 
buyer. If there is, all pricing 
displayed on the cRT is in 
accordance with the contract’s 
terms. Prices are updated weekly, 
via tape, across the Epp data base. 

—Somerby Dowst 


Purchasing exec named 


Prestolite 


Paul E. Viko has been named 
staff vice-president for purchasing 
and materiel of American Stan- 
dard Inc., New York. Prior to 
joining corporate headquarters, 
Viko was group materials manag- 
er for the company’s construction 
and mining equipment business in 
Peoria, IIl. 

Dennis M. Toohey has been 
appointed vice-president, director 
of purchasing for Advance Trans- 
former Co., Chicago. Toohey joined 
Advance in 1976 as manager of 
purchasing. Prior to that he served 
in purchasing management for 
Zenith Radio. 

William S. Waiter has been 
advanced to vice-president— 
purchasing at the Energy Division 
of Zurn Industries, Inc., Erie, Pa. 
Norman M. Doerr has been 
named assistant vice-president, 
purchasing and material at 
Burlington Northern, St. Paul, 
Minn. 

Rust-Oleum Corp., Vernon 
Hills, Ill., has named Edward P. 
Smith director-corporate purchas- 
ing and distribution. He will be 
responsible for the purchasing of 
all raw materials for the corpora- 
tion, as well as the development of 
the new function of distribution 
management. 

GTI Corp.’s Clover Division, 


The United Parcel Service nation- 
wide system of efficient sorting 
facilities, our dependable person- 
to-person pickup and delivery 
service, our employees’ dedica- 
tion and courtesy—they re all at 
the heart of UPS Blue Label Air. 
Along with one unique feature: 
we take one day more than the 
overnight services to deliver your 
orders, but in return we give you 
savings as high as 70% or more! 
Savings like this: a 10-pound 
package shipped between New 


*Effective 5/1/80 


Long before Biue Label Air took to the sky, 
UPS was perfecting its performance on the ground. 


York City and Los Angeles by 
overnight air costs approximately 
$36.48. With Blue Label Air, the 
very same package delivered on 
the second business day costs 
only $10.51*! 

Just one day longer for a lot 
less money to deliver your incom- 
ing orders. We've got the service. 
You get the savings. That's what 
sets us apart in the air delivery 
field. 

Start saving today—route your 
orders by Blue Label Air. 


UPS shippers receive automatic daily pickup service for a nominal weekly charge 


UPS BLUE LABEL AIR 


The money-saving two-day alternative. 
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Gulf pro Bob Klar 


“When a load leaves Butler 
Trucking Company of Wood- 
land, Pa., it could be headed 

for the heat of the South Texas 
desert, or the cold of Canada,” 
says Gulf pro Bob Klar. “Butler is 
an irregular route common car- 
rier with 90 trucks hauling refrac- 
tory products, steel and lumber 
to 34 states and four Canadian 
provinces. The Cummins 290 
and 350 engines in their Freight- 
liners need an oil that protects 
in both temperature extremes, 
and anywhere in between. 
That's why I recommended 

Gulf Super Duty 15W/40.” 

“Truck maintenance is my 
responsibility,” reports Steve But- 
ler, Vice President. “We were 
having some problems that Bob 
and | decided could be solved 
by a premium multi-vis oil. 

“The most obvious problem 
was cold weather starting. Our 
trucks run in weather as cold as 
20 below, and the single grade 
oil we were using would get so 


Hauling brick and other refractory products, 
steel and lumber, each of the 90 trucks in the 
fleet covers over 100,000 miles a year in all 
kinds of climate and driving conditions. 


viscous that we'd have by-pass 
filters literally blow up on start- 
ing. Plus, we were eating up 
some starters because of the oil 
getting thicker when cold. Super 
Duty 15W/40 has solved those 
problems. 

“But easier cold weather 
starting isn't the only reason | 
like this oil. Any trucking com- 
pany has to get long service out 
of its rigs to make any money. I 


Butler trucks average 23,000 miles between 
oil changes using Gulf Super Duty 15W/40 
Motor Oil. 


Gulf-Check analysis helps Butler keep track 
of oil and engine condition. 


think Gulf Super Duty helps us 
get the most from these Freight- 
liners. We keep track of oil and 
engine condition with Gulf-Check 
analysis, and we have never run 
into an oil related problem. 
“When we 
started using 
Super Duty 15 W/40 
we tested it in one 
rig for 30,000 miles. 
Analysis showed 
no serious deple- 
tion of the addi- 
tives or any other 
trouble. Now we 
get about 23,000 
miles between 
oil changes and 
we Te averaging 
350,000 miles 
before overhauls; 


And let me tell you something, 
we ve pulled bearings after 
400,000 miles that I felt could have 
easily gone another 100,000. I at- 
tribute that to the oil.” 

“Steve is a metallurgical 
engineer,’ continues Bob Klar, 
“and he also really knows these 
trucks. He has strong opinions 
on the performance and protec- 
tion he expects from an oil. He 
put Super Duty 15W/40 through 
its paces before Butler started 
using it in all their trucks, and he 
constantly checks its performance. 
When he tells me the oil is doing 
the job, he means just that.” 

If you've got rigs that need 
the service of a tough mullti- 
viscosity oil, ask your Gulf pro 


UTLER 
TRUCKING CO 


Butler Trucking was started in 1931] by 
Emanuel Butler (center). He has since been 
joined in the firm by his sons Steward (left) 
and Steve (right). 


about Gulf Super Duty 15W/40, 
or write, Gulf Oil Corporation, 
PO. Box 1563, Houston, 

Texas 77001. 


Ask the pro from Gulf. 
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Gee 


Tonawanda, N.Y.., has named 
Bruce E. Eisele materials/ 
purchasing manager. He previous- 
ly held positions of regional 
manager for Namasco Steel in 
Buffalo and director of purchasing 
for Gibraltar Steel Corp. 

Donald H. Clague joins the 
ABAR Corp., Feasterville, Pa., in 
the capacity of director of 


SHIPPING 


materials and industrial relations. 
Previously he was director, central 
purchasing and analysis at Philco 
Ford Corp., Bluebell, Pa. 

Richard A. Rutkowski has 
been appointed manager- 
manufacturing engineering at 
Associated Spring-Bristol, Bristol, 
Conn. He was promoted from 
assistant purchasing manager. 

Daniel A. Gee has_ been 
named division purchasing agent 
at Firestone Synthetic Rubber & 
Latex Co., Akron, Ohio. Sandra 
Lubera has been promoted from 
buyer to purchasing agent at Carol 
Cable Co., Pawtucket, R.I. 

Millard M. Evak has been 
named vice-president—trading for 
Durkee Foods Div., scm Corp., 
Cleveland, Ohio. He will be 
responsible for trading activities 
and procurement from domestic 
and foreign sources. -_ 


Air freight price ‘breaks’ now allowed 


WASHINGTON—In most _ indus- 
tries, the big account gets “special 
service.” Not so in transportation, 
at least not for the record. 
Transportation regulatory laws 
have traditionally prohibited rate 
discrimination—charging differ- 
ent rates to different customers for 
the same transportation service. 

But a decision by the Civil 
Aeronautics Board, which took 
effect last month, now permits 
such discrimination or, as the CAB 
more softly terms it, “differential 
pricing.” 

Meaning: Airlines can give 
“breaks” to select customers. 

The CAB goal is to encourage 
competition and to speed the 
termination of what the CAB terms 
“cartel ratemaking,” in which 
airlines meet to set rates. 

Although the deregulation of 
the airline industry removed much 
of the CAB’s influence over rates, it 
retained the power to suspend 
rates that are unjustly discrimina- 
tory, preferential, or prejudicial. 

Under the new rule, within 
specified limits, the caB will 
permit differential pricing and it 
will be difficult to have a charge of 
rate discrimination hold up. 

The specified limits concern 
whether the differential pricing 


will result in significant long-run 
economic injury to passengers or 
shippers; the rate is discriminato- 
ry according to a reasonable 
allocation of costs; there is no 
justification for the discriminatory 
rate; and actual and potential 
competition is unlikely to develop 
within a reasonable time. a 


PLANT EXPANSIONS 
Aluminum industry 
growth continues 


Aluminum demand finally 
responded to the recession’s 
onslaught in the second quarter, 
with new orders dropping off more 
than 20% in comparison to 
year-ago figures. However, since 
capacity looks to be tight for the 
long run, expansion plans are 
proceeding apace, with new 
powder metal and foundry capaci- 
ty increases announced. 


Metals and related industries 
Fasteners: Service Supply Co., 
Inc., has opened its third 
Chicago-area industrial fastener 
service center, in Bridgeview, III. 

Foundry products: A new 
company, Americast, Inc., has 


opened an aluminum foundry in 
Cleveland. At present, the plant is 
operating 4 of its 12 molding lines, 
pouring 480,000 lbs/yr of castings. 
Americast makes small castings 
up to 30 lbs., and floor castings 
up to several hundred lbs. 

Powder metal: Alcoa has 
opened a totally automatic, 
computerized aluminum powder 
plant in Rockdale, Texas. When 
brought to full production, the 
plant will have an annual capacity 
of 30,000 tons of atomized 
aluminum powder. 

Magnesium: Dow Chemical, 
foreseeing a 6.8% annual growth 
rate in consumption, plans to 
expand its Freeport, Texas, 
magnesium operation. To come on 
stream in 1982, the new facilities 
will add 22 million lbs/yr of 
capacity to the present 250 million 
lbs/yr. 

Tools: Erickson Tool Co., a 
manufacturer of rotary tools for 
machining centers, has begun a 
20,000-sq.-ft. expansion of its 
Solon, Ohio, plant, due to be 
completed in January 1981. 


Chemicals 
Aniline: A 200-million-lb/yr 
aniline plant, using the new 
Halcon Process, is being built by 
uss Chemicals in Haverhill, Ohio. 
The plant, which will supply the 
growing polyurethane foam indus- 
try, is scheduled to open in 1982. 
Calcium carbide: Airco will 
reactivate a 90,000-ton/yr plant 
which has been shut down since 
1973. Located in Calvert City, Ky., 
the plant is scheduled to come on 

stream late next year. 


Glass 

Float glass: Production ca- 
pacity has been expanded 25% at 
Libbey-Owens-Ford Co., with the 
opening of an automated produc- 
tion line in Laurinburg, N.C. A 
new plant addition for tempering 
and filming architectural glass is 
scheduled for completion in the 
third quarter. 


Packaging: 

Folding cartons: Container 
Corp. of America will nearly 
double the size of its Muncie, Ind., 
folding carton plant. The expan- 
sion is scheduled for completion by 
November. a 


WHEN EXTERMINATOR TOM MYERS 
WANTED A COPIER WITHOUT A LOT OF BUGS, 


HE GOT THE PITNEY BOWES $1895 COPIER. 


Tom Myers runs the fastest growing pest control business in Ce 
Kentucky. Recently, he found a copier good enough to keep up | pot Cray Street, Stamford, CT 06904. 
with him: our Pitney Bowes 458 drytone copier. A fast, Gependapie |e” ss idieee Raa tanataehs 
machine that delivers great looking copies at a price he can afford. | tion in my office of the 458 copier. 
Tom appreciates its simple engineering: no costly, tempera- Name 
mental built-ins. Since he didn’t buy frills, he doesn’t pay to keep _| Title | 
them working. And he saves from less down-time, which could be =, Company __________ 
the greatest economy of all. a Se Sey) 
In fact, the only bugs in Tom Myers’ copier are those he puts St Sanna aaa | 
in. “One customer wanted actual-size pictures. So we spread some Doc j 
insect specimens on the glass and copied them. The detail was ex- a i fe ae cee Si, 


cellent. You could even see their tiny antennae.” os) be 
If you’re bugged by your copier, let us show you ours. Just - 
return the completed coupon. Sl Pitney Bowes 


For more information, call toll free any time (except Alaska and Hawaii) 800 621-5199 (in Illindis 800 972-5855). Over 600 sales or service 
points throughout the U.S. and Canada. Postage Meters, Mailing Systems, Copiers, Dictating, Labeling and Pricé Marking Systems. 


We're growing in 
SBQ carbon and alloys. 


Our new Conditioning/Inspection facility 
Is now on stream to give us expanded capac- 
ity. When your products demand quality and 
reliability, look to CF&I. 

If you need high quality alloys for tough 
jobs like crane hooks, springs or hand tools 
—we can make the grades. Our SBQ carbon 
steels won't let you down in end products 
like chain, automotive parts and farm 
implements. 

Our SBQ steel 1s quality controlled every 
step of the way because we control every 
stage of its manufacture, from ore to pour 
to final inspection. 

Hot rolled carbon and alloy steel bars are 
available in standard shapes: rounds, squares 
and flats—and also in special sections. 

We are ready to supply your steel needs 
from rollings or our finished inventory. 


You'l! find our brand all over the West. 
CF&I Steel Corporation Chl 


Pueblo, Colorado 


Sete 
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RESEARCH & DEVELOPMENT 


New product research 
gains despite recession 


NEW YORK—Economic activity 
may be grinding to a halt, but 
innovation isn’t. Industry is 
looking beyond the short-term 
pause in business activity to the 
long-term needs of purchasing 
managers: new and better prod- 
ucts, plus cleaner processes. 

Firms plan to spend $41.7 
billion this year on research and 
development, according to a 
McGraw-Hill survey. That’s 13% 
more than last year and, if 
industry sticks to its intentions, 
that will be more than expected 
price increases. 

They warn that their survey 
was taken last spring when the 
severity of this recession wasn’t 
entirely apparent. “And if firms 
adjust plans in order to cope with 
recession, they may cut back R&D 
spending as they did in 1970 and 


1974-75.” But the long-term 
outlook still pegs innovation at a 
high priority. 

Electrical machinery. The 
industry leading the pack is 
electrical machinery. The planned 
20% increase in outlays this year 
will make it the biggest r&p 
spender, a distinction that used to 
be held by aerospace. Electrical 
machinery’s $12.7-billion budget 
is expected to be allocated almost 
evenly among new products, 
improved products, and new 
processes. 

The intense effort of this 
industry is shown by the fact that 
it will be spending more on R&D 
than on capital spending in 1980. 
(Aerospace is the only other 
industry with that distinction.) 

What other markets should 
buyers be monitoring to be 


How is R&D money being allocated? 
(% 1980 R&D expenditures going for:) 


New products 


All manufacturing 


lron & steel 
Nonferrous metals ol 
Electrical machinery 
Machinery 
Motor vehicles & parts | 
Aerospace | 


Fabricated metals 


Instruments | 


Stone, clay & glass 


Chemicals | 


Paper & pulp | 


Rubber ae 


Petroleum 


Source: McGraw-Hill 


New 
processes 


Improving existing 
products 


up-to-date with innovative prod- 
ucts and processes? After electrical 
machinery, 1980’s most-active list 
for R&D includes paper, nonferrous 
metals, and petroleum. Differ- 
ent reasons back up their decisions 
to spend. Major forces are: 

eNew products. Instruments 
are expected to be the most 
aggressive marketers of new 
products in the next few years. In 
1983 almost a third of their sales 
are expected to be products not 
produced last year. 

eImproved products. By 
their nature, mature industries— 
metals, chemicals, and paper—will 
put their dollars to upgrading 
existing products. 

@New processes. The domi- 
nant industry here is petroleum, 
as it searches for ways to increase 
the availability of conventional 
fuels and to develop synthetic 
fuels. 

eEnergy related. Machinery 
is undertaking the largest increase 
in energy-related R&D. That points 
up the immediate need to replace 
inefficient machinery before mov- 
ing on to build more efficient 
plants. 

eGovernment regulation. 
Fourteen percent of manufactur- 
ers’ 1980 R&D budgets will be going 
toward meeting regulations. Motor 
vehicles, petroleum and paper will 
be carrying the biggest burdens. 


MANAGEMENT 
Peripheral buying 
system established 


CHERRY HILL, N.J.—Can you buy 
computer peripherals as if they 
were MRO items? By contract? 

Why not, if it works? rca’s 
corporate procurement staff in 
Cherry Hill is trying just that for 
the first time this year. Donald O. 
Corvey, staff vice-president— 
materials, estimates the savings in 
the first year will be $600,000- 
700,000. 

RCA’s track record with 
national contracts is enviable: $3 
million in documented savings last 
year on approximately 200 
national contracts. 

Opportunity’s knock. The 
idea for peripheral purchases by 


Foreign 


Standards 


are not foreign 


to BODINE 


Meet a new foreign power: metric 
motors from Bodine. The first Ameri- 
can motors made to perform overseas. 


For 75 years, Bodine has been the 
leader in fractional horsepower 
motors. And our experience shows 
in our new full range of 62 metric 
motors and gearmotors designed for 
220/240 V, 50 Hz power input. Each 
is engineered to meet most inter- 
national standards for safety and per- 
formance. And each delivers Bodine’s 
reliable, dependable operation. 


NE(e) | 
Gebor, a 
Nato” A 


You'll also appreciate our foreign 
service. Our established international 
Distributor network ensures you a 
ready supply of Bodine products when- 
ever and wherever you need them. 


Bodine will keep your products 
working as well over there as they 
do over here. 


Send for more information. Bodine 


metric motors: your passport for 
better performance. 


BODINE 


ELECTRIC 


Metric Motors/Gearmotors 


Small Motors, Gearmotors, Electronic Motion Controls 
For Seventy-five years, “the power behind the leading products?” 


2500 West Bradley Place 


Chicago, 60618 USA | 
Telephone 312-478-3515 Telex 25-3646 


By listening, John Secunda came 
up with an idea for buying 
computer peripherals . . . 


national contract came from John 
K. Secunda, the administrator of 
corporate contracts on Corvey’s 
staff. How Secunda came up with 
the idea is a good example of one of 
Corvey’s major management goals: 
getting overworked purchasing 
professionals to take the time to 
listen for opportunity. 

“The key is awareness,” says 
Corvey, “and getting the buyer to 
understand that this sort of 
awareness is part of his job.” 

How do you develop this sort 
of awareness? There’s no easy 
answer. Corvey suggests putting 
people who show it on a fast track 
and hope that will inspire others. 

Secunda got the idea when 
several divisional buyers and 
purchasing managers called to ask 
if a national contract existed for 
this or that piece of equipment. 
No, said Secunda. But why not? 

Until then, rca had used 
national contracts to purchase MRO 
items and electronic components. 
None of these have the sophistica- 
tion, complexity, or cost of 
computer peripherals, such as CRTs. 

Fit criteria. Unusual or not, 
computer peripherals fit the two 
basic criteria for an RCA national 
contract: 

eldentical units either were or 
could be used by at least three 
divisions or subsidiaries. 

eThe purchases could be made 
in quantities large enough to 
interest a big supplier. 

It turned out that the same 
peripherals could be used by most 
of RCA’s 15 divisions and subsidiar- 
ies because the corporation’s 


... that Don Corvey says will 
save RCA $600,000-700,000 in 
the first year. 


computer mainframes (the central | 
processors) were supplied either by | 
IBM or Univac. It was the. 
widespread use of IBM central 


processors that was a big factor. | 


There is hardly a peripheral 
manufacturer that does not make 
his line compatible with 1pm. 
“Looked at one way,” says 
Corvey, “it’s not unusual to buy 
peripherals as if they were MRO. 
After all, a peripheral is operating 
equipment. It’s true to say, 
however, that the person who buys 
peripherals has to become quite 
knowledgeable with regard to the 
computer. It’s a higher level of 
buying.” | 
Small staff. Corvey, the top 
purchasing man in a widely 
diversified company has only a 
small staff in Cherry Hill work- 
ing in corporate procurement. 
The bulk of rca’s nearly $2 


| 


| 


billion in annual purchases is_ 
handled by individual divisions 


and subsidiaries. 
Other developments at RCA in 
purchasing by national contract: 
eCorvey has built on his 
group’s responsibility as the 
negotiator of construction con- 


tracts to begin setting up national | 


contracts with environmental 


consulting companies whose re-_ 
sponsibility it is to make sure the | 


work meets federal, state, and 
municipal regulations. 

eCorvey, using the national 
contracts as a model, has set up 
three regional contracts with 


distributors to serve areas where | 


there is a heavy concentration of 
RCA plants. ia 


Missed 
the 
Issue? 


What the "SOs will 
demand of purchasing 


PURCHASING’s CEO Report 
iS NOW available in a 24-page 
reprint. The economic, 
financial and management 
outlook for the eighties as 
seen by prominent CEO's 
Just $3.00 per copy. Send 
check to: PURCHASING CEO 
Reprint, 221 Columbus 
Avenue, Boston, 
Massachusetts 02116 


MARSON’S GOT THE SYSTEM: 
QUALITY FASTENING TOOLS 
& RIVETS ~ — RIGHT PRICE. 


af A . 


~ » a wide range of hand and air- 
“ powered riveters with a broad 
choice of rivet setting abilities, 
from the industry standend HP-2°® (89000) to the rugged Big 
Daddy”, capable of setting up to 4” all steel, by hand. Plus 
a rugged line of power riveters. Marson blind fastening tools 
offer price/performance for productivity. 


THE RIVETS. Marson’s Klik-Fast® and Klik-Twins® _ om 


two-part blind rivets are the preferred fastening 
system, the choice of professionals. For hard 
and soft materials, for thin and thick applica- 
tions, Klik-Fast rivets are vibration and tamper 


ere _ Send for Marson’s easy- 


yim tO-use actual size rivet chart. pS 
a Quickly match desired size, head~ gS. ARE 
designation and material combination. AA 
FREE. Just write to Marson Corporation. 


ee MARSON CORPORATION 
_ Fastener Division 
a Subsidiary of Swingline Inc. 
= eteecot Avenue, Chelsea, WA 02150 
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Capewell announces 


The Aggressor 


The first big advance in band saw 
design since the bimetal blade 


U.S. Pat. No. 4,179,967 
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You've never seen anything like it. teeds at high speeds. You have to see a demonstration 
You've never cut with anything like it, to believe just how heavy and how fast. Quiet? The 
OS because its patented design is based on Aggressor whispers through the toughest metal. The 
advanced geometric principles applied for economics? They'll vary with the application, but the 
the first time to band saw tooth configuration. savings are big. 
The results are phenomenal. Only your Capewell Industrial Distributor has them. 
Here it is, The Aggressor: a multi-variable We guarantee you he'll be back-ordered before long, 
pitch, staggered rake angle, hook tooth blade. Bi- so call him now and order. Or write Stanadyne, 


metal, flexible back with super tough teeth. Heavy Capewell Division, P.O. Box 1050, Hartford, CT 06102. 


Gus 


band saws | hack saws | hole saws, arbors and kits '| sabre saws 


Atanadyne Capewell Division 
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It’s good business to use, consult, and depend on the Bell System Yellow Pages. : 
The complete purchasing guide for American business. _ 
Take the first step. Let your fingers do the walking. 


Bell Se 
Yellow ; 
Pages 


By Henry G. DeYoung / cpt Editor 


“We used to see it every two or 
three quarters; now it’s every two 
or three months. It’s the most 
severe problem we’ve got, and even 
with the recession, it could be 
getting worse.... ” 

Witco Chemical’s Stan Rob- 
erts is talking about the hot and 
heavy increases in chemical prices 
which have been battering his 
department for the past year and a 
half. Seated in his small office 
overlooking midtown Manhattan, 
he’s puzzled, frustrated, and mad 
as hell: 

“There’s some justification for 
these prices—fuel’s up 100% over 
the past five years, labor’s up 40%, 
and so on. But,” he snatches a 
piece of paper from his desktop and 
waves it angrily, “a 16% increase 
in caustic soda? There’s no 
justification for that!” 

The Iranian backlash. The 
recent round of chemical price 
hikes was kicked off early last year 
as an offshoot of the Iranian 
revolution, and kept alive by 
OPEC’s determination to wring 
every last nickel from its crude oil. 
Petrochemical prices, therefore, 
have shot up further and faster 
‘than any other type of chemical. 
Increases on benzene, for example, 
have apparently run out of steam 
for awhile, but are still more than 
twice their late-1978 levels; the 
price of ethylene—once in such 
staggering oversupply that pro- 
ducers could barely give it 
away—has just about doubled in 
the same time period. Many 
sources, moreover, predict a 
renewal of the price surges by late 
this year—the result of heavy 
upcoming increases in the price of 
natural gas feedstocks. 

Nor have inorganics been 
exempt from the price spiral. 
While opsc has little direct control 
over these products (chlorine, soda 


Viewpoint 


Stanford H. Roberts of Witco Chemical Co. 


‘Our supplier reps 
explain every increase’ 


“| fight like hell. | get ulcers. But it 
usually pays off—maybe not right 
away, but the next time.” 


ash, caustic soda, etc.), most are 
closely tied to energy and 
transportation costs. 

Therein lies a nagging 
problem, says Roberts, Witco’s 
manager of chemical purchases: 

“Our suppliers tell us these 
prices are totally justified by 
higher costs of energy, raw 
materials, and labor. You can’t 
really argue with that. But there’s 
a temptation to just keep it going, 
chalking it up to opEc. We make 
our supplier reps explain every 
increase—and that doesn’t mean 
‘My boss says so.’” 

Roberts adds another possible 
explanation for fast-rising chemi- 
cal prices in the face of stagnating 
demand: the shadowy spectre of 
price controls at some future point. 

“It’s the only explanation for 
some of these increases. Producers 
know that if Carter freezes prices, 
they'll have to come back to some 
previous, lower level. They want to 
get prices up to a higher base 


before they have to cut back.” 

Powerful tool. How can 
chemical buyers attempt to stave 
off some of these marginally 
justifiable increases? 

“First of all,” says Roberts, 
“we don’t accept increases just 
because every one else is doing it. I 
fight like hell. I get ulcers. But it 
usually pays off—maybe not right 
away, but on the next go-around. 
One way to do that is for every 
chemical buyer to have at least a 
basic knowledge of the processes 
involved in the chemicals he buys.” 

Case in point: the production 
of coconut fatty acids, a key 
purchased item at Witco. An 
increased demand for one type of 
coconut acid (the C,, component, 
for example) will automatically 
step up the output of the Cy» 
co-product. If C,. demand doesn’t 
rise at the same pace, there can be 
little or no justification for an 
increase there, and the buyer has a 
powerful tool with which to 
counter any such attempt by the 
supplier. 

Another advantage of this 
chemical know-how is_ that 
purchasing can plan ahead for 
raw material substitutions. 

“We keep an eye on how prices 
are moving,” says Roberts, “so we 
can move quickly on a plant 
manager’s request to substitute 
soda ash for caustic soda, for 
example. Under certain conditions, 
that can be a real cost-saver.” 

He concedes there are times 
when a buyer has to swallow 
higher prices to preserve supplier 
relations. When Witco suppliers 
were caught in an unexpected 
price squeeze on an important raw 
material last year, “we didn’t fight 
that. We knew that when those 
prices dropped, they’d remember 
us. And they did,” says Roberts. 

It’s this kind of give-and-take 
which helps keep buyers from 
falling out of the driver’s seat 
altogether in times of fast-rising 
prices. “You have to make life 
tough on these guys once in a 
while,” Roberts smiles. “We’re not 
trying to get a reputation as hard 
customers—just smart ones.” 
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Announces o- Class 


Our everyday air freight 
service is far from routine. 

In most cases, we guarantee 
next-day delivery to any of over 80 
cities in the Piedmont System. 

And, if you're shipping beyond our 
system, Piedmont Air Freight will still 
get you anywhere in the world. 

Still, there are times when you 
need extra-special service. 

And that's why we developed 
Piedmont Air Express, or first class 
for freight. It puts your shipment 
at the front of the line, from the time 
it gets to the airport, to the plane, 
on the ground, to the delivery point. 

Which means that, even though it 
costs a little more, it just may make a 
big difference to you. 

For the details, just call us. Do it 
soon. Our passenger people are giving 
the kind of service thats made us the 
Up-And-Coming Airline. 

But we in Air Cargo arent about to 
let them outdo us. 
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Commercial iS custom stamping 
and a lot of other things 


Working closely with your design engineers, Commercial forgings, providing hydraulic components for heavy 

Shearing can custom-stamp parts with deep draws, mobile equipment, or fabricating underground support 

difficult angles, and close tolerances to replace castings, systems for mines and tunnels, Commercial works 

weldments, or other fabrications. In addition to saving willingly with you—from the blueprint right into the 

costly machining and assembly time, the cold-formed field. 

parts are lighter, dimensionally consistent, and have For a copy of our new company brochure, “Profitable 

cleaner lines. Design Ideas”, write Commercial Shearing, Inc., Box 239, 
Sharing engineering skills with customers has been a Youngstown, Ohio 44501. In Australia, Brazil, England, 

Commercial Shearing hallmark for over half a century. Japan and Europe, we’re known as Commercial Hydraulics. 

Whether we are producing custom stampings or upset 


(is) LOMMERCLCIAL SHEARING, IVL. 
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NOBODY COVERS AMERICAS 
WORK FORCE LIKE BiG BEN 


No other brand of work clothes comes up to the Big Ben standard of quality —in materials or con- 
struction. That's why America has been sold on Big Ben since 1915. And to help you sell your customers and 
keep them sold, we offer you a complete line in a wide range of colors. 


And we back up every garment with a full one-year warranty. Nobody else puts that much confidence 


behind their label. But then, nobody else has the Big Ben name to live up to. For he fastest, most convenient 
way to order Big Ben work clothes, call our toll free number: 800-334- Oe 


© 1980 by Blue Bell, Inc. 
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Zero-defects 


By John F. O’Connor / Editorial Director 


If you’re looking for a bloodless way to cut costs and boost 
productivity—a route to savings that doesn’t necessarily involve 


program cuts Costs people purges and service or capability cutbacks—tighten up your 


Tighten up margins 
of clerical error 


Everyone’s hands get 
dirty In a clean-up 


Zero in on 
transportation 


department’s forms, procedures, and internal systems. In other 
words, get tougher on clerical errors and sloppy thinking. 

The situation: Margins of clerical error have gotten so far out 
of hand at some companies that the brute job of correcting 
mistake-riddled paperwork or unraveling the messes creat- 
ed by sloppy thinking or loose systems has become a major, 
albeit relatively unnoticed, manpower and cost drain. Some 
purchasing departments quietly admit to spending as much as 
25% of their working time correcting clerical foul-ups, supplying 
missing information, correcting misinformation, or clearing up 
ambiguous situations. 

Most outfits could profit mightily from a paperwork 
zero-defects program involving requisitioners and purchas- 
ing pros alike. 

Here’s what some of your colleagues are doing to tighten up 
both procedures and in-house thinking: 

eSetting up procedures for double-checking drawings to 
ensure that they include all necessary information. 

eRequiring complete identification of a machine when 
parts are being ordered for it. 

eMaking advance arrangements for dealing with par- 
tially defective parts in an order. Objective: To firmly establish 
who pays for what and when, if the company fixes a part rather 
than returns it to the supplier. 

eAppending specific reasons for the hurry-ups to any 
request for rush order treatment. 

eReviewing accounting procedures to minimize the 
number of corrections that must be made when changes occur. 

Reviewing order-writing procedures and editing forms to 
ensure uniformity and, more important, clarity. 

The purpose of this whole dreary-sounding drill is to get the 
clerical job done right the first time without an inordinate 
investment of buyer time and company money. Once freed 
from a nagging need to correct paperwork bungles, the buying 
crew can focus all its efforts on its real jobs. 

One key point: Purchasing can’t clean up the mess alone; 
any paperwork zero-defects program requires the full 
involvement of requisitioning departments. A little fanfare 
can go a long way toward ensuring cooperation. 

Another target for a paperwork zero-defects program: 
transportation. One source—the publishers of The ABC's of 
Warehousing,—Marketing Publications Inc., National Press 
Building, Washington, D.C. 20045, offers this breakdown of 
clerical shipping errors: The average number of errors per 
thousand: orders runs 31 for industry overall. Machinery and 
equipment errors are 33/1000 orders; industrial supplies, 42; food 
products, 36; consumer goods, 32; chemicals, 27. 

Those estimates sound exceedingly modest. Odds are that 
working more closely with the traffic department to clean up 
everybody's act can pay off in time, money, and effort saved. & 


Know us for bearings? We're 
building a name in PT, too. 


More and more of our bearing a microfiche/CRT data retrieval 
customers are relying on us for system for immediate delivery. And 
mechanical power transmission. more than 1,000 inside and outside 
Reason is we have the largest specialists to help you wring every 
available inventory, most of it in our penny from each bearing/PT dollar 
200-plus local branches, the rest at spent. If you like our bearing service, 
our nine regional stocking centers you'll love our power transmission 
and Power Transmission Center in service. Just call the nearest of our 
Columbus, Ohio. A $100-million 200-plus “neighborhood”’ 
computerized inventory that’s tied to sales/service centers. 


Bearings, inc. 


Corporate Office: 3600 Euclid Avenue, Cleveland, Ohio 44115 


Dixie Bearings, Inc. 


276 Memorial Drive, S.W. Atlanta, Georgia 30303 


Bruening Bearings, Inc. 


3600 Euclid Avenue, Cleveland, Ohio 44115 


GOP figures 
to reap gains 
in Congress 


Carter has 
no coattails 


Many key retirements 
among the Democrats 


Reagan prepares 
to ‘get along’ 


Washington outiocok 


By Daniel W. Gottlieb 


Normally presidential election years are good for legislators from 
the party in the White House. The political winds blowing this 
summer, however, indicate the real possibility of Republican gains 
on the Hill, regardless of who wins the presidency. 

No one in the cop talks takeover of either branch of Congress, 
but party strategists don’t rule out picking up as many as 30 seats 
in the House and a half dozen in the Senate. Even Senate Majority 
Leader Robert Byrd was quoted as saying that a Republican take- 
over is ‘‘conceivable.”’ 

Rather than riding on President Carter’s coattails, many 
Democrats up for election openly fear being identified with the 
White House. The reasons for their fear: 

eAnti-Carterism produced by bad economic news, the division 
among Democrats caused by the Kennedy challenge, and fading 
public confidence in Carter’s leadership following flip-flops on use 
of military force in Iran, extension of open arms to Cuban refugees, 
economic policy, and energy policy. 

¢Heavy Republican voter turnouts in the primaries and greater 
unity in Republican ranks than at any time since the heyday of the 
Eisenhower years in the White House. 

eThe independent candidacy of Rep. John Anderson, which 
could hurt Reagan too, is likely to hurt Carter more in key big 
industrial states. 

eGeneral apathy created by the feeling that there isn’t much 
choice in the White House race. This could hurt Democratic con- 
gressmen more, since Democrats usually benefit when there’s a 
big turnout. They far outnumber the Republicans in registered 
voters. 

Admittedly the cop has a long way to go: Democrats control 
the House 292 to 143 and the Senate 61 to 38. But in the House, 
particularly, the Republican cause is helped by retirements of sev- 
eral well-entrenched Democrats (e.g., Charles Vanik, Ohio; William 
Moorhead, Pa. In all there are nine Democrats vs. four Repub- 
licans stepping down.). Gop Senate strategists are counting on a 
“throw the rascals out’’ vote. That would work in their favor 
because 24 of the 34 contests are for seats now held by Democrats. 
They see the following Democrats as the most vulnerable: Birch 
Bayh (Ind.), Frank Church (Idaho), John Culver (Iowa), John 
Durken (N.H.), Mike Gravel (Alaska), Gary Hart (Colo.), and 
George McGovern (S.D.). Seven Republican incumbents, including 
Robert Dole (Kan.) and Jacob Javits (N.Y.), look relatively safe— 
although Democrats are optimistic about picking up the seat of 
retiring Sen. Richard Schweiker (R-Pa.). 

GOP gains in Congress could enhance chances for legislation 
such as business tax incentives and curbing regulatory agencies 
such as OSHA. For sure they would make some of Carter’s second- 
term legislative goals (such as national health insurance) more 
difficult. 

Meanwhile, Reagan could probably live with a narrowly con- 
trolled Democratic Congress. He’s done what Carter failed to do 
in 1976—prepared for smooth relations with the Hill by turning to 
such legislators as Rep. Jack Kemp and Sen. Paul Laxalt for 
advice. It’s already showing in the way he focuses his attacks on 
the White House and away from Congress. a 
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excellence. Meeting the 


markets. 


As the leader in rubber technology, BFGoodrich 
can satisfy your industrial rubber needs — through 
engineering expertise and production quality. 


Widest variety of hose in industry. 


Choose from over 179 types. Like Synthecure® 
general purpose hose — competitively priced, and 
available when you need it, in long lengths. Or 
Radial Flex® general purpose PVC suction and 
discharge hose. Industrial fire hose you can rely on. 
Multi-Chem® 100, built for tough chemical appli- 
cations. And a wide selection for the oil industry — 
from drilling rig to the gas pump. 


Leading force in rubber and 

PVC conveyor belts. 

BFG offers two general purpose belts right from 
distributor stock. Flexseal® — a reduced ply rubber 
belt with exceptional durability. And Koroseal 
Nylock® — a single-ply PVC belt for economy. Plus 
heavy duty belts for mining and other demanding 
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applications, like Coalseal, High Tension, and Steel 
Cable. Check with us first. Our engineering services 
and experience are yours for the asking. 


If it’s rubber, we've got it. 


Industrial rubber bands to replace metal strapping. 
Rubber safety products for industry — footwear, 
clathing and glayes Biuhher matting tn nratect yaur 


floors. And linings to protect your tanks, ball mills, 
chutes, bins and truck beds. And specially-molded 
or engineered rubber goods. 


V-belts for all 
your power 
transmission 
needs. 


BFGoodrich offers 
you a complete line, 
whether you're 
powering your 


' machinery or design- 


ing them into your 
products. BFG has 
the right belt, and the 
technical assistance 
you need like our 
computerized drive 
design, for optimum 
belt efficiency. 


Call your BFG distributor. 


For expert service and reliable 
delivery,call your BFG distributor. 
Or contact The BFGoodrich 
Company, Industrial Products 
Division, 500 South Main St., 
Akron, Ohio 44318. 
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Make forms like these on 
your own copier with Mead 


Trans/copy” 


Make your own forms with Mead 
Trans/copy carbonless. Use existing 


printed forms or new artwork for origi- 


nals, run copies on your office 
copier/duplicator. Apply Mead Fan- 
Apart Adhesive, let dry and separate 
the sets. Result: instant carbonless 
business forms in your own office. 
(For longer-run printshop form pro- 
duction, be sure your printer runs 


carboniless. 


Trans/rite —the quality, runnable car- 
bonless from Mead.) Send for your 
free Trans/copy brochure and the 
location of your nearest Mead 
Trans/copy distributor. 
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Forms Paper Division 
Chillicothe, Ohio 45601 
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Options 
and rights 
(Part 2) 


Spell out the 
time limits 


Get definite 
return commitments 


Ownership of tooling 
is a key option 


Negotiation outiook 


By Dr. Chester L. Karrass 


Options are a way to ensure that r 
price hikes stay in line. They 
usually can be secured for free, or 

at a slight cost. But options, that 
have a high profit potential at 
any time, are especially valuable 
during inflation. 

Last time we discussed quanti- 
ty options. Now we'll examine some 
other types of options and rights © 
that can prove valuable: , 

eExtensions and exercise 
periods. The right to exercise an 
option isn’t indefinite. Make sure 
you consider these aspects in option 
clauses: The final date when the option may be exercised; 
subsequent renewal dates for exercising the option; the form 
of notification (letter, Twx, etc.); and the specific period 
during which the option exists. 

The expression “time is of the essence” applies to the question 
of notification and execution of options, but it’s also vague—and 
could, therefore, be meaningless. 

eReturns, markdowns, and reject options. Negotiate the 
option to return unused materials for full credit and for as long a 
period as possible. If this isn’t attainable, settle for something less 
than full credit for a shorter return privilege—but get something 
in writing. If such an option is not negotiated, you’ll wind up 
getting only a few cents on the dollar for unused material. 

Options also should be negotiated for the handling of 
rejected parts. Depending on the item, it may be easier to dispose 
of damaged or defective goods by sale than to send the goods back. 
Rejects and damaged goods are costly in terms of customer 
relations, and vendors may be willing to give you a cash rebate 
rather than hassle with the problem. But the time to worry about 
such options is when the original deal is made. 

eOptions to own the tooling or artwork. When you buy 
goods or services involving special tooling, artwork, computer 
memory tapes, drawings, photos, patterns, molds, reports, or 
computations, make sure you keep the option to own or buy these 
items. Failure to win this option can result in a loss of time 
incurred in redoing the tooling if you wish to change 
vendors; the loss incurred by paying for the tooling twice; 
and the loss incurred in being exploited by the original 
vendor who uses possession of the tooling as a lever to win a 
higher price. 

When negotiating an option to own or buy tooling, be 
sure to provide for safekeeping. Otherwise, the option may 
prove worthless. 


Dr. Karrass specializes in negotiation, , and sales seminars. His 12-hour 
Effective tive Negoating vid is licensed Ny 136 of the nation’s 500 
companies. He is au ow to Fight a Price Increase, Negotiating Game, 


and Take, and How to Work with Your Employees to Improve Thelt Perfortrance 
and Your Own. For more information on books and seminars: Karrass Seminars, 
2066 Westwood Blvd., Los Angeles 90025 (213) 476-4554. 
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Noah could have 
stored his oats 
on deck 
ina Continental 
Weatherpak’ 
fibre drum. 


Not even 40 days and nights of rain would causes 
a Weatherpak® fibre drum to fail. The sidewall 
integrity is retained, and stacking strength is not 
significantly reduced. And if you store inside, 
Weatherpak is just as resistant to insidious 
constant humidity as it is to direct wetting. 


That’s because this super-drum is constructed 
by a special method that seals the fibres 
between continuous layers of thermoplastic 
waterproof adhesive throughout. 


Result: A low-cost, lightweight fibre drum that 
offers you real benefits over your present steel 
drum—easier to handle empty, cheaper to ship 
full, available in a wide range of sizes, and can 
save you from 25% to 50% of your current drums 
costs. And remember, Weatherpaks aren't just 
for dry products...many liquids can be shipped 
in them, too. 
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We'll be glad to put a pair of Weatherpaks on 
your ark for you to test. Call or write Continental. 
Fibre Drum, Greenwich Office Park II, 
Greenwich, CT 06830 


(203) 661-2233. Cc 


Continental 
Fibre Drums 


The Continental 
bre Drum: 


The package that’s engineered 
around your product. 
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WTC Got It There | 
6:30 Sharp. 


Veterans Hospital 


and Jackson Me- The delicate and sensi- 

morial in Miami had ck eh — = arrive 

a problem. at the hospitals by 8 AM 
Blood was needed at AIR FREIGHT the following morning. 


both hospitals from the 
relatives of transplant 
patients. Quickly. Precisely. On 
schedule. And with absolutely 
nothing left to chance. 
WTC had the solution. 
Veterans and Jack- 
son Memorial contacted 
WTC to coordinate the 
shipments. As soon as 
the blood sample test- 
ing had been com- 
pleted, shippers were 
instructed to bring 
them to WTC’ clos- 
est office or agent P* 
for shipment on ~e 


B900 PA d 


.. because one error could costa It was there 6:30 sharp. 
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Super Air into Miami. 


company, a company 


We like to think that 
on-time success stories such 
as this one reflect the dedica- 

tion of our people. So the 
next time you’re lookin 
for someone who really 
understands your ship- 
ping needs, whether 
it be domestic or 
»*) international, look 
| to WIC. 
' WTC Air Freight. 
We know that 
one error could cost 
a company, a 
company. 


‘CHF 00% 


September 
seminar 
sessions 


Special aspects 
of overseas buying 


Measurement 
and control 


Purchasing 
and the law 


Professional outiocok 


By James P. Morgan / Editor 


September is a five-star month on NAPM’s continuing 
education calendar. Among the seminars scheduled: 

eThe Fourth International Purchasing Seminar will be 
held at Las Vegas, Sept. 7-10. This seminar for new and 
experienced overseas purchasers will be held at Caesars Palace, 
Las Vegas and will feature a faculty made up of NAPM’s R. J. Baker; 
B. V. Zachariah, Babcock & Wilcox; Leslie E. Lenn, 18M; Frans J. 
Burgers, Borg-Warner; Richard M. Holland, Fluor; Ivan A. 
Deveson, GM; Alex Tyminski, First National Bank of Chicago; 
Robert J. Paul, Lockheed-California; and James E. Palmer, 
Standard Oil. Topics will range from basic “whys and why nots” of 
international buying to such problems as vendor selection, and 
the impact of currency fluctuations. Registration fee: $375 for 
NAPM members, $425 for nonmembers. 

eOn Sept. 14-17 NapM and the pma of Louisville will cosponsor 
Materials Management Techniques for Buyers at the Galt 
Hotel, Louisville. The faculty will feature purchasing consultant, 
Dennis Kudrna; Dr. Don Wiesner, chairman of the law depart- 
ment, Univ. of Miami; and Harry N. Wada, director of continuing 
education, NAPM. Seminar is for both experienced and new buyers 
and will deal with such topics as systems design, systems 
evaluation, contracts, law, and negotiation. Registration fee: 
$375 for NAPM members, $425 for nonmembers. 

@A three-day seminar will be held at McCormick Inn, 
Chicago, Sept. 16-19 on Developing Effective Purchasing 
Measurement Control Systems. Seminar leaders are Dr. Robert 
M. Monczka and Dr. Phillip L. Carter of the Graduate School of 
Business Administration, Michigan State Univ. Workshop ses- 
sions will cover what should be covered, why, how, and who should 
receive the data and when. Registration fee: $495 for NAPM 
members, $545 for nonmembers. Fee includes room 
and meals. 

eOn Sept. 21-24 NapM and the pma of Chicago will cosponsor 
Advanced Buyers Seminar at McCormick Inn, Chicago. 
Seminar will begin with a brief review of purchasing basics 
followed by a more sophisticated examination of such areas as 
cost analysis, price increase management, and total cost 
review. Faculty includes consultant Dennis Kudrna; Dr. Richard 
W. Little, Univ. of Oklahoma; and Clifton L. Smith, manager 
worldwide purchasing, Payline Group, International Harvester. 
Registration fee: $375 for NAPM members, $425 for nonmem- 
bers; with room and board, $525 and $575. 

@A two-day seminar will be held at the Pittsburgh Hyatt 
House, Sept. 25 and 26 on Purchasing and the Law. Sponsored 
jointly by NAPM and pMa of Pittsburgh, the seminar will be 
conducted by John E. Murray, Dean of the School of Law, 
Pittsburgh Univ. Registration fee: $185 for NAPM members, 
$210 for nonmembers. | 

Two points toward C.P.M. certification will be awarded 
for successful completion of each of these seminars. 

For full information on any of these seminars, contact 
Harry N. Wada, Director of Continuing Education, NAPM, 40 
Plaza, Suite #2, Park Forest, Ill. 60466. (312) 481-1043. Pa 


No, SNR 
is not a radical 


student 
organization. 


SNR is a bearing manufacturer. 
We make an extensive line of very, very high 
quality bearings — for virtually all rotary motion 
applications. We even make extra-precision 
bearings for very critical applications such as 
aerospace (our bearings were chosen by CFM 
International for application in the CFM-56 
engine, used to retrofit the DC8-60 series and 707 
airliners). 

Next time you're in the market for bearings, 
why not bear us in mind. 

Send now for complete catalog. Write SNR 
Bearings USA, Inc., a subsidiary of SNR France, 
334 Veterans Boulevard, Carlstadt, N.J. 07072. 


PLEASE, BEAR OUR NAME IN MIND. 
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Labor 


Recession layoffs 
hit record pace 


The economic outlook continues to darken as the 
unemployment climbs to levels of 8-9% and workers 
file claims for unemployment at a record rate. 

Steep cuts in employment, production, and sales 
have been posted throughout the economy, marking 
the longest string of poor performances since the 
1973-75 recession. As the economy deteriorates, the 
worsening condition is taking its toll on productivity. 

The Bureau of Labor Statistics reports that 
productivity, expressed as hourly output per worker, 
has declined for six consecutive quarters. Only once 
before in the 22 years that BLs has been keeping such 
records has there been a worse period. That was in 
the recession years of 1973 - ’74 when productivity 
fell seven quarters in a row. 

In its report on new jobless benefit claims, the 
Labor Dept. says 29 states have recorded larger 
numbers of workers receiving benefits. The largest 
increases are in Michigan (due to layoffs in the auto 
industry); Illinois (as a result of lower employment in 
the trade, service, and construction industries); Indi- 
ana (where the metals industries have cut back); and 
Missouri and Ohio (because of reductions in produc- 
tion of transportation equipment). 


Cut Label Printing 
Costs By 1/3 


Are you paying too much for labels that aren't sharp, 
clear and legible? The new Diagraph DiLok Label Printing 
System gives you solid, bold labels at a lower cost. 

Send for free hard-facts brochure #DL79. 


DIAGRAPH 


Marking Systems 
Herrin, Illinois 62948 


Steep cuts in employment 
signal deep recession 


(employment in thousands) Durable goods 
9180 production workers 


Nondurable goods 
production 
workers 


9140 ie : tt 


6000 = nm 
-0¢0 il sac Qnnnnnnnn 
ai “SES RBA2NE 
as POSTE 

; es 


MAM JJA S ON D J FM 
1979 1980 


Source: Labor Dept. 


For more information circle 56 


If you think of Stackpole as just 
another source of carbon and 
electronic Components and Ma- 
terials, you’re overlooking one of 
our most important products. Help. 
Stackpole can help you avoid 
your worst headaches. We can 
meet your specs from our stan- 
dard stocks or turn around fast on 
custom work. Our delivery is 
among the best. And Our prices 
won't Snap your budget. 

For over 70 years, we've been 
deeply involved in machine de- 
sign, product engineering and 
materials application while focus- 
ing on your price and delivery 
concerns. AS yOu Can see in Our 
“Stackpole,” our Components and 
materials are found in the prod- 
ucts of leading manufacturers 
worldwide—in the automotive, 
entertainment, Communications, 
recreation-equipment and appili- 
ance industries. So the next time 
you're wrestling with a problem 
in one of these product areas, look 
to Stackpole. Carbon and graphite: 
automotive, fractional-horsepower, 
railroad and other industrial carbon brushes; molded and extrud- 
ed carbon and graphite products; seal and packing materials; 
Carbon fibers and our new Stackfoil™ Switches: slide, rotary, rocker 
and keyswitches; Keyboards and custom switches. Resistors: 
fixed-composition, carbon-film, metal-film and special-purpose 
resistors, thick-film resistor networks. Ferrites: ceramic perma- 
nent magnets, magnetizable powders and soft ferrite Cores. 

Get to Know Stackpole better. Write for our new brochure, 

or call Dauer Stackpole, Corporate Marketing Manager, 


The Stackpole Corporation, , STACKPOLE 
, Get to know us. We can help. 


St. Marys, Pa. 15857. Phone: 
(814) 781-1234. 


illustrations: D. Bledrzycki 


Paul Harmon was promoted to chief 
economist of Armco Inc. last year, 
marking 25 years of experience ana- 
lyzing the economy for the company. 
He has published several articles. 


John Qualls took on the responsi- 
bility as manager, economic fore- 
casting for Monsanto in early 1979. 
Now working on a PhD, his BS and 
MBA were awarded with honors. 


Five top economists see 


Harvey Fisher was appointed corpo- 
rate economist at Alcan last year. 
His academic credentials consist 
of a bachelors degree in metallurgy, 
an MS and an MBA. 


Steep dip, mild rebound 


By Rebecca Lipman / Economics Editor 


While the recession should be over by early 1981, 
the economy will mend slowly. It will take time to 
replenish savings and uproot pervasive high inflation 


ow will the history books remember the 
recession that finally emerged early 
this year? 

PURCHASING didn’t want to wait for 
the ink to dry. So we interviewed five leading 
economists drawn from key basic industries that 
purchasing professionals contact daily. The conclu- 
sion gleaned from these confabs: While the economy 
will be running into the usual recessionary risks, it 
will also be tackling serious problems. 

@Harvey Fisher, corporate economist, Alcan Alu- 
minum Corp., is concerned that in an effort to check 
rampant inflation expectations, the Federal Reserve 
may have taken too tough a stance. He says the econ- 
omy needs a moderate, rather than whipsaw policy. 

@John Qualls, manager, economic forecasting, 
Monsanto Co., says that in cushioning the blow of 
recession, it’s critical for the government to avoid 
giving too much comfort. Overly stimulative moves 
will propel inflation well into the double-digit growth 
rates. 

eArthur Wallace, chief economist, International 


Paper Co., is concerned about the supply side. Unless 
some incentives to boost capacity are offered, the 
economy will follow an all-too-familiar pattern of the 
past few decades—at cyclical troughs the amount of 
slack decreases and inflation increases. 

eWarren Davis, chief economist, Gulf Oil Corp., 
focuses his comments on the critical energy situation. 
He points out that cheap energy is a thing of the past. 
The present and future should deal with developing 
supply both of conventional fuels and synthetic ones. 

@ePaul Harmon, chief economist, Armco Inc., 
advises not to get overly pessimistic in these early 
stages of the recession. This is one of the most 
uncertain times for forecasters since there aren’t 
many clues as to how long and how deep the contrac- 
tion will be. So a wise strategy is to scout a few likely 
scenarios and prepare for each. 

Consensus outlook. If the hours PuRCHASING 
spent with these economists were melded into a 
consensus, the forecast would be another six months 
or so of falling production. The tumble from the peak 
established in the first quatter\is ‘expected to be about 


i] 


Arthur Wallace has been chief 
economist at International Paper 
since 1978. He is responsible for 
analyzing domestic and internation- 
al trends. Mr Wallace holds a PhD. 


3%. That’s about average by post-World War II 
standards. 

Inflation appears to have topped out last quarter. 
But its descent will be slow. The best we can hope for 
according to these economists is an 8% rate next year. 

This summary forecast is just a framework. What 
follows are particulars not only about the general 
economy, but also about industries that employ these 
economists and industries their companies do busi- 
ness with. I 


Harmon: ‘L’ spells the business cycle 
MIDDLETOWN, OHIO— A i 
Being in the early stages of a ———S> fh 
recession is “like being on a 
roller coaster,” says Paul 
Harmon, chief economist, 
Armco Inc. Since there is no 
certain way to gauge the 
length or depth of the down- 
turn, “you have to hang on 
and see what’s going to de- 
velop.” 

Harmon expects this 
business cycle to resemble 
an L. A sharp decline in 
production in the second and 
third quarters should be fol- 
lowed by an anemic recovery. This will be very 
evident in steel. 

“The recession should have developed slowly, but 
it didn’t because of government policy. It kept the 
recovery going longer, so that now the decline will be 
concentrated in a shorter period of time.” Also cutting 
the recession short is the fact that “economic statis- 
tics will be scary enough to trigger a change in policy” 
from restrictive to stimulative. A tax cut possibly 
could be passed before the year is up and “the Federal 
Reserve could reverse course again.” 

But Harmon isn’t expecting business to get too 


Warren Davis has held the position 
of chief economist at Gulf Oil 
since early 1977. Forty years of il 
experience with the oil company 
include a stint as a roustabout. 
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big a push. “The government can’t do things on a 
wholesale basis because of high inflation,” he ex- 
plains. (Harmon expects an 8% inflation rate next 
year is “as far down as we can go.”) The initial 
quarters of the upcoming recovery should be marked 
by 2-4% annual rates of growth in contrast to the 
8-10% that pulled business out of past recessions. 

Steel: Weakness lingers. The steel industry 
should trace the L-shape. Harmon expects a 10% 
plunge in shipments this year to be followed by a 6% 
gain in 1981. That would put. the industry at a 
96-million-ton level in 1981. Steel is being hit so hard 
because the major markets it serves—housing and 
autos—are so depressed. In addition there has been 
slowing in the requirements from aircraft and freight 
car makers. 

The boom in oil and gas drilling should help to 
offset these weak markets. Equipment and services 
that go into exploring, drilling, and producing oil and 
gas “won’t know there’s a recession.” However, being 
a relatively small end-user of steel, that strength will 
“only offset 25% of autos’ impact,” says Harmon. 

“By the fourth quarter, housing and autos will at 
least be stable and may show a little progress.” Watch 
for a turnaround in these industries since they will 
foreshadow a turnaround in most industries. 

Steel production won’t be joining in the recovery 
in earnest. Towards the end of 1980 “other markets 
that now have momentum should weaken.” An im- 
portant segment that falls into that category is 
capital spending. However, cuts in expansion plans 
shouldn’t choke off steel’s recovery. “There weren't 
huge capital expenditure projects on the books for any 
industry I know of, so I don’t expect big cancella- 
tions,” says Harmon. What’s more, investing in 
energy-efficient plant and equipment “can be profita- 
ble, the way fuel prices have been climbing.” 

In planning around his or other economic fore- 
casts, Harmon suggests using them as rules-of- 
thumb. Detailed strategies should;be done “on an 
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Ridge Tool 
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Industrial 
Distributor. 


Over the years you have learned to 
depend on your industrial distributor for 
the wide variety of equipment, parts and 
services required to operate your business 
successfully. As the focal point between 
manufacturers like us and end users like 
yourself, the contributions made to your 


- success and ours by the industrial 


distributor cannot be overemphasized. 
As your “warehouser,” the industrial 

distributor procures and stores the goods 

you need. This service not only saves you 


~ time, capital, insurance and overhead, but 


also simplifies your record-keeping. And 


, aS an extension of your purchasing 
- function, the industrial distributor 


guarantees your buying power with 


_ multiple suppliers. 


Serving as a technical liaison between 
you and the manufacturer, the industrial 
distnbutor can give you on-the-spot 
technical advice to solve specific 
application problems while keeping your 
downtime to a minimum. 

Please join us in recognizing the vital 


| role the industrial distributor plays in 
| Keeping the wheels of industry turning! 
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We're committed to provide a full line of tubing 
tools. Fast. Dependable. Easy to use. Backed by a 
half century of expertise. Everything you need to 
work tubing. Everything you'd expect from Ridge. 

See your Ridge distributor for details, or 
write for literature. The Ridge Tool Company, 400 
Clark Street, Elyria, Ohio 44036, U.S.A. 


Ridge Tool Subsidiary 
er tn Co 


lz I EON @ 


iirc pame is in your hands —-— 


individual basis” by supplier and by item bought. For 
example, when and where to pick up bargain-priced 
items. “That will depend on the financial strength of 
a particular supplier. “Where cash means survival 
there will be distress sales,” says Harmon. 


Qualls: Policy to whittle inflation 


ST. LOUIS—“This is our last 
chance to lick inflation. If we 
blow it this time we will be 
up in the double-digit, Ba- 
nana Republic ranges,” says 
John Qualls, manager, eco- 
nomic forecasting, Monsanto 
Co. That horrendous scenar- 
io can be avoided as long as 
the government follows 
through on its promises of “a 
neutral fiscal policy coupled 
with gradually slowing 
money growth.” 

Evidence of what would 
happen if policymakers go 
back on their words is apparent right now. Sharply 
accelerating prices can take much of the blame for the 
recession. Consumers suddenly found themselves 
with substantially less buying power. “The tradition- 
al force of getting balance sheets in order won out 
over the buy-now-to-beat-price-hikes philosophy.” 

The recovery expected to begin in the first (or 
perhaps second) quarter of next year should be less 
typical. Qualls is forecasting “a relatively slow recov- 
ery.” How the government manages the recovery also 
will be atypical. Unlike past recessions, Qualls 
doesn’t expect the government to pump up the econo- 
my when the downturn gets painful. “My economic 
assumptions don’t depend on who wins the election. 
The government, no matter who’s in office, is going to 
follow a conservative policy and avoid stimulation.” 
Qualls expects this slow-but-steady policy to whittle 
inflation by a percentage point a year. 

Reports of a ballooning deficit or passage of a tax 
cut will not mean the government has lost its resolve 
to work down inflation. “It’s impossible; nor is it an 
ideal policy to balance the budget during a recession,” 
says Qualls. Instead, fiscal policy should be aimed at 
balancing what economists call “full employment 
budget.” That entails taking the proposed budget and 
adding back revenues lost and payments made as a 
result of resources and people being idled by a 
recession. If under those assumptions there’s a budget 
surplus, then policy is a drag on the economy. 

That’s the case with the fiscal year 1981 budget, 
points out Qualls. He is expecting the condition of a 
“full employment surplus to drop back toward bal- 
ance with a $25-billion tax cut taking effect early in 
1981.” He would characterize that as “proper .” 

The next several quarters should be “a produc- 
tive time for purchasing,” says Qualls. During the 
fairly long recession and sluggish recovery, buyers 
“won’t have to scramble around to line up suppliers.’ 
‘Upgrading the quality and number of supply sourc- 
es” can then be rated a higher priority. 

Chemicals: In good shape. One set of 
suppliers—chemical makers—“should come through 


the recession in reasonably good shape,” forecasts 
Qualls. He points out that balance sheets going into 
the downturn were healthy and exports “should help 
to sustain the industry during the recession.” Qualls 
is expecting chemical output to drop 8-9% during this 
recession. 

Familiar villains in the recession, housing and 
auto sectors, will be depressing chemical sales. Hous- 
ing packs a double whammy. Not only will output 
falter because starts are so low, but, also because less 
furniture and appliances will be needed. 

While it may sound odd, autos hold out some 
hope for the chemical industry. Detroit is currently 
buying for the newly styled, front-wheel drive, small 
cars that “make more extensive use of lightweight 
materials produced by the chemical industry.” [] 


Fisher: Business needs sure ee 


CLEVELAND—“The econo- 
my is very much in need of a 
more steady long-range 
view,” says Harvey Fisher, 
corporate economist, Alcan 
Aluminum Corp. However, 
in the next several quarters 
the economy will be rocked 
by a “demand recession” 
caused by shortsighted 
“whipsaw policy.” Reeling 
less will be industries like 
aluminum which have had 
the opportunity to build a 
solid financial and market 
base. 

“If the Fed kept up the stringent policy exhibited 
early in the year they would have put us in a very 
serious recession. And I don’t think that-was their 
intention,” points out Fisher. He explains that infla- 
tion reached crisis stage and the Fed “knew it couldn’t 
cure it with rolling readjustments. A shock was 
required.” The shock came in the form of d 
money supply and credit controls in the early months 
of 1980. 

“I feel the recession will be severe, with real GNP 
off more than 1%% this year,” forecasts Fisher. “1981 
will be a sluggish year.” Monetary authorities “don’t 
have the discretion to step on the accelerator,” he 
explains. Stimulative policy would be greeted with 
zooming inflation and a plunging dollar. 

Current reports of falling production reflect the 
Fed’s stringent actions of 3-6 months ago. First to cut 
back were consumers. “They are depleted and will 
want to retire debt and get their finances in order,” 
explains Fisher. Next to be hurt were industrial order 
books. And now there is beginning to be a “pushing 
out of capital spending projects.” 

“That’s unfortunate. There should be a way of 
curbing spending without impacting capital spend- 
ing.” Fisher is a proponent of actions that would boost 
savings and investment. But he feels more beneficial 
to the supply side would be the development of “a 
good market economy free of interference.” That goes 
beyond lifting unnecessary regulations. 

Fisher would recommend “a moderate steady 
growth in the money supply to get the economy back 


Sure, money's important. 

But at Burlington Northern Air 
Freight, we also operate under 
'a growth company principle 
we call Rodberg’s Law. 

It works like this. 

If you hire people who are 

more interested in money than 
‘challenge, you will develop a 
happy, loyal staff and a 
'mediocre company. 
But if you hire people who are 
more interested in challenge 
than money, you will develop a 
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great company—built by loyal, 
proud people with a special 
commitment to performance. 

It may seem like a subtle 
distinction. 

But since 1972, Rodberg’s Law 
has helped build a tiny, 
fledgling air freight company 
into the second-largest forwarder 
in U.S. freight. Burlington 
Northern Air Freight. 

Of course, you know 
Burlingtons law. 

People, not planes, deliver. 


Burlington Northern 
Air Freight 


on sure footing.” He adds, “I wish I was president in 
1970. At that time you could have anticipated prob- 
lems and come up with a rational energy policy and 
encourage the kind of capital investment that would 
assure adequate supplies of materials.” 

Aluminum: Less cyclical. Supply/demand forces 
have allowed the aluminum industry to achieve the 
levels of profitability to serve its customers and di- 
versify in markets that “provide a level of stability.” 

Given the decline in GNP, the aluminum makers 
should fare better than the economy in general in the 
coming quarters. Fisher is projecting an 8% falloff in 
shipments during the downturn. That should be made 
up quickly in the recovery. Against the background of 
a milder 1969-70 recession, aluminum shipments fell 
more than 10%. 

“The health in our industry stems from its ability 
to get a fair return,” says Fisher. With financial 
resources, aluminum was “in a position to add capaci- 
ty our customers will need.” It also diversified to 
serve less cyclical industries such as cans, aircraft, 
and defense. Those markets should help to offset the 
current loss in business to autos and housing. 

Buyers can do their part to develop a more stable, 
healthier economic environment. Fisher points out 
that building long-term relationships with suppliers 
will lessen uncertainty and allow manufacturers “to 
develop capacity in an orderly fashion.” 


Wallace: Economy pulls in more slack 


NEW YORK—“If I were eco- 
nomic czar I would be giving 
out incentives to increase 
and upgrade capacity. To me 
this is the key to our produc- 
tivity problem which, in 
turn, is the key to inflation,” 
says Arthur Wallace, chief 
economist, International 
Paper. 

“We haven’t added that 
much capacity recently,” 
says Wallace, pointing out 
that capital spending adjust- 
ed for inflation should stand 
still this year, after growing 
4-5% last year. “Meanwhile demand has continued to 

se.” He expects tightening capacity and accelerat- 
ing prices to appear toward the end of 1981—only a 
few quarters after the recovery is expected to begin. 
It will be a continuation of the trend that “in each 
succeeding cycle the period of slack becomes shorter 
and shorter and that’s why the trough of underlying 
inflation becomes higher and higher.” Wallace points 
out the trough rate of inflation in the last cycle was 
6%; this time it should be 8% and next time 10%. 

Economy-wide inflation should hit that 8% rate 
at the end of this year when consumer spending 
bottoms out. Retail sales “were already heading 
south” early this year when credit controls were 
slapped on. Consumers were making the effort to 
work off debt and the controls “speeded the adjust- 
ment and the recession gained momentum.” 

“Historically, once the customer gets his (finan- 
cial) portfolio in line, he starts spending again.” A 


signal that the economy is turning around will be 
evident in the ratio of next change in installment- 
debt-to—personal-income. Wallace points out that 
when that statistic gets to zero or below zero, 
consumers will be in a position to start spending. 

Paper: Hit intensely. Usually the paper indus- 
try matches the path of consumer spending. This time 
the industry is lagging the peak in business activity. 
Wallace explains that labor strikes last year depleted 
stocks, so “even in the first quarter, industry was 
replenishing inventory.” He warns, “When the reces- 
sion hits, I expect it to hit the industry quickly and 
intensely.” 

Operating rates are forecast to drop from the 
95-95% range recorded early this year, down to 90% 
in early 1981. Production in the more demand- 
sensitive segment like paperboard and kraft paper 
will swing more than the less sensitive ones like 
printing and writing papers. There should be some 
easing in availability of coated paper, a long-time 
sourcing headache. There demand will be falling and 
“ capacity additions should come on stream in late’80 
and in 1981.” 

Even though Wallace expects slack in capacity he 
doesn’t expect slack in costs. Energy is a big burden. 
And sickly or no growth in productivity means there 
will be pressures to pass through cost increases to 
prices on a one-to-one basis. This pass-along probably 
won’t abate even in the recession. Cost increases for 
paper makers have been outstripping price hikes by 
4-5 percentage points in the last couple of years. 

Paper and other industries would be in a better 
position to close the price/cost gap if the government. 
were to provide incentives to increase plant and 
equipment spending, says Wallace. He would recom-. 
mend not taxing dividends twice, speeding up depre- 
ciation allowances, increasing the investment tax 
credit, and relaxing environmental standards. 

Wallace says the odds favor a tax cut, and he 
expects it to be split evenly between consumers and 
business. “As always with these things, it will be too 
little, too late.” He projects it to take effect early next 
year when consumers “will already be turning 
around.” By unnecessarily fueling demand, there will 
be increased pressure on inflation.” 


Davis: Oil supply is ono en now 
PITTSBURGH—“There isn’t (_ Li 

any nice short-term solution 
that will affect energy costs’ 
contribution to inflation 
over the next several quar- 
ters,” says Warren Davis, 
chief economist, Gulf. But if 
the nation begins now to 
develop energy sources 
“within 10-15 years we can 
do a pretty good job of elimi- 
nating energy’s contribution 
to inflation.” 

It was the doubling of 
imported oil prices last year 
which sparked inflation. 
That in turn brought on forceful government moves 
which caused the recession. Davis estimates that oil 
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prices and their ripple effect accounted for up to 
one-quarter of 1979’s inflation, helping to push it toa 
rate where the sentiment became “we’ve got to do 
almost anything to get inflation down.” The wage/ 
price guidelines were rated “mixed to ineffectual” so 
bringing down demand was the only alternative. 

Will energy prices continue to gallop and eat 
away at an already weak economy? Davis hopes that 
after the 1979 hikes “the opEc people will be content 
with a relatively modest increase” on the order of 
10%. Price hike announcements already this year 
seem to be putting it on a higher, 20-30% growth 
track. While less jolting than last year’s 100% gain, it 
would still add a couple of percentage points to 
inflation, estimates Davis. 

On the bright side, supplies of oil appear suffi- 
cient for now. “Barring any uprising in a Mideast 
country, it’s extremely unlikely there will be supply 
problems this year or next,” says Davis. He explains 
that stocks of fuels are “in good shape” and refinery 
capacity is “adequate to make the products.” What’s 
more, the recession will be curbing demand. 

However, supplies of other products are being 
dragged down by difficulties in energy. In the past 
industry could bolster capacity by increasing produc- 
tivity. “That was achieved by displacing labor with 
other things—capital and to a great extent energy,” 
says Davis. But now, one way to deal with sharply 
rising energy prices is “to stop displacing labor with 
energy and labor productivity stops going up.” 

Shut off imports. “The only way the U.S. is 
going to get a-handle on its energy problems is to 


Contract Sales 


Depend on Sears 


build up U.S. resources enough either to the point 
where we don’t have imports or where we have the 
ability to shut them off without serious damage to the 
economy,” says Davis. The means to that end: Allow 


U.S. industry to collect and keep revenues from 
selling oil at prevailing world market price. 
Domestic energy prices will rise. But then money 
can be circulating in this country “paying wages, 
increasing employment, and enticing investment in 
order to produce more energy.” If the nation doesn’t 


Shortly after year 2000 there will be a 
‘real physical shortage of oil.’ 


develop the resources to back out imported oil then 
“money goes out of the country. You get the harm 
without the benefit” of high-priced oil. 

There is a more urgent reason to begin to develop 
synfuels. “At the turn of the century, or a little after, 
we will have a shortage of oil and it won’t be caused 
by OPEC politics. There will be a real physical short- 
age of oil,” warns Davis. That’s only 20-30 years away 
and it will take at least 15 years to research, develop, 
and turn out commercial quantities of synfuel. If by 
2000 synfuel production were 8 million bbls/day “we 
could put off ever having a shortage of oil.” That 
would also be a “real blow to OPEc.” 

Now synthetics look like an expensive alterna- 
tive. But after about a decade of experience, industry 
will “find ways of running plants more efficiently. 
And then the price won’t go up very fast and— 
compared to overall inflation—it may go down.” #& 


You'll find work clothing, ane 
Craftsman® hand tools, chests FF 


and cabinets, and more in Sears Industrial , 
Products Catalog; the convenient, single 


source for just about all your equipment needs. Send for your free copy today. Then call 
your nearest Sears Contract Sales specialist for quick gi cna service. 
You can depend on it! 
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“THE MINUTE | SHOOK 


YOUR HAND, SIR, | KNEW YOUR 


LOW-PRICED TOWEL STORY HAD 
TO BE ALL WET, TOO." 


Ah, there’s the rub. 

If you don’t want to be 
left wet-handed by low- 
priced towels, you have to 
use a lot of them. 

And when that sodden 
wad of towel hits the trash 
can, it takes its low-price 
logic with it. 

Because excess usage 
can quickly demolish what- 
ever purchase savings 
there were. 


SCOTT ROLL TOWELS. 
BECAUSE VALUE ISN’T VALUE 
WITHOUT PERFORMANCE. 


It makes sense, on the 
other hand, that the more a 
towel does, the less of it 
people will use. So the roll 
will go further. 

hat’s true value. 

And that’s exactly what 
you'll get in the Scott family 
of towels and fixtures. 

For instance: 
super- thirsty, super-thick 
Perf-Embossed® bleached 
Brand 111 and natural 
Brand 115. They y give you a 
comfortable feel. Soft. Bulky. 
A true quality feel. 

For even greater econo- 
my, consider our new Perf- 
Embossed natural jumbo 
Brand 116. Or our un- 
bleached jumbo Brand 414. 


© 1979 Scott Paper Company 


the switch from stub to new 
roll for you. 

So your maintenance 
people can make fewer 
refill runs to the washroom. 
Giving you even greater 
long-run savings; lowering 
your cost per hand dry. 

And that’s what you 
buy the towels for, isn’t it? 
Dry hands? 

Scott roll towels: some- 
thing you, and your users, 
can shake hands on. 
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And, to get the most 
out of any of these brands, 
put them in our new Trans- ——a 
O-Matic® II and/or Lev-R- 
Matic™ cabinets. Both 
accept the new jumbo rolls 
—up to 800 feet of towel— 
and accommodate stub 
rolls up to 200 feet. Our 
patented automatic 
transfer device makes 
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Scott Paper Com 
Scott Plazat, Philadelphid PA 49943 | 


[ C) Send me samples of 0) Send me information 

i Brand 111and Brand 1) Send me on your new jumbo 
115 towels samples of your cabinets. the 

| jumbo roll towels. Trans-O-Matic Il and 

| Brands 116 and 414 Lev-R-Matic 
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You’ve got a 
distributor out of 
stock, his supplier’s 
out on strike, 
delivery’s out the 
window and 
mangement’s out To | 
get your neck. 20° 


you're caught between a rock and a hard place with problems that 
don't make your purchasing job any easier. 

That's where Reliance Electric can help. We make things 
easier by making the most versatile, reliable electrical and 
mechanical drive and power transmission equipment around. 
Everything from generators, to switchgear, to motors, to drives, to 
gears, bearings, couplings, clutches and conveyor components. 

Everything your production people need to take electrical 
energy and convert it, distribute it, control it or conserve it. All 
available from a single source, So you've got more hours to spend 
with individual suppliers who can’t reduce your ordering, paper- 
work and information gathering time the way we can. 

You can bet on the cost efficiency of our products, too. We’re 
willing to stake our 100 year reputation on it. What’s more, you 
can't beat us for fast delivery, because in most cases, our prod- 


ucts are available from stock—off the shelves of more than 1000 
industrial distributors nationwide. 

Your nearest Reliance Electric Distributor or 
Sales Office is listed in the Yellow Pages. Call today. Da 
Or write Reliance Electric, 24701 
Euclid Avenue, Cleveland, Ohio after day. 
44117, for our free electrical and 7 
mechanical product catalogs and 
Total Service Brochure. We’d you need 
like to show you a 
what’s available one goo name 
to keep the illigit- 
imatus non car- 
borundum. 


Reliance Electric 
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; 4 


#1 


DODGE SPHER-ALIGN PILLOW BLOCKS 


Reliance Electric serves worldwide markets with Reliance 
Kato, Dodge®, Master® and Reeves® products. 


DODGE TORQUE-ARM SPEED REDUCER 
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Select 
a sign. 


We have the 
— one you need. 


Danger. Stop. High 
voltage. No smoking. 
Parking. When you need to 
communicate in a hurry, 
what you need is a sign. And 
that's where McMaster- 
Carr can help. We have 

hundreds of different 


: Signs carrying specific 
| messages. And you get 


the same broad choice in 

thousands of other items. 

Because we always want 

you to get precisely what 

you need, fast. That’s why 
there are 110,000 items in 
our catalog and we ship 
better than 6 out of 7 items 
from stock. So the next time 
you need a sign and you 
need it in a hurry, reach for 
the McMaster-Carr catalog. 


McMASTER-CARR 
Supply company 

P.O. Box 54960 Los Angeles, California 90054 
P.O. Box 4355 Chicago, Illinois 60680 

The warehouse 

at your fingertips. 
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COPIERS 


Production-line buying 


techniques hit office 


By Terri Thompson / News Editor 


Improving office productivity is 
becoming a primary concern in buyers’ 
evaluation of company copying needs 


What has an office copier got 
in common with a milling 
machine? 

On the surface—not much. 
But in terms of management 
objectives the office copier is 
beginning to receive the same 
scrutiny once reserved for produc- 
tion floor machinery. For buyers it 


Find out objectives of user depart- 
ments before you evaluate copiers, 
advises American Brands’ Coiley. 


has become an area of increased 
importance. 

It’s all part-of a general 
realization by management that 
productivity of their white-collar 
workers is not matching that of 
workers on the production floor. In 
the past 10 years, in fact, factory 
productivity increased by 83% 
while office productivity rose by a 
mere 4%. And to meet the 
challenge, many companies are 
beginning to apply the same basic 
principles used in boosting manu- 
facturing rates to improve office 
performance. 

Copiers get special attention 
in this kind of scrutiny because 
they are an expanding purchase. 
In recent years copying needs have 
risen 12-15% a year, and many 
estimate that copying costs could 
double in the next 7-10 years. 

To meet the challenge of rising 
office costs, some buyers are taking 
a leading part in establishing 
productivity measures for the 
office and spearheading manage- 
ment teams working to improve 
office efficiency. 

One example: The American 
Tobacco Company, a division of 
American Brands, Inc., New York. 
Its purchasing department is 
blazing a trail for purchasing 
initiatives with its innovative and 
sophisticated analysis of copier use 
and office productivity. 


“Purchasing is continually 
doing a thorough job reviewing all 
of our raw materials to find ways 
to reduce costs,” says William J. 
Shin, purchasing manager plan- 
ning and analysis at The 
American Tobacco Co. “But how 
many purchasing departments 
have really taken a good look at 
office productivity? Our manage- 
ment decided to review office 
equipment and we started with 
copiers. This is an area where we 
can do some good in saving money 
and improving worker efficiency to 
increase office productivity.” 

Production principles. Ge- 
rard Coiley, purchasing director at 
The American Tobacco Co., says 
that typical engineering practices 
used in the production line can be 
applied to office equipment 
procurement. Basic principles, 
such as return-on-investment, 
maximum yield analyses, pur- 
chase vs. lease evaluation, invest- 
ment tax credits, machine trade-in 
values, vendor selection, and 
worker productivity, should be 
considered in evaluating copying 
machines. 

After all, the office equipment 
buyer is purchasing capital 
equipment. He should think in the 
same terms as the production 
buyer by asking himself: Are we 
using the best in equipment to get 
the most production out of the 
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6:30/Friday night “.... where’s the merchandise for our Monday sale!” 
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KEEP YOUR PART-TIME JOB 
(AS TRAFFIC MANAGER) 


A PART-TIME JOB. 
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our responsibility mee eee ee o-Pac. Making 
; traffic manager ( oS Se your job easier... 
ay be called a SS | 


With multiple shipper ser- 

vices including rail, Piggy 

back, containerization, 
trucking and air-freight 
forwarding. With service 
throughout a 12-state area 
and the U.S., along 12,000 
miles of track, and more 
than 19,500 highway miles. 
With service to 12 Gulf 
Coast ports, and to such 
major cities as Houston, San 
Antonio, Dallas, Fort Worth, 
New Orleans, Tulsa, 
Memphis, Little Rock, 
Omaha, Kansas City, 
St. Louis, and Chicago... 
and to points everywhere in 
the world through our 
important intermodal 
connections. 


part-time’’job 


it it demands the same 
lowledge and experience 
a full-time professional 
iffic manager. You've got to 
low all the details about 
lijpping, receiving, rates, 
utes, shortcuts and 
juipment. 


a will do it 


N 
br you N 


NY 
. 
~ 


WIA AAases 


rN 


Jr professional traffic rep 
Il go to work for you. Full- 
ne. He'll show you how to 
ttter control costs and 
entory. He'll provide you 
th rate and route informa- 
n. Help you select the 
st flexible combination of 
nsportation services. And 
‘ll show you why Mo-Pac 


_.. the total transportation 
company ...is the important 
resource for all your traffic 
requirements. ..coming 
and going. 


| ae the phone 


and call Mo-Pac 


Before you pick-up the tab 
for unnecessary shipping 
charges, delays or short- 
ages. We'll put you in 
control. With your own well- 
planned, yet flexible trans- 
portation program. To save 
your time...and your 
company's money. 


For more information con- 
tact Mo-Pac Sales Reps. in 
major U.S. Cities. Or Write 
to W.T. Higginbotham, 

Asst. Vice President—Sales 
& Service, Room 1706 
Missouri Pacific Building, 
St. Louis, Mo. 63103. 
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Basic principles 
(continued) 


office area? 

For this reason, a manage- 
ment team at The American 
Tobacco Co.—coordinated by pur- 
chasing’s Shin—evaluated the 
company’s use of copier equipment, 
total costs, and desired machinery 
features and capabilities. 

It all began, says Coiley, by 
examining our copier users. “We 
found out a lot of things we'd 
forgotten by talking to involved 
departments,” he advises. 

Shin, who has many responsi- 
bilities in addition to office 
equipment buying (including 
quality control, EDP, cost reduc- 
tion, national availability agree- 
ments, forecasting, packaging, 
etc.) spent substantial time on 
their copier analysis. He began by 
developing the “Copier User 
Questionnaire” ( page 65). 

The company objectives were 
to review present equipment 
utilization, placement areas, and 
total costs; to determine desired 
machinery capabilities; to present 
results for evaluation; and to 
suggest a guideline for effective 
use of all equipment. 

Once developed, the question- 
naire was directed to all depart- 
ments within corporate headquar- 
ters, along with a letter advising 


them of the company’s objectives. . 


Each department head then 
selected key representatives to fill 
out the questionnaire. 

“We did our homework 
in-house thoroughly, prior to 
selecting suppliers,” says Shin. 
Armed with these statistics, Shin 
was able to evaluate the corporate 
headquarters’ needs and select 
manufacturing copier suppliers 
who could fill these needs. 

The request for competitive 
bids went to copier makers along 
with extensive instructions. Shin 
asked each supplier to furnish best 
purchase and lease prices and 
maximum free-warranty coverage. 
Their quotations were to indicate a 
complete price breakdown of all 
the specific expenses, including 
guaranteed full maintenance, 
service, and supplies. He also 


To obtain information on copiers from the following manufacturers, 
circle the appropriate number on the Information Retrieval Card in 


the back of this issue. 


PPC = Plain paper copier 


Copiers data file 


CPC = Coated paper copier 


TPC = Treated paper copier 


Apeco, Circle no. 314 

PPCs: Apeco 620 

CPCs: Apeco 686, Apeco 525, 
Apeco 786 


Canon, Circle no. 315 

PPCs: NP-30, NP-60, NP-200, 
NP-80, NP-5500, NP-6000, 
NP-6300, NP-1824 


IBM, Circle no. 316 
PPCs: IBM copier |, Il, 
Series Ill (models 10 and 20) 


Kodak, Circle no. 317 
PPCs: Kodak Ektaprint 100F, 


100AF, 150F, 150AF, 100P, 
100PS, 150P, 150PS 


Minolta, Circle no. 318 

PPCs: EP 310, EP 510, EP 520 
EP 710 

TPC: EG 301 


Nashua, Circle no. 319 
PPCs: Nashua 2210 


Pitney-Bowes, Circle no. 320 
PPC; 5200 PBC 
CPCs: 2530, 3450, 3460 


Roneo Vickers, Circle no. 321 
PPCs: Roneo Vickers 1501, 
Roneo Vickers 1502 


Royal Business Machines, 
Circle no. 322 

PPCs: Roy Fax Bond 115, 110, 
122, 130, 130R 


asked the manufacturers to specify 
if prices would be firm over a given 
period of time. 

To aid the copier suppliers in 
the preparation of their proposals, 
Shin furnished a complete descrip- 
tion of their corporate headquar- 
ters’ copier and supply require- 
ments, including a complete 
summary analysis of their user 
questionnaire. He included cur- 
rent copier usage (about 2 million 
copies/yr; 80% on 8% x 11” size 
paper; 20% on 8% X 14” paper), 
and present methods of copier use 
(individuals walk to nearest copier 


Savin, Circle no.323 

PPCs: Savin 840, 755, 772, 775, 
780, 760, 790, 870, 880, 
System 600 

CPCs: Savin 220 


Saxon Business Products, 
Circle no. 324 

PPCs: Saxon 301, 302, Saxon 1, 
Stax-1, Saxon SX 20 

CPCs: C-500, B-12 


Sharp, Circle no. 325 

PPCs: SF 820, SF 740, SF 811, 
SF 850 

CPCs: SF 205, SF 501, SF 151 


SCM, Circle no. 326 
PPCs: SCM 1201 
CPCs: SCM 152 


3M, Circle no. 327 
PPCs: Secretary 3, Secretary 2, 
Alpha and Beta 


CPCs: VQC II and Ill, VQC Compact 


Toshiba, Circle no. 328 
PPCs: BD-707, BD-728, BD-3201 


Xerox, Circle no. 329 

PPCs: Xerox 813, 660, 914, 720, 
1000, 2300, 2600, 3100, 
3100LDC, 3107, 3109, 3400, 
3450, 4000, 4500, 5400, 
5600, 2400, 3600-1, 3600-3, 
7000, 6500, 8200, 9200, 
9400, 9500 


machine or request mail station 
and main reproduction center 
personnel to make copies). He 
explained that the existing system 
consisted of 12 copiers which 
service about 750 employees 
located on nine floors. 

Shin then asked the suppliers 
to quote primary direction: 
comparable equipment to replace 
or update some or all of the 
existing copiers, including price 
breaks for purchase or lease 
quantities. He also asked them to 
quote a secondary direction: 
alternate proposal(s) for more 


You know it's right...it’s Carpenter 


Enjoy the confidence of Tool Steel with lot-to-lot 
uniformity, consistent machinability, predictable dimensional 
stability. That's Carpenter. 


Our five star performers—Vega® (A6), No. 610® (D2), No. 484° 
(A2), and oil-hardened Stentor® (02), and R.D.S.® (L6) are five 
versatile grades that will give you the range of wear resistance, 
toughness and safety you need. 

Best of all, you'll find a wide variety of sizes in these grades 
Stocked locally. 

So, when you must have confidence in your Tool Steel, go 
with the leader. Call the Carpenter Service Center or Distributor 
nearest you. 


CARPENTER TECHNOLOGY 


CARPENTER STEEL DIVISION « READING, PA 19603 


CORIeCH 
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(Excludes Sunshine and Beam) 
E. Equipment Pert 
Br: lormance 
A. Equipment tly use (Identify from codes on Attachment How would you rate the 
1) Which copieris) do you curren oe Rate the Prtcy Performance of the torts) 
( oi he Copiers overall performance as ' tee cane preseatly using? 


Other achine Used Most F 
QUALITY oe = (Circle your choice) 


2nd Most Frequently 


Most Frequently 
ee STEED ny coo, GAUDATTIMES Fam pop 
(w = 
_ Estimate percentages of weekly copies a GOOD GOOD AT TIMES FAIR POOR 
(1) (a) you reproduce poe van Machine Used 2nd M FAIR POOR 
(b) you have mail station personnel : QUALITY ost Frequently — (Cirele your choice) 
(c) you have reproduction center copy as _ — X% SPEED hee GOOD AT TIMES FAIR 
RELIABILITY GOOD po AT TIMES FAIR aoe 
P nt walking to ar (3) : AT TIMES 
in an average week you spend making — reer eee to questic Other — (Cirele your choice) “am POOR 
(2) Estimate how many hout® ™ Xi actually making copies. If none, place zeros pls Goop ‘oie, 
(Bb.. oe and OM ai nove, is spent: RELIABILITY = GOOD AT TIMES FAIR POOR 
. e, is 
of your total copying time shown in B.2) » epee - Goop GoopatTimes  -AR POOR 
(3) Estimate what percentage Machine Used Machine U Othe ‘Opier Features Used — (Circle all or as AIR POOR 
Most Frequently _ Most Frequenty__ Redoctan 777 wo thom miny ofthe fllowing features that you currently use. Alaa 
, % ———————————— Auto-Docu Frequently i 
a. Walking to and from the copier. <—— i Take Two Sided Con, — Frequently enally Never 
b. Walking to use the copier Se a. Letter Size Paper Frequently Oceasi Never 
«. Making copies PO Legal Size Paper pec onal Never 
: uen N 
d. Making copies during abnor ce = pnb Control Freqneatis Occasionally tae 
work schedule (e.g. evenings % rE tterhead y ever 
—— sna 100% 10 Collating Frequently y Never 
weekends) F Occasional! 
Total 100% Stapling Frequently Olsshieacae Never 
Machine Used Machine Used 2nd Reproduce Copy in Color Frequently enally Never 
| Most Frequently _ Most Frequently _ Other esd Occasional aves 
G p ee Frequently 0 : Never 
wer Features — (Circle all ; Never 
Sa. ‘ What is the average number of tts ——————— Redeeny tte thom oF a8 many of the following features you desire. Also - i 
. ——_— uction circle choice on how ofte 
that you take to the copier wee AutoDocume Frequently ‘ 
» he normal average number Se Sega nt Feed F Oceasionally 
b. pele = — reproduce weekly? ————— Me ° Sided Copying Pricuanit Occasionally - — 
What is the average number of celia ; tter Size Paper Pregeis id Occasionally Never 
originals that you take each trip? SS Dark Size Paper F requently ceasionally Phe 
4. Of the total number of copies that indies, Frequently . — oe Never 
j you make weekly what percent Collating F requently : y Meese 
consists of 1 — 10 copies per a Stapli Frequently a aa N 
original? ~~ every week (Check your choice). iter Frequently paris Neier 
2) Which best describes your copying volume every Other °P7 Color Frequently Dodaciaars Never 
et Seas Frequently Occasionally Never 
Never 


D. Nature of 


a. About the same volume few times per month 


+ eee 
b. Same volume except heavy usage & 
c. Varies week to week 


Copying 
(1) What percentage of 


alan No) 
(4) Do you reproduce transpare Saale of Btn” X 11” size documents? 


H. Suggested Improvements / Comments 


Purchasing manager Shin developed this copier user questionnaire 


to assess his company’s copying needs before evaluating various 


copiers and suppliers. 


iii ee 
* i ie i 
Dep 8. Preliminary Approval 
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Copier usage 


(continued) 


practical, economical, and efficient 
equipment utilization and for a 
controllable system which still 
achieves and maintains the 
required copier functions, reliabili- 
ty (minimizing downtime), quali- 
ty, and services. Such proposals, he 
said, would need complete cost 
justification and specific trade-off 
considerations. 

Shin furnished the suppliers 
with standard documents which he 
prepared: (1) quotation sheet, and 
(2) supplier’s proposed copier 
specification(s). These forms help- 
ed to simplify the bid analysis and 


ensured that suppliers were 
providing information on compara- 
ble equipment and supplies. 

Finally, Shin invited the 

suppliers to visit with him 
personally (giving him a chance to 
answer all their questions before 
their analyses), and to tour the 
facility so they could better 
understand the physical floor 
arrangements and the existing 
copier system. All suppliers sent 
representatives to visit the 
executive office of American 
Brands, and all submitted formal 
proposals. 

While the suppliers’ proposals 
to the company are confidential, 
Shin claims that the manufactur- 
ers who “out-performed” the others 
were those who “gave us new ideas 
on how to become more practical, 


efficient, and economical.” Several 
of the suppliers admitted that they 
were able to come up with more 
attractive proposals primarily as a 
result of Shin’s analysis of Ameri- 
can Brands’ copier requirements. 

This exercise in making 
competition in the copier industry 
work for you is a time-consuming 
one, but it has rewarding results. 
Shin’s copier project, which started 
about January of this year, is 
expected to be completed by the 
end of 1980. 

Such a detailed analysis of a 
company’s use of copiers allows for 
more than mere dollar savings. It 
also permits a company to measure 
worker productivity and improve 
the efficiency of its staff. 

Boosting productivity. Of- 
fice productivity, while difficult to 


Solving 
tough problems _ 
forindustry “% 
has beena specialty , 
at MicGill for 75 years: 


We're celebrating 75 years in business. 75 years of growth 
through product development to meet customer needs. An operating 
principle of business that is more alive at McGill today than ever. | 
The principle that fostered such recent developments as our NYLA-K® | 
pillow block line with its superior K-LOK™shaft-locking device and 
NYLAPLATE-K® seal protection. And SPHERE-ROL® bearings — 
the first successful integrally sealed spherical roller bearings. 
And high precision, long-life CAGEROL® needle roller 
bearings. Plus the many developments that made our 
CAMROL® bearings by far the most widely used ni 
cam followers. 75 years of progress — to be continued. i « 
Let McGill solve your bearing problems. McGill Manufacturing z so 
Company, Inc., Bearing Division, Valparaiso, IN 46383 
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Copier analysis 


(continued) 


measure, has historically been a 
corporation headache. Time wast- 
ed on copying (walking to and from 
the copier, waiting to use the 
copier, waiting for the machine to 
be repaired, making the copies) is 
an obvious cause for production 
slowdowns, yet much wasted time 
can be eliminated. 

The formidable task of 
improving copying productivity 
can be accomplished in a number 
of ways. Some examples: Locate 
copying equipment more strategi- 
cally, that is, closer to the users. 
Or, where feasible, upgrade 
copiers by including some auto- 
matic features such as auto- 
document feed, collating, etc. 

By upgrading its  copy- 
duplicating equipment, McDonnell 
Douglas Aircraft Corp., St. Louis, 
developed a system for purchasing 
paperwork that reduces a backlog 
in processing from 2-3 days to a 
few hours, and cuts overtime and 
personnel time by 92%. It also 
provides a cash savings of $24,000 
a year. 

Here’s how the huge aircraft 
firm did it: 

Under the old system, the 
purchasing paperwork was 
computer-generated onto spirit 
masters for duplication. Old- 
fashioned as spirit duplicating 
might seem, it was inexpensive 
and earlier attempts to replace it 
with copiers were unsuccessful. 

The masters were forwarded 
to Procurement Services where 
they were burst into document sets 
and matched with the supporting 
paperwork. Sets requiring final 
approval and sign-off by the 
Buying Groups went to the groups 
before returning to the Steno- 
Service Group, where they were 
copied and distributed, with an 
average of 14 copies made of each. 

Major problems associated 
with this procedure included poor 
copy quality; backlog problems 
during key periods; and manual 
collating required. 

Based on a set of objectives to 
improve productivity, “we studied 
all the plain-paper copiers on the 


“Smart” copiers hasten office automation 


Robert S. Anderson of Martin 
Simpson Research Associates, ae | 


When the automated office of the 
future finally arrives, one of the central 
roles undoubtedly will be played by a 
machine called an intelligent copier/ 
printer (icP), a device that not only 
copies but also makes charts and 
graphs, prints letters typed in on a 
keyboard and handles facsimile 
messages. An icp is “intelligent” 
because it has a microprocessor (or 
minicomputer) memory (ROM Or RAM) 
and some communication and 
word-processing (or typesetting) 
software. 

ICPs on the market today include 
iBM’s 6640 and 6670, Xerox 9700, 
and Wang Image Printer 41F. 
Purchase prices range from about 
$24,000 - 337,000 for all options. 
Monthly rentals range from a low of 
$470 to more than $7000. 

By 1981 every major manufactur- 
er of copiers will have similar products 
available, say market researchers. 


market up to the highest volumes 
available,” says Robert E. Abeg- 
glen, Systems Analysis section 
manager. “Finally, the analysis 
pinpointed a Kodak Ektaprint 
100AF copier-duplicator which 
incorporates two new and innova- 
tive features. In addition to 
providing high-quality copies, the 
copier offers automatic feed and 
automatic finishing options (col- 
lating and stapling).” 

By installing the Ektaprint 
copier, McDonnell Douglas elimi- 
nated hours of manual collating 
and poor-quality spirit-duplicated 
copies and saved $2000/month in 
related costs (charges for computer 
printing, spirit masters and 
duplicating fluid). 

At first McDonnell Douglas 
leased the equipment “to see if it’s 
what we wanted,” Abegglen noted. 
“Lately we've been moving to 
purchasing,” he said, and the 
Ektaprint 1OO0AF copier was 
eventually purchased. As to cost 
justification, Abegglen notes that, 
at annualized savings of $24,000, 
the copier paid for itself in one 
year. Assuming straight-line 
depreciation over the usual 
eight-year period, savings to 
McDonnell Douglas purchasing 
operations will be sizable. 

Rent or buy? While the 
decision to purchase came relative- 


be the time and labor-saving features 
the equipment has to offer. Intelligent — 
copiers give graphics, speed, quiet- 
ness, multiple-font capability, and — 
high-quality printing not available in — 
most of today’s word-processing 
printers. 

In the labor area a wide range of 
cost savings are possible. One might — 
be the elimination of the need for 
a typesetter operator—saving 
$20,000/yr. The theory, says 
Anderson, is “if you capture your key — 
stroke at the word-processing stage, 


who needs a typesetter operator, — 
given access to an icp?” 


ly easy to this manufacturing 
“giant,” smaller companies have a 
tougher time with the purchase- 
or-lease decision. 

Although some companies 
would prefer to lease their copying 
equipment, a financially tight 
economy predicted for the next few 
months limits rental opportuni- 
ties, according to Robert Anderson 
of Martin Simpson Research 
Associates, Jersey City, N.J. 

An analyst of the copier 
market, Anderson says office 
machine dealers “are not really in 
a position to do much in the way of 
equipment financing, and because 
only Xerox and Kodak offer much 
in the way of equipment rentals, 
customers are faced with a 
purchase decision.” 

Arguments against outright 
purchase include: obsolescence of 
equipment (purchase of equipment 
is noncancelable, rental is 
cancelable); and service may tend 
to favor rental machines, because 
purchased machines often get 
lower priority. 

However, as copiers’ dependa- 
bility and service agreements 
improve, more buyers are tending 
to purchase rather than rent. A 
recent survey shows that of those 
responding, 63% bought conve- 
nience copiers, and 41% aie 


higher-speed, copiers. 


ry 


AMERICA’S*] ALL 


“It costs me less: 


The first thing I did when | got my free hae. fh = 
WypAll sample packet was to hand the zz ?, 
wipers to the shop foreman and sit 
myself down with the WypAll fact sheet. 

“T already knew that disposables 
could save me money. But inside of 
five minutes | found out that WypAll 
could save me a bundle. 
Not only are shop towel rentals not 
getting any cheaper, but by 
eliminating those ‘hidden costs’ 
[ paid with shop towels, I could 
really make out. 

“Like replacement ee 
They used to cost me at least $10 
a month. No such thing with WypAll. 7" 

“And there's no paying for wipers that are too worn or not 

clean enough to use, either Every WypAll is fresh, clean, and new 

“On top of that, we don't have to waste time counting, sorting, 
and storing dirty wipers for pick-up. 

“Eliminating all those ‘hidden costs’ helps me look good on the bottom line. 

“But saving money on the purchase doesn't mean a thing if nobody uses them. 
That's where WypAll disposable wipers really make it—our people like them, use them! 

“So for once, the foreman doesn't call me ‘cheap’ 

“You think, maybe, he's finally becoming cost-conscious?” 


deh OUT FOR YC 


Why do so many people, in so many different industries, setts WypAll disposable 
wipers? Is it the cost? The performance? Or is it that special cloth-like feel that WypAll 
gets from its exclusive and patented manufacturing SS raced Decide for yourself. 

WypAll™ is a trademark of Scott Paper Company for its bonded cellulose disposable wiper. © 1980 Scott Paper Company 
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WIPER? 


“Even better, it works” 


“Mr. Numbers there hands me a free packet of 
WypAll and says, “Try ‘em’ I say, ‘Look, no desk jockey 
is gonna change an old shop towel man like me. 

I give them to the crew anyway. 

“They say, Yeah—WypAll works like a shop 
towel! They tell me WypAll is great for soaking 
up oils and fluids. Really stands up. 

“Matter of fact, they say they like WypAll 
disposable wipers better than shop towels 
for wiping their hands and faces. See, WypAll 
is soft and clean. No metal chips or bad smell 
or chemicals from being used before. 
“And once you're done using a 
WypaAll, it goes out with the trash. 
No more piles of dirty shop towels. 
“Plus, if you lose a WypAll, nobody gets bent out of shape. 
‘Cause nobody pays a replacement charge for WypAll. 
“Now I know WypaAll has gotta cost less than shop towels. 
Rags, even. Why else would he give it to me? 
“But, the way it works, | keep thinking it must cost more. 4 
90 | get all ready to fight for switching to WypAll, 
no matter what it costs, and what happens? 
“Mr. Numbers agrees. Can it cost less? Or 
do you think he's starting to learn something about 
real work?” 


A HOUSEHOLD NAME, 
ATW 


SELF, 


Send for your aii sample packet. 


Fill out and mail the coupon today. ob) 
Or, call toll-free: 800-523-5000. yy : 
In Pennsylvania: 800-362-5696. / No of employees at ti iliged by haat bed (Sa b : 
7 82800 


LEESON. 


Going all out to deliver 
more than just a motor. 
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There’s a lot more to LEESON than 
electric motors. Each customer re- 
ceives our undivided personal service. 
Fast delivery from factory or regional 
warehouses. Full back-up support from 
field sales and distributor personnel. 
And most important, a very competi- 
tive price. 


Now for our product! LEESON offers 
the right motor for your application — 
with a choice of over 1200 high effi- 
ciency, standard NEMA general and 
definite purpose motors. Single or 
three phase, from % to 100 HP. Need 
special mechanical or electrical re- 
quirements? We deliver that too! With 
our standardized design concept, we 
can assemble a non-standard motor to 
meet your specific needs. 


LEESON offers a large inventory of 


a — — _ 
aE b, 


- 


the-shelf delivery, p/us...we maintain 
a short, on-time production and deliv- 
ery schedule for modified standard 
motors. 


And no matter which LEESON motor 
you buy, you will always get unmatched 
quality and dependable performang¢e. 
Each is tested to comply with applica- 


LEESON's out to give you more — 
plus motors that make your products 
work more efficiently. Let’s talk about 
it... contact us or one of our authorized 
distributors. LEESON ELECTRIC 
CORPORATION, P.O. Box 241P. 
Grafton, WI 53024. Phone (414) 377- 
8810. Telex 26-9672. 


Send for Fractional HP Catalog 1060, 
Integral HP Catalog 1030 and 
Price List Stock Catalog 1050 


ELECTRIC MOTORS 


MANAGEMENT 


By James F. Donohue 


If Federal-Mogul goes to 
spot markets to fill out 
raw material inventories, 
the tardy vendor will pay 
all extra charges 


DETROIT—If your suppliers are 
missing delivery schedules and 
giving your expeditors heartburn, 
consider this: A brand new 
program at Federal-Mogul Corp. 
makes vendors deliver as 
promised—or they pay a specific 
penalty for the inconvenience 
they’ve caused. 

Robert C. Carson, corporate 
director of purchasing, says, “For 
too long our suppliers have 
dictated our production schedules. 
If they ship on time, great—we 
operate. If they don’t, we don’t. The 
day that you can accept that sort of 
practice is long past.” 

Deliver or else. Federal- 
Mogul is in the process of setting 
up innovative six-month agree- 
ments with as many of its raw 
materials suppliers as it can. The 
agreements, which have the bind- 
ing force of a contract, state: 

1. The suppliers will deliver a 
raw material on time or they will 
pay a penalty equal to what 
Federal-Mogul has to spend extra 
(premium costs and other expens- 
es) to source the material on the 
spot market. 

2. Purchasing, for its part, 
guarantees it will buy a specific 
tonnage of a raw material over the 
six months on a monthly basis. If it 
doesn’t need the material, the 
agreement says, the company must 
buy it anyway. The only excep- 
tions: strikes or “acts of God.” 

The program began in Janu- 
ary. Inventory will be halved, 
Carson says, for savings of $10- 
million-15 million. “We’re taking 


Carson’s hard-nosed 
approach to ‘on time’ 


the responsibility of inventory 
from our floor and putting it on the 
supplier’s floor where it rightfully 
belongs.” 

Some of the first agreements 
cover $7 million-8 million in steel 
purchases. Other agreements 
cover or will cover nonferrous 
products, a major purchase, and 
other raw materials. 

The Detroit-based company 
(annual sales, $663 million) makes 
ball and roller bearings, precision 


Carson’s hard-nosed 
program has been a very 
hard sell to suppliers. 


forgings, seals, engine and trans- 
mission products. The automobile 
market is one industry it serves. 
Carson’s eight-man corporate 
procurement staff buys $90 
million worth of raw materials a 
year, plus about $55 million in 
capital equipment and construc- 
tion contracts. In addition, 30 
domestic plants buy $75 million- 


“We’re taking the responsibility of 
inventory from our floor and putting 
it on the supplier’s floor where it 
rightfully belongs,” says Carson. 


100 million, mostly MRo. 

Pressure the suppliers. The 
on-time delivery program puts 
pressure on suppliers like steel 
mills, notorious for poor delivery 
performance, to deliver on time (or 
within two weeks). 

Carson has compromised 
to.the extent that he has agreed to 
a six-month time period for the 
agreements in the start-up phase. 
His aim by the end of 1981, 
however, is to have one-year 
agreements in force for the bulk of 
his raw material purchases. 

Although the agreements 
have the force of contracts, 
Federal-Mogul doesn’t call them 
that in order to avoid hassles with 
corporate attorneys. 

All suppliers have not jumped 
at the opportunity to sign up for 
the program. In fact, says Carson, 
“this has been a very hard sell. But 
I can tell you that by the end of 
1981 those suppliers that aren’t 
agreeable to this type of situation 
will find that their position with 
Federal-Mogul has deteriorated. 
We’re going to move on this.” 

The on-time delivery program 
is similar to the company’s other 
pacesetter program, begun in the 
early 1970s, called equipment 
capability acceptance procedure 
(ECAP). This program deals with 
capital equipment purchases: 
grinders, metal forming equip- 
ment, presses, rubber and plastic 
molding equipment. 

Purchasing works with engi- 
neers and vendors to develop 
very specific and detailed parame- 
ters for equipment performance, in 
writing, which become part of the 
purchase order. The machine 
either meets those specs or the 
vendor pays the cost to make it 
meet them—or Federal-Mogul 
does not accept delivery and pays 
nothing. 


WARKO) gets you coated 


inserts that really 
boost your 


output’? 


We introduced 600 Series Titanium Carbide Coated Inserts 
and helped our customers get lots more pieces per edge 
and reduced floor-to-floor time. Now, to bring you still more 
efficiency in day-to-day machining, we've added two more 
TiC coated grades. Your VR/Wesson Distributor has them. 

The new 650 coated grade was specifically developed 
to meet the demands of heavy metal-cutting jobs — carbon 
and alloyed steels, stainless steels, and high alloyed cast 
irons. With its specially prepared substrate and tough TiC 
coating, 650 provides great edge strength. It keeps on 
cutting when other coated inserts may chip or break. 

On the other end of the machining spectrum, grade 670 
is showing excellent results in semi-finishing and high- 
speed finishing of carbon and alloyed steels and 400 and 
500 stainless steels. 

Original grades continue their past successes: 630, for 
light roughing and semi-finishing a wide range of castirons, 
and 660, for light roughing and semi-finishing carbon and 
alloy steels, 400 and 500 stainless, and malleable and 
nodular iron. 

Together, these four TiC coated grades are meeting in- 


dustry demands: Reducing machining costs, downtime, 
and cycle time, and allowing up to 50% higher surface 
speeds over uncoated inserts. Most important, 600 Series 
inserts are delivering much longer tool life and substantial 
jumps in productivity...as much as 350%. We've got case 
histories to prove it. 

GET COATED AND GET CUTTING. TEST 600 SERIES. 
Ask your VR/Wesson Distributor which grade of 600 TiC 
Coated Inserts can boost your productivity. Or call or write 
VR/Wesson Division, 800 Market Street, Waukegan, IL 


60085. 312/689-5000. 
8 d= 


“Make a wise move. Call 
your VR/Wesson Distributor” 


STEEL CASTINGS 


Buyers enjoy better 


delivery, stable prices 


By El Hoeffer / Midwest Editor 


A severe drop in demand—caused 
by the economic downturn—has 
substantially reduced leadtimes 


shaves 
(Steel castings shipments, million tons) 


Original projection 


Revised projection 


Be __ SS 
1978 1979 1980 
“Estimated industry capacity 


Source: Steel Founders Society 


For the first time in many 
years, buyers are having few 
problems getting steel castings. 
Leadtimes for small castings are 
reported at 4-6 weeks, even 
shorter if the buyer is dealing with 
his customary source. Larger 
castings are generally taking 
12-16 weeks, in some cases as easy 
as 8-10 weeks; specials up to 22 
weeks. 

These deliveries are a far cry 
from the lengthy leadtimes buyers 
faced only a year or so ago. Small 
castings then took an average of 
12-14 weeks for delivery, but 
sometimes as long as 24 weeks. 
Large castings ran as long as 36 
weeks, and were occasionally on 
allocated supply. 

Demand decline. Buyers and 
foundrymen agree the new 
leadtimes will stay put at least 
through the end of the year, or 
until the economy revives. The 
shortened leadtimes reflect a 
drastic decline in demand for steel 
castings caused by the economic 
downturn. With the exception of 
energy-related fields, the deterio- 
rated markets include railroad 
freight car builders, manufactur- 
ers of mining and heavy construc- 
tion equipment, large materials 
handling units, pressure vessel 
fabrication, marine and other 
heavy equipment uses. 

For large castings, the new 
leadtimes are a matter of demand 
and supply reaching a balance. For 
small castings, it’s become virtual- 
ly a buyers’ market. 

As a result of the demand 
drop, the 1980 steel castings 
tonnage projection has been 


STEEL CASTINGS 


Demand drop 


(continued) 
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revised downward. Early this year, 
the Steel Founders Society forecast 
that about 2,050,000 tons would be 
shipped in 1980. The new 
projection is for about 1,800,000 
tons. The industry shipped 
1,950,000 tons in 1979 and about 
2,500,000 tons in 1978. 

Looking ahead. The new 
leadtimes are expected to change 
when the economy improves. 

Theoretically, steel foundry 
production capacity is sufficient to 
have met and meet rising demand. 
Industry capacity has been rated 
at 2,500,000 tons. However, 
castings are typically procurred 
regionally. Thus the buyer is 
limited to capacity in his area 
which often is not adequate to fill 
his needs. While there has been 
some effort lately by some 
foundries to extend their market- 
ing areas, buyers say high freight 
rates still inhibit viable geographi- 
cal expansion. 

Added to this problem is the 
difficulty foundries have in 
increasing production '§ rates 
through more effective use of labor 
and equipment. Steel castings, 
particularly the large ones, are 
usually bought in relatively small 
quantities. This means the 
foundry is tied down to batch 
operation, incurring frequent 
downtime for changing molds or 
steel grades in order to meet the 
next customer’s requirements. 
Under these conditions, it is all but 
impossible to adopt more efficient 
automated machinery. 

Railroad freight car builders 
have experienced improvements in 
casting supply. Over the past year, 
large quantities of licensed steel 
castings from overseas have been 
brought in for the first time. This 
helped car builders achieve a 
record 94,000 deliveries. The 
castings are used to make two of 
the freight car’s major 
components—bolsters and side 
frames. While freight car orders 
this year have slid into a deep 
slump, the new overseas sources 
can continue to be tapped when 
production returns to high levels. 


Spend $3.00 for an advance look 
at decade ahead. Send for 24- 
page reprint of PURCHASING’s 
CEO Report. All the reasons why 

CEO’s consider purchasing 
pivotal to the eighties. 
Send check to: 
PURCHASING CEO Reprint, 
221 Columbus Avenue, 
Boston, Massachusetts 02116. 


CORD SETS 


We help you with our 
**know where’’ and 
**know who’’, 


For the difficult and 
hard to find wire, 
cable and cord sets 
and the standard, we 
are “specialists” in 
locating or stocking 
for emergencies. 


Save time, money, 
effort ...call or write 


NOTE: We have a special 
surplus division that BUYS 
wire, cable and cord sets. 


DELTA _ | 


WIRE & CABLE Co. 
1457 W. Diversey Pkwy. 
Chicago, Illinois 60614 

(312) 248-4676 
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Automated production techniques are 
impractical because castings, such as 
the insert ring being inspected here, 
are batch operations. 


Price stability. Besides en- 
joying vastly improved deliveries, 
buyers also report generally stable 
prices for steel castings. Prices are 
expected to keep pace with 
inflation, going up 10-13% by the 
end of the year. 

Still, buyers are not necessari- 
ly yoked to higher prices. For the 
first time in many years, there is 
evidence of price competition in 
some markets—particularly for 
small castings business. The price 
differential is said to be as wide as 
20-25%, according to one West 
Coast buyer. 

Scrap: OK for now. Foundry 
costs have received some relief this 
year. Scrap prices have decreased 
since January, even for usually 
premium - priced chromium- 
and nickel-bearing grades. 

Scrap availability has also 
improved, though the steel 
foundries, like other scrap users, 
are concerned over the long-term 
outlook. Steel foundry spokesmen 
say their industry could be harder 
hit than most other electric 
furnace users, mini-mills, for 
example, because their melting 
operations require higher priced 
low-sulphur and low-phosphorus 
scrap. Since these grades are also 
prized by overseas scrap users, it’s 
possible, steel foundry spokesmen 
say, that a shortage of these 
grades could occur if exports of this 
raw material are not curtailed. & 


Whatever you make...there’s a 


WALDES TRUARC® RETAINING RING 


to improve your product, lower your assembly costs! 


And there’s a TRUARC Assembly Tool for every production requirement... 


Y 


Truarc retaining ring pliers 


Waldes Kohinoor, Inc., pioneered in developing preci- 
sion retaining rings and has more than 60 years expe- 
rience manufacturing quality fasteners. Since 1942, 
when the first basic types were introduced for aircraft, 
literally billions of Truarc rings have been used suc- 
cessfully in American industry. 

There's a Truarc retaining ring for every fastening 
and assembly requirement: more than 50 functionally 
different inch and metric types, over 1200 standard 
sizes for shafts and bores .040” (1 mm) to 10” (250 mm) 
dia.—and even larger rings have been made for spe- 
cial applications. Different metals, protective finishes 
and platings provide compatibility with a variety of 
environmental conditions. Truarc austempering and 
mechanical plating assure necessary strength and 


Applicators and dispensers 


Mechanized tools for high-volume 


Tangle-free Rol-Pak® packaging 


hardness, eliminate the danger of hydrogen embrittle- 
ment. 

Truarc rings conform to MIL-R 21248B, MS 16624- 
16634, MS 90707-90708, MS 3215-3217 and other Gov- 
ernment and industry standards. For complete informa- 
tion, write today for a free copy of the 128-page Truarc 
Technical Manual. We'll send you also a directory of 
Truarc Field Engineers and Authorized Distributors. 


The names Truarc, Klipring, Crescent, Prong-Lock and GriprinG « 
are registered trademarks of Waldes Kohinoor, Inc. 


Truarc Retaining Rings Division 


WALDES KOHINOOR, INC. 


47-16 Austel Place, Long Island City, N.Y. 11101 
Telephone: 212/392-3100 
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PCB Switch for 
your next design. 
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Avaliable now. 


AMP invented the DIP switch and today continues 
as the leader with performance, styles and delivery— 
all ata competitive price. 


Variety — DIP switches are available in several 
profiles with top, side or end actuation, and with color 
LEDs. Or in unique and economical shunt designs. 
We also have miniature thumbwheel, flat rotary and 
matrix styles, giving you even more design flexibility 


Function—No matter what your switching 
requirements, AMP has the switch. SPST, DPST, 
SPDT, DPDT, 4PST, Decimal, Hexadecimal, BCD 
or BCO designs. 


Availability—There’s no problem with our 
new regional computer-linked inventory system. 
For information, call the PCB Switch Information 
Desk at (717) 780-8400 or write AMP Incorporated, 
Harrisburg, PA 17105. 


AMP is a trademark of AMP Incorporated 
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AMP has a better way. 


Could you benefit in six ways 


from giving us your next 
‘design and make’ project? 


Ask Ford Motor Company — when 
Ford invited Torrington Specia! Products to develop a 
new automotive steering U-|oint assembly, they 
needed a unit that would meet strict performance and 
safety standards, yet save weight. The result 

was a package of benefits: 20% lower unit cost, im- 
proved performance, weight reduction, high-volume 
output from two TSP facilities, a specialized stocking 
and delivery program, and easier installation. 


The Story — Torrington Special! Products and two 
other companies developed competitive proposals for 
a new Ford steering intermediate shaft assembly. This 
critical component connects the steering column and 
steering gear of an automobile. A universal joint on 
one end accommodates the primary working angle be- 
tween column and gear; a rubber coupling at the other 
end isolates noise and vibration. 

Our Contribution — TSP sales and engineering per- 
sonnel worked closely with Ford to define the product 
requirements. After Ford evaluation of our preliminary 
ideas and final design, TSP was awarded the contract. 
Main components of the TSP assembly are fabricated 
of high-strength, low alloy stee! stampings and cold- 
rolled bar, replacing heavier, more costly forgings. New 
press-fit and staked connections were created during 
the prove-out program and new assembly techniques 
with built-in monitors developed to assure reliability. 


Your needs are next — You may need something simi- 
lar for another automotive application, or something 
completely different. If it’s a high-volume OEM com- 
ponent or assembly . . . if you need “black box” origi- 
nal designs or redesign capability. . . if high quality 
manufacturing is involved, our total skills are waiting. 
For immediate help, call (203) 482-9511. 
Ask for one of our Product Managers. Or 
write for our new “Total Skills” brochure. 
The Torrington Company, Special 
Products Division, Torrington CT 06790. 
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PURCHASING LAW 


State the case when 
you reject goods 


By Dr. Russell Decker / Professor Emeritus of Legal Studies, Bowling Green State University 


Know your reasons and your 
rights when a supplier sends 


you defective material 


Don’t be vague when you 
reject defective goods. The law 
says that rejections must not only 
be timely, but must state the 
buyer’s reasons. Yes, a rejection 
notice can be quick and informal. 
But no, it can’t be mere grumbling 
or grousing from the buyer’s end, 
even when such gripes are in 
writing. There are also other 
rights and obligations related to 
the possession of rejected goods. 

The Uniform Commercial 
Code (ucc) says that if a buyer 
fails to state a particular defect, he 
may lose the right to justify his 
rejection or establish a breach. 
This rule applies when the defect 
could have been ascertained by the 
buyer’s inspection, and cured by 
the supplier. The ucc’s aim: to give 
the buyer a chance to make early 
rejections in little detail, but at the 
same time protect the supplier. 

State your objections. Key 
point: A buyer who rejects a 
delivery without stating his 


ONIONAL REVECTIONS ARENT 
BaRieETHER OF US ANY 00D) = 


objections is probably acting in bad 
faith. He gives the impression that 
he wants to get out of a deal that 
has become unprofitable. But the 
ucc’s intent, as always, is to 
preserve contracts if possible. 
That’s why it insists on the seller’s 
right to correct things. 

The ucc also says that a 
supplier is entitled to ask the 
buyer for a final and reliable 
statement of objection. This 
request must be in writing, 
making clear to the buyer exactly 
what is being sought. If you get 
such a request, be careful. If you 
fail to respond fully and promptly, 
you will lose your right to rely on 
unstated defects in later dealings 
with the vendor. 

A buyer also has certain 
obligations regarding defective 
goods actually in his possession or 
control. The ucc puts limits on 
those obligations, so you don’t 
have to break either your back or 
your pocketbook. But it does say: 


If the supplier has no agent or 
other rep at the place of rejection, 
you must follow his reasonable 
instructions as to disposal. These 
instructions might specify reship- 
ping, storage, delivery to a third 
party, reselling, etc. Also, if the 
goods are perishable or tend to 
decline in value quickly, you must 
make a reasonable effort to sell the 
goods for the supplier even if he 
doesn’t provide instructions. 

Who’s on the scene? These 
duties on a buyer’s part arise from 
commercial necessity, which isn’t 
present if the supplier has 
someone on the scene. Here’s an 
example: 

The case involved textiles 
shipped to a retailer who was in 
the same city as the supplier. On 
arrival, they were inspected and 
found nonconforming to the p.o. 
The buyer notified the supplier, 
and the supplier told the buyer to 
sell them for the vendor’s account. 
The buyer simply stored the goods 
separate from the rest of his stock 
and made no attempt to sell them.. 

Later, the buyer returned the 
goods to the supplier. Then the 
supplier brought them back. Again 
they were placed in a back 
storeroom with no attempt made to 
sell them. When this round-robin 
finally wound up in court, with the 
supplier suing for the purchase 


» 4] price, the buyer won, 


Reasons: The parties were in 


>| the same marketing (city) area. 


The goods weren’t perishable. The 
burden of reclaiming rightfully 
rejected goods falls on the seller. 
The buyer had rejected in a timely 
and proper way. His first return of 


Kleer-Vu offers you 


more great film 
performers than any 


cadena Studio. 


Learn how this leading 
innovator of plastic sheet 
film products helps 
you find custom 
solutions to 
production needs. 


At Kleer-Vu, were 
developing great new 
film performers all 
the time. And adding 
them to a cast of hun- 
dreds we already pro- 
vide to industry. 

Like custom packag- 
ing for breakables that 
doubles as shipping 
protection and product 
display. And clear plas- 
tic photo and document 
holders that hold up 
under frequent handling 

Only recently a major user of plastic 
sheet film products switched to Kleer-Vu 
because of our superiority in sealing 
technology and fast turnaround time. 

What can we do for your company? 
Just give us the nod and we'll help you 
package, protect, store or display more 
innovatively—and often more econom- 
ically—with plastic sheet film. 
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After 35 years of on-going 
R&D, we're set up to 
provide fast solutions. 
And because we've 
” —_ worked to make our 
Y manufacturing pro- 
}, cesses extremely effi- 
cient, Kleer-Vu can 
Offer premium quality 
work at surprisingly 
low cost. 
That's why we also count 
leading blue chip and 
Fortune 500 companies 
among our customers. 
Quality, cost, versatility 

...and one other good 

reason. Service. 
Kleer-Vu can legitimately 
provide turnaround time that 
| makes you look like a hero. 

m So take a moment now to send 
for a Kleer-Vu Capability Kit, without 

Obligation. It details how great new 
film performers can be developed for 
your company, too (and for less than 
you would expect). 

Write or call our Joe Matheny, Kleer- 
Vu Industries/0.E.M. Division, Dept. 
HAO, Kleer-Vu Drive, Brownsville, TN 
38012. Do it today! 


Call Toll-Free 800-238-3966 (in Tennessee 901/772-2500) 
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hot stamping, hand assembly. 
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Sheet plastic conversion and special capabilities: dielectric sealing, ultrasonic 
sealing, die cutting, punching, folding, sewing, binding, silkscreening, printing, 


8 Joe Matheny, Kleer-VU Industries/0.E.M. Division, 
g _ Dept. HAO, Kleer-Vu Drive, Brownsville, TN 38012 
§ Show me how Kleer-Vu can help my company. 

B = Send me your Capability Kit. 

5 My special needs are . 
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PURCHASING LAW 


Reclaiming goods 


(continued) 


the goods had actually been more 
than what the ucc required. 

Remember your options when 
you reject nonperishable goods. 
You can store the goods at the 
supplier's expense. You can ship 
the goods back to the supplier. You 
can resell them for the supplier’s 
account. None of these actions will 
be considered an acceptance, nor 
make you liable for conversion of 
the goods. Moreover, you’re 
entitled to reimbursement which 
includes sales commissions. 

Steel buyer sells. A case 
involving coils of cold-rolled steel 
illustrates this. The buyer notified 
the seller that the steel didn’t meet 
quality standards. The supplier 
replied that he hadn’t guaranteed 
the quality claimed by the buyer. 
When negotiations for a price 
reduction failed, the buyer revoked 
his acceptance and notified the 
vendor to take the steel back. In 
the meantime, the buyer resold a 
small portion of the steel. 

In arbitration and in court, 
the supplier specifically objected to 
the sales commission for the goods 
resold. He hadn’t known about the 
sale, he complained. His conten- 
tion was that the resale was 
actually an acceptance. 

In the evidence was a letter 
from the buyer to the seller, 
pointing out that if no instructions 
were received, the steel would be 
resold. That letter helped the 
buyer win his case. It wasn’t 
necessary for him to give notice of 
each individual resale, said the 
court. He had kept books of 
account for the supplier—and he 
was entitled to claim sales 
commission. 

When a buyer sells perishable 
goods, he is likewise entitled to 
reimbursement for the expenses of 
caring for and selling them. Yes, he 
must follow the supplier’s reasona- 
ble instructions. But those instruc- 
tions are not legally reasonable 
unless they include indemnity for 
the buyer’s expenses. If the buyer 
has to hustle without instructions, 
he can apply whatever is the 
normal trade commission. we 
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Helping to form the future in industry after industry... 


The hotter the inflation, 
the more you need Elico 
cold-formed parts. 


Cold-formed parts from Elco can help 
you beat the cost of getting new 
products into the market or holding 
the price line on existing ones. 

By forming metal rather than cutting 
it away (as with machining), there's 
less scrap. And cold-formed parts are 
stronger because of improved grain 
structure. So you can achieve added 


quality while you reduce costs. 

Another economy: calling on Elco 
early in planning stage may help you 
combine several parts into one. For 
example, parts can be cold-formed 
with multiple collars to eliminate 
spacers. So your inventory is less 
and assembly is faster. 

Elco can cold-form with upset or 


ELCO 


head diameters up to 1%; body diam- 
eters up to 1%, lengths up to 6" and 
through-holes up to 1.0." 

Our applications engineers can 
help you cool down the effects of 
inflation and improve quality. Send 
us your print or call 815/397-5151 
and ask for a Customer Service 
Representative. 


' ELCO INDUSTRIES, INC. 


ROCKFOR® DIVISION & ROCKFORD) (C-61101 


TWA Cargo: 
The freight system of tomorrow 


for todays shipping needs. 


The world’s most advanced freight 
tracking system— C*—uses a 
computer to locate any shipment at 
any point along its journey. But TRAC 
is just one feature of TWA’s total 
professional shipping system. We offer 
a complete line of services to fly 
anything from flowers to guided missile 
parts. And with over 730 flights daily 
to 46 cities in the U.S. and 14 more 

cities in Europe and 
the Middle East, we 
fit your every ship- 
ping need. 

We'll fit your 
budget too. Com- 
pare our prices to 

the competition. Our NEXT FLIGHT 
OUT™ PAK, example, is the fastest, most 
economical way to send something less 
than 22 pounds. The “Pak” goes to any 
TWA city in the U.S. for a flat $25. NEXT 
FLIGHT OUT SERVICE is also available 
for small packages up to 50 pounds, and 
costs only slightly more than the “pak.” 


*Subject to flight availability 


60 cities in the US. and abroad 


If you have larger freight that 
requires special at- 
tention, there's TWA’s 
PRIORITY EXPRESS 
FREIGHT SERVICE. 
We load Priority 
Express Freight first, 
ahead of other freight, on the flight you 
select* So you know exactly when your 
freight departs and arrives—convenient 
for your truck to meet the flight. 

Or, if you prefer, we'll deliver your 
shipment right to your door. Our DOOR 
TO DOOR PICK UP AND DELIVERY 
SERVICE is available for any freight with 
TWA's trucking network throughout the 
major U.S. and European markets. 

And for regular commercial shippers, 
our CONTAINERIZED FREIGHT can cut 
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You're going to like us 


shipping and handling time, damage, 
and loss, and that means a cut in your 
total shipping costs. A variety of 
container sizes is available, for the 
small and large shipper. And our BULK 
AIR FREIGHT can be less expensive 
than highway shipping, because it 
saves days, not just hours. Reduce your 
inventory and warehouse 
costs. Give excellent 
service to your distant 
customers. 

To learn more 
about these and 
other services, 
just call your 
local TWA Cargo 
sales office, and we'll 
send you our comprehensive, 
easy-to-use PRICING AND INFOR- 
MATION GUIDE. to help you meet 
your shipping needs. 


TWA CARGO 
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By Thomas F: Dillon c.P.m. / Senior Editor 


LTL shippers hit again 


TRUCKERS CONTINUE to _ boost 
less-than-truckload and any quan- 
tity freight rates and to keep their 
hands off truckload traffic more 
susceptible to private and contract 
carriage. 

A proposal filed with the 
Interstate Commerce Commission 
by the Eastern Central Motor 
Carriers Association calls for 
increasing rates on all LTL and AQ 
traffic by 3.8% with the exception 
of iron and steel, meat, and 
packinghouse products. Rates on 
truckload traffic will not be 
increased. 

A Central States Motor 
Freight Bureau proposal calls for a 
5% increase on LTL and AQ rates 
and on accessorial services. Again, 
no increase in truckload rates. 

The two proposals follow LTL 
and AQ increase proposals filed by 
the Pacific Inland Tariff Bureau, 
the Middlewest Motor Freight 
Bureau, and the Southern Motor 
Carriers Rate Conference. 


Truckers guide ready 


STATE FUEL PURCHASE require- 
ments, state and Canadian 
province trucking regulations, 
mileage taxes, registration re- 
quirements, how to apply for trip 
permits, and state licensing and 
registration reciprocity informa- 
tion are covered in the 1980 
Reciprocity Guide for Motor 
Carriers. The guide, a must for any 
company operating its own fleet 
across state lines, is available from 
the Private Carrier Conference of 


| Truck tonnage 


(Intercity, seasonally adjusted) 
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American Trucking Assns. 


the American Trucking Associa- 
tions, Inc., 1616 P Street, N.W., 
Washington, D.C., 20036. The tab 
is $20 for the first copy and $10 for 
each additional copy ordered by 
the same company. 


Sprint train succeeds 


THE EXPERIMENTAL “SPRINT TRAIN” 
service operated by the Milwaukee 
Road as part of a Federal Railroad 
Administration project will contin- 
ue. Although the Fra has decided 
against continuing to sponsor the 
project, the Milwaukee says the 
experiment has been successful, 
and it is now running the train on 
its own. 

The experiment was designed 
to see whether truck-competitive 
train service with frequent 
departure times would attract 
traffic moving via highway. 

Sprint Trains move piggyback 
traffic between Chicago and 
Milwaukee-St. Paul on 10-hour 
schedules. The trains are kept 
short—limited to 25 cars—so the 
trains will not be delayed 
excessively for loading and 
unloading. Three trains run per 
day in each direction, leaving in 
the afternoon for delivery the 
following morning. 


Air cargo rate war 


DON’T OVERLOOK the battle now 
going on for transcontinental air 
cargo. Rates are being cut almost 
daily. In some cases involving 
container traffic, rates are running 
40% below transcontinental truck 
rates. 


Purchasing’s freight trends 


Rail ton miles 
(Billion revenue ton miles) 
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JFMANMJiJ AS OND 
Assn. of American Railroads 


The. windfall for air cargo 
shippers is a result of Eastern 
Airline’s entry into the coast-to- 
coast market. Competition has 
intensified for cargo as well as for 
passengers. 

Eastern, American Airlines, 
TWA, Flying Tiger, and United are 
all fighting for cargo. Rates can be 
negotiated. 


Lower insurance costs 


A NEW PLAN offered by Parcel 
Insurance Plan, Inc., St. Louis, 
promises to cut parcel insurance 
costs in half for shipments handled 
by United Parcel Service and/or 
Parcel Post. Coverage is under- 
written by Fireman’s Fund 
Insurance Group, a subsidiary of 
American Express. 

For a 14-page booklet explain- 
ing the details of the plan, write 
Pip, Inc., 10 Broadway, St. Louis, 
Mo. 63102 or call (314) 621-5540. 


Ocean rates sink, swell 


OCEAN FREIGHT RATES are increas- 
ingly a function of the availability 
of ships in a particular market. 
The surplus of shipping on the 
Pacific routes continues to depress 
freight rates in that part of the 
world. The Trans-Pacific Freight 
Conference of Japan/Korea has 
reduced rates on 37 commodities 
moving from Japan and Korea to 
the U.S. West Coast. The 
Japan /Korea-Atlantic and Gulf 
Freight Conference has cut rates 
on 28 commodities moving from 
Japan and Korea to the USS. 
Atlantic and Gulf Coast. im 


Domestic air cargo 
(Million revenue ton miles) 


Air Transport Assn. of America 


NUCTING 


TRUCK & CASTER COMPANY 


CO. aybar’s platform trucks 
move about 125,000 cartons 
of electrical equipment 

every working day. That 

calls for durability. And 

that’s why we buy Nutting. 


R. B. Leighton 

Assistont to Vice President-Operations 
Graybar Electric Company, inc. 

New York, New York 


» = 
a 


™ ) 


1201 West Division Street 
Faribault, MN 55021 
(507) 334-4333 


“Graybar receives and warehouses incoming 
stock and fills customer orders at more than 170 
locations nationally, supplying electrical conduit, 
switches, fixtures, small appliances, and related 
merchandise to contractors and retailers across 
the USA 


That meons literally tons of electrical equipment 
moves manually in and out of our facilities every 
day. 

Nutting platform trucks have proven their ability 
to help us get this job done for some 50 years. And 
very importontly, they do it with little or no 
maintenance. 


If you have a materials handling job to 
do and platform truck durability is 
important to you, | suggest you call 
your Nutting distributor. They 

started making them durable back in 
1891. They still do.”’ 


V/e can handle it. 
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Hydrochloric acid 


2101973 = 100) 


200 


Prices are moderating as 
demand for steel, chemicals 
slips. Supplies of by-product 
acid could get snug by fall. 


5 
(1967 = 100) 


Market continues depressed 
with little, if anything, 

on the horizon to suggest 
change of direction. 


Stampings 


(Dec. ’72 = 100) 


Simple design prices should 
rise 6% for the coming year; 
complex parts with expensive 
dies should increase 8-10% 


Source: Labor Dept. 
PURCHASING forecasts 


Lumber prices build—for short term only 


LUMBER: Prices should soften 
and remain soft until next 
spring. 

Some buyers were surprised 
when prices jumped almost 20% 
for many key grades in recent 
weeks. Reasons for the price spurt 
are short-term. The biggest 
market factor was the widespread 
shutdown of logging facilities after 
prices tumbled early this year. Too 
much capacity was closed. When 
supply and demand are back in 
balance, prices will drop again. 

Also, there was speculative 
interest in lumber when interest 
rates dropped dramatically. But 
the current economic situation is 
worse than the speculators had 
thought. Recent data show that 
housing starts remain very 
depressed despite the plunge in 
borrowing costs. 

It’s possible that housing 
starts could finish the year under 
one million. For comparison, 
housing starts a year ago were 
fairly strong: The annual rate in 
August 1979 was better than 1.7 
million. 


PVC RESINS: Prices could slip 
further from the current range 
of 34-37¢/lb, but could rebound 
slightly late in the year if 
demand picks up. 

With two main markets 
(housing and autos) in the 
doldrums, resin manufacturers 
have failed repeatedly to institute 
price increases. The present price 
range is sure to dip further, as 
much as 10% by the end of the 
third quarter. Discounts from list 
prices are large and widely 
available. 

The downward trend is being 
fed by buyers who are liquidating 
inventories; when that activity 
ends, prices may stage a mild 
recovery. Talk of a sharp rebound 
in prices when demand picks up is 
suspect, especially considering 
that the industry is operating at 
about half normal capacity. 
Month-to-month sales figures have 
been dropping by 40-60% since 
April. 


COPPER: Prices continue to 
soften and could drop 15-20% 
by year-end. 

The slump in both the U.S. 
auto industry and housing, two of 
copper’s major markets, is depress- 
ing prices. Both producer and 
consumer inventories are high. 
Consumers are reported to be 
selling off some inventory. 

Of major concern are the 
weakened economy and signs of 
political unrest in South African 
copper-producing countries. To- 
gether their production is about 
equal to U.S. copper production. 

Trouble in this area could 
quickly jack up copper prices. 


BEARINGS: Big drop in demand 
will inhibit producers from 
trying to raise prices again this 
year—even though raw materi- 
al and labor costs are rising 
steadily. 

Over the spring months, 
bearing manufacturers raised 
prices 7%-11%%—the average 
being 8-9%. These increases 
covered ball, needle, cylindrical, 
spherical and roller bearings, and 
pillow blocks. Imports remain 
20-30% below domestic prices, 
however they haven’t increased 
their market share. 

If alloy steel costs get too high, 
producers will probably post a new 
round of price increases late this 
year. These hikes should be lower 
than the spring ones due to 
marketplace pressure. 


SILICON WAFERS: Business is 
still strong, inflationary pres- 
sures persist, and prices could 
rise 8-15%. 

Suppliers are still running at 
or near top capacity, and silicon i is 
in ample supply. 

The cost of money needed for 
large capital commitments for 
additional capacity expansions 
will force suppliers to raise prices, 
especially for leading edge silicon 
products. Prices for some products 
will go down slightly, other prices 
will go up 10-15%, and some will 
be unchanged. i 


‘S PLAIN 
PAPER COPIERS 
FEATURE RELIABILITY 


AND CONSISTENT 
COPY QUALITY. 


3M plain paper 
copiers are designed to give 
you years of reliable service. 

Depending on the 
copier, you get features like a 
built-in sorter that collates up 
to ten 35-page sets, one of 
the simplest feed paths in the 
industry to cut down on 
paper jams, and even a ver- 
Satility by-pass for copying 
on your letterhead. 

What's more, if you're 
after consistent Copy quality, 
we help two ways. Our 
unique “Sensitron” feature 
controls contrast from one 
original to the next. And our 
single-part toner makes Sure 


If you ever need service on your 
3M copier, you'll be happy to 
know that your fellow employ- 
ees arent the only people stand- 
ing behind you. 


Business Products Center 
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(AND EXCELLENT AFTER SALES SERVICE, JUST IN CASE.) 


every copy is just like the first. 

But that’s not enough. 

Our plain paper 
copiers come with one of the 
biggest service organizations 
in the world. 

In fact, 3M has been 
selling and servicing copiers 
since 1955 — four years 
longer than Xerox. 

So you see, one of 
Our most important features 
is one you can't see. Until 
you need it. 

For more information, 
phone toll-free 800-328-1684. 
Or write 3M Copying Products, 
3M Center, Building 220-10E, 
St. Paul, Minnesota 55144. 


MARKET CONDITIONS: 
Ample supplies 


Capsule view. V-belt usage is 
down considerably in this reces- 
sion year—partly because indus- 
trial sales have not helped offset 
the tremendous decline in automo- 
tive demand. Strong markets: 
energy-related, aerospace, big 
machine tools, and transfer lines. 
However, agricultural and con- 
struction equipment, materials 
handling equipment, and general 
machinery markets have weak- 
ened so much that overall sales are 
down 8-10% from 1979 levels—and 
they may not have reached the 
bottom yet. 

Replacement sales have been 
the big disappointment. While 
they haven’t dropped as much as 
manufacturer sales, replacements 
are lower than expected, reflecting 
the low level of the country’s 
productive activity. 


Price. Materials costs are rising 
constantly; in fact, they surpassed 
producers projections for 1980. 
V-belt prices have gone up an 
average of 9% during first-half 
1980. Unless demand improves 
appreciably, current price levels 
should remain firm until late fall 
when accumulated cost pressure 
may force more increases. 


Availability. No problems here. 
V-belts are readily available 
off-the-shelf, as usual. While 
inventory cutting has been 
widespread, there’s still substan- 
tial stock on-hand at manufacturér 
and distributor levels. No shortag- 
es are foreseen for the immediate 
future. When demand bounces 
back, the raw material should be 
there, but since most materials are 
petroleum derivatives, they will 
cost more. 


BUYING FACTORS: 
Design dilemma 


Suppliers. The major producers 
are Dayco, Gates, Goodrich, 
Goodyear and Uniroyal. About 
45% of the V-belts are sold through 
stocking distributors; the balance 
is sold directly to vehicle, machine 
tool, and other industrial machin- 
ery, materials handling, and some 
consumer durable goods manufac- 
turers. Distributors are becoming 
an increasingly important source 
because more users are opting to 
keep their own plant inventories 
as low as possible. 


Technology: This is a mature 
industry in which technological 
improvements evolve gradually. 
One major innovation of the past 
few years has been the cog or 
notched belt which affords greater 
power transmission efficiency and 
longer belt life than standard 
designs. Another important devel- 
opment is the high-torque belt 
which has replaced chain drives 
for many remote locations and 
where cleanliness or fire-safety is 
a critical concern. 


Trends. The cog belt is being used 
increasingly for heavy-duty appli- 


1979 


1980 1981 


Source: Rubber Manufacturers Assn. 


Marketplace 
V-belts 


cations where its energy-savings 
and durability are prime require- 
ments. Some suppliers report a 
trend to the bandless or raw-edge 
belt. Most of these uses are for 
consumer goods where the nonrav- 
eling feature of this design is 
desired. Its acceptance in the 
industrial sector has been limited 
because some users feel the lack of 
a cover to protect against sheave 
wear makes the design less 
desirable than conventional types. 
Also, many are unwilling to pay a 
premium for what they deem is a 
minor benefit. 


Buyer tips: The V-belt pricing 
structure includes substantial 
quantity price breaks for large- 
volume buys. Buyers should be 
familiar with these price schedules 
so they can match their needs 
against the best possible cost. This 
assumes the user has carefully 
identified his belt needs. Selecting 
the right belt should be a VA 
consideration. Belts should be 
considered not only as a commodi- 
ty, one expert advises, but as a tool 
used to produce hours of power 
transmission. The deciding factor: 
Which product will produce the 
necessary power at the lowest 
cost per horsepower-hour? 


1982 1983 


Double up on mail 


By Somerby Dowst, C.P.M. / Managing Editor 


to beat postage costs 


Postal service has become too 
expensive to waste. That means 
getting as much use as possible out 
of every mailing you make. So 
think about the different types of 
mail communication you have 
with suppliers. Sometimes you 
may be able to “double up” by 
putting various enclosures into 
envelopes that have to go 
first-class anyway. _ 

You have to watch the weight 
limit on each piece of mail, so your 
extra messages won't cost you 
extra. But maybe you could use 
onionskin or manifold paper for 
them. Air mail correspondence 
throughout the world has been 
handled on such flimsies for years. 

Look for combinations such as 
the following, when you mail out 
routine purchasing forms: 

Purchase orders. Your p.o.s 
will get an initial screening from 
the account salesman in most 
supplier firms. In other companies, 
the sales service desk will process 
them. In either case you might 
want to include a note like this: 

“This order represents a 
smaller-than-usual share of our 
requirements for you because of 
your poor service during the 
preceding period.” 

Conversely, you could note an 
increased share of business for 
outstanding service. The point is 
that such messages become even 
stronger motivational zingers 
when you nonchalantly “bury” 
them as enclosures to routine 
communications. Plus, of course, 
you save the postage. 

Rejection notices. If you're 
getting a lot of defective goods 
from‘a supplier, it’s time to review 
your quality control guidelines. 
Remind the vendor of your 
inspection methods, list the 
equipment you're using to do that 
inspection, and maybe give him a 
rundown on the aaqis (acceptable 


quality levels) you use in i 


sampling. 


The rejection notice you send j 


back on a specific complaint could 
be the vehicle with which you 
could enclose such a detailed ec 
explanation. 

Tracers. If follow-up forms 
are being required too often—and 
especially if theyre not being 
answered promptly the first time 
around—vendors need a reminder 
that delivery is important to you. 
Again, why not send it with a 
specific follow-up inquiry? 

This enclosure might include 
a list of phone calls needed to get 
an answer to follow-up forms, a 
synopsis of second promises that 
have been broken, an itemization 
of false stories and half-truths 
relayed to you in the past. 

Quote requests. Solicitation 
of alternate proposals goes natur- 
ally with request-for-quote forms. 
Tell vendors you’re open-minded 
on that score. Remind them that 
you re looking for new ideas all the 
time—that reducing total in-place 
and in-use cost is the goal. Spell 
out some of the tested techniques 
of value analysis: material sub- 
stitution, standardization, elimi- 
nation of frills, etc. (Possible 
opener: An explanation that your 
doubling up on mail communica- 
tion is in itself a function-oriented 
VA approach.) 

Drawing transmittals. 
Think of all the other materials 
you might enclose, to give 
suppliers a fuller understanding of 
your requirement. How about a 
Polaroid snapshot? (If the part has 
never yet been produced, take a 
picture of a similar one, or of 
mating or adjacent parts in the 
assembly.) Don’t forget material 
specifications. 

Credit/debit memos. These 
forms, and voucher checks, are 
probably mailed out from account- 


ing. But share your double-up 
mailing concept with the accoun- 
tants. They undoubtedly have 
messages to get across to suppliers, 
too. Examples: Pointing out 
adminigtrative errors in invoicing 
procedures (maybe lack of suffi- 
cient cdpies); alerting vendors to 
an upcaming change in purchase 
orders’ pill-to addresses. 

All these notices could handily 
be enclosed with checks or 
debit/credit memos. 


On Bome of these mailings- 
within-njailings, you may want to 
mark stub portion of the 


enclosur@—to be torn off and 
returned! to you as a sort of 
acknowledgment. On p.o. enclo- 
sures, yqu might even ask that 
these be returned with the 
vendor’s acknowledgment form. 
Doubling up can also be 
employed| on in-house correspon- 
dence. Although you won't save 
anything jon stamps or postage 
meter; ydu can gain efficiencies 
when you add little notes to the 
internal qgopies of forms such as 
p.o.s. Example: Remind requisi- 
tioners to gave their copy for future 
reference, if you’ve had to rewrite 
item descfiptions to conform to 
commercial nomenclature. @ 


PURCHASING 
el 221 Columbus Ave., 
Boston, MA 02116. Price is $14.95. 


BOSS _ 
Covers America 


Whatever your business, wherever you are, Boss buying. Well stocked warehouses in your area, 
gives you important advantages in covering the and Boss’ prompt shipment policy let you work 
Safety and comfort of workers. Fifteen regional comfortably with smaller inventories. Your Boss 
sales and distribution centers carry Boss’ full line man’s experience in filling industry needs and 
of gloves, footwear, clothing and eye, hearing, meeting official guidelines means your needs are 


head and breathing protection. You can fill covered economically and efficiently. Just 
all your safetywear needs with a single write or call today and we’ll put you in 
order from a line broad and deep enough touch with the nearest of our fifteen 


to assure ample protection without over- A regional sales and distribution centers. 


Your Best Source for Safetywear 


BOSS MANUFACTURING COMPANY 
Industrial Division 
221 West First Street e Kewanee, Illinois 61443 e 309/852-2131 
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>Lavbebe Aerissthks 


) 
; ) 


Baton Rouge, LA Birmingham, AL Charlotte, NC e Chicago, IL * Dayton, OH » Denver, CO » Fort Worth, TX * Houston, TX 
504/925-1177 205/956-7072 704/525-7710 312/343-6061 513/276-5021 303/892-9677 817/531-2993 713/649-8587 
Los Angeles, CA e Oklahoma City, OK « Philadelphia, PA « Portland, OR » St. Louis, MO » Seattle, WA » South San Francisco, CA 

213/770-2910 405/947-6647 215/699-7703 206/633-4055 800/325-7400 206/633-4055 415/761-4754 


A handy checklist 
for all those people 
who are trying to 
copy Hyster electrics. 


Bi) Driver's seat. | | Operator visibility. 
It's designed by To match Hyster, 
orthopedic put plenty of room 
; et between the uprights. 
productive. 
& |_| Lift speed. 
On most Hyster 
L] Steering system. models, the fastest 
No troublesome available. 
adjustments or 
fragile needle 
bearings. r C) Monotrol pedal. 
ae Lets the driver 
LJ Energy efficiency. control both direction 
Hyster electrics usualli/ and speed with one 
nee ba tps a i ] H Y S T E R foot. 
charged through an - 
entire shift. a |_| Travel speed. 


On most models, 
Hyster electrics are 
quicker than 
anything 
comparable. 


_) EV-1 control system. 
Completely enclosed, 

to protect sensitive 
components from , 
dirt and moisture. — 


~~ 


Anybody who hopes _is the network of dealers engineering, put Hyster Hyster Company, 


to duplicate Hyster behind these trucks. electrics naclassallby Box 334, Danville, IL 
electrics has his work The average Hyster themselves. 61832. 
cut out for him. Our dealer has been with us So if you want the 
electric lift trucks have over 20 years. electrics everybody else 
a long list of features That’s the best is trying to live up to, on 
nobody haseverbeen dealer experience level _— see your Hyster dealer. HYS ,T=Ile 
able to match. in the business. After all, why get an 

But the hardest That kind of backup, imitation when you can , . a 
feature of allto duplicate and Hyster’s kind of have an original? 


Hyster. The lift truck specialists. 


Our 50th Anniversary: Material Handling SpecialistssS ince1929. 
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Fastener adhesive 
cuts coating costs 


NEWINGTON, CONN.—Loctite 
was one of the originators of the 
microencapsulation technique for 
applying adhesives on fastener 
threads. Now it has developed a 
more economical water-base sys- 
tem that it claims is also better 
suited for smaller fasteners. When 
the water evaporates, the adhesive 
is held on the threads by a 
sponge-like carrier. The adhesive 
is released when parts are assem- 
bled, turning ordinary fasteners 
into locking and sealing fasteners. 
The company’s eleven contract 
coating centers have all adopted 
the new Dri-Loc 200 system. 
Loctite Corp., N. Mountain Rd., 
Newington, Conn. 06111 

For more information circle 349 


Mini-belts outdo 
O-ring drives 


DAYTON, OHIO—These mini-belts 
from Dayco are designed for 
applications requiring % hp or less 
and where tensions are too great 


for O-ring belts. According to 
Dayco, the Accuform MHP belts 
have higher load capacity and 
transmit power more uniformly 
with less tension loss. DaycoCorp., 
333 W. First St., Dayton, Ohio 
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Portable pump 


CHARLOTTE, N.C.—Duff-Norton 
reports that its new hydraulic 
power pump is beginning to sell 
like hot cakes. Buyers are buzzing 
about two features in particular. 
Namely, the portability of the 
Model Hup-120 Ram-Pac pump and 
its low price tag. 

According to Duff-Norton, 
their new power pump is the first 
to list for under $300 ($299 to be 
exact). As for its portability, the 
pump weighs less than 25 pounds, 
even with a full reservoir of oil. 

How was Duff-Norton able to 
accomplish this? For one, the pump 
is smaller than most others on the 
market. The motor is rated at % hp 
and the reservoir holds only three 
gallons of oil, instead of five or 
more. The reservoir, made out of 
sheet metal rather than cast iron, 
is much lighter than standard 


carries low price tag 


reservoirs. 

But the new hydraulic pump 
still packs a lot of muscle. The 
single-stage unit is reportedly 
capable of delivering oil at a rate of 
12 cu in/min at 10,000 psi. Bigger 
units can of. course deliver a 
greater volume of oil, but 
Duff-Norton says that the per- 
formance of its new pump is 
sufficient to satisfy many existing 
in-plant and field applications. 

The pump can lift, bend, 
strengthen, or push loads of up to 
100 tons with little difficulty. Its 
universal-type ac motor draws on 6 
amps at 115 volts, which permits 
the pump to be used with 
extension cords and portable 
generating units. Duff-Norton Co., 
P.O. Box 32605, Charlotte, N.C. 
28232 
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You can 
have this stack 
of new White 


KIMTOWELS for the same price as 
this stack of the 


major competitive 
—— disposable wipers. 
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New White KIMTOWELS disposable wipers cost up to 
30% less than their major competitor. They're the 
economical alternative to the disposable wipers you may be 
using now. New improved White KIMTOWELS are softer 


KIMTOWELS ks | WELL | and more absorbent than ever before. Now embossing 
...the $ makes this great economy champ even softer and thirstier 
te so they'll work harder for you. Check out new White 


aarp a sae | KIMTOWELS disposable wipers today by calling the toll free 
Oli an di: oY 7 number below. Prove to yourself that new improved White 


water wiper. KIMTOWELS will do the job at a substantial savings. 


800-558-6402 
In Wisconsin call, 800-242-6481 


KIMTOWELSS® is a registered trademark of Kimberly-Clark Corporation, Neenah, W! 54956 
© 1980 Kimberly-Clark Corporation 
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Staged vacuum pump 
has a greater draw 


DIAPHRAGM PUMP in staged design 
draws up to 28.5 in Hg, compared with 
24 in Hg for existing models. Model 
DAA-109-EB is recommended for 
applications ranging from data 
processing and paint spraying equip- 
ment to air sampling and water and 
sewage aeration. Free air capacity 
ranges from 1.16 cfm open to 0.13 cfm 
at 28.5 in Hg. Gast Manufacturing 
Corp., P.O. Box 97, Benton Harbor, 
Mich. 49022 
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Hydraulic filters offer 
longer replacement cycles 


PIPELESS FILTERS combine efficient 
filtration of hydraulic fluids with 
longer uptime between maintenance 
and replacement cycles. cF/RF1.5 units 
replace traditional sump strainers and 
‘spin-on filters. Optional pressure-rise 
gauges indicate both pressure and 
vacuum, making filters suitable for 
suction and return lines. Parker 
Hannifin Corp., 16810 Fulton County 
Rd. #2, Metamora, Ohio 43540 
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New products 


Clear adhesives cure fast 
to high strength bonds 


SOLVENT-FREE cyanoacrylate adhesives 
cure at room temperature with only 
contact pressure to form high strength 
bonds with almost any material. CA-3 
is recommended for close-fitting parts 
and applications involving preassem- 
bled parts. CA-5 has gap-filling 
capabilities and is recommended for 
rough and uneven surfaces. 3M, 
223-6NE, 3M Center, St. Paul, Minn. 
55101 
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Our hose clamps self-tighten 


Self-tightening. | 
Installation is 
a breeze. Pe 


V 


with the economy. 


When the economy squeezes, 
our clamps squeeze back. With a simple, 
self-tightening design that 
runs rings around screw-type clamps, 
in price and performance. 
For quotes, ordering info, applications 


advice, give Corbin the call. 
\ Or mail back this ad. / 


Self-adjusting, 
too. Hangs 
tough, without 
retightening. 


Name/Title 


Company 


Address 


City Zip 


ifi t \ Telephone 
se : 7 Stocked in every 
high-grade size and quantity 
spring steel, you need. Color- 


peen-plate zinc. coded and shipped 
Stainless steel Corbin-quick. 
available. 
These hose clamps clamp more than just hose. 
They get a grip on thousands of slippery 
design problems. Ask our Clamp Counsellors for ideas. 

CORBIN HOSE CLAMP 

225 EPISCOPAL ROAD 

BERLIN, CONNECTICUT 06037 HAROWARE GROUP 

(203) 225-7411 EMRART 
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New products 


Electric hoists easier 
to operate and maintain 


ELECTRIC CHAIN hoists feature C face 
motors for improved heat dissipation 
and easier maintenance. Hoists in %, 
Ye, one, and two-ton capacities have 
overload cutoffs that operate indepen- 
dently of the gear train. Single and 
three-phase motors are rated for 30 
minutes service and have standard 
class B motor insulation. Acco 
Industries Inc., 101 Oakview Dr., 
Trumbull, Conn. 06611 
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Tilt-cab lift trucks 
easier to maintain 


LIFT TRUCKS feature tiltable cabs for 
easier maintenance and inspection. 
The 11,000-lb. and 13,000-lb. gas or 
diesel-powered units have an inter- 
secting aisle width of 112” and 
right-angle stacking aisle width of 
154”. Hydrostatic power steering helps 
both models negotiate a minimum 
outside radius of 130”. Toyota 
COPYCORDER® Industrial Trucks, vu.s.a., Inc., 1041 
COPYCORDER East 230th St., Box 6225, Carson, 


Calif. 90745 
Allocation of Cost COPYCORDER For more information circle 152 


COPYCORDER Systems will only accept a specially coded 
card. Insert your access card, and the CCi or CCF System will 
allow your copier to operate. No card? No copy! Our cards 
automatically allocate the cost of copies to the appropriate 
department or cost center. 


No more guesswork, no more honor system, no more 
unauthorized copies. 


Our COPYCORDER Credit Cards are not accepted 
everywhere—only at your copier! 


From the people who gave you the KEYCOUNTER® 


31 Park Road, Tinton Falls. N.J. 07724 
(201 )542-9200 


Hand dispenser applies 
carton sealing tape easily 


BOX SEALING tape dispenser made of 
high impact plastic maintains tension 
on tape as it is applied. Model H-129 
accommodates tapes up to 2” wide and 
is lightweight for use over long periods 
of time. 3M, Packaging Systems Div., 
Dept. PS80-28, P.O. Box 33600, St. 
Paul, Minn. 55133 


COPYCORDER® and KEYCOUNTER?® are Patented products of Hecon Corporation 


. . ' For more information circle 153 
For more information circle 61 


When you 


Many people who use and buy 
inserts have been specifying 
Heli-Coil Stainless Steel 

Inserts ever since we 
introduced the technology in 
1937. They ask for our products, 


quality. 


by name, because they know that 
they can depend on getting exactly 
what they need... when they need 
it. No hassles. No hangups. No 
disappointments. 


manufacture of ‘‘specials’’? 
Special diameters. Special 
lengths. Special pitches. 
Whatever it takes to meet 
your screw thread insert 
| requirements. Did you 
know that we also have 
two fully-stocked ware- 
houses, Danbury, CT 
and El Monte, CA, ready 
to handle any of 
our customers’ 


No matter where you 
are in the United States — 
you're near enough to one of 
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Y our 200 Industrial Distributors 
Y) to assure prompt and com- 
Y plete delivery of your order. 


Se 
> 
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But that’s only one side of 
the Heli-Coil story. We do 
a lot more than fulfill 
stock orders. For in- 
stance, did you know that 
we have more than 80 
Sales Engineers across 
the country available to 
help you solve any screw 
thread insert problem? And, 
that we specialize in the 


Division Headquarters 

Heli-Coil Products, Division of Mite Corp. 
Shelter Rock Lane, Danbury, CT 06810 
(203) 743-7651 — TWX 710-456-0336 
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Heli-Coil Inserts 
you buy it all! 


We manufacture and stock the 
most comprehensive line of 
screw thread inserts, including 
standard inserts, pipe thread 
inserts, screw-lock inserts, twin- 
serts, spark plug inserts and 
oversize inserts. We also offer 
a full line of taps, manual and 
automatic installation tools 
and screw thread gages. 
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needs coast to coast. a a 


For more information, 
contact your 
industrial 
distributor 
or Heli-Coil 
Products. 


Heli-Coil Screw 
Thread Inserts. 
So easy on the buyer. 


+i & Boas 
rea ee & 
Heli-Coil Products, 9440 Telstar, 
Unit 3, El Monte, CA 19731 
(213),448-6131;— (800) 423-4073 (74) 
: OY “FWX'910-587-1567 
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GEARS, 


not the biggest - 
just the 


BESTE 


GEARCOA 


14300 


GEARS. .. . made under the most strin- 
gent quality control procedures are our 
only product. We’ve been making them 
since 1945 so we’ve acquired a lot of 
manufacturing know-how, gear tech- 
nology and experienced people. That, 
plus properly maintained equipment 
and testing instruments is your assur- 
ance that the gears you ordered... are 
the gears you get. 


APPROXIMATE CAPACITIES 


Type Max. Dia. Pitch 
Spurs & Helicals 12” 3% DP & finer 
Worms 4” 5 DP & finer 
Worm Gears 4” 8 DP & finer 
Bevels a 12 DP & finer 
Splines a 4 DP & finer 


From print to production and delivery, 
your order is always under the watch- 
ful eyes of people dedicated to making 
sure you get what you want when you 
want it. , 


So send us your next print to quote on. 
We think we can help improve your 
product and reduce your costs. Let 
us try! 


GEAR COMPANY of AMERICA, Inc. 


Lorain Avenue, Cleveland, Ohio 44111 
216/671-5400 | 
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Zirconia carbon sensor 
has long service life 


CARBON SENSOR for heat-treating 
furnaces is warranted for a six-month 
operating life. Priced at $2000 for four 
to six-week delivery, the sensor needs 
no signal amplification and eliminates 
need for extracting samples. As it 
doesn’t oxidize, it can be left in place 
even during furnace burn-outs. Sensor 
element is a closed-end yttria- 
stabilized zirconia tube coated inside 
and out with platinum. Corning Glass 
Works, Corning, N.Y. 14830 
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Abrasive : alt line cuts 
better, lasts longer 


COATED ABRASIVE BELT line is upgraded 
for better cutting and longer service 
life. Cubicut belts now have an 
improved resin system for faster cut 
and better shelling resistance. New 
coating techniques provide a sharper 
grit for freer cutting and a more 
constant finish. 3M, Dept. [A80-9, Box 
33600, 3M Center, St. Paul, Minn. 
55144 
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You can't win them all 


Recently we got an order for 12,000 metric self-lock- 
ing, self-clinching nuts of a type and size we catalog 
but hadn't sold for seven years. The customer said 
he needed the parts in four weeks. 

Now, our standard policy is to maintain stock of 
all PEM self-clinching fasteners listed in our bulletins 
based on prior order activity. In this case —without 
previous demand —we had only 2,000 on hand. We 
sent them right out. Then we immediately started 
working on the balance of the order. 

The primary manufacturing and five subsequent 
secondary operations plus two levels of inspection 
took 14 days. Another week was used up priming the 
self-locking fasteners with cadmium chromate and 


applying the necessary dry-film lubricant. Finally, 
several days were spent getting the shipment to 
the customer. 

Our customer had the balance of his order— 
40,000 PEM fasteners —at his plant in 32 days. Since 
we had shipped 2,000 immediately, however, he 
had no problem in starting up his production sched- 
ule exactly on time. 

We try and we care. 

lf ever we can't deliver 100% of your order pre- 
cisely when you need if, you can be sure that we'll 
ship what we can from stock (more than 75 million 
fasteners!) and do all we can to help you meet your 
production schedules. 


PEM PENN ENGINEERING Bo 
S—" MonuEaeTHBING @opp.° 
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If you are a person who must know the latest 
government rules and regulations regarding 
the transportation of hazardous materials... 


TRANSPORTATION 
newsletter is being 
published with you 

in mind. 


Each month you receive: 

e Exclusive and timely news, analysis, 
insights and interpretation of rulings 
and regulations 

e U.S. Agency updates 

¢ International Codes 

* State and Local Ordinances and 


isions 
© The Regulatory Process 


® Publications, Meetings and 
Conferences 


The newsletter subscription is 
only $180/year ... possibly 
saving you and/or your 
company up to $10,000 in fines. 


= ee GS oe es ee ee es a se Se Ge Ge 
SPECIAL TRIAL OFFER: Try 3 issues of the HMT newsletter 


at no cost or obligation. If you are not completely satisfied, 
simply write “cancel” on the billing form. 


0 Yes 
I wich to receive the Hazardous Materials Transportation newsletter 
Name 
Title 
Address 


oad 


C1) Check or money order enclosed 
(1) Please bill me at the above address 


Mail this coupon to: 
Materials 

Transportation 

Box 716, Boston, Ma. 02117 
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New products 


Metalworking synthetic yields thicker films 


CONTROLLED VISCOSITY metalworking fluids provide film 
thicknesses greater than conventional water-base cool- 
ants. They may be used for lapping, honing, and many 
other “oil-only” applications. International Refining & 
Manufacturing Co., 2117 Greenleaf, Evanston, Ill. 60202 
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Cored welding wire for HSLA steels 


CORED WIRE is designed for single and multi-pass 
downhand welding of 70,000-80,000 psi HSLA and weath- 
ering steels. Fluxcor 80T also is recommended for welding 
low-temperature-impact steels. Airco Welding Products, 
Dept. P, 575 Mountain Ave., Murray Hill, N.J. 07974 
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Copper alloy matches higher grades 


HIGH STRENGTH copper alloy offers properties previously 
available only from higher priced alloys. Ultronze 654 is 
recommended for terminals, connectors, electrical and 
electronic springs, bellows, etc. Olin Corp., Brass Group, 
120 Long Ridge Rd., Stamford, Conn. 06904 
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Aluminum castings? 


Yes. 

But Stahl can do 
much more than 
just cast aluminum. 


We can give you engineering 
design, permanent mold tooling, 
complete finishing and machin- 
ing, and we'll even deliver your 
castings with our own trucks. 


We solve casting problems 
everyday. So, if your castings are 
small, large, simple or complex, 
when you're looking for help, 
look at Stahl. 


Cf = 


Stahl Specialty Company 
Kingsville, Missouri 64061 
Phone: 816/597-3322 


‘We purchase 
American 
made 
Stainless 
bearing 
steels’ 


“Everything going into our ‘clean-room’ 
operations must be as dependable as the 
bearings which come out. New Hampshire’s 
customers count upon high performance. 
So do we. That’s why we purchase only 
American-made stainless bearing steels 
to the most rigid specifications for our line 
of precision ball bearings.”’ 


Jed Kanee( 


T. Kanell, President 
New Hampshire Ball Bearing, Inc. 


For many years, Universal-Cyclops has UNIVERSAL- CYCLO PS 
been a leading producer of bearing steels SPECIALTY STEEL DIVISION 


for New Hampshire and other major 
American bearing makers. We’re proud of 
this record. We intend to earn their con- 
tinuing confidence. 


For high-quality bearing steels, and 650 WASHINGTON ROAD, PITTSBURGH, PENNSYLVANIA 15228 
other specialty steels, call (412) 561-6300 STAINLESS STEELS + HIGH TEMPERATURE METALS + HIGH SPEED STEELS + TOOL AND DIE STEELS 
AEs ELECTRICAL, MAGNETIC AND ELECTRONIC METALS » CHEMICAL PROCESS INDUSTRY METALS + SHEAR 
or contact any district office. KNIVES + OTHER SPECIALTY STEELS—IN ALL PRODUCT FORMS, INCLUDING PRECISION ROLLED SHAPES 


S-355 
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Five ways to save on 


your rubber components 


1 Material Choice Many 
= rubber companies manufac- 
ture customized components 
from just a few rubber matenials. 
At Mechanical Rubber we offer 
a wide variety of natural and 
synthetic materials including 
Neoprene, Silicone, Urethane, 
Nitrile, EPDM etc. Most of our 
customers use more than one 
material in their various rubber 
components and realize a sav- 
ings from having a single 
SOUICe. 

Manufacturing Pro- 
2. cesses Not all rubber com- 
panies offer as wide a range of 
manufacturing processes as we 
do. At Mechanical Rubber your 
components can be molded, 
extruded, die-cut, lathe-cut, 
calendered, laminated, 
adhesive-backed, etc. Again, a 
single source for all your needs. 
3 Delivery We know how 

#"important it is to have com- 
ponents when they are needed. 
That's why we pride ourselves 


for on-time delivery to some of 
the biggest manufacturers in 
the U.S. 


4 Short and Long Runs 
"While most of our compo- 
nents involve large volume runs, 
a variety of equipment enables 
us to adapt economically to your 
quantity needs, including pilot 
Or prototype runs, or mainte- 
nance and experimental work. 
Small runs are big at Mechani- 
cal Rubber. 
5 Experience Mechanical 
= Rubber offers complete ser- 
vices from initial design, 
through selection and com- 
pounding of correct material for 
product application. Being es- 
tablished over 40 years makes 
us one of the most experienced 
rubber companies in the 
industry. 


Send for your free copy of our 
brochure which includes a 
general guide to the proper- 
ties of rubber. 


Mechanical Rubber 
PRODUCTS CORPORATION 


Warwick, New York 10990 
914/986-2271 


KKa@> A KENDAVIS INDUSTRIES COMPANY 
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Durable pads designed 

for heavy-duty equipment 
VIBRATION PADS in _ neoprene- 
impregnated cotton duck withstand 
compressive forces to 10,000 psi. Titan 
pads are recommended for use with 
heavy-duty, high-impact machinery 
such as forging hammers, presses, 
compressors, and foundry equipment. 
They are available in cut-to-size 
dimensions and custom shapes. 
Unisorb Machinery Installation Sys- 
tems, Box 1000, Jackson, Mich. 49204 
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Specialized chipbreaker 
inserts are introduced 
CHIPBREAKER INSERTS form “C”-shaped 
chips over a broad range of cutting 
conditions. Type A “wavy” inserts are 


recommended for light duty and 
finishing Prien where chip 


control is a problem. Type G “bumpy” 
inserts are for light finishing to 
moderately heavy roughing cuts. Type 
F “Bumpy” is for free machining uses. 
Sumiden Carbide America Inc., 5627 
Howard St., Niles, Ill. 60648 
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Now there's $50,000 hidden in this picture. 


Not long ago, the figure was $40,000. 

Now, rising interest rates alone have added about 
$10,000 to the picture. 

What you see here is steel inventory worth 
about $100,000. 

What you don’t see are the hidden Costs of 
Possession. Like the total of $14,800 to $22,000 you 
tie up annually in taxes, insurance, 
and the ballooning interest on money 
borrowed to buy inventory of this size. 
Not to mention compensating balances 
and the penalty of not having your 
credit available for some more pro- 
ductive use. 

Neither do you see the $3,600 to 
$9,000 extra to house an inventory 
like this. Nor the $5,000 to $7,400 for 
labor to receive it, stack it, then 
move it into production. 

Already this adds up to between 
$23,000 and $38,400 more than what 
this $100,000 inventory originally 
cost. And we haven’t even looked at 


Your nearby metal service center has 
ways to reduce your inventory costs 
and supply you with the metal you 
need, production-ready. 


pre-production processing: Or the other hidden 
Costs of Possession. 

All those deadly extra costs that can add 
$50,000 to every $100,000 worth of metal you own. 

You can reduce big costs like this. Just talk to 
the experts at a metal service center, a member of 
the Steel Service Center Institute. Metal service 
centers help you phase down your 
large inventory and buy metal as 
you need it. Ready for production. 

That way, you eliminate much 
of your inventory housing costs. 
Reduce the labor involved. Cut your 
overhead. Improve your cash flow. 
And get out from under what may 
be a risky investment. 

Call your local metal service 
center. Let its representative show 
you how special inventory handling 
equipment and methods can save 
you money. 

Chances are, you'll brighten up 
your whole profit picture. 


Steel Service Centers 


Steel Service Center Institute, 1600 Terminal Tower, Cleveland, Ohio 44113 


New literature 


Metal fabricating 
machinery detailed 


METAL FABRICATING LINE _ includes 
forming equipment, roll bending 
machines, bending brakes, squaring 
shears, and many more. Catalog P 
provides dimensional drawings, maxi- 
mum rated capacities, and typical size 
ranges of tooling. Sections include tips 
for punch and press selection and 
explanations of punch shear and die 
clearance. Roper Whitney, Inc., 2833 
Huffman Blvd., Rockford, Ill. 61101 
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DON’T GAMBLE 
WITH LOW CARBON 
WASHERS IN YOUR 
HIGH-STRENGTH | 
FASTENER ‘ 
ASSEMBLIES ~ 4 


introduces its new 
MIL-CARB® high-strength 
hardened washers in U.S. 
Standard and S.A.E. sizes 
high-strength bolts and nuts _ from 1/4” through 1-1/2” 


To provide industry with its 
first washer product 
specifically identified for 
positive compatibility with 


... Wrought Washer bolt sizes. 


TO IDENTIFY WITH COMPLETE INTEGRITY... 


MiL-GARB 
CI 


high-strength round washers are 
“Double-Identified” with Wrought 
Washer's distinctive and patented 
nubs on the washer O.D., allowing 
a visual check even after 
assembly ... Plus a permanent 
mark stamped on the surface. 


i | 
I { ’ j i 
MANUFACTURING INCORPORATED | 


2100 SOUTH BAY STREET « MILWAUKEE, WISCONSIN 53207 
PHONE (414)744-0771 ¢ TWX 910-262-3101 
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Filters and strainers 
for OEM applications 


WIRE CLOTH, perforated and expanded 
metal filters, strainers,and screens are 
available for a wide range of industrial 
requirements. A 10-page brochure 
shows simple and complex shapes and 
sizes from precision miniatures to 
units 60” and longer. Materials may be 
aluminum, brass, bronze, copper, 
Monel and carbon, galvanized or 
stainless steels. Wayne Wire Cloth 
Products, Inc., P.O. Box 7, 10 Dresden 
St., Kalkaska, Mich. 49646 


For your copy circle 169 


iSOO AUSTENTTIC MANGAS 


Wear resistant alloys 
and services detailed 


WEAR PARTS capabilities brochure 
helps match the right alloy to the 
particular requirement. Tables profile 
austenitic manganese steels, wear- 
resistant alloy steels, and heat- 
resistant cast steel grades. Brochure 
also describes available casting design 
and alloy specification technical 
assistance. Abex Corp., Amsco Div., 
389 East 14th St., Chicago Heights, IIl. 
60411 
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CLASSIFIED abvertisinc Purchasing Mart 


1 would like more information about placing an ad in the PURCHASING | 
MART .... the classified advertising section of Purchasing Magazine 


Check below clip and mail this coupon. 


Purchasing 


(J Phone me with more information. 
(] Send me complete information. 


Mart 


Name: 


i 
| 
| 
| 
| 
| 
| 
| Title: 
| 
| 
| 
| 
| 
| 


a Message Center for 
Company: Buyers and Sellers that 
Address: Pays Off in RESULTS 
a, sigh deren anaes ia This high-reader-traffic fea- 
Mail To: Lynn George Manager of Classified Advertising 


ture is a special service for 
both buyers and sellers. It’s 
become a marketplace that 
more and more people turn 
to for anything from Auctions 
to Open Time to Positions 
Available. 


5 GOOD REASONS 


Why Purchasing Mart Gets Action 
4j Published twice monthly in 
s PURCHASING MAGAZINE 
The Best Read Magazine In 
The Field. 
Covers those_ industrial 
s plants doing over 92% of 
the buying and selling in industry. 
3 Reaches 89,000 purchasing 
wdirectors and ma —_ 
the largest circulation in the field. 
All classified ads regardless 
# Of size get their own reader 
service number. 


1200 Summer St., Stamford, Conn. 06905—or CALL: (203) 327-6772, 327-6746 


pide gee a 2 ee 


ONE OF THE MIDWEST’S 
MOST COMPLETE 


AUTOMATIC SCREW 
MACHINE PLANTS 


1/16” to 6” capacity 


e Single Spindle Brown & Sharp Auto- 
matics from 1/16” 2% 


hj PIPE MARKERS L.\ 


Fast Service « Low Prices 
Meet ANSI/OSHA Specs 
Engineer Approved 
e Catalog & Samples 
Sent on Request 


SETON NAME PLATE 
2917 Bivd., New Haven, CT 06505 (203) 772-2520 
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to - Spe 


e 4-6-8 Multiple Spindle Acme-Gridley 
Automatics from 9/16” to 6” 


CUT-TO-LENGTH 
PINE &/OR HARDWOOD LUMBER 
Will take 3 & 6 month contracts on indus- 
trial packaging lumber from our Flora, Ms. 4 


COMPLETE SECONDARY OPERATIONS 


JESSEN 


mill-1 x 2’s to 6 x 12’s up to 20 lengths. 
Also put in a banding groove. Contact: 
DOLLARMARK LUMBER CO., INC. 


a> 


MANUFACTURING CO., INC. P.O. BOX A FLORA. MS. 39071 Se 
’ rv a ting pl 
“TOTAL SERVICE FOR OVER 50 YEARS” PH (601) 879-8851 5c induntial tuyere. aoe 
1409 W. Beardsley « Elkhart, Ind. 46514 For more information circle 355 sellers. 
219/295-3836 
Mail Address: P.O. Box 1727 « Elkhart, ind. 46515 
For more information circle 351 For more information on 
Want to generate additional ordering advertising in the 
sales leads? Run your ad here Purchasing Mart... 


Call or write Lynn George, Man- 
ager Classified Advertising, 1200 
Summer Street, Stamford, Con- 
necticut 06905, phone: 


(203) 327-6772 or... 
203-327-6746 


for quality responses! Call Lynn 
George at 203-327-6772 or 203- 
327-6746. 


printing 
NEED PRINTING? 


Buy direct from forms manufacturer black 
or blue image carboniess forms also 


Snap-A-Part unit sets. 


CASTINGS 


ED SCHWEIGER PRINTING FORMS 


95A Orville Drive Bohemia, N.Y. 11716 
Write for free price lists and samples. 
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scrap buyer 


ATTENTION 
PURCHASING AGENTS 


Surplus goods, obsolete stock, 
warehouse closeouts. If you're 
cleaning out or simply cleaning up 


Steel, Stainless Steel, Aluminum, Gray and 
Ductile Iron. Complete Machine Shop and 
Pattern Shop. Short to Medium Production 
Runs. 1 Ib. to 2000 Ib. Castings. 
TALLADEGA CASTINGS & 


MACHINE CO., INC. 
P.O. Box 857—P. Talladega, Alabama 35160 
205-362-4124 
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Have you tried our 
Blue Plate Specials? 


General information on the 
Purchasing Mart 


STANDARD INCH UNITS 
(Minimum Buy—$105.00) 


Ad 
o 
$630 
540 
510 


BLIND BOX NUMBER. Add an additional 
insertion to cover postage and handling 


(Above rates are per insertion) 


Advertising rates are based upon the 


number of insertions used -one year from 
date of first insertion. Figure about 30 words 
per inch. Standard Inch Units computed by 
the inch unit measuring %” deep (adver- 
tising inch) by one column wide. Column 
width is 2%”. If the unit is larger than one 
inch, compute all inches after the first inch 
as a full inch in depth. ; 
Advertisers may purchase space at the Inch 
rate up to 8 inches. Thereafter standard 
display rates apply. Minimum buy $105.00 


give us a call. Whether you need 
a full time system of disposal or Any ads appearing in blue are 


NEW so that you won’t miss 


merely a one time pick up we can 
help. We deal in all types of re- : 
them and they won’t miss you! 


cycleble scrap, 
electronics, etc. . 
RALCO INDUSTRIES, INC. 
Manville Hill Road 
Cumberland. R.!. 02864 
401-767-2700 
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plastics, paper, 


Try ’em 
you'll like ’em! 


C -. 
oy i, ore See ee = ae 
Del nba ie: Aenea atca th bel inet: eR Lee EE: 


TRANSFORMERS 
BOUGHT « SOLD « RENTED « REWOUND 
REDESIGNED « MANUFACTURED 
63 YEARS DEPENDABLE SERVICE 
America’s Exciusive Independent 
Transformer Service Shop 


The Electric Service Co. 
5320 HETZEL ST., CINCINNATI, ©. 45227 
Ph: 513/271-1752 
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WANTED! 
YOUR SURPLUS HYDRAULIC: 
Pumps & Motors 
Valves 
Cylinders 
Hose & Fittings 
Filters 
Gauges 


INES: 

Diesel & Gasoline 
Accessories 

Power Transmission 
Roller Chain 
Sprockets 

Belts 

Pillow Blocks 
Transmissions 
Axles 


PROMPT ACTION—CASHI! 
Wire—Phone—Write 
GROBAN SUPPLY COMPANY, 'NC. 
9300 South Drexel Ave.—Dept. PM-880 
Chicago, Illinois 60619 
Telex 25-3009 


EN 


G) 
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e Bolts—nuts—washers 
e Electrical wire—small motors 
e Chain—cable—rope—belting 
e Any light industrial or Agri items 
MAC’s INC. 
15 So. 21st Street Box 1919 
Fargo, ND 58107 (701) 293-1197 
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gear manufacturing 


Capabilities include spur, helical, splines, 
shafts, internal. We make our own blanks, 
50,000 sq. ft. plant. Good quality control, 
engineering, competitive prices. 

Send your prints for quotation to: 


JACKSON GEAR COMPANY 
221 Mill Ave. 
Brooklyn, Michigan 49230 
phone: 517-592-6021 
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Do you want to be noticed on the job? 


Do you want to be recognized by top 
management as a professional in your 
specialty? 


Do you want to contribute significantly 
to your company’s profits? 


Learn How. JOIN 


THE AMERICAN 
PURCHASING SOCIETY 
P.O. Box 543 
Lisle, Illinois 60532 
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CUSTOM METAL 


FABRICATIONS 


Complete capability from engineer- 
ing through assembly. Over 100,000 
sq. feet of modern facilities in- 
cluding the latest CNC equipment. 
Quantity fabrications with or with- 
out hard tooling. Press work to 250 
ton. Computerized production con- 
trol. Quality control program. Sig- 
nificant manufacturing economies 
from 62 years experience. Ask for 
quote and delivery on your job. 


MIDMARK CORPORATION 
Dept. PC, Minster, Ohio 45865 
Toll free 1-800-537-6679 
In Ohio (419) 628-2311 
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CNC TURNING WANTED 
AT 


SPECIALIZING IN CNC TURNING 


—~ ; 


16 years experience in NC © We can economically 

produce 10 parts or 1000 © Production Machining 
© Short-Run Production @ Prototypes © In-House 
Mini-Computer Fully Equipped @ All secondary 
operations including automatic bar and chuckers 

© NC Milling © Cylindrical Grinding and 
Honing Facilities Available. 
Send Your Prints or Specifications for immediate Quotation 


re 
Grand Traverse Machine, Co. 


1247 Boon St., P.O. Box 948 
Traverse City, Ml 49684 


(616) 946-8006 
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Here is the marketplace for indus- 
trial buyers & sellers. To run your 
oo . oan 203-327-6772 or 203-327- 
746. 


‘equipment for sale 
(new - used - rebuilt) 


“When You Need It Yesterday”’ 


Ve” to 48” Valves-Strainers-F langes 
Pipe Fabrication & Expansion Joints 
“We got it’’—We’'ll get it’’ or 
‘We'll make it’’ Stainless-Monel- 
Brass-tron-Steel-Aluminum 
Metropolitan Pibg. Supply Corp. 
5000 2nd St. L.1.C., N.Y. ItIOdl 
Free phone: 800-221-9672 
From New York— 
Phone 212-EM-1-2111 
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gone STEKL WANTED 
We will purchase 


EXCESS OR OBSOLETE STEEL 
CONSUMERS STEEL PRODUCTS CO. 


8510 Bessemer Ave., Dept. & 
Cleveland, Ohio 44127 
Area Code 216 883-7171 
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MANUFACTURERS & 
CONTRACTORS! 


We will buy your excess or obsolete steel 

and metal inventory in plate, structurals, 

beams, tubing, pipe coils, sheets, 

shapes, any size, grade, or condition. 
GALAXY STEEL & TUBE, INC. 

800 Waukegan Road 

Glenview, IL 60025 312-729-3500 
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WANTED! 
USABLE COPPER 


MAGNET WIRE 


Call Mr. Kent 
312-267-9019 


SALES 
AERO WIRE inc. 
3902 N. Elston Ave. 
Chicago, ll. 60618 


CUSTOM FABRICATION 


Sheet, plate, bar and structural 
components or assemblies com- 
pletely or partially fabricated in ex- 
tensively equipped 250,000 square 
foot plant. Complete facilities to 
handle any job 20 gauge to 3” 
plate—from shearing and burning 
through welding and finish paint- 
ing. NC Press work a specialty— 
your material or ours. Kirk & Blum 
Mfg. Co., 3109 Forrer St., Cincin- 
nati, Ohio 45209. (513) 351-1400. 
Jim Cloran. 
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CASTINGS 
Ductile, Steel, and Stainless Short- 


run, Prototype, Repair parts, Mining 
parts, Show Castings. 


HOLLAND ALLOYS 
4524 136th Street 
Holland, MI 49423 
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CASTINGS 
Ductile and Iron Squeezer work, 
Production work, Prototype, Repair 
parts, Mining parts, Show castings. 
KANSAS ALLOYS 
Asherville Rd. 
Beloit, Ks./67424 
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PURCHASING MANAGER 


Highly aggressive subsidiary of Fortune 
500 Company is seeking professional Pur- 
chasing Manager experienced in castings, 
steel and motors. Departmental objectives 
will be to successfully impact high ratio of 
material costs to sales. Applicant must be 
seasoned, highly motivated and a team 
player. 

Send resume to Mr. Keith Baxter, Vice 
President, Peabody Floway, Inc., P. O. Box 
164, Fresno, CA 93707, (209) 442-4000. 


i 


Move Up In 
Purchasing Management 


We regularly have attractive 
openings for purchasing 
personnel in all sections of the 
U.S. and at all levels (salaries 
$15K-S40K). Let us help you. 
Send resume and get a fast 
response from us! 


WA J.W. Willard Associates, Inc. agen, 
n Cente 


Dept. H One Lincol inter / Syracuse. NY 13202 
2465) ADD» rc 
(315) 422-5111 (All Fee-Paid) 


POSITION WANTED 


Widely-known purchasing professional seeks 
to relocate in a new and challenging position 
due to reorganization. Over 20 years extensive 
and diverse purchasing experience. Served in 
executive capacity as State Procurement Offi- 
cer, County Government Purchasing Agent, 
Hospital Purchasing Manager, University Pur- 
chasing Agent, School Board Purchasing 
Agent, and in private industry. A frequent 
speaker, consultant and author. Individual de- 
sires to utilize knowledge and energy in a 
strong and vigorous procurement environment. 
Age 41. Mobile. Direct all inquiries to P.O. 
Box 10501, Chicago, II. 60610. 


An Equal Opportunity 
Employer 


PURCHASING PROFESSIONAL 


12 years staff and supervisory experience with 
documented achievements for Fortune 100 Co. 
as Buyer, Sr. Technical Buyer, Construction 
Contract Administrator and Manager—Corpor- 
ate Fieet Operations. B.B.A. degree, Age: 35. 


Box G-21 


Run your recruitment ad here 


for quality resumes. We close 


every other Wednesday at 


noon—Get positive results— 
Call Lynn George at 203-327- 
6772 or 203-327-6746. 


Job scene 


Summer slump slows hiring 


NEW YORK—Hiring usually 
slows in the summer but this year 
the sluggishness has little to do 
with vacations. The contracting 
economy coupled with the seaso- 
nal slowdown has brought job 
movement to a trickle. 

Now in demand: people with 
experience who would require a 
minimum of break-in training— 
those who can start working 
right off the bat. Hiring compa- 
nies are not very flexible with the 
qualities they seek in their new 
hires, but for qualified candidates 
there are still some good jobs. 

One example: A publishing 
firm seeks a paper buyer and is 
willing to pay $25,000 for some- 
one with experience. 

The outlook in other areas: 


mechanical component parts; sal- 
ary range is $25,000-30,000. Pur- 
chasing agent with tooling knowl- 
edge for the aerospace industry; 
pay ts $25,000. Purchasing man- 
ager for a rubber hose maker; 
salary range is $25,000-30,000. 
iami, Fla. One of the 
problems here is finding local 
people with good (3-5 years) 
experience, says Ken Hamilton of 
S.0.U.R.C.E. Most companies hir- 
ing here want permanent people, 
not the “snowbirds” who come to 
work during the winter and move 
away when summer hits. Oppor- 
tunities are fair in industries 
ranging from electronics and 
garments to office supplies. 

o openings: A buyer for a 
paper and pulp company with 3-5 


Bettendorf, Iowa. As one of years buying experience; pay is 
the major industrialized areas of $13,500. A purchasing manager 


the Midwest, the Quad Cities of for a 


Iowa and Illinois offer a number 
of opportunities for degreed peo- 
ple with management and specif- 
ic product experience. Despite a 
softening in construction equip- 
ment manufacturing and a slow- 
down at foundries, the unemploy- 
ment figures remain low and the 


electronics firm; salary 
range is $25,000-28,000 based on 
experience. 

nsing, Mich. The market 
in Michigan is pretty flat. Any- 
thing auto-related is down. This 
flatness seems to be spreading; 
industries not involved in autos 
tend to be cautious. Even the 


economy is good in a number of data-processing field, where de- 


industries (specifically aerospace, 
military and industrial electron- 
ics, petrochemicals, and any- 
thing energy-related). 

A number of current openings 
include: Purchasing manager 
with experience in electro- 


Quad cities: e 
Aerospace, 


mand had been relatively high, 
has put a moratorium on hiring. 
One opening: An electronics 
firm seeks an electro-mechanical 
buyer. Pay: $14,000 - 22,000 
depending on experience. 
—Terri Thompson 


Publishing, 
y electronics 


electronics, 
petrochemicals 


ASSISTANT DIRECTOR 
OF PURCHASING 


Corporate offices of suburban MD based hotel/ 
motel corporation seeks individual to assist in the 
purchasing of goods and materials for 300+ Qual- 
ity Inn locations in U.S., Canada and Mexico. Ideal 
candidate will have previous experience in pur- 
chasing hotel and food and beverage supplies and 


equipment, including building materials. Food 
purchasing experience desirable. Excellent com- 
pensation package, including company paid 
health and life insurance, profit sharing and stock 
purchase plans. Submit resume in confidence to 
Employee Relations Manager. 


QUALITY INNS INTERNATIONAL INC. 
10750 Columbia Pike @ Silver Spring, MD 20901 


SPECIALISTS IN PURCHASING 


Purchasing Manager — cap equipment ............ $40K 

Purchasing Manager — packaging ............000+ $38K 

St: Disvati—~- CROMER ii cack hop awed cede esas $32K 

BE Ver <= CLEC 6:5 65k ss Cea tA oeNmeree sake $30K 

SODCMTRCE WONT i.bu sor ce cea siviasanayas.cane $30K 

EES =~ VRNOOI as is sa. od cen eieaeendeeneeWnd $18-28K 
F-O-R-T-U-N-E 


455 Pennsylvania Avenue, Suite 105 
Ft. Washington, PA 19034 (215) 542-9800 


MATERIALS 
PROFESSIONALS 
SERVICING 
GROUP, INC. MATERIALS 
PROFESSIONALS 


Southwest /West 
P.O. Box 18302 Las Vegas, NV 89114 
or Metro New York 
P.O. Box 3267 Stamford, (T 06905 


or New Eng.and 
179 Allen St. Hartford, CT 06103 


PURCHASING/PRO 

Unique opportunity for talented maverick 
who is stuck and seeks new challenges and 
personal growth. Mid-Manhattan based — 
Howard Displays, the leading designer manu- 
facturer of custom designed volume pro- 
duced retail display programs, seeks sharp 
pro... Tough, smart, with imagination and 
drive. 

Manufacturing background in wood, 
metals, plastic desired. Decision making 
ability and follow through a must. 

No phone calls please. Forward resume 

to Paul Resler — Howard Displays, Inc. 

500 - Tenth Ave., New York, NY 10018 


PURCHASING (East Coast) 
Purch. Director - Aerospace 
Purch. Agent — Energy ..+++ee- 
Purch. Super. — Engineering 
Purch. Mgr. — Electronics ‘ 
Chief Expediter — Construction 
Purch. Engineer — Cap. Equip 


F-O-R-T-U-N-E (Fee Paid Agency) 
8501 LaSalle Road, Suite 306 
Baltimore, MD 21204 © (301) 828-8282 


Purchasing Mgr., Electronics 
Purchasing Mgr., Computer . 
Subcontract Supv., Aerospace. . . 
Purchasing Agent, Chemical 


F-O-R-T-U-N-E Personnel 
8 Woodlawn Green, Suite 133 
Charlotte, N.C. 28210, (704) 527-5610 


Purchasing Dir—Electronics 55K; Purchasing 
Manager—Aerospace 30-40K; Buyer—Computer 
Peripherals 32K; Buyer—Computer cos., var- 
ious locations, salary open. 


HARPER ASSOCIATES 
1618 Main St. 
Springfield, MA 01103 
MANAGEMENT CONSULTANTS 


RECRUITMENT ADVERTISING JON mwiwrs 


PURCHASING 


Nationwide opportunities for buyers; pur- 
chasing agent/directors. Salary range $16,000 
to $40,000. Immediate response! Submit 
resume in confidence along with preferred 
geography and current earnings to: 

Emery Zobro 


SELECTABILITY 
__1011 East State St., Rockford IL 61104 


PURCHASING & MATLS. MGMT. 
PROFESSIONALS 


We specialize in growth positions in the Pur- 
chasing & Materials field. If you are thinking of 
making a career move why not call us today? 
Dir. Matis., instruments 
Dir. Purch., Equip. Mfr. .. «ee. 
Matis. Mgr., Cap. Equip .....- 
Purch. Mgr., Electronics .....-. 
Supv., Purch/Stores ..-. eee 


P&iC Mgor., Process ..++e6-s 
Project Leader, MRP ..... ee 
Buyer, Hi-vol Mechl ... «+e. 


K. J. RICKLIN 


Associates, inc., Purchasing Division 
505 Fifth Avenue., NYC 10017 
(212) 599-0606 FEE PAID Agency 


BEEGEEES 


PURCHASING/MATERIALS MANAGEMENT 
PROFESSIONALS & THE COMPANIES WHO 
HIRE THEM; an active search is on nation- 
wide to fill the following outstanding 
positions: 


Dir. Purch. Corp., electronics .... 
Dir. Mati’s, intl... eee ecccc ce co « 0 $62,000 
Purch. Mgr. Div., motor8 ....eeseeeeees $50,000 
Dir. Purch., elec/mech ... +e. 
Mgr. Subcontracts, peripherals ...... + + «$48,000 
Mgr. Matt's, consumer hi vol... ++. + « « « © $47,000 


Mgr. Purch., consumer pkg. « . « « + «+ + + « «$42,000 
Sr. Buyer, print/graphics. .... sees. « « $42,000 
Subcontract Admin., electronics . . . » » » « + «$40,000 


Call/Write: Jim Panos or Hy Livingston 


THE P & L GROUP 
366 N. Broadway Jericho, NY 11753 
(516) 938-7337 Fee Paid 


CONSULTANTS TO INDUSTRY 
NATIONWIDE 


PURCHASING/MATERIALS MANAGER 
Middle management opportunities 
$15,000 to $50,000 
A nationwide company fee 
paid confidential service 
F-O-R-T-U-N-E Personnel 
Agency of Oak Brook 
1301 W. 22nd St., Ste. 217 
Oak Brook, IL 60521 
(312) 655-3030 


SOUTHEAST 


Our 12 offices in NC, SC, GA, VA, and FLA 
specialize in Purchasing, Electronics, Elec- 
tro-Mech., and Engineering positions from 
16K to 35K. Aggressive, Confidential. Fee- 
Paid Service. Send resume with salary info 
to: Wait Loescher, BEALL PERSONNEL, P.O. 
Box 4006-P Anderson, SC 29622 


PURCHASING OPPORTUNITIES 


Have openings Nationwide for light to heavy ex- 
perienced personnel in Purchasing. No contract re- 
quired, all openings are fee, interview and relocation 
expense paid. If you ‘seek advancement, better op- 
portunity let us help you. Please send resume in 
confidence, giving present salary, areas to relocate to: 


Jim Moore 


HARVEY PERSONNEL 


100 principal cities are reedy! 
Sherm Inc. 
16647 Airport Rd., Lansing, MI 48906 
Employer Calls Welcome 


Send box no. replies to: PURCHASING JOB MART, 1200 Summer Street, Stamford, Conn. 06905 


DALMOVICTOR 


on the 
SAN FRANCISCO 
PENINSULA 


is indeed a unique 
prestigious firm... 


© We're the Pioneer and still the Leader in 
the design and manufacture of digital EW 
Systems. 


e We've one of the most generous, com- 
plete benefits packages in the Area! 


¢ Our environment is especially stimulating 
and our advancement programs extreme- 
ly attractive. 


Purchasing 
Supervisor 


Aggressive, bright procurement Profession- 
al to supervise a staff of 6 to 8 Electro- 
Mechanical Buyers. Degree preferred. Re- 
quires knowledge of Defense Procurement 
Regulations, the Public Law and Electro- 
Mechanical items (PWB, Connections, Strip- 
lines, etc.) 


Please send your resume, including salary 
history, in confidence, to Terry Redlinger, 
Employment, DALMO VICTOR, 1515 Indus- 
trial Way, Belmont, CA 94002. (415) 595- 
1414, Ext. 614. An Affirmative Action 
Employer. U.S. Citizenship required. 


DALMO VICTOR 


RECRUITMENT ADVERTISING Job Mart 


5 —_— ye ss . aa age Sey phaceteette Bader * 2 Le ee eee er ee, 
1838 . af eet NE ‘4 os iF: PO ERB len 8, Be par: oki} 
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PURCHASING DIRECTOR FOR 
EVANSVILLE, INDIANA 


This individual will be responsible 
for the operation and administration 
of the Department of Public Pur- 
chase. Act in behalf of departments, 
boards and commissions in writing 
specifications on capital equipment 
items and supplies to be acquired 
through public bidding; conduct re- 
search into past bids and require- 
ments; advise departments and 
boards of requests seem over/under 
estimated; hire, fire and supervise 
department staff. Perform other 
duties or special projects as request- 
ed or necessary. 
Qualifications: Considerable expe- 
rience in industrial management with 
experience in procurement of equip- 
ment and supplies. 
Skills: Analytical ability judgement 
and assessment abilities, Tact and 
Self Confidence. 
Apply Personnel Dept., Room 200 

City of Evansville 

Civic Center Complex 

Evansville, IN 47708 


PURCHASING 
OIL AND GAS INDUSTRY 


Major Houston based oil company is expanding its purchasing department 
with procurement personnel with diverse product knowledge to assist in 
supporting its operations. This firm offers paid benefits, relocation assis- 
tance, excellent starting salaries and international scope and an opportun- 
ity to work in an exciting, high volume environment in an extremely ener- 
getic industry. Consider: 


SENIOR BUYER 
Salary Area $34,000 


Coordinate procurement efforts of outside contractors engaged in new 
construction as well as maintenance of existing facilities. Highly visible, 
supervisory level assignment, interfacing with some of the world's largest 


contractors. 
BUYER 
Salary Area $26,000 


Assignment involves negotiation and administration of major blanket 
contracts for maintenance items and spare parts used in petrochemical 
and process facilities. 

For further information, please contact R. J. Curra at 


(713) 461-7777 


ALL FEES ASSUMED BY NEVER A CONTRACT 


CLIENT COMPANIES TO SIGN 


415 Houston Natural Gas Buliding 
1200 Travis (713) 461-7777 


JOB MART 


1200 Summer Street 
Stamford, CT 06905 


ORDER FORM 
POSITIONS AVAILABLE 


Please run the following ‘Positions Available’ ad in the next issue of PURCHASING’s JOB MART. 
(Figure 30 words to one inch). 


(Print of type) 


1 Assign me a Box Number. O Use address as shown. 


Name (print). ssssssC(‘C;UNUUUULULULULULCOCC Ares 
Company City, 
a ee ak 


STANDARD INCH UNITS STANDARD DISPLAY UNITS 


sab aleid he ate Rah edad Black & White Advertising Rates Per Insertion (Full Run) Over 
Advertisers may purchase space at the inch rate up to 8 inches. 89,000 Circulation 
Thereafter standard display rates apply. 


1" o” 3” 4” 5” 6” ” 8” Frequency 1 Page % Ve % Y% 
1x $3,395 $2,375 $1,900 $1,290 $1,090 
1x $105 $210 $315 $420 $525 $630 $735 $840 3x 3,375 360 1,890 1,285 1,080 
6x 90 180 270 360 450 540 630 720 6x 3,275 2,295 1,835 1,245 1,045 
12x 85 170 255 340 425 510 595 680 9x 3,225 2,255 1,805 1,225 1,025 
18x 80 160 240 320 400 480 560 640 12x 3,135 2,190 1,755 1,190 1, 
1, 


(Above rates are per insertion) 


Blind Box Number. Add an additional $10.00 per insertion to cover postage and handling. ; ; 
Do you have any questions? Call today . . . 203-327-6772 or 327-6746 . . . Ask for Lynn George Recruitment A 
arnaee or jovee Hinders, Recruitment Ad Rep. To reach over 89,000 Purchasing Executives run your ad now!!! 
“You'll be glad you did!” 


Send box no. replies to: PURCHASING JOB MART, 1200 Summer Street, Stamford, Conn. 06905 


Commodity leadtimes 


This month vs: Shorter Longer Same 
Month ago 47 20 58 
Year ago 82 9 34 


Biggest monthly increases 0, decreases UJ 


15 6-10 11-20 21-30 “0 Avg. Mo. Yr. 

STEEL wks wks wks wks wks (wks) ago ago 
Plate 78% 22% 0% 0% 0% 3.7 40 541 
Sheet & strip (HR & CR) 77 19 4 0 0 4.1 4.3 7.1 
Sheet & strip (SS) 60 32 8 0 0 5.3 63 73 
Galvanized sheets 70 30 0 0 0 4.2 48 69 
Precoated sheets 47 47 6 0 0 5.9 6.7 9.1 
Bars & rods (HR & C 65 30 5 0 0 48 43 63 
Bars & rods (SS) 65 19 16 0 0 5.6 54 57 
Strapping 100 0 0 0 0 2.5 27 38 
Structurals 68 24 8 0 0 4.9 43 55 
Tool steel 65 18 11 4 2 6.4 59 83 
Gray iron castings 14 63 17 6 0 96 108 114 
Steel castings 10 10 71 9 0 144 13.8 144 
Ductile iron casti 12 67 15 3 3 9.7 125 12.9 
Investment castings 0 62 29 9 0 11.8 16.0 15.0 
Forgings 10 39 31 15 5 13.6 158 163 
Steel wire (incl. galv.) 68 32 0 0 0 43 50 63 
Carbon tubing 63 31 6 0 0 5.0 §5 7.4 
Alloy tubin 42 39 19 0 0 7.1 7.8 106 
NONFERROUS METALS 
Sheet & stri /brass 66 32 2 0 0 45 5.2 6.0 
Bars & rods /brass 75 25 0 0 0 3.9 4.1 6.5 

r tubi 62 32 6 G.. “e19 5.0 58 6.2 
Bronze castings 16 58 26 0 0 9.1 9.7 10.6 

r wire & cable 57 32 7 4 0 6.1 4 SR és 
Magnet wire 29 43 28 0 0 8.5 7.4 8.9 
Sheet & strip (aluminum) 60 40 0 0 0 4.7 59 8.9 
Bars & rods (aluminum) 70 27 3 0 0 44 52 68 
Aluminum wire & cable 46 39 15 0 0 6.6 7.0 118 
Tubing (aluminum 69 22 9 0 0 4.9 56 88 
Aluminum castings 23 57 14 3 3 9.0 Re LE - 
Bars & rods (titanium) 60 20 0 0 20 93 127 9.1 
Zinc 87 13 0 0 0 3.8 44. 73 
Die castings (all kinds) 14 60 22 2 2 9.7 109 12.7 
FABRICATED METAL PRODUCTS 
Weldments 43 51 6 0 0 6.1 63 7.2 
Structural steel, fabricated 41 55 4 0 0 6.0 A. 7.5 
Cans 80 10 10 0 0 44 §.7 §.7 
Steel drums (shi 78 22 0 0 0 3.7 35 46 
Stampings 27 52 21 0 0 8.1 85 88 
Chain 75 18 7 0 0 4.4 4.1 7.3 
Jigs & fixtures 19 50 31 0 0 9.3 86 10.5 
General machining 47 40 12 1 0 9.3 63 82 
Powder metal parts 15 33 48 4 0 11.5 13.7 144 


MECHANICAL/ELECTRICAL EQUIP. & SUPPLIES 


Electric motors: fhp 46 31 17 6 0 78 9.6 9.1 
Elec. motors: 1-30 hp 31 53 16 0 0 75 8.7 99 
Elec. motors: over 30 hp 4 44 30 15 7 143 #121 121 
Motor controls 46 27 27 0 0 75 7.2 8.0 
Pumps 21 53 24 2 0 90 104 10.7 
Gears 24 34 34 0 8 11.1 98 104 
Nonfriction bearings 56 19 11 6 8 8.6 73 106 
Screw machine parts 27 52 20 1 0 8.2 8.1 10.6 
Fasteners, standard 75 21 4 0 0 4.2 3.7 4.1 
Fasteners, special 16 48 32 3 1 10.3 110 116 
Pipe fittings 88 12 0 0 0 3.2 33 43 
Machine tools 47 22 19 3 9 94 110 12.0 
Portable power tools 81 15 2 0 2 4.2 43 39 
Speed reducers 19 50 22 6 3 10.3 73 78 

r parts 59 30 11 0 0 5.6 68 69 
Cutting tools 80 16 3 1 0 4.0 64 6.2 
Grinding wheels 62 34 3 1 0 5.0 49 62 
Welding rods 97 3 0 0 0 2.7 30 28 
Lubricants 94 5 1 0 0 2.9 26 27 
Adhesives 92 8 0 0 0 2.9 2.6 3.9 


MATERIAL HANDLING EQUIPMENT 


Cranes & hoists 20 26 47 7 0 11.7 134 13.8 
Lift trucks 17 33 37 f 6 124 122 13.6 
Conveyors 21 42 32 5 0 10.1 124 12.0 
Lift truck batteries 60 31 6 3 0 5.7 56 65 


Purchasing’s 
Leadtimes 


(125 items in production quantities; % of buyers responding) 


15 610 11-20 21-30 * Avg. Mo. Yr. 
CHEMICALS wks wks wks wks wks 
Paint 89% 11% 0% 0% 0% 3.1 32 3.4 
ments 76 20 4 0 0 3.0 4.0 
rants 85 15 0 0 0 3.3 29 3.6 
Com 95 5 0 0 0 2.8 27. 22 
Solvents 95 5 0 0 ) 2.8 27 ~ Bs 
Plastic resins 66 29 5 0 0 4.7 37 63 
Plasticizers 61 33 6 0 0 5.1 3.7 520 
Sulfuric acid 92 8 0 0 0 2.9 32 28 
Nitric acid 89 11 0 0 0 3.1 3.1 3.1 
drochioric acid 87 13 0 0 0 3.2 30 3.5 
Fatty acids 84 16 0 0 0 3.4 34 3.9 
Alcohols 94 3 3 0 8) 3.1 27 §@3.1 
Benzene 89 0 0 11 0 5.0 3.1 3.6 
Chiorine 87 13 0 0 0 3.2 28 28 
Ethylene 86 7 7 0 0 3.8 29 29 
Soda ash 79 21 0 0 0 3.7 34 43 
ELECTRICAL/ELECTRONIC COMPONENTS 
Pressure gauges 53 35 11 1 0 6.1 55 639 
Temperature controls 29 47 22 2 0 8.4 8.0 8.0 
Instruments/gauges 37 46 17 0 0 7.2 70 84 
Chart recorders 44 30 26 0 0 75 80 76 
Lamps 85 13 2 0 0 3.5 38 43 
Switches 52 36 12 0 0 6.0 63 62 
Relays/solenoids 40 47 9 4 0 7.2 8.4 6.9 
Transformers 23 57 13 7 0 8.9 79 104 
Integrated circuits 37 25 24 10 4 104 11.0 12.1 
Other semicons 35 32 28 5 0 9.1 76 94 
Resistors 54 34 12 0 0 5.9 67 65 
° 42 30 23 5 0 8.3 80 869.0 
Printed circuits 33 37 22 8 0 9.2 83 869.1 
Connectors 52 23 11 6 8 8.9 90 73 
WOOD AND PAPER PRODUCTS 
Lumber 90 9 0 0 1 3.3 32 3.7 
Plywood 92 5 2 0 1 3.3 33 3.7 
Pallets 92 8 0 0 0 2.9 3.0 36 
Industrial crates 91 6 3 0 0 3.2 3.1 46 
Fiber drums 91 4 0 0 0 3.0 36 3.9 
Corrugated containers 88 11 1 0 0 3.2 3.1 3.5 
Multiwall bags 61 33 6 0 0 5.1 59 7.2 
Kraft paper 71 25 4 0 0 44 46 43 
Printing paper 67 30 3 0 0 45 47 62 
Foil laminates 40 36 18 6 0 a2; 72.. “SS 
OFFICE SUPPLIES AND EQUIPMENT 
Envelopes & stationery 79 21 0 0 0 3.7 36 38 
92 7 1 0 0 3.0 30 3.0 
Tab cards 79 17 3 1 0 4.1 4.0 4.0 
Business forms 44 54 2 0 0 5.7 58 5.7 
Office furniture 35 30 31 3 1 9.2 95 11.1 
Typewriters 34 26 32 7 1 10.0 123 108 
Calculators 86 13 0 1 0 3.4 3.1 41 
PLASTIC AND RUBBER PRODUCTS 
Molded parts 37 54 4 0 0 6.6 7.0 86.1 
Plastic film 68 31 1 0 0 4.3 50 56 
Plastic and tubi 74 22 4 0 0 4.2 3.9 ‘ 
Plastic bottles 79 18 3 0 0 3.9 43 58 
Sheeting/gaskets 85 15 0 0 0 3.3 44 50 
Seals and rings 70 25 4 0 1 4.7 5.4 5.9 
Conveyor belting 68 28 4 0 0 46 5.2 54 
V-belts 87 13 0 0 0 3.2 40 3.7 
Hose 84 15 1 0 0 3.5 38 42 
GLASS AND CLAY PRODUCTS 
Glass parts 38 58 4 0 0 6.2 64 78 
Glass bottles 60 33 7 0 0 5.2 56 7.2 
Refractories 48 26 26 0 0 73 0S 8.7 
Fiberglass 63 31 6 0 0 5.0 65 6.7 
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Maximum light-Maximum savings 


General Electric’s fluorescent 
lighting systems let you have 
the light you need and 

save energy, too. 


Now you can have the good 
lighting you need to help maintain 
worker productivity, safety and 
morale —and still reduce your 
lighting energy costs by as much 
as 21% with exclusive 

GE Maxi-Miser Il Systems. For all 
three popular types of fluorescent 
lighting, GE offers a specially 
designed system of energy-saving 
lamps and high performance 
ballasts. Each designed as a 
system -tested as a system -to 
perform as a system that saves 
energy with no loss of light. 


F40 Maxi-Miser Il System. 

Two energy-saving General Electric 
F40 Lite White™ Watt-Miser® II 
4-foot fluorescent lamps operat- 
ing on the exclusive General 
Electric high performance Maxi- 
Miser Il ballast for F40 lamps. 
Saves up to 19% in energy and 


We bring good things to life. 


produces more light in most 
fixtures than standard systems. 
The money-saving replacement 
for higher wattage, standard lamps 
and ballasts in offices, schools, 
stores. 


NEW F96 Slimline Maxi-Miser Il 


System. Two 8-foot Slimline Lite 
White Watt-Miser Il lamps and a 
Maxi-Miser Il high performance 
ballast. Reduces wattage by as 
much as 21% yet maintains the 
same light output as standard 
systems. Low cost, high perform- 
ance lighting for stores and 
manufacturing areas. 


NEW F96 High Output Maxi- 
Miser Il System. Two 8-foot Lite 
White Watt-Miser Il High Output 
lamps and a Maxi-Miser II high 
performance ballast. Uses up to 
42 fewer watts. Yet provides 
virtually the same light as standard 
8-foot fluorescent lamps on a 
standard ballast. And cooler 
operating Maxi-Miser Il ballasts 
last longer, reduce ballast main- 
tenance costs. The ideal system 


MAXI-MISER II SYSTEMS 


° i ; M xs r . 
for lighting in- ximune™ light 
dustrial areas. 

Learn how 


these full light 
output energy- 
saving Maxi- 
Miser !l Systems 
can help you save 
on lighting energy costs. Ask your 
GE lamp sales representative for 
our free Maxi-Miser ll Systems 
brochure. Or call toll-free (800) 
321-7170. In Ohio (800) 362-2750. 
General Electric Company, Dept. 
CO11/PG8, Nela Park, Cleveland, 
Ohio 44112. 


(TM) Trademark of General Electric 


Maximum light with maximum 
Savings is based on total owning 
and operating costs for new, 
medium or large installations, and is 
a function of the quality of fixtures, 
installation and wiring costs, and 
lifetime expenses. Other 


lamp/Ballast combinations may 
individually provide greater energy 
Savings but with some reduction 
in light 


GENERAL @@ ELECTRIC 
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DEOL Ole: 


Natural gas sales 
(Tril. Btu) cota utility sales) 


Source: AGA __ 


Early Warning Indicator 


(%) (End of quarter values) 


Source: Cahners Economics Dept. 


Chemicals production 
(Seasonally adjusted) 


Source: Federal Reserve Board 


Gross national product 
($ bil.) 


0 - 
1978 i 1979 | 1980 | 1981 


Source: Commerce Dept. 


Railroad freight traffic 


(Class 1 railroads, revenue freight only) 


240 (Bil. ton-miles) _ 


Source: AAR | 
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Natural gas sales take smaller steps up 
eDurable goods orders lose 5% in a year 
@Dow Jones index foreshadowing recovery 


Crude petroleum production 


(Mil. a 
a rir wy 
(hit i 


mi iit 
1978 | 1979 | 1980 | 1981 


0 


Source: Commerce Dept. 


interest rates 
(%) 
§ 


Average prime rate 
charged by banks 


Average 
Corporate 


Sources: Citibank; FRB; Treasury 


Aluminum production 
(Primary: domestic and foreign ores) 
(Thous. short tons) 


Source: Aluminum Assn 


Durable goods orders 
($ bil.) backlogs 
290 
270 
250 
230 
1 
“W New orders 
190 (Quarterly totals) 


1979 1980 
Source: Commerce Dept. 


Intercity truck tonnage 


(Not seasonally adjusted) 


Source: ATA 


Forecasts 


Electric power production 
(Bil. kwh) (By utilities) 
650 
550 — 
wa H] ehh 
1978 | 1979 | 1980 | 1981 — 
Source: C inte Gon Dept 
Dow Jones industrial average 


(Closing prices on 20th of each month) 


Source: Dow Jones 


Steel production 


(Mil. short tons) 
40 


Source: Commerce Dept 


Imports/exports of goods 
and services 
($ bil.) (Inc. military) 
130 
110 
90 
9 cmap = 
50 


Source: Commerce Dept. 


Vendor performance 
o/,\ (Percent companies reporting slower 
(°%) deliveries — Chicago) 


foe) PMAC 


Longer life and reduced maintenance are 
what equipment owners and operators de- 
mand. Torrington’s new SFL Series is de- 
signed to meet these requirements. It 
needs no lubrication. Another plus: the 


GRe 
@O — 
¢? "S 


* 9 Je ee 
U.S. Patents Nos. 4,123,122 and 3,848,938 


SFL Series may be retrofitted on existing 
equipment. Contact your Torrington Sales 
Engineer for further information. Or ask for 
Catalog SFL-79. The Torrington Company, 
Bearings Division, Torrington, CT 06790. 
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Petroleum products prices 


(Producer prices of refined products) 


900 


Source: Bureau of Labor Statistics 


New plant and equipment 
expenditures 
($ bil.) (All industries) 


Source: Commerce Dept. 


Steel mill products 
imports/exports 


q hous. short tons) 


2000 
ae hod 
ate Sa 
Source: Commerce Dept. 
Paper and paperboard 
production 


(Mil. short tons) 


i 
1978 | 


Source: Commerce Dept. 


Metals operating rates 


(%) (Previous low: 69.9% in 2Q '75) 


ePlastics output to grow below trend 
elndustrial production to fall 4% in '80 
Metals operating rates to trough soon 


Electric power prices 


Source: BLS 


Industrial production 


(1967 = 100) 


Source: Federal Reserve Board 


Forging shipments, 
new orders 


Source: Forging Industry Assn. 


Container shipments 


(Corrugated and solid fiber boxes) 
(Bil. sq. ft., surface area) 


Source: Commerce Dept. 


Paper operating rates 


(%) (Previous low: 74.3% in 2Q '75) 


Source: FRB 


(/S ratio) 
2. 


Forecasts 


Coal prices 


Source: BLS 


Inventory to sales ratio 


(Manufacturing) 


0 = 
1972 dollars 4 
Haak rie 


Current dollars 


1978 | 1979 | 1980 | 1981 


Source: Commerce Dept. 


Iron casting shipments, 
unfilled orders 


(Castings for sale) 


Unfilled orders 
~# (End of quarter)’ 


Source: Commerce Dept 


Plastics production 


(Bil. Ibs.) 
10 


Sources: SPI; Cahners Economics Dept 


Chemicals operating rates 
(%) (Previous low: 66.8% in 1Q '75) 


Source: FRB 


Forecast data: Perry Patterson, director of economics, 
Cahners Economics Department. For information on how to 
subscribe to Cahners Early Warning Forecast Service, 
developed to help purchasing managers make their own 
forecasts of prices, leadtimes, etc., circle no. 339 on the 
Information Retrieval Card. 


Materials prices yield to recession 


Machine tool new orders 


| 1979 | | 1979 | 
Source: NMBTA 


1 | 1980 


Machine tool new orders next 
quarter are expected to be about 
half the level of fourth-quarter 
1979. Large backlogs, however, 
should help insulate the industry 
from the fall in demand. Orders 
should begin to pick up early in 
1981. During the year they are 
forecast to regain ground lost in 
1980. Firms will be investing in 
equipment to boost productivity. 


Output per employee-hour 


(Manufacturing sector) 


136 


‘Source: Bureau of Labor Statistics 


Output per hour worked in 
manufacturing is expected to drop 
again this quarter. As output 
bottoms out and then turns up 
later in the year, productivity 
should do the same. During the 
early stages of the recovery, in the 
first half of 1981, impressive 
growth rates in productivity 
should be recorded. But that 
should be a cyclical reaction. 


Passenger car production 
(U.S. plants) 


(Mil. units) 


1 | 1979 | | 4980 


Source:MVMA 


Domestic auto production is 
expected to be just 6 million units 
this year. That’s worse than 1975’s 
performance—the low point of the 
last recession. The industry won’t 
rebound as vigorously as last time. 
Output is expected to rise 15% 
next year to 6.9 million units. This 
should retard the recovery of a 
wide range of industries, particu- 
larly in metals. 


Steel shipments to 
service centers 


Source: Commerce Dept. 


Shipments of steel mill products 
to service centers probably will 
drop 10% this year. Both the 
service centers and their custom- 
ers will be cutting orders in an 
effort to trim inventories. Rebound 
next year is expected to be 
sluggish. Major customers of 
service centers—construction and 
machinery—will join the recovery 
later than most industries. 


Producer price indexes 


(1967 = 100) 
550 


Crude materials 
(excl. foodstuffs) 


1977 
Source: BLS 


Crude materials prices (exclud- 
ing foodstuffs) decelerated consid- 
erably last quarter as business 
conditions deteriorated. These 
sensitive prices could even post a 
decline this quarter as the 
economy falls deeper into a 
recession. But this will only be a 
pause in an upward trend. Next 
year crude materials prices are 
forecast to rise 15%. 


\ Finished goods 


(excl. foods) 


Finished goods prices (exclud- 
ing foods) should rise at just below 
double-digit rates during the 
second half of 1980. With demand 
weak, manufacturers won’t be able 
to pass along cost increases. But 
they will work to recoup losses 
when business activity picks up 
early next year. Finished goods 
prices are forecast to increase 9% 
during 1981. & 
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Hold down the rising cost of leather with 


Hycron gloves and save up to 78% 


sf The cost of leather keeps shooting up and 
there’s no end in sight. You can lower these 
pe } rising costs as much as 78% with Hycron 
NS” Ss gloves. Hycron gloves cost under $30.25 a 
lozen compared to $45.92 for leather. Yet they outwear 
eather 3 to 1 to save you up to $120 a dozen. Hycron’s 


- OMPARATIVE COST INCREASES — 1974-1980 


"er Doz. 
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Copyright © 1980 Becton Dickinson and Company 


tough, resilient NBR coating provides unmatched 
protection against cuts, snags, punctures and abrasion 
to help you hold down the rising cost of leather in all 
kinds of harsh, abrasive handling jobs. 


Free Tips Booklet helps you hold down rising glove costs. 
New booklet provides valuable tips on glove usage, 
requisitioning, laundering, dispersement. For your copy, 
circle Reader Reply Card. Call your distributor if you 
would like to test Hycron gloves on a no-risk trial basis. 
Or write Edmont-Wilson, 1300 Walnut St., Coshocton, 
Ohio 43812. In Canada, Edmont-Canada, Ltd., 
Cowansville, Quebec. 


Job-Fitted Personal Safety and Protection 


=dmont-Wilson 


DIVISION OF BECTON DICKINSON AND COMPANY [8-0] 
Hycron, Edmont, B-D and Job-Fitted are trademarks 
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Precision-forged parts 
every time the hammer bang: 


1. Billet is placed in a 3,000-lb steam 
hammer—and preshaped. 

2. It's moved to a 10,000-lb hammer for 
finish-forging. 

3. The “flash” is removed in a special 
trimmer press. 

4. Then another precision-forged part is 
ready for shipment. 


Bethlehem produces a wide 
variety of forged parts with 
consistent high quality. Every 
forging we produce for you will 
meet your precise specification. 

Closed-die forgings from 10 to 
250 |b—long or short run. In all 
Standard grades of carbon, alloy, 
tool, and stainless steels. When 
you need forgings, call the 
Bethlehem Sales Office nearest 
yOu. 


Bethlehem 


Bethlehem Steel Corporation, Bethlehem, PA 18016 


. A-Cahners Publication August 21, 1980 
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How to survive a financial audit 44% 2° 1980 


The rules of delaying a deal ““"" 
Use the lull to expand job shop sources 
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- FOR PANELBOARD when all 


FOR SWITCHBOARDS f 

—when all installed QMB installed QMB fusibl itches are 
fusible switches are equipped _ equipped with Class R or Class J 
with Class R or Class J fuses, the | fuses, the complete panelboard has 
QMB switch/panelboard interior ~ aUL listed short ci sie rating of 
assembly has a UL listed short - 200,000 RMS sym ical amperes 


circuit rating of 200,000 RMS 
symmetrical amperes. 


The National Electrical Code requires 
sufficient short circuit rating to do the job* 


QMB has it. 


For protection against high available fault currents, 
check into this rating for QMB panelboard interiors 
from Square D Company. 


The complete line of QMB fusible switches, from 
30A to 600A, has a 200,000 ampere short circuit 
rating when equipped with Class R or Class J current 
limiting fuses. So you can use QMB fusible equip- 
ment to solve application problems caused by high 
available fault current. The short circuit rating applies 
to the complete panelboard—this includes the 
panelboard bus assembly (to 1200A) and properly 
fused QMB switches. 


UL listed Square D switchboards may also be 
equipped with these QMB fusible panelboard 
interiors with this rating. 


For further information contact your Square D 
field office or write Square D Company, Dept. SA, 
1601 Mercer Road, Lexington, KY 40505. 


*1978 NEC (NFPA 70) Section 110-2 “Approval. The conductors and 
equipment required or permitted by this Code shall be acceptable 
only when approved" 


*1978 NEC (NFPA 70) Section 110-10 “Circuit Impedance and Other 
Characteristics. The overcurrent protective devices, the total 
impedance, the component short circuit withstand ratings, and other 
characteristics of the circuit to be protected shall be so selected and 
coordinated as to permit the circuit protective devices used to clear 
a fault without the occurrence of extensive damage to the electrical 
components of the circuit 


*1978 NEC (NFPA 70) Section 230-98 “Available Short Circuit 
Current. Service equipment shall be suitable for the short circuit 
current available at its supply terminals 


SQUARE J} COMPANY 


Wherev es) Blectiaity \s Disechb diets sod Céntcdtled 


Purchasing 'S 
HOTLINE 


FIND OUT how reform of the 
trucking industry affects your 
shipping alternatives. Example: 
Now you can have freight shipped 
by a single trucker from the 
airport to your plant. The 35- 
mile radius limit for trucks 
offloading planes no longer 
applies. If your goods are coming 
in by a foreign airline, however, 
that carrier must get approval 
from the Civil Aeronautics Board 
before truckers can be exempt 
from the old 35-mile rule. The . 
exemptions work both ways, in 
case you have to return anything 
by air from an airport more than 
35 miles away. 


KEEP AN EYE on the expenditure 
side of the federal budget. 
Changes in fiscal policy will 
affect business. Damaging to the 
economic outlook: the government 
trying to spend its way out of 
the recession. That likely would 
cause the Federal Reserve to 
abandon its inflation fighting 
stance in an effort to finance 
government programs. These 
programs would also use resources 
that private industry needs. 


DON'T WORRY ABOUT copper supplies. 


Prices went up over $1/1b as 
speculators tried to get some 
Mileage out of the strike. 
Supply isn't likely to be a 
problem, though. The walkout 
would have to last through 
September before creating any 
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tightness in the market given 
the current lack of demand. The 
higher prices won't bite for a 
while anyway--most copper 
producers made their August 
deliveries back in May, and what 
might have been one month's 
supply then is likely to be two 
months! supply now. 


NOTE the next labor trouble 
spot: coal-contract talks which 
begin next month for a pact 
ending in March, 1981. Talks 
between the United Mine Workers 
(with 175,000 members) and the 
industry's bargaining group (the 
Bituminous Coal Operators Assn.) 
haven't produced a contract 
without a strike since 1966. The 
union hopes to avoid a repeat of 
the 1978 fiasco by beginning 
talks some six months early. 


DISCOUNT a temporary improvement 
in labor productivity. Early next 
year as the economy reaches its 
trough and begins to turn up, 
output per manhour will probably 
speed up dramatically, but don't 
factor that trend into long-term 
cost projections. It merely 
reflects firms' hesitancy to add 
to their workforce until they are 
sure the recovery is underway. 
Those on board are therefore used 
to peak efficiency. Sickly 
productivity is a long-term trend 
that won't be cured until 
business makes capital investments. 


LOOK FOR increased use of 
contracts with railroads to help 
solve service problems. General 
Foods, for example, has a 
contract with the Chicago and 
Northwestern: if the railroad can 
meet specified delivery standards. 
General Foods has agreed to pay 
the C&NW an’extra~$117-159/car 


Purchasing’s 
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HOTLINE continued on page 5 


if it can deliver shipments 

from Northlake, I1l., to eight 
grocery companies in the St. 
Louis area within 153 to 177 
hours. If the schedules are not 
met, the company pays the regular 
rate. For details on setting up 
such contracts, call the ICC 
Section of Rail Service Planning 
at (202) 275-0831. 


WATCH FOR new steel import policy. 
Recommendations are due on 
President Carter's desk. A 
modified trigger price mechanisn, 
stricter "buy America" provisions, 
and tighter enforcement of trade 
laws are being considered by a 
cabinet-level committee headed 

by Commerce Secretary Klutznick. 


CHECK for office carpet bargains. 
With carpet industry sales sliding 
asmuch as 15% this year due to the 
recession, you can expect more 
promotionally priced merchandise 
to show up in the second half. 
Another factor leading to carpet 
price cuts: Nylon fiber makers 
have been quietly discounting 
fiber prices to carpet 
manufacturers in an effort to 
boost shipments. 


DON'T EXPECT price declines for 
all products just because the 
market appears to be weak. 
Example: energy- and/or labor- 
intensive products. There just 
isn't enough elasticity to allow 
producers to drop prices. Rising 
costs have forced some to raise 
prices anyway or at least refrain 
from discounting. Higher utility 
rates and COLA clauses often wipe 
out any relief gained by lower 
raw material costs. Short-run 
production caused by reduced 
demand has also boosted 
manufacturing costs. 


CONSIDER CONVERTING your fleet 
vehicles to run on liquid propane 
gas (LPG). Even though conversion 
may cost $1000/auto or truck, 

LPG only costs 70-80¢/gal, 

and saves wear and tear on 
engines and exhaust systems. 
Another advantage: a half-million 
bbl1/day surplus of LPG is 
expected in five years. 
Conversion cost can be recovered 
in less than two years on the 
average vehicle, according 

to Arthur D. Little, the consulting 
firm. Nearly 250,000 cars in the 
U.S. have converted to LPG. 


ONE OF FHE FINEST texts on VA is 
now back in print. It's "Value 
Analysis" by Carlos Fallon, 
former head of value programs for 
RCA. This 277-page revised 
edition covers basic VA 
principles and ways to apply 
them; probes quantitative 
decision-making but confines the 
real heavy math to an appendix; 
and demonstrates again why the 
author has been variously 
described as a Renaissance man 
and one of the deans of value 
analysis. The publisher is 
Triangle Press, Suite 114, 220 N. 
Story Rd., Irving, Texas 74061. 
Price is $9.50 in paperback, and 
$20 hardbound. 


CHEMICAL BUYERS TAKE NOTE: The 
fall conference of the NAPM 
Chemical Group will be held on 
Oct. 15-16 at the Alameda Plaza 
Hotel, Kansas City, Mo. Topics to 
be covered include outlooks for 
caustic-chlorine, crude oil, and 
hydrocarbon. Early registration 
fee is $75 for members, $85 for 
nonmembers. Send check, payable 
to Chemical Group, NAPM, to Tom 
Pelham, PBI Gordon Co., 300 S. 
3rd St., Kansas City, Kans. 
Registration..cutoff¢)Oct. 3. 
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“| thought the company didn't know me from the machine 
| run...until they gave me this Republic MPC System’ 


“| found out the company Knows 
me, all right. They even know I’m 
over six feet tall, left-handed and 
keep a clipboard tally on every 
job | do. 

“So when they put in these 
new Republic MPC* work stations, 
they designed mine to suit me and 
my work personally. Put the work 
surface up high. The hand tools to 
the left. A divided shelf on the 
right. Plus a personal effects locker 
on top. And what goes into the 
locker is strictly my business. 

“Does my company know me? 
Well, they didn’t design this MPC 
System for anybody else but. It’s 
my place on the line. And with it, | 


do better work, more work, and feel 
better about doing it. And that’s 
a fact. 

“Another fact is, each MPC 
System on our line is designed for 
the worker who uses it and for the 
work he or she does. The MPC 
work station starts with a sturdy, 
free-standing steel frame. Then the 
accessories you need for your 
specific job - work surface, peg- 
board, parts trays, bins -—a dozen 
different units, plus a personal 
locker — are hung or bolted onto 
the frame in the positions that suit 
your work habits. A customized 
work station. 

“The next good thing about 
this Republic MPC work station - it 
can be changed when the work or 
the worker changes. Or it can be 
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moved “lock, stock, and barrel” to 
a whole new location. 

“You ought to see about putting 
in Republic MPC Systems for the 
workers in your plant. It'll pay off.” 

For more information about 
MPC Systems, write Republic Steel 
Corporation, Industrial Products 
Division, 1038 Belden Avenue N.E., 
Canton OH 44705. Or call your 
nearest Republic Distributor. You’ll 
find him in the Yellow Pages. 


*A trademark of Republic Steel Corporation. 
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eBusiness demand drags down production einventory bulge is surprisingly small 


eProfits to decline faster than GNP 


Recession 
ripples out 


DON’T ASSUME just because con- 
sumer spending is no longer in a 
tailspin that the economy is pre- 
paring to stage a sharp reversal. 
Market conditions should stay loose 
as the recession ripples out and 
drags down business-related de- 
mand. In fact, industrial equip- 
ment and materials suffered among 
the worst setbacks in recent pro- 
duction reports. This indicates the 
recession is maturing. ‘‘It’s the 
typical one- or two-quarter lag in 
response to the earlier falloff in 
final demand from the consumer,” 
says David Cross, senior economist, 
Chase Econometrics. Weak con- 
sumer demand probably will 
overlap dwindling business re- 
quirements for several months. 
While retail sales are expected to 
be on the upswing by late this year, 
Cross forecasts the business side 
to be ‘“‘very weak through the first 
quarter of next year.”’ 


PROFITS 

Last quarter’s decline in 
output should be the steepest one 
in this recession. The same should 
be true for the drop in profits. How- 
ever, P.M.s’ efforts to conserve cash 
will remain more important than 
ever. Count on “the third-quarter 


decline in profits to be larger than 
the decline in overall GNnp,”’ says a 
government economist. He ex- 
plains, ‘‘As business activity con- 
tinues to weaken, firms will have to 
pay for fixed costs despite what 
the sales volume is.’’ Suffering the 
most will be capital intensive in- 
dustries. 


INVENTORIES 

Among the very few surprises 
in the recent release on second- 
quarter GNP was that the record 
drop in output didn’t trigger an 
explosive rise in inventories. 
Charles Cathcart, senior economist, 
W. R. Grace & Co. was expecting 
the pileup of stocks to contribute 
two percentage points to Gnp. It 
turned out to add only about a half 
point. That gain still represents 
some overhang that will have to be 
worked off. But cEos appear con- 
fident the situation will be brought 
under control. Only 35% of the 
1400-plus executives surveyed by 
Dun & Bradstreet expect a build- 
up of stocks this quarter—down 
from the second-quarter reading 
of 52%. 


INFLATION OUTLOOK 

Whether or not the economy 
will achieve price stability could 
very well be decided in the next few 
months. The government will be 
under intense pressure to restim- 


eOrder cancellations become a danger 


ulate business activity. If it gives 
in and pumps up the growth in 
money to a 9-10% pitch next year, 
economy-wide inflation would run 
at or well into double-digit rates for 
the next several years. That’s ac- 
cording to a scenario constructed 
by Robert Genetski, vp and econo- 
mist, Harris Bank. But if the 
Federal Reserve in the second half 
of 1980 repeats the first half’s no- 
growth trend in money supply, 
inflation would slow to a 6-7% pace 
next year and 2-3% in 1982. How- 
ever, there are some signs the Fed 
is easing. If it steers a moderate 
course—5% growth in money—in- 
flation could be down to 6-7% 
by 1982. 


BACKLOGS 

While orders for durable goods 
have been falling since early this 
year, the backlog of unfilled orders 
has just recently begun to shrink. 
This indicates that the recession 
has become pervasive enough to 
push the level of orders below that 
of shipments. It also raises the 
danger that buyers will source for 
orders that never will be shipped. 
‘When backlogs drop off it signals 
a change in expectations. Because 
of long leadtimes, an order won't 
be canceled until the customer is 
certain he won’t need it,’”’ says a 
bank economist. That certainly is 
an increasing possibility. & 
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eDiscounts for plate ahead 
eLight oil tags weakening 
eSemiconductor outlook good 


East-West split 
in liner prices 


THERE 1S A PRICE split in liner- 
board, with East Coast and 
Midwest buyers paying $270/ton, 
while West Coast buyers face $300/ 
ton tags. It appears now that only 
a few high-volume buyers were 
able to beat back the April price 
increase. Here’s why: West Coast 
linerboard mills depend on wood- 
chips produced as a by-product of 
lumber mill operations. When 
housing starts are down, lumber 
mills don’t produce enough chips, 
and logs have to be set aside speci- 
fically for chip production. This is 
a more costly means of getting 
chips for pulp production, hence 
the higher cost for linerboard. 
When West Coast housing 
starts turn up again, cost pres- 
sures on linerboard should ease. 


STEEL 

Production bottomed out in 
July, but no one in the industry 
expects much of a recovery until 
next year. Mills will probably oper- 
ate at about 60% of capacity 
through the fourth quarter, with 
demand low enough to offset any 
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problems with availability. Across- 
the-board discounting can be ex- 
pected to spread from flat-rolled 
products to plate and structurals, 
as the capital equipment market 
finally runs out of steam. Look for 
producers to return to selective 
discounting at the earliest oppor- 
tunity, however. Many say they 
dislike having to follow Bethlehem’s 
lead in discount policies. 

A negotiated settlement by 
mid October of U.S. Steel’s dump- 
ing claims against European and 
Japanese steelmakers is looking 
more probable. It should bring 
imports back into the market. 
Meanwhile, spokesmen for Kaiser 
Steel claim the Japanese are build- 
ing inventories of carbon steel on 
the West Coast. 


PETROLEUM 

Inventories of No. 6 fuel oil 
have been drawn down due to the 
summer heatwave. Utilities have 
been consuming the heavy oil at a 
rapid clip to supply power for all 
those air conditioners. At the same 
time, the summer surge in gasoline 
consumption has been smaller 
than in past years. As a result, 
prices for lighter fuel oil grades 
(used to distill gasoline) have 
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°ABS prices finally decline 
eFastener inventories growing 
ePaint tags could apron 
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moderated, while heavy oils such 
as No. 6 have started to go up in 
price, in a reversal of the market 
conditions which prevailed earlier 
this year. Spot tags for high- 
quality low-sulfur crude oils have 
actually declined in recent weeks. 


SEMICONDUCTORS 

After a harrowing shortage of 
ICs last year, the supply situation 
has improved in a hurry. New 
orders plunged in May and June, 
and backlogs are rapidly diminish- 
ing. In addition, many major semi- 
conductor consumers who got 
burned in the shortage are planning 
to take IC production in-house. ncr, 
for example, plans to produce 60% 
of its own ‘circuits by 1984. With 
new capacity coming on, plus 
stepped-up competition from 
Japanese manufacturers, price and 
supply conditions should be opti- 
mum for the next several months. 


ABS RESINS 

Discounts have finally come to 
the acrylonitrile-butadiene-styrene 
market. Prices soared during 1979 
and the first half of 1980, even 
though demand plummeted in the 
second quarter. It appears that 
reality has at last caught up, and 
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discounts of 10% for injection 
molding grades have become com- 
mon. Pipe grade discounts are even 
higher. Look for prices to hang in 
at 50-55¢/lb for pipe grade, and 
65-85¢/lb for molding and extrusion 
grade resins. The latter will prob- 
ably see an upswing in demand 
first, based on industry predictions 
that automotive demand will pick 
up before the end of the year. 


FASTENERS 

Fastener manufacturer stocks 
are growing; half the respondents 
to a recent industry survey say the 
volume of finished goods on hand 
is higher than it was a year ago. 
Distributor inventories, on the 
other hand, are fairly stable, with 
almost 30% indicating lower inven- 
tories than a year ago. Nearly two- 
thirds of distributors say they’re 
offering discounts on nuts, 
hexhead screws, cap screws, small 
screws, and 2-H nuts, according to 
the survey. Discounts from manu- 
facturers are available for 
structural bolts, threaded rod, 
nuts, hex caps, screws, machine 
screws, tapping screws, blind 
rivets, small rivets, and cotter pins. 


STRAPPING EQUIPMENT 

A power strap feeder that can 
handle steel, polyester, nylon, or 
polypropylene strapping without 
modification has been introduced 
by Signode. It replaces separate 
steel and plastic machines, and can 
be used with manual and power 
strapping tools. A Signode spokes- 
man claims that power strap 
feeders enable production-line 
strapping stations to become 
flexible, one-man operations, with 
savings in labor and material costs. 


LEAD 

Prices rose to 40¢/lb in recent 
weeks, but aren’t likely to go much 
higher until the end of the year. The 
move from 34¢/lb came as battery 
manufacturers re-entered the 
market after a summer-long ab- 
sence. Demand has picked up 
slightly, due to the heat wave which 
conked out auto batteries all over 


the Midwest and Southwest. Bat- 
tery makers had let their inven- 
tories get very low, and there 
wasn’t much material in the pipe- 
line, so it didn’t take much to get 
the price up again. Demand is still 
quite low, since the new auto mark- 
et is still in the doldrums. Unless 
the 1981 models really take off, 
battery sales and lead demand will 
remain low through the end of the 
year. Recent labor disputes should 
not have much effect on the overall 
supply situation. 


COATINGS 

Vinyl-based paint prices could 
come down a bit in the fourth 
quarter if a predicted drop in vinyl 
acetate monomer tags materializes. 
vAM is used to make polyvinyl 
acetate paint bases. Paint sales 
have held up well due to the counter- 
cyclical market, but other vam 
products are slumping. Polyvinyl 
acetates for construction-related 
adhesives, for example, are in low 
demand. The situation is similar for 
vinyl acetates used in textile pro- 
duction. vAM exports are way off, 
too. DuPont has reopened its 
400-million-lb/yr La Porte, Texas 
plant (closed after an explosion in 
1978) and us1 has expanded produc- 
tion at its plant, also in La Porte. So 
supply should be virtually off-the- 
shelf for months to come. 


MACHINE TOOLS 

Backlogged orders are still 
falling, but new orders are picking 
up again, mostly due to renewed 
orders from Detroit. Buyers look- 
ing for equipment similar to that 
used by the automakers are in for a 
long wait. Domestic orders for 
lathes, grinders, machining cen- 
ters, milling machines, and other 
cutting equipment climbed 8.5% in 
June over May levels. Shipments 
are still higher than new orders. 
That situation, combined with a 
large number of cancellations in 
April and May, has helped reduce 
backlogs. It’s not much comfort to 
shop operators waiting for mach- 
ines to arrive. Some leadtimes are 
stretching out to 3 years. iz 
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“We're satisfied. 
Kleetguard had a one year 
payback and ts getting 

a 14% annual savings 
in total operating costs 
with GE Watt-Miser 


Power Groove lamps.” 


GE Watt-Miser Power Groove lamps cut Fleetguard’s 
energy costs by 14% while delivering almost the same 
amount of light as the standard fluorescent tubes they 

replaced, according to Joe Galbreath. 


Galbreath, Facilities Engineer for the Cookeville, TN filter 
manufacturing company, a division of Cummins Engine 
Company, Inc., added, “We even used the same fixtures.” 


“Fleetguard sets a goal for energy cost reduction and 

| have to meet it,” he explained. His GE sales 
representative, Bob Bull, helped Galbreath meet last year’s 
goal with the GE Watt-Miser Power Groove lamp. Bull ran a 
computer analysis of Fleetguard’s lighting needs, 
comparing several systems. 


Galbreath chose GE Watt-Miser Power Groove lamps 
because they use energy more efficiently than standard 
fluorescent lamps. “Our top management stresses overall 
energy conservation and we are constantly evaluating new 
ideas. With energy rates continuing to rise, we’re saving 
more now than when we first installed them,” Galbreath said. 


For more information write: General Electric Company, Nela 


Park, Department C-860, Cleveland Ohio 44112. Or call us 
toll free at (800) 321-7170. In Ohio call (800) 362-2750. 


We Bring Good Things To Life 


GENERAL @@) ELECTRIC 


C-860 For more information circle 5 


by 


a de a = 


eee Lo 


| ; ; bee 47, 


Jim Morton, Bob Bull, Joe Galbreath. 
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HOTLINE 
Industrial price index 
1967 = 100 
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Increases for manufactured goods 
offset decreases elsewhere 


Paper stock 
market down 


BUYERS TRYING TO MOVE SCRAP 
and wastepaper into recycling 
markets will find rough going 
for the next few months. 

Paper stock dealers say June 
orders for old corrugated con- 
tainers and news stock fell 20-30%. 

The biggest weakness is in 
corrugated scrap. Demand is off in 
response to lower production levels 
at linerboard and corrugating me- 
dium mills. According to the Amer- 
ican Paper Institute, recycled 
paperboard production declined 
12.7% in recent weeks, with a 
cumulative decline of nearly 6% 
since the beginning of the year. 

As a result, paper scrap prices 
are declining all around the U.S. 
Some markets are weaker than 
others. In the Northeast, tags for 
old corrugated containers have 
fallen as much as 50% over the last 
six months. On the West Coast 
the decline has been about 20%. 

No quick fix. Paper scrap 
dealers don’t hold out much hope 
of a stronger market anytime soon. 
Most are reduced to speculating 
that a pre-election economic stim- 
ulus might perk things up. Given 
recent statements from the Fed, a 
quick fix seems highly unlikely. 

Through the fourth quarter, 
look for prices to hold at current 
low levels. The bellwether will be 
double kraft lined cuttings (DKLs). 
When these move above $80/ton in 
the East and Midwest, other scrap 
prices will follow shortly. & 
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A moderate upward move, the Reflects higher tags for 
smallest in six months hydrofluoric acid, ag chems. 


Source: Labor Dept. 


Purchasing’s price trends 
Price codes: L = List; D = Distributor; T = Transaction 
Latest Month 6months Year 


FERROUS (fob mill) 


Steel bar (HR carbon rounds, 1%-3”, ton, L) $ 382 $ 382 $ 345 $ 329 
Steel sheet (CR, ton, L) 415 440 415 415 
Steel strip (HR, ton, L) 350 366 350 350 
Steel plate (carbon, ton, L) 414 414 389 370 
Steel scrap (#1 heavy meit Pitt-Chicago avg, ton, T) 71.25 65.75 104 89 
Stainless (304 CR sheets, ton, T) 1293 1293 1293 1260 
NONFERROUS (fob mill) 
Aluminum (unalloyed ingot, Ib, T) 72 72 .66 .63 
Copper (U.S. producer cathode, Ib, T) 1.00 .89 1.08 .87 
Tin (U.S. composite price, Ib, T) 7.70 7.80 7.95 6.83 


Nickel (cathode, Ib, T) 


Zinc (U.S. prime western, Ib, T) , .355 375 37 

Plywood (¥2” W. sheathing, 4-5 ply, 1000 sq ft, T) 212 198 201 240 

Lumber (2x4 hem/fir, std & btr, 1000 bd ft, T) 200 180 216 292 

Pulp (bleached softwood sulfate, ton, L) 519.50 519.50 435 387 
ENERGY (delivered) 

Coal (Eastern low-sulfur bituminous, spot, ton, T) 24.00 - 23.50 23.50 21.00 

No. 2 fuel oil (tank car sales in NE, gal, T) 836 836 .752 .658 

Natural gas (interstate, MCF, T) 1.535 1.49 1.40 1.23 
CHEMICALS (prices: T) 

Chlorine, Iqd (North, freight equalized, bulk, ton) 148.00 148.00 148.00 145.00 


Caustic soda, Iqd (N, dphm Re frt eq, 


bulk, 50% basis, 76% NA;O, ton) 165.00 155.00 140.00 150.00 
PLASTICS/RUBBER 


LDPE (liner grade, Ib, T) .40 .40 .40 34 
PVC (general purpose, Ib, T) 33 36 35 30 


345 .30 


35 37 


Polypropylene (general purpose, Ib, T) 


5.50 5.50 5.14 

FHP motor (¥% hp. std NEMA, single phase, L) 60.70 60.70 60.70 57.24 
Radial ball bearing (db! shid, 25mm bore, 52mm OD, D) 4.27 4.27 3.81 3.47 
Valve (1” bronze gate, L) 21.10 21.10 20.10 19.50 
Machine screw (6D x %L, zinc-pitd carbon 

steel, 1000 pcs, L) 4.85 4.85 4.85 4.42 
Connectors (coaxial, UG1094, net each, 

lots of 1000, L) 559 562 53 50 


Let General Electric show you how high-efficiency motors 
can squeeze more profits from your plant operations. 


Any manufacturer serious about improving 


company profitability should consider General 
Electric Energy $aver motors. Because the cost 


of energy is soaring too rapidly to risk wasting it 


on motors that could drain your profits. 


Instead, ask for the standard-setters. The 
fact is, GE Energy $aver motors deliver high- 
efficient performance we think is unmatched. 
And consider this: a point or two of efficiency 
improvement could save you thousands of 
dollars in energy costs for just one motor. 
That’s a small fortune on a plant-wide basis. 


Consider, too, that the lowest selling price 
doesn't always mean the lowest total cost. 
You have to include many other factors like the 
real cost of power, true life-cycle costs and the 
discounted rate of return. That’s exactly why 


GENERAL @ ELECTRIC 


GE Energy $aver motors can be a profitable 
investment. 

Let us prove it to you. Send in the coupon 
today for a free copy of our booklet, “How 
Energy-Efficient Motors Impact Your Profits.” 


Efficient Motors Impact Your Profits.” 


NAME 

TITLE/COMPANY 

ADDRESS 

CITY STATE 
TYPE OF MANUFACTURING 


APPROX. ANNUAL POWER COST 


pe eee eee YF 


New York 12345. 


Show me how to make my plant 


| ENERGY more profitable. 
MOTORS Send me a copy of your Energy $aver motor booklet, “How Energy- 


Send to: General Electric Company, Section 295-02, Schenectady, 


Profit conscious buyers 
know total machine cost 


Total Cost Evaluation is the profitable way to examine machine costs. Buyers 
purchasing based only on initial price overlook very important costs that 
affect potential profit. 

That's because true machine cost goes far beyond initial price. You must add 
operating and maintenance costs to your repair and downtime costs. Then subtract 
depreciation and resale value to get Total Cost. 

And, Total Cost Evaluation demands a search for machines having 
high resale values and low operating, maintenance, repair 
and downtime costs. Lower costs mean higher profits. 


Total Cost Evaluation is the objective way to select new 
machines. Your Caterpillar Dealer stands ready to 

help set up Total Cost record systems. Such 
professional assistance is only one of many 
CAT PLUS services available from 
Caterpillar Dealers. 


(8 CATERPILLAR 


Caterpillar, Cat and are Trademarks of Caterpillar Tractor Co. 


INITIAL 
PRICE 


PLUS 
Operating & Maintenance Cost 


Repair & Downtime Cost <3 


e 
MINUS “S; 
Depreciation & Resale Value ™S 
EQUALS | 
TOTAL COST 


i 
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Wanted: The message 
without the massage 


EDITORIAL DIRECTOR 

John F. O’Connor 

EDITOR 
Back in our May 29 Value Analysis Issue we asked you and your col- 
leagues to help us upgrade the advertising pages of PURCHASING. In a 
relatively modest contest we asked our readers to rate the individual 
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seen ads in that issue and specifically pick out the ones that best told the 
Rebecca Lipman V A/VI story. 

eliceilter When we finally finished reading through the pile of nominations, 
NEWS EDITORS these ads received the most votes: GE lamps (pp. 8-9); Scott Paper (pp. 
LA i eal 22-23); Westinghouse (p. 86); Caterpillar Tractor (p. 12); Bearings Inc. 


Thomas R. Temin 
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(p. 54); Clark/ITD (p. 122); Fort Howard Paper (p. 168); Dana Corp. (pp. 
38-39); Signode (p. 32); St. Regis Paper (p. 18); Camcar Div., Textron; 
Gries/Dynacast. 

What did we learn from the experiment? The most striking points 
made in the contest actually added up to a confirmation of things we 
already suspected about our readers, namely: (1) They read deeply into 
the text of the ads. (2) They analyze the logic of the story. (3) They’re 
impressed with color and creativity—but only to the point that it 
enhances the logic of the sales story. (4) They have a high degree of so- 
phistication in sorting out facts from slogans. 


piste Keb In the weeks ahead we'll be compiling all the findings of this 
inventory contest and passing it on to our advertisers. We feel the real payoff of 


Dr. Russell Decker, 
Legal 


this experiment will be a more interesting PurcHasinc in the future. 

In this issue we take the subject of supplier involvement one step 
further in our Fourth Annual Top Salesmen Competition which begins 
on page 46. And as you read what your colleagues say about good 
salesmen, be sure to note the close relationship between the salesman 
and the advertising that backs him up. 

In other important stories in this issue: 

eDr. Russell Decker explains why timing can be so important to 
buyers in periods of economic uncertainty (page 61). 

eRichard F. Verville of Combustion Engineering gives an outline 
of what’s important in preparing for a financial audit of the purchasing 
department (page 67). 

eSenior Editor Tom Dillon probes the battle over “low main- 
tenance” in the storage battery market (page 69). 

eEconomics Editor Rebecca Lipman explores the world of variable 
carrying costs (page 14). 

eWashington Editor Dan Gottlieb looks into what we can legiti- 
“org expect from Washington in the way of industrial revitalization 

elp. 

These are only a few of the areas that are involving purchasing in 
the summer of 1980. In our September 4 issue, we’ll take a look at 
another area—purchasing’s involvement in design. Don’t miss it. 
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PROFESSION 


Purchasing qualifications rise, 


Qualifications of purchasing 
professionals are rising in quantum 
leaps as top management recog- 
nizes the growing importance of 
the function and the need to pay 
top dollar. 

The consensus of a recent Pur- 
CHASING survey is that companies 
are upgrading both experience and 
education requirements of new em- 
ployees in the purchasing field. 

Fifty-seven percent of the com- 
panies polled have boosted pur- 
chasing salaries to attract qualified 
personnel. 

MBAs eyed. Importance of 
top-notch educational qualifications 
is paramount. Two out of three pur- 
chasing managers expect new em- 
ployees to have at least a bachelor’s 
degree. Some are even beginning to 
require a master’s in business ad- 
ministration. Best college degree 
for purchasing: business. More 
than seven out of ten survey re- 
spondents want strong college 
backgrounds in traditional business 
areas such as accounting, statistics, 
marketing, and purchasing. 

Experience is also very impor- 
tant. Forty-one percent of the pur- 
chasing executives surveyed say 
they require 1-3 years experience; 
39% look for 3-5 years previous ex- 


How much education 
is expected 


perience; 5% for 5-7 years; and only 
15% expect or want no previous 
experience from new hires. 

In addition to number of years, 
several cited specific experience 
they look for: 27% want people 
with commodity-buying experi- 
ence; 17% want previous manage- 
ment experience; and 15% want 
people who have worked with or set 
up an MRP system and can work 
with computers. Twelve percent 
rated nNapm certification the sec- 
ond most important qualification 
after previous experience. 

etting the grads. The sur- 
vey indicates in a few cases that 
while there is an obvious increased 
demand for degreed individuals in 
purchasing, low salaries can be an 
obstacle to attracting college grad- 
uates. ‘“‘Purchasing is still under- 
paid when you consider the job 
responsibilities, financial and other- 
wise, and overall knowledge re- 
quired in every aspect of the 
company operations,’’ says the 


director of purchasing for a large 


Midwest manufacturing company. 
But that’s starting to change— 
and fast. 
‘“‘Purchasing is just now com- 
ing into its own as an important 
executive function,’’ says Roger 


. . » andin what 
field? 


Technical 


Source: PURCHASING survey 


function’s importance grows 


Toft, purchasing manager, Amplica 
Inc. ‘“Within the past several years 
purchasing has emerged as a spe- 
cialized and highly professional 
field. Today’s purchasing manager 
must take a scientific approach to 
purchasing, and combine his know]- 
edge with dynamic new ideas.”’ 

As colleges and universities 
begin to analyze the importance of 
the purchasing function, expect to 
see more undergraduate schools 
offer programs in purchasing and 
material control. —Terri Thompson 


INVENTOR 
Look at variable 
Carrying costs 


It’s a good time to review and 
refigure carrying costs. Interest 
rates have fallen dramatically 
since the spring. And chances are 
the recession has caused some in- 
ventory to pile up. But it has also 
given purchasing managers the 
opportunity to bring in stock at 
discounted prices. 

A few months ago a popular 
number for the annual cost of in- 
ventories was 36% of their value. 
But that was when the prime stood 
at 20%. Now the cost of credit is 
down from that record high, and 
carrying costs are probably less 
than 30%. Exactly how much they 
are for your company depends on 
what stock is held—its size, value, 
and time on the shelf. 

It’s a number that a p.m. prob- 
ably will want at his fingertips. 
Carrying cost will help to decide 
whether or not to bring in more in- 
ventory than necessary in order to 
take advantage of a price savings. 
It’s no bargain if it costs more to 
store the item at a lower price than 
it would cost to buy it at a higher 
price and use it right away. 

Expert advice. Purcuasina’s 
inventory expert Norman Kobert 
advises P.M.s to pay attention to 
the costs factors ‘“‘which truly vary 


with the size of the inventory.’’ 
Most important among theses are 
the cost of cash, utilities, insur- 
ance, taxes, and space that could 
have been used for other purposes, 
says Kobert, a principal of N. 
Kobert and Associates, Fort Lau- 
derdale, Fla. 

Fixed costs such as for the 
warehouse and material hand- 
ling—both equipment and labor— 
are ‘‘accountant’s costs.’’ They 
will be on the company’s books re- 
gardless of how much a P.M. buys. 
‘It’s a mistake to throw fixed and 
variable costs together,’’ says 
Kobert. a 


CREDIT 


Vendors enlist aid 
_of collection agents 


Even though times are tough, 
and companies are experiencing 
tight cash situations, it may be ad- 
visable to encourage your accounts 
payable department to make sure 
vendors’ credit terms are met. 

More and more, suppliers are 
turning to collection agencies to 
insure compliance. Nearly three 
fourths of the sampled members of 
the National Association of Credit 
Management say they expect to in- 
crease the number of accounts 
they’ll turn over to third-party col- 
lection agents. 

The survey also shows an 
increase, from April to June, in 
the number of companies reporting 
difficulties with slow-paying 
customers. 


METAL POWDERS 
Plants expand to 
meet ’80s demand 


Producers of metal powders 
will spend more than $30 million 
in 1980 on new _ production 
equipment, according to the Metal 
Powder Industries Federation. 
Total investment last year was 
also more than $30 million. 

Federation Executive Director 
Kempton Roll says this expansion 
is the metal powder industry’s 
response to expected record 
demands for the 1980s. 


Business Report 


Current data and trends from Purchasing’s Leadtime Survey 


SUMMARY: It’s been a long, hot summer. Suppliers and buyers alike have 
been steadily hacking away at inventories to the point where many supply 
channels are dry. Specialized items are particularly hard to get now, such as 
integrated circuits and bearings. Business is expected to continue at its 
creeping pace, but buyers’ comments indicate that they can see the scope of 
the slump now. They predict an upturn by second-quarter ’81. In the meantime, 
prices, leadtimes, and on-time deliveries are improved. 


LEADTIMES: Despite spot shortages and partial deliveries of specific items, 
leadtimes continue to wind down. Of the 125 items tracked in PURCHASING’S 
survey, all but two have the same or shorter leadtimes than one year ago. 
Several buyers cited zero leadtimes in some cases, with welcome across-the- 
board reductions for electronic devices. Integrated circuit delivery fell an 
average of 4.1 weeks from a year ago, but were still cited as hard to come by. 
Reflecting severe cutbacks in mining and refinery production, leadtimes for 
zinc and zinc alloy castings are starting to stretch out somewhat. Bearings 
and electric motors were also cited by P.M as difficult to obtain now. Overall, 
however, the recession is still cutting into leadtimes. 


PRICES:The rate of price increases is still falling off, with some cuts for cer- 
tain items. Buyers face the dilemma of being lured from their steady, reliable 
suppliers by the spot discounters. In some cases, manufacturers are offering 
discounts through their distributors, but not actual list price reductions. Even 
though demand is slow, watch for list price increases in steel; one buyer 
reported a 7% hike for stainless. Corrugated and packaging products prices 
are also on the rise. Oil-based chemicals, while still rising, are doing so more 
slowly since petroleum was plentiful over the summer. Certain items are 
actually dropping in price. Among them: resins and plasticizers. Prices for zinc 
and zinc castings have also fallen. 


INVENTORIES: The inventory reducing frenzy continues, both by distributors 
and by buyers’ own plants. Some worry that with everyone’s inventories so low, 
a business recovery could be dampened with a sudden spurt in leadtimes. 
Still, 60% of buyers surveyed said they are lowering their goods on hand, a — 
slight decrease from the record 64% a month earlier. Some items, how- 
ever, are being put into inventory. A few purchasing managers, apparently 
bucking a widespread trend, are actually building inventories. 


QUALITY: Quality is slightly lower than it was a year ago, with 92% of the 
survey respondents saying incoming goods are meeting their specs. But 
quality is creeping back up from the 90% neighborhood. Quality could pick up 
again now that summer shutdowns are largely over. 


DELIVERY PERFORMANCE: “Goods are coming in almost before the 
vendors receive the purchase orders,” said one survey respondent. A 
whopping 86% of incoming products are arriving on time, a full 14% jump 
over last year. Nearly half of the buyers said that the on-time shipment rate is | 
improving. Some suppliers are shipping ahead of time. 


Most of the increased produc- 
tion capacity will be for iron and 
steel metal powders. These metals 
are used extensively in farm and 
garden equipment and by makers 
of business machines. Roll says, 
demand for metal powders by 
office machine companies “just 
hasn’t let up.” 

Some slowing. In 1979, sales 
of all metal powders hit nearly $1 
billion, up from $71 million in 


1960. Yet 1979 business was off 
somewhat from peak 1978 levels, 
principally because of weakened 
automotive demand in the fourth 
quarter of last year. 

Raw materials buyers for 
manufacturing concerns using 
powder metals are advised to have 
their suppliers lined up in the next 
few years, since the energy- and 
labor-efficient powders are likely 
to be in ever-increasing demand. 


This farmer doesnt have time 
to worry about bearings. 
Thanks to Fafnir, he doesn't have to. 


ve i % 
me oh fa ’ : aA 
eee When you have a job to do, the last thing 
, VE you want is bearing failure. From dirt or other 
i. < - 
' Pee contaminants. What you want is bearing per- 
oo ee ie : formance you can count on. 

i TS : People in all industries count on Fafnir 
ee eee Cte ls an bearings. Some examples: 1. For severe abrasive 
Se > OE 1 nvi nts: disk harrow bearings with Tr- 

— ge ce G .- environments: disk Narrow Dearings with In 
_ ay — = et 3 oe . = . | > | 2. F > |] dd | > 
Wa De : ; Ply seals. 2. For servo-controlled machinery: 
PUB A ee | 3 extra-precision ball screw support bearings. 
FS aaa tS. Sas Me 3. For cooler running, at high speeds in turbines 
PA Ne ae te SS and jet engines: precision roller bearings. 4. For 
. . A 2 
' ow 
i oscillatory motion: aircratt control bearings with 
ee aoe Teflon* seals. 5. For easy, economical mounting: 
“Abst, Flangette Units. The bearings for your appli- 
wl ; 


cation and industry are available from your local 

Fafnir sales office and a nationwide network of 

’ Authorized Distributors. 

. Whenever you have a question about 

= choosing the right bearing, count on the people 
who put bearing performance first. Fafnir 
Bearing Division of Textron Inc., New Britain, 
CT 06050. 


*DuPont Trademark 


milling and pumping can 
whip a belt to death. 


Unless it’s a Gates PowerBand’ 


Heavy, pulsating shock 
loads and lateral vibrations 
can tear an ordinary single 
belt to shreds. And that’s just 
the kind of punishment belts 
suffer on crushers, grinders 
and pumps. 

The solution? 

Use several belts — joined 
together with a high strength 
tie-band. 

Gates PowerBand. 

It won't turn over in the 
sheaves and wear out 
prematurely like single belts. 
No matter what kind of shock 
loads you throw at it. 
There's no costly drive 


PowerBand,either. We offer a 
wide range of sizes to fit 


Virtual 


So you can whip problem 
drives. Once and for all. 

For more information on 
Gates PowerBand and our 
complete line of heavy duty 
industrial belts, contact your 
Gates Field Engineer or 
Gates Distributor. 

The Gates Rubber 
Company, P.O. Box 5887, 
Denver, Colorado 80217. 


RubberEngineering at Work. 
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ALUMINUM 
Rolling capacity 
may be tight 


While many metal users are 
worried about a long-range steel 
shortage, there may be reason for 
greater concern over aluminum 
supply, according to some leading 
service center spokesmen. 

They note that, while some 
mills are increasing production 
capacity, there is a big question 
whether these expansions will be 
able to handle anticipated and 
potential increases in demand. 
Aluminum supply has been so 
tight’ in recent years, that 
shortages and allocations have 
prevailed for some products. 

The problem was recently 
illustrated by Robert H. Wasz, 
vp-general manager, Joseph T. 
Ryerson & Son: Suppose there 
were a conversion (switch in use) 
of steel to aluminum of 5%. Steel 
consumption last year was about 
118 million tons. With the weight 
ratio of steel to aluminum being 
3:1, this would mean almost 2 
million tons of conversion. Domes- 
tic aluminum mill shipments last 
year were only about 7 million 
tons. Where would the extra 
aluminum come from? 

Wasz notes that the 5% 
conversion factor is somewhat 
large, but, he says, “you can see 
what any appreciable conversion 
would mean to aluminum supply.” 

Problem in rolling. Besides 
the question of overall supply, the 
distributors note a widening gap 
between ingot and mill rolling 
capacity. A bottleneck restricting 
the flow of metal from raw stock to 
finished products—sheet, plate, 
bar, wire, and rod—is in the offing. 

This situation would further 
increase the importance of the 
aluminum distributors who have 
increased their share of participat- 
ing markets. Distributors are 
increasingly important in the 
supply picture because the mills 
have reassessed their profit- 
making posture and have begun to 
withdraw from unprofitable or low 
profit commodity markets. 

These moves will affect users 
because more products will be 
available to distributors as the 


Increasing use of aluminum in place of steel could lead to shortages. 


mills disengage from some direct 
sales marketing areas. 

Mills are recognizing the 
rising importance of the distribu- 


tor by the raising of the mill 


minimum for flat rolled products 
to 40,000 lbs. Previously, depend- 
ing on the mill, the minimum 
could be as low as 30,000 lbs. 
Distributors also assert that 
when aluminum supply again 
becomes tight, they will get their 
share of available metal—“if for no 


ELECTRIC MOTORS 


other reason than they’ve found 
out we’re a profitable outlet for 
their goods,” notes Richard A. — 
Virzi, president of A. M. Castle 
and president of National Associa- 
tion of Aluminum Distributors. 
“When aluminum was in short 
supply and many products on 
allocation,” he states, “the distrib- 
utor got a fair share of what was 
available and will continue to get a 
fair share in any supply situation.” 

—El Hoeffer 


Fast efficiency analysis available 


NEW YORK—The Motor Business 
Group of the General Electric Co. is 
introducing a new computer ram 
which can provide a_ detailed 
economic report on the cost of energy 
efficiency versus normal efficiency in 
ac motors. The is based on 
information supplied by specific 
purchasing 
Examples of some findings: 
Replacing a conventional 20 hp, 
1800 rpm totally enclosed fan-cooled 
motor running two shifts (4000 hrs/yr) 
with a comparable GE Saver 
motor would save $97/yr with 
rates at $.04/kwh and as 
-much as $195/yr with rates at 
$.08/kwh, 
®A 100-hp, 1800 rpm drip-proof 
motor running one shift (40 hrs/week) 


replaced with an Energy Saver motor. 


would save $290 at $.04/kwh and 
$581 at $.08/kwh on an annual basis. 
Replacing a 250 hp, 1800 rpm 
drip-proof motor running three shifts a | 
day (168 hrs/week) would save $1275 
at $.04/kwh and $2550/yr at $.08/kwh. 
The motor analysis can be run in 
a@ particular purchasing department by 
a GE representative using a portable 
terminal linked to a central computer 
by telephone lines. Variables in. the 


speed, 
depreciation, tax rate, hours of. 
n, and investment tax credit. ~ 
ers interested in the program 
should contact their local GE motors 
sales office or write Energy Saver: 


We're _—_ 
more flexible 
NGI OVEN. oes ns crorncir 


adds variety to her program in order to win her event, we've 
enhanced our levelling performance with the addition of 


the most modern light gauge levelling and blanking 
equipment available today. 


Combined with the %” thick, 84” wide levelling capacity 


we've had all along, this new equipment allows us to 
serve you even better with 


e fast service and timely answers 
® competitive pricing 
e@ top quality product 
@ on time deliveries 


PRODUCTS: hot rolled, hot rolled pickled 
and oiled, cold rolled, electro zinc coated, 
aluminized and high carbon sheet, 
blanks, strip, Coil and plate. 


SERVICES: Precision levelling, 
slitting, shearing ... and 
now blanking. 


STEEL & METALCO. 


One Eastern Steel Road, Milford, CT 06460 (203) 878-9381 
TOLL FREE: In CT (800) 972-9482 
In NY, NJ, MA, NH (800) 243-9838 ES 
In PA, MD, VT, ME, DEL, WASH., D.C., VA 


and Westem NY (800) 243-9683 


For more information circle 8 


WASHINGTON 


EPA offers how-to 
help on waste regs 


The Environmental Protec- 
tion Agency is offering assistance 
to smaller firms due to be hit by 
new hazardous waste regulations. 

EPA’s new regs affect all 
generators, transporters, and 
disposal facilities [PURCHASING; 
July 7, 80; p. 75]. Recognizing that 
the regs will be harder on some 
industries in which no one firm or 
couple of firms dominate, EPA 
is attempting—with limited re- 
sources—to help out. 

Example: The agency will run 
eight seminars across the country 
for electroplaters. These seminars 
will tell members of the industry 
how to comply with the hazardous 
waste regulations as well as with 
the clean water pretreatment 
guidelines released last Septem- 
ber. Sources of financial assistance 
for water treatment and secure 
disposal of wastes will be offered. 

When and where. Cities and 
dates for the seminars are: 

Los Angeles, Aug. 26; San 
Francisco, Aug. 28; Detroit, Sept. 
16; Chicago, Sept. 18; Philadel- 
phia, Sept. 30; New York, Oct. 2; 
Boston, Oct. 14; and Dallas, Oct. 
16. Contact the Epa for specifics. 

EPA’s industry assistance 
program is designed chiefly to 


Where waste 
comes from 


(% of hazardous waste in 
the U.S. by industry group) 


Source: EPA 


“help industry help itself,” 
explains Larry Buc, hazardous 
waste program manager in the 
division of economic analysis. 

Facts first. The first step, he 
says, is to disseminate informa- 
tion. If a company has a technical 
or a legal question, it can call EPA 
headquarters (202-755-9190). For 
routine questions on implementa- 
tion, any one of the solid waste 
sections of EPA regional offices can 
supply answers. 

Specific industry assistance is 
being provided to those industries 
most impacted by the regulations. 
These have been identified as 
manufacturers of chrome pig- 
ments, chlorine, woven fabric 
finishes, electroplaters, sheepskin 
tanneries, primary and secondary 
aluminum, copper and lead, 
primary tungsten and zinc, 
petroleum rerefining, some pesti- 
cides, plastics, and pharmaceuti- 
cals. EPA is focusing its assistance 
on smaller firms, because, Buc 
says, “we don’t have a ton of 
money” for the program. 

Two ways companies can 
reduce the impact: 

1. Source reduction.Change 
the process to avoid the source of 
the hazardous wastes. Example: 
Eliminate use of a particular dye 
or find a different way to treat the 
waste water to get rid of the dye. 

2. Waste exchanges. Operate 
on the principle that one compa- 
ny’s waste may be another’s raw 
material. This option can take two 
forms: (a) a materials exchange, 
which handles, treats, and physi- 
cally exchanges the wastes and (b) 
an information exchange which 
acts only as a clearinghouse, 
leaving generators and potential 
purchasers to negotiate. 

EPA says there are at least 20 
information exchanges and 3 
materials exchanges operating in 
the U.S. 

Although purchasing may not 
have the prime responsibility for 
hazardous waste management, 
buyers will need to be aware of 
the new regulations: 


®As of Nov. 19, 1980, they 
must contract only with transport- 
ers who have EPA identification 
numbers for the hauling of 
hazardous wastes. 

eThey should alert their 
management if the volume of 
hazardous waste leaving the plant 
exceeds or is likely to exceed 1000 
lbs/mo.In most cases, this is the 
trigger point at which a generator 
must have an EPA identification 
number. (Note: EPA Regional 
Administration deadline for ob- 
taining a number was Aug. 19.) 

@In November, if their plant 
stores, holds, or disposes of 
hazardous wastes on its own site, it 
must obtain a permit from the EPA. 

Disposal of wastes by EPA- 
sanctioned methods will be 
expensive. One promising method, 
in the case of chlorine or bromine, 
is combustion in cement kilns. 
These two highly toxic chemicals 
can also be burned at sea. At 
present, the Dutch have a vessel 
for this type of disposal and the 
possibility of building an incinera- 
tor ship for U.S. use is being 
considered. —Daniel W. Gottlieb 


NAPM NEWS 
Five committee 
chairs selected 


NEW YORK—The Napo recently 
announced five appointments. 
They are: 

eClifton L. Smith, manager of 
worldwide purchasing for the Pay 
Line Group of International 
Harvester, has been appointed 
chairman of the Educational 
Planning Committee. 

eJoseph J. Kalkbrenner, 
manager of purchasing and 
subcontracting for the Engineer- 
ing Services Division of the Ford 


Smith 


Vasquez 


At Penn State’s Hershey Medical 
Center, they needed a sensor that 
would last a lifetime. 


Until recently, the artificial heart was only a dream of modern 
medicine. A few medical pioneers at The Milton S. Hershey Medical 
Center of The Pennsylvania State University have made tt a reality. 

The first news came in 1977, when a mother of four underwent 
open heart surgery to ig a damaged heart valve. A heart/lung 
machine kept her alive during the operation. But after surgery, her heart 
failed, and specialists agreed she would die if removed from the machine. 

en they tried a small, — heart assist pump that 
today is controlled by our solid state Hall effect position sensor. It kept 
her alive for the eight days it took her to recover. 

And yet, that pump is only part of what it takes to make a 
totally artificial heart. ; 

Unlike the assist pump, the artificial heart is implanted inside 
the chest. So it has to be compact, and controllable. It must be made of 
materials that don’t react with the body. And it has to beat without 
producing excessive heat. 

oday the artificial heart is still experimental. But medical 
experts believe we have helped them solve one of their problems. 

We gave them a heartbeat. 

One of our Hall effect een sensors fit the requirements 
of Hershey's design. It controls the filling and emptying of plastic sacks 
that duplicate the natural motion of a healthy heart. 

Already, a number of calves have been kept alive over 100 
days. So far, one of our sensors has actuated over 18 million times in 
experiments at Hershey without a single failure. 

And this 1s only the beginning. 

Eventually, the artificial heart will be perfected for humans. 
Which means our sensor will operate about eighty times a minute. 
115,000 times a day. 42 million times each year. 

Working with customers early in their design process nearly 
always results in a better product. For them, and for us. That's one of the 
reasons why we have the widest variety of switches and sensors in the 
world. And, if we don’t already have one that solves your problem, 
chances are we can design a solution together. 

For information about how we can bring your project to life, 
write MICRO SWITCH, The Sensor Consultants. Freeport, Illinois 61032. 
Or call 815-235-6600. 

MICROSWITCH productsare MICRO SWITCH 
available worldwide through a Honeywell Division 
Honeywell International. VISIT OUR BOOTH 2042 AT THE MACHINE TOOL SHOW 


For more information circle 16 


=, — — ~~ ae 
he. te ~~, > 
‘ oa 
so ~~‘, ~~, ~~ 
be — “~ 2 
“ a, So 
‘ . » WE ~~ ~ 
a a , > 
a > ~*~ ‘a ~~, a “~. ~ 4 
: A a : ; Wa Sf ‘ 
—™~ on , ~~, ‘Ye, ‘ ™ 
| a . A ~ y 7 : 
.* —~ ~~ a, ‘ey, * ~*~ ' 
; a . ~~ ‘. _ ~~. | ~ | 
4 zi : a AA es xv % 
ee , A | 
: ~~ 4 l Puke ~ “A %, 7 ‘ 
ee ee ; 
VON Y NS Om 
=~ ; “a, ie , Hs 
i” .’ % - 4 % , 4 
; . & . 
* f 
tn fi ey, 4 A lA 
~ 
4 ~ 
f 
TM 4 ' “ ‘% Me. ‘ 


People are stepping all over us. 


Indoors or out, in fair weather or foul, they 
keep right on walking all over us. But we like it 
that way. And so do they. Because what they’re 
walking on is our Sure-Foot™ safety plate. 

Rolled from Lukens quality plate steel, 
Sure-Foot™ features an attractive pattern of 
sharp, clearly-defined projections that resist 
slippage. And it’s easy to match and to keep 
clean. 

The combination of this design and Lukens 
quality plate steel has never been available 
before. Put them together and you've got a win- 
ning combination that’s great for heavy traffic 
walkways, stairs, docks, ramps, work tables, 
truck floors, tailgates and kickplates. 


The Lukens quality plate steel gives you the 
strength and support you need, with a sharp, 
skid-resistant pattern that could be a real life- 
saver in a lot of applications. 

If you haven't already done so, ask your 
local Service Center about the many sizes and 
thicknesses available in Sure-Foot™ safety plate. 

Or contact your nearest Lukens sales office 
for further information. 


us Lukens Steel 


yu > Oe §6Coatesville, PA 19320 
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Aerospace and Communications 
Corp., has been named chair- 
man of the Pro-D Committee. 
eCarlos V. Soza, manager of 
central material at Hughes 
Aircraft Co.’s Ground Systems 
Group, has been appointed chair- 
man of the Certification Board. 
eSusan Vasquez, materials 


PACKAGING 


manager of the Chemical Division 
of Bio-Rad Laboratories, has been 
appointed national chairwoman of 
the Public Relations Committee. 
@eCass M. Eiseman, purchas- 
ing manager for Chemex Chemi- 
cals, Inc., has been appointed 
national chairman of the Member- 
ship Activities Committee. 4] 


Pros give pointers 
on film selection 


NEW YORK—Buyers of flexible 
packaging have their work cut out 
for them these days. 

Thanks to an explosion in 
materials technology, packaging 
converters have a_ bewildering 
array of new films and sealants to 
offer. But the search for a better 
packaging film is often complicat- 
ed by a lack of communication due 
to the fragmented nature of the 
packaging industry. 

At the recently held Prime- 
Pack Exhibition in New York, top 
packaging pros discussed the 
problems facing film buyers and 
suggested some strategies for 
overcoming them. 

“With all the new combina- 
tions of films and coatings on the 
market, it’s harder than ever to 
decide which ones to use,” says 
Grover Foote, executive vice- 
president of Browne Packaging, 
Inc., Milwaukee. 

He cites three obstacles to 
packaging film selection: 

Industry fragmentation. 
“Look how long it took for people to 
recognize the possibilities of 
metallized Mylar (a polyester film 
coated with vaporized metal) for 
many packaging applications,” he 
says. “It’s been around for years, 
but it took a foil shortage and 
acceptance by food companies to 
emphasize its unique advantages.” 

Exclusivity. “Some packag- 
ing companies will develop an 
exclusive or semi-exclusive prod- 
uct or product variation, pointed 
toward one company or industry. 
Because of this, some new films 
just aren’t available to the market.” 

Lack of criteria. “When 
discussing packaging possibilities 


with your supplier, it is important 
to discuss all criteria, no matter 
how inconsequential they may 
seem,’ says Foote. “Take some- 
thing as simple as punching a hole 
in a blister pack. If the film to be 
used is too tough to be punched 
easily, it’s back to the drawing 
board. 

“Most packagers don’t get fine 
enough with criteria. Make a list, 
and make it complete as possible.” 

When establishing such crite- 
ria, buyers should begin by finding 
out what the packaging has to 
accomplish. 

“What do you want the film to 
do?” asks Bill Crabaugh, market- 
ing manager for Koch Multi-Vac, a 
packaging machinery distributor. 

Crabaugh suggests buyers 
consider the product, the market, 
and production volume, as well as 


Where the flexible 
packaging dollar goes 


Paper and 


Plastic films 


Paper with 
47% 


film or 
foil 
18% 


Foil and 
film/foil 
combinations 
2% 


Other laminates and 


coextrusions 


Source: Commerce Dept., 
C.H. Kline & Co. estimates 


whether protection from oxygen, 
chemical resistance, prevention of 
static, or other qualities are 
factors. Once these parameters are 
established, the choice of film 
should be more apparent. 

He reminds buyers that film 
dimensions and suppliers are 
important factors: 

Standard widths. Films 
come in standard widths; buyers 
should check widths against 
package dimensions, in order to 
minimize waste. 

Nonstandard properties. 
Films made by different suppliers, 
though generically the same, 
will still have different handling 
qualities. These differences will be 
magnified on close-tolerance, 
high-speed packaging equipment. 

—David Erickson 


WIRE ROD 
Users uncertain 
about supplies 


Wire producers’ worries about 
long-term supplies of rod mean 
buyers of wire and wire products 
should avoid single-sourcing. 

Independent wire makers 
generally agree that domestic rod 
supplies are adequate to meet 
their current needs, since demand 
is off during the recession. 

But when it comes to the 
3-5-year outlook, there is disa- 
greement within the industry over 
whether enough domestic rod will 
be available to permit rod users to 
avoid more costly imports. 

Industry estimates put total 
domestic rod production capacity 
at about 6.2 million tons annually 
by 1985, according to Brian 
Cassedy, managing director of the 
Independent Wire Producers 
Assn., a trade group. “Half of what 
the integrated mills produce is 
consumed by those same mills,” 
Cassedy says. With current wire 
industry needs at about 4 million 
tons annually, he argues, some 
dependence on foreign rod sources 
is assured. 

Watch prices. Considering 
that domestic rod prices are about 
10% lower than foreign, indepen- 
dent wire producers forced to use 
offshore raw materials could find 
themselves in a cost squeeze. Wire 


Last year we served over fiity-cight hundred 
cities and landed in one place. 


The worlds leading airireight airline. 
A Tiger Inter al C ompatiy 
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It takes high fidelity 
to make a bearing silent. 


Give other bearing manufacturers the 
time, and they could produce a “perfect’’ bearing. 

A silent bearing. Cool running, long lasting, 
practically frictionless. 

But could they produce ten? A hundred? 

A thousand? 

We can. In fact, we produce hundreds of 
thousands of high-speed electric motor bearings 
that are virtually noiseless. 

All it takes is high fidelity: the ability to 
translate exacting prototype specifications into 
mass manufacturing techniques. 

We can do it. With special super-automated 
machinery that no other bearing manufacturer has. 

If you're interested in buying more than 
one “‘perfect’’ bearing, contact Hoover-NSK. We 
believe in faithful reproduction. 


noowver-= 


BEARING COMPANY 


5400 S. State Road « P O. Box 1507 
Ann Arbor, Michigan 48106 
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~ DEPEND ON OUR PAST FOR 
YOUR FUTURE. 


A handshake and a promise may be all it takes to get a 
business relationship off to a good start, but it takes a 
record of dependable service and personal commitment 
to keep it going — and growing. The kind of service that 
Allied Oil has been delivering since 1925 to customers 
in the foundry and steel industries, and to major utilities. 

Fuel oil is our only business at Allied. And that 
means meeting your fuel oil needs always comes first. 
Our customers have depended on us in the past, and 
they ll be able to depend on us in the future too. 


ALLIED OIL COMPANY / Division of Ashland Oil, Inc., 


Because we re nanee expanding our fuel 
supply lines for greater product availability. Strengthen- 
ing our service facilities to answer customer needs 
throughout our growing marketing area. And, we're 
constantly adding to our professional staff to provide 
the best technical advice and counsel possible. 

Count on Allied for y your fuel oil future. We've got 
what it takes to keep you going. 

Call us today, and shake the hand of someone who 
cares about your fuel oil needs. 


YOUR RELIABLE FUEL OIL SOURCE. “=> 


One Erieview Plaza, Cleveland, Ohi 


Principal Offices: Buffalo, New York 14217, (716) 877-7177; Canton, Ohio 44711, (216) 477-0037; ee , Illinois 60608, GB 12)523<8100; Bouisville, Kentucky 40202, 
5, 


(502) 584-5588; Pittsburgh, Pennsylvania 15220, (412) 922-4443; Southfield, Michigan 48075, (313) 559- 


“198f Ssbland Nil Ive 


IT) StePablyP ark Tesbtan 550¢1, (612) 459-9771. 


Wire makers cut 
back on foreign rod 


(% of imported wire rod 
sold in the U.S.) 
70 
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Source: Arthur D. Little, Inc. 
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single supplier could face unex- 
pected price hikes with no 
immediate place to turn. 

Because of the cost differenti- 
al, independent wire producers 
have been gradually reducing 
their dependence on foreign rod. 

Frederick W. Gander Jr., a 


JOB SHOPS 


consultant with Arthur D. Little, 
Inc. (which studied the supply 
prognosis for the wire rod users 
last year) agrees that it’s unlikely 
wire rod consumers’ needs will 
ever be completely met by 
domestic steel mills. A more likely 
estimate for 1985 is 61%, he says. 

Nevertheless, some are less 
concerned about domestic rod 
supplies. Industry expert Richard 
J. Callahan, editor of Wire 
Industry News, sees no problem 
with future domestic sourcing. He 
notes several signs of steel mills’ 
commitment to rod. 

Current glamour boy of the 
rod industry is Raritan River Steel 
Co.’s new 600,000-ton/yr plant at 
Perth Amboy, N.J. Atlantic Steel 
Co. of Atlanta, Ga. is adding a 
high-speed finishing machine to 
its 150,000-ton/yr rod works that 
will double the speed at which the 
facility can turn out rod. 

And, as Callahan points out, 
U.S. Steel Corp. can always revive 
its Pittsburg, Calif. plant if it sees 
sufficient demand. Meanwhile, 
Davis-Walker, the big Los Angeles 
wire maker, is planning to build 
its own 300,000-ton/yr rod plant. 

—Thomas R. Temin 


Buyers use economic 
lull to seek new sources 


Buyers are taking advantage 
of the current economic lull to 
check out new job shop vendors. 

The primary aim is to line up 
additional sources of supply for the 
next business boom, rather than 
switching from present suppliers. 
Much of the investigation is taking 
place at a series of Job Shop and 
Custom Components Capabilities 
Shows being held across the 
country this year. 

Exhibitors at the Milwaukee 
show noted that attendance was 
generally good. Shops specializing 
in general machining drew the 
most interest, while others, 
including stampers, foundries, die 
and investment casters, forging 
Shops, plastic molders, screw 
machine shops, and metal finish- 
ers, reported good to poor attendee 


interest. 

The two largest categories of 
visitors are buyers and design 
engineers (25% each), followed by 
production engineers, top manage- 
ment, quality control and product 
development engineers. 

Interest in VA. Exhibitors 
say that after cost, the main 
concern of buyers is the kind of 
service the shop can provide. This 
includes VA services, especially 
the ability to provide cost-saving 
ideas on the part made. Other 
buyer concerns are quality assur- 
ance and production capacity. 

A prime benefit derived from 
the direct contact a show provides 
is the buyer’s ability to size up a 
prospect’s technical and manageri- 
al capabilities. Many visitors, 
including P.M.s, brought blue- 


y 
Buyers are particularly interested in 
services available from new job shop 
sources. Photo shows scene at a re- 
cent job shop show in Milwaukee. 


prints to the show and either 
discussed their needs with the 
prospective vendor or gave the 
prospect a print or two to take back 
to the shop to work up a quotation. 

Both buyers and vendors note 
a continuing trend to broader 
geographic marketing of job shop 
parts and services. Traditionally 
job shops served an area within a 
200-mile radius of the shop. Today 
it’s common for vendors and 
buyers to reach out over a 500-mile 
radius to match up users needs 
with vendor capabilities. Some 
highly specialized suppliers have 
customers nation-wide. 

Even though transportation 
costs continue to rise, this trend to 
wider geographical markets will 
continue, vendors and buyers 
agree. Two factors are at work: Job 
shops are typically limited in 
productive capacity and often 
cannot handle a _ customer’s 
expanding volume of business; 
and, as users’ specifications 
change, finding a shop that can 
make the new or altered part often 
necessitates going out of the 
buyer’s historical market area. 

Expanded sourcing. Anoth- 
er trend is to increase the number 
of job shops furnishing a specific 
part or service. Usually only one or 
two shops are used as a source, but 
now buyers are adding another 
vendor or two to their approved 
list. The main reason is to assure 
supply when business activity is 
high. Over the past few years, 


DON’T GET CAUGHT WITH 
YOUR PARTS DOWN. 


Your LPM distributor has OEM quality lift truck 
parts ready to deliver. 


Waiting for an OEM replacement part can be 
costly. In time. And in interrupted production. 

But if you have any of the leading OEM industrial 
lift trucks or towing tractors, (gasoline, diesel, LP 
gas or electric), LPM can supply you with re- 
placement parts. In a hurry. 

All of these parts are manufactured by companies 
with recognized reputations for producing top 
quality parts. And they're built to exacting stan- 
dards that meet or exceed OEM specifications. 
LPM offers you the broadest coverage of re- 
placement parts for all leading OEM lift trucks. And 
more economically, because you get them from 
one source— your LPM distributor. One call, one 
P.O., one invoice. And there’s a 90-day warranty 
on all LPM parts, backed by $1 million worth of 
product liability insurance. 

Next time your lift truck breaks down, don’t panic. 
Call your LPM distributor listed below. He'll be sure 
to get you the part you need. 


244 LPM distributors—world-wide. 


= => a? EPA, 
PARTS 


AN ECHLIN “AN ECHLIN COMPANY 
333 EAST TOUHY AVENUE, DES PLAINES, IL 60018 


Call your nearest LPM distributor. 


Lift Truck, Inc., Wilmington, DE (302) 575-0700 Orange Handling, Middletown, NY (914) 343-0641 
Field Machinery Co., Cambridge, MA_ (617) 354-3330 H.O. Penn Machinery, Tuxedo Park, NY (914) 351-4771 


Northland Industrial Truck Co., Inc., Wilmington, MA Local Industrial Fork Truck, Inc., Bernville, PA 
(617) 729-7120 (215) 488-1041 & (800) 422-8534 


LPM Parts & Service of Baltimore, Baltimore, MD (301) 355-4710 Heitzman Equipment, Inc., Glenmore, PA (215) 458-5777 
Lift Parts & Service of Delmarva, Salisbury, MD (301) 742-6896 LPM Parts & Service of Delaware Valley, Inc., Philadelphia, PA 
Lift Parts Service of New Jersey, (201) 227-0030 (215) 365-4712 & 4713 


LPM of New Jersey, Linden NJ (201) 862-1600 Tygard Equipment & Service, Pittsburgh, PA (412) 381-4464 


Metropolitan Lift Parts of New Jersey, Inc., Newark, NJ Ransome Lift Equipment Co., Wilkes-Barre, PA (71 7) 825-2789 
(201) 589-1999 Crellin Handlin ae ipment, E. Providence, RI 
(8 


Art Vaders Lift Trucks, Newfield, NJ (609) 694-2010 eb eee - Jit he renee 
H.O. Penn Machinery Co., Armonk, NY (914) 273-9800 ydnor Industrial Service, Inc., Ashland, 
Metropolitan Lift Parts, Inc., Brooklyn, NY (212) 277-5858 (804) 798-9071 & (800) 552-5690 


CFE Equipment Corp., Norfolk, VA (804) 480-2660 
Lift Parts of New York, Inc., Maspeth, NY (212) 326-2650 bi ia fais or phone (312) 299-1950. 
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buyers have been plagued by spot 
shortages and lengthy leadtimes 
for the job shop procurements. “I’m 
looking to put 2-3 shops on the line 
so I can get full service, especially 
for delivery,” noted a buyer at the 
Milwaukee show. 

A value analysis/value engi- 
neering seminar is being held 
daily in conjunction with the 
exhibits. The message is that 
buyers can rely on job shops for VA 
help as much as they rely on their 
commodity suppliers. When work- 
ing with a job shop for VA help, the 
buyer should focus on the function 
of the design. A leading Midwest 
value engineer advises: “Tell the 
shop what the part does—don’t just 
give it a print and ask if it can 
make the part. Then ask if the 
shop can satisfy the need with a 
part made better or at a lower cost. 
Given all the information, it can 
usually help.” —El Hoeffer 


SEMICONDUCTORS 
Leadtimes drop 
“dramatically” 


The long-awaited easing of the 
semiconductor device market has 
arrived. 

Leadtimes for many common 
items—especially integrated 
circuits and 3-terminal voltage 
regulators are shrinking from the 
32-52 weeks they were earlier this 
year to around 16 weeks and, in 
cases, off-the-shelf, a semicon- 
ductor manufacturer reports. 

William Kelly, purchasing 
manager for Analog Devices of 
Westwood, Mass., said that al- 
though demand for ICs by the 
electronic toy makers continues to 
be strong, some of the big com- 
panies in the computer industry 
have curtailed their orders. 

Although orders have slipped, 
factory activity hasn’t slowed 
much, a Motorola manager says. 
That’s because plants are still 
working off their backorders, some 
of which are several months old. 

He adds that certain specialty 
items, which the factory is geared 
to produce in small quantities, still 
will take a while to deliver. But for 
the large-run commodity devices, 
prices will drop slightly and 
leadtimes ‘‘dramatically.”’ a 


Disposal rules are changing 


To Purcuasine: We are interested 
in any sources you could provide 
that will properly dispose of 
drums containing chemical resi- 
due. From a purchasing manager 
in Lincoin, Neb. 

SOURCE FINDER: Waste dis- 
posal is a huge headache be- 
cause of problems at places like 
Love Canal, N.Y. Rules of the 
game are changing as a result of 
the Resource Conservation and 
Recovery Act. The federal En- 
vironmental Protection Agency 
will be granting permits to dis- 
posal contractors, but not until 
November. Some states have the 
authority under law to deal with 
waste management. So your best 
bet is to call your state era office 
first. If they’re no help, call this 
federal cepa action line: 
800-821-3714. That number covers 
Nebraska, lowa, Kansas, and 
Missouri. 


To Purcnasina: Some product 
lines are being discontinued by 
suppliers, probably to discard un- 
profitable items. It becomes a 
serious manufacturing problem 
to find suitable substitutes. Cur- 
rently my biggest buying problem 
is 4130 sheet, normalized condl- 
tion N, which was discontinued 
by my supplier. From a purchas- 
ing manager in Mich. 

SOURCE FINDER: Interlake 
recently discontinued production 
of 4130 at its Newport, Ky., plant 
because the facilities were aging, 
and apparently didn’t warrant re- 
investment. Very few other com- 
panies make the product, partic- 
ulariy in sheet form, because of 
its specialized nature. It is an air- 
Craft-grade steel, high in moly 
content. Condition N is a very 
high-strength spec, at least 
95,000 psi. The product typifies a 
lot of problems confronting steel- 
makers. It has a very limited mar- 
ket. Government specs are tough, 
and expensive to meet. Moly 
supplies have been a big probiem 
in recent years. And there’s 
inadequate capital to upgrade 
equipment, particularly for a 


marginal product. 

A number of big producers 
make type 4130 sheet. The ques- 
tion becomes: Is it worth their 
while to meet your specs? Some 
producers say they can supply 
your product, depending on the 
size spec and the quantity 
needed. The Irvin Works of U.S. 
Steel in West Mifflin, Pa, for in- 
stance, has the equipment to 
make normalized condition N 
4130. Sharon Steel is also able to 
make the product within certain 
size limitations. 

You may want to investigate 
an alternate product, such as a 
high-strength steel. The Amer- 
ican Iron and Steel Institute re- 
cently published a High-Strength 
Sheet Steel Guide which lists 
suppliers by product group. It 
may give you some leads to in- 
vestigate. It’s avallable through 
the Committee of Sheet Steel 
Producers, aisi, 1000 16th Ave., 
N.W., Washington, D.C. 20036. 


& & & 


If you have any leads for any 
of the issues raised here, or have 
any sourcing problems you would 
like listed, please contact 
SOURCE FINDER, Purcuasina, 
221 Columbus Ave., Boston, 
Mass. 02116. No charge. All in- 
quiries confidential. 

Other sourcing information: 
eThe National Tooling and Ma 
chining Assn. maintains an Open 
Time Information Service Nation- 
al Hotline at 301-248-4888. It can 
direct buyers to specific shops 
which have open time. 

eThere’s a new source of bear- 
ings in the U.S. It’s snr Bearings 
usa, a subsidiary of snr France. 
The company has established a 
technology and distribution 
center at Carlstadt, N.J. Phone: 
201-460-9777. 

eA new specifiers guide for 
metric fasteners used in equip- 
ment and machinery is available 
from Nationwide Metric Supply 
Corp., 15 Caldwell St., Hunting- 
don, N.Y. 11746. 
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ustrials use Parco. 


These purchasing agents demand a top quality 
O-ring from a manufacturer that provides fast, 
trouble-free delivery at reasonable prices. Big 
companies. Small companies. More and more 
purchasing agents are ordering Parco O-rings. 
Here’s why! 


Full product line. O-rings, Contoured Backup 
Rings, T-Seals, and Custom Seals. With all the 
sizes and the broadest range of compounds, we 
reduce shopping-around time. Hundreds of 
special sizes eliminate most tooling charges. 


Service. Our experienced local distributors and 
factory representatives provide the pre-sales and 
post-sales service these tough purchasing agents 
demand. 


Quality. If the VP of Manufacturing reports that 
the O-rings you ordered are defective:and he has 
to shut down the production line, you’re on the 
carpet. So, while the industry operates to a 2.5 
AQL, we run our plant internally to a 1.5 AQL. 
We inspect each and every O-ring before it’s 
shipped to you. 


Delivery. To reduce your O-ring inventory costs, 
Parco offers short four week manufacturing lead 
times, a large computer-controlled inventory and 
the best on-time delivery in the industry. And 
you have the convenience and peace-of-mind that 
your O-rings are stocked locally by your Parco 
distributor. 


Cost. We realize you must keep costs to a 
minimum. With Parco, you pay just the initial 
price. We eliminate the costs of unkept delivery 
promises, excess safety stock, quality returns, 
production shutdowns and product recalls. 

Fast Action. We're big enough to handle 
America’s largest corporations. Flexible enough to 
bail you out of an emergency O-ring need. 
Several FORTUNE 500 purchasing agents even 
claim we “worked miracles”. 

We want your business. Our ‘We want your 
business” attitude shows. That’s why we’re the 
fastest growing O-ring manufacturer in the 
world. Big customer or small, when we give you 
a commitment, we meet it. Put us to the test. 


For complete information write or call. Your 
literature will be on its way in 24 hours. Then call 
us in—and watch us respond. Just like we’ve 
been doing for purchasing agents in the 
FORTUNE 500. 


When you need O-rings, Parco delivers. 


: FIRST IN SEALING TECHNOLOGY 


2150 Parco Avenue + Ontario, California 91761 
Phone (714) 983-3611 * TWX 910-581-1206 
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We e spent $1,500,000 making GAF's butanediol the industry standard a and were commit 
continuing long range gE" improvement program 


aioe 
We P ising ad $15,000,000 in a joint venture on stream in West Germany to supply | the bu 
marke 


| spent $2,000,000 expanding our Texas City plant and installing a gasholder to assure é 
a ply of vital acetylene 


For complete details, write: 
GAF Corporation, Acetylene Chemicals Department 
140 West 51 Street, New York, N.Y. 10020 
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No. 1269 SANDER. A new high-sr 
sander. Turns at 7000 RPM maxi 


No. 1268 GRINDER. A new depressed 
center wheel grinder rated at 7/000 
RPM maximum. Develops 2 peak HP 
at 13 amps. 


No. 1240 GRINDER. A new 41/2-inch No. 1267 SANDER. Now with 50% 
depressed center wheel grinder. De- more power...faster—5000 RPM. Rat- 
velops .4 HP at 11,000 RPM, yet ed at 13 amps, it develops 2 full peak 


weighs only four pounds, five ounces. HP. 


Anold SIOUX favorite...the No.1267 Sander... 
has been improved. Now it has 50% more 
power than previous models. Two complete- 
ly new SIOUX tools...the No. 1268 Grinder 
and the No. 1269 Sander...both with a free 
speed of 7000 RPM maximum. These break- 
throughs for the 80s are possible only 
because SIOUX electric tools are now built 
with SIOUX’s own quality universal motors... 
making them tougher, stronger, more dur- 
able and reliable than ever. Start the 80s with 
a SIOUX breakthrough. 


Another new SIOUX tool for the 80s is the 
No. 1240 4%”’ Depressed Center Wheel 
Grinder...speed and power to spare in a tool 
small enough to fit into the tightest spots. A 
grinder that revs up to an amazing 11,000 
RPM yet weighs only four pounds, five 
ounces. 


If you’re looking for power in a 9-inch Sander 
or Grinder, try the SIOUX No. 1251 Sander, 
No. 1252 Grinder and an old favorite, the 
SIOUX No. 1270 Grinder. 


See these breakthroughs for the 80s at your 
SIOUX distributor or write or call SIOUX 
TOOLS INC., Sioux City, lowa 51102. 


TOOLS INC. 


2901 FLOYD BOUEEVARD ‘@ SIGUXCITY, IOWA 51102 
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No. 1251 SANDER. A 9-inch heavy- 
duty sander with ample power for 
continuous service. Versatile enough 
for any job. 6000 RPM maximum. 


No. 1252 GRINDER. The same basic 
tool as the No. 1251 sander, but 


equipped for grinding.6000 RPM max- 


imum. 
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No. 1270 GRINDER. A 9-inch heavy 
duty grinder that turns at 6000 RPM. 


Combine your new SIOUX 
Sander with the new SIOUX- 
PER Disc. Made with an 
amazing new zirconia alu- 
mina alloy formulation that 


sharpens itself throughout 


the life of the disc. Increased | 


production because of fewer 
stops to change discs. This 
new disc will give you a 
faster starting cut and will 
continue to give dependable 
cutting action long after 
conventional discs have 
been discarded...up to three 
times as long. Available in 
7-inch and 9-inch sizes; 16, 
24, 36 and 50 grits. 


TRIANGLE 
ELECTRONICS 
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SUPPLIER 
Metal Products, Inc. 
Danfield, Illinois 


You ve just finished going over your 
product sheets. You ve carefully made your 
choice and placed the order. Now for the 
most important detail. 
Make sure your supplier ships your 
order on American Airlines Freight System. 
At American. weve got some 900 
flights a day. Each one carrying freight. 
And acomputer tracking system that lets 
US know where every shipment is at every 
moment. To make things even simpler, 
you can use your P.O. number as the 
waybill number, too. 

So when you need something de- 
livered in a hurry. you can depend on us. 


AmericanAirlines Freight System 2 


P.O. Box 61616, Dallas/Fort Worth Airport, Texas 75261, U.S.A. 


PURCHASE ORDER 


800 CROSSBAY BLVD. COPIAGUE, NEW YORK 11726 


DATE ORDERED TERMS 
30 days Net. 
1/22/80 
ee re Above Address 


IF IT'S WORTH SHIPPING 
BY AIR, IT DESERVES 
THE AMERIGAN ADVANTAG 


1706] 


BUYER 
John J. Carol 


And in today's deregulated environment, 
you may even save money with American 
Airlines air freight compared to the cost of 
ground transportation. 

Hard to believe? Ask us to prove it. 
We'll show you just how fast, reliable 
and cost-competitive we really are. In 
fact, we'll give you the key to big savings 
when you call. 

Just send us your business card 
and we'll send you a handsome, 
genuine leather key fob. Absolutely free. 

When you figure out how much 
American can save you, youll see that it 
really does pay to get it on American. 


_— 


Pa 
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peculation: 


Viewpoint 


Jack E. Heltman of Mueller Brass Co. 


A life and 


death issue for copper 


The big-time metal speculators 
have four favorites: gold, silver, 
platinum, and copper—in that 
order. Industrial buyers endure 
hardships when the precious 
metals go on a rollercoaster. But in 
most cases precious metals make 
up only a small part of their 
company’s products, and so the 
storm can be ridden out. But that’s 
not the case with copper. The red 
metal is a basic raw material for a 
considerable chunk of U.S. indus- 
try: It is used in products from 
tubing to electronics. When its 
price goes up and down as much as 
50% in a matter of months—as it 
did late last year (up) and early 
this year (down)—the result is no 
mere storm. Copper buyers and 
buyers of copper-bearing products 
find themselves facing the basic 
issue of business life and death. 

Something may have to be 
done, says Jack Heltman, vp 
—material for Mueller Brass Co. 

“I’m free-market-oriented, 
but if this industry were allowed to 
falter because of these wild swings 
in prices, I think it would be a 
detriment to our own national 
interests. I guess I would like to 
see something done to attempt to 
control these wild swings.” 

The question is, can anything 
be done? And the answer is, 
probably not much. The New York 
exchange (Comex) could be more 
strictly regulated, suggests Helt- 
man, who is a copper expert and 
chairman of NAPM’s nonferrous 
metals committee. But that 
wouldn’t be likely to do much good. 
The speculators would simply shift 
to the London Metal Exchange “or 
set up a new exchange in a place 
like Hong Kong.” 

Stability for now. As long as 
the speculators are in the market, 
copper buyers can expect to see 
continuing gyrations in price. 
Heltman sees stability in prices for 
at least the rest of this year, 


because of the hard times. But 
once the recession is over and the 
big copper markets in automobiles 
and appliances pick up, he looks 
for the speculators to return and 
for prices to start up again. 

Without the recession, prices 
would have topped $2/lb in the 
current market, he says. 

To anybody who doubts the 
presence of speculators in the 
copper market, Heltman recites 
these statistics: “Twenty-five years 
ago, about 2500 future contracts 
were traded on Comex for about 
60,000 tons. Last year, 2.8 million 
contracts were traded for more 
than 38 million tons or four years’ 
worth of production. So, as you can 
see, the speculators are driving the 
market.” 

Market factors. There are 
other factors affecting the market. 
There are so many factors, in fact, 
says Heltman, “that it’s difficult to 
put your finger on all of them. It’s 
like trying to pick up mercury 
with a fork.” Here are some: 


eThe pegging of prices to 
Comex, which Heltman favors. He 
would like to see all producers do it 
(joining companies like Kennecott, 
Anaconda, and Cities Service). But 
he recognizes the problems. 
Producers that peg prices to 
Comex “relinquish their preroga- 
tive on price. They just swing with 
what the speculators are doing.” 

eThe heating up of the Cold 
War. “It will have a bullish effect 
because you'll have more demand 
for ordnance.” 

e“There’s a new demand for 
copper in the Near East as their 
building programs—programs like 
desalination—come to fruition.” 

eHigh mortgage rates are 
piling up a mountain of pent-up 
demand for housing that eventual- 
ly will explode, creating a sudden 
boom in copper demand. 

Buying strategies. These 
factors point to higher demand for 
copper and to higher prices. What 
can the smart buyer do? Says 
Heltman, “In the short term, keep 
your inventories down.” 

For the longer term: “You’ve 
got to be vitally aware of terminal 
market pricing (Comex, LME). Try 
to analyze the trends and stay as 
close to the market.” el 


Heltman’s advice to copper buyers: “‘In the short term, keep your 
inventories down. For the long term, stay close to the market.” 
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ba 800 CROSSBAY BLVD. COPIAGUE, NEW YORK 11726 


SUPPLIER TERMS 
30 days Net. 


SHIP TO 


DATE ORDERED 


BUYER 


Metal Products, Inc. John J. Carol 


Danfield, Illinois 1/22/80 
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How to put 
pizzazz in your 
cost control 


What's working 
for your colleagues 


The Doerr Experience 


Sometimes it pays 
to play one-on-one 


By John F. O’Connor / Editorial Director 


Although nobody can be blamed for looking or wishing for 
one, there’s no such thing as a knockout punch in the cost 
control business. The biggest inflation offsets invariably come 
from steady day-by-day efforts. 

Nonetheless, there still are ways available to chalk up 
impressive results. Indeed, a deftly applied dose of drama can 
often serve to (1) underscore your continuing commitment to cost 
control; (2) fire up the troops (buyers and suppliers alike); and (3) 
enlist important allies (your own plus supplier managements). 


Some examples of dramatic approaches in action: 

eA vendor day, sponsored by Doerr Electric Corp., 
triggered cost control ideas from more than 100 vendors. 
Doerr estimates the dollar payoff so far is $800,000 in savings and 
figures on an ultimate return of $1 million. 

The mechanics: President George Mathews told key 
suppliers assembled at Doerr’s Cedarburg, Wisconsin headquar- 
ters: “Through your exposure today, you may be able to suggest 
how we may buy smarter and design smarter.” Vendors then were 
invited to examine purchased parts, discuss specs with Doerr 
technical people, and observe their own products in use. 

Doerr’s director of purchasing, Bill Boerger, doesn’t claim any 
knockout punches, but he has gotten a steady stream of solid, 
dollar-saving suggestions. Equally important, Doerr’s suppliers 
have been alerted to the company’s continuing commitment to cost 
control, its receptivity to innovative thinking, and its dedication to 
mutually beneficial supply relationships. 

ePlaying one-on-one can be equally effective. A number 
of purchasing departments are inviting major suppliers into their 
offices to open up an exchange of information that will reduce costs 
and risks for both sides of the negotiating table. 

How the sessions work: The idea is to allow adequate time 
for creative thinking, information gathering, and, where needed, 
some constructive stewing. With this in mind, the individual 
supplier is asked to pick an appointment date. Next, he’s cautioned 
to show up armed with facts, figures, and suggestions. 

Some of the most successful practitioners of this 
approach advise spelling out these facts for suppliers: 

1. The call for presentations is a result of the profit pinch and 
declining business, plus an overriding need to plan for an 
uncertain future; it is not just some dreary drill designed to pacify 
your jumpy brass. 

2. This approach is also a direct result of a totally new 
business era, one that demands buyer-seller candor and 
cooperation. 

3. The vendor’s competitors are being called in for similar 
sessions. 

4. The presentations will figure in future buying decisions. 


Points worth noting: Effective cost control, like effective 
purchasing, can never be passive. Only constructive pressure 
begets ideas and action. And, a little showmanship can make that 
constructive pressure payoff even more. Pa 


Our bearing and PT collection is 
complete. Including the rare ones. 


We stock complete lines of $100-million inventory is tied to a 
bearings and power transmission modern microfiche/CRT data 
components, not just the most retrieval system to find even the 
popular sizes. Every type of bearing, scarcest part fast. Plus 24-hour 
belt, sprocket, gear, chain, drive, emergency service, professional 
reducer. More than 200,000 different maintenance seminars and more 
parts convenient to you at 200-plus than 1,000 trained, experienced 
“neighborhood” branches backed by bearing and power transmission 
nine regional stocking centers and specialists to help you get the 
our Power Transmission Center in most from your bearing/PT dollar. 
Columbus, Ohio. Our computerized Call us today. 


Bearings, Inc. 


Corporate Office: 3600 Euclid Avenue, Cleveland, Ohio 44115 


Dixie Bearings, Inc. 


Headquarters: 276 Memorial Drive, S.W., Atlanta, Ga. 30303 


Bruening Bearings, Inc. 


Headquarters: 3600 Euclid Avenue, Cleveland, Ohio 44115 
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The industrial 
revitilization 
diagnosis 


New thinking veers 
toward preventive medicine 


Much depends on 
industriai priorities 


There’s a danger 
in overmedication 


washington outiook 


By Daniei W. Gottlieb 


Industrial revitilization is becoming a catch phrase for 
everything people think government should do for or stop 
doing to U.S. industry. 

Up to now the role of the federal government has been 
restricted pretty much to that of savior—coming to the aid of 
industry after the damage has been done. The result has been a 
patchwork of crisis response mechanisms such as the 
$1.5-billion loan program for Chrysler, the steel trigger pricing 
mechanism, and restrictive quotas on textile imports. 

Newer thinking on the subject is being directed at 
changing the focus away from crisis aid toward promoting 
growth in promising sectors of industry and aiding the patient 
before the illness is terminal. Heaviest emphasis is on ways to 
encourage industry to increase the pace of technological 
innovation, on meeting the challenge of foreign competition, 
and on replacing antiquated plant and equipment. 

Here’s a rundown on the main options being discussed by 
Republicans and Democrats in this election year: 

eCapital formation. Faster depreciation and other tax 
cuts for business are central to just about all plans. The 
trouble with most of these plans is they’re aimed at the long range. 
In the short range Congress must work on plans for achieving 
greater economic stability and governmental predictability. 

eRevival of the Reconstruction Finance Corp. or other 
quasi-public lending and guarantee institutions. The alterna- 
tive: Better coordination of programs such as Commerce’s 
Economic Development Administration and countercyclical reve- 
nue sharing for aiding depressed industries and areas. Current 
thinking leans toward improving what’s already in place. 

eTrade promotion. Current Administration bills to create 
export trading companies to aid small and medium business 
market overseas are seen as marginal aids. The problem here, 
say the experts, is that much missionary work is needed to 
reorder corporate thinking on the value of overseas 
marketing. 

eProductivity and innovation. Here too, government action 
can only be marginal. Before government action can play any 
significant role, corporate managers will have to reorder their 
short-term vs. long-term profit priorities. 

eResearch and development. Most experts agree that more 
basic industrial research is needed. The problem is how to make 
R&D attractive to industry without giving away the store. 

@Regulation. Industry's cry about regulatory burden is being 
heard. More attention will be paid to “how” (in terms of 
reducing cost and allowing industry flexibility) of new rules. 

The big danger in all of this thinking on industrial 
revitilization, of course, is that the wrong medicine may be 
applied at the right place and time and vice versa. Worse yet, 
too much medicine could undermine the basic strengths of our 
industrial system, such as reliance on market response for directing 
investment priorities. 

The direction of the thinking on this subject could well 
be the most vital issue in this year’s election debate. es 


The Handy & Harman family 

of specialty manufacturing companies... 
making good products that become 
partof your good products. 


We're a family of companies worth knowing. 

Our parent company, Handy & Harman, was founded 
as a three-man precious metals operation more than a 
century ago, in 1867. Today we're a “Fortune 500” 
company, with a solid reputation as the U.S. leader in 
precious metals fabrication and refining. 

Over the past several decades we've grown in a new 
direction. We've become a family of specialty manufac- 
turing companies, with eighteen U.S. subsidiaries and 
divisions. Our products are now made of non-precious 
metals and plastics, as well as precious metals, and 
they're used in virtually every manufacturing industry. 

Our companies are diverse, but share some important 
features. We all make industrial products—products 
that become part of your products. In the main, we 
make specialty rather than commodity products, 
whose production is likely to be measured in pounds 
or even ounces rather than tons. As you'd expect in 
this kind of specialty manufacturing, our companies 
are characterized by high engineering skills, advanced 
equipment and a faculty for innovation. We work 
closely with customers, from initial design to product 
application and follow-up service. 

This ad introduces you to our parent company and a 
number of our subsidiaries. In other ads in this series, 
you Il meet other companies in our family. 

We're a family worth knowing. Get to know us. 


Fi Handy & Harman 


850 Third Avenue, New York, NY 10022 + Telephone: (212) 752-3400 


The parent company: Handy & Harman 


Handy & Harman is the U.S. leader in the manu- 
facture of silver and gold alloys in mill forms, and 
refining of precious metals from industrial scrap. 

The Company's silver products include fine 
silver, sterling, contact alloys, anodes, silver braz- 
ing alloys, flake, oxide and powder. The fine 
silver and silver alloys are supplied as sheet, 
wire, rod, strip and grain. Gold products include 
fine gold, gold solders, and gold alloys in the form 
of strip, wire, tubing, powder, grain, circles, 
blanks and many special shapes. 

These products are widely used in metalwork- 
ing industries, especially electrical-electronic, 
automotive, appliance, aircraft, refrigeration and 
air conditioning, jewelry and silverware. 

A major service offered by Handy & Harman is 
its refining operation—the reclaiming of precious 
metals from industrial scrap to produce gold, 
silver and platinum of highest purity levels. 

Handy & Harman has manufacturing facilities 
and sales-service branches in key U.S. industrial 
centers, in Canada and in Japan. 
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4 merican Chemical & Refining Co. 


\CR is dedicated to supplying the three 
yasic needs of the precious metal plating 
ndustry. The company manufactures a 
ull line of proprietary and general pre- 
ious metal and allied plating processes. 
t provides a line of plating equipment, 
ncluding Syncro-P1at, the only produc- 
ion-proven selective plating system. And 
CR operates a refinery for the recovery 
){ precious metal from industrial scrap. 
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Bigelow Components Corporation 


Bigelow manufactures very small parts 
or consumer durables, electromechani- 
al, telecommunications, electronics and 
omputer uses. The parts are made to 
ery close tolerances by a combination of 
old-forming processes—heading (solid 
nd semi-tubular), coining, stamping and 
xtruding. Metals used include nickel, 
ickel alloys, aluminum, OFHC copper, 
ow carbon and stainless steels. 
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Handy & Harman Tube Co., Inc. 


~~ 


Handy & Harman Tube makes small 
diameter, seamless and redrawn welded 
tubing in mechanical, pressure, capillary 
and shaped forms. Materials: stainless, 
carbon & alloy steels and nickel alloys. 
The Micro Tube Fabricators Division 
cuts and forms precision tubular parts 
(%” O.D. and smaller) for hermetic seals, 
and a variety of electronic, medical, 
automotive and other applications. 
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American Clad Metals Division 


haa 
i oe 
“ACM” manufactures multi-layered clad 
metal strip, for automotive, semicon- 
ductor and communications industries. 
ACM bonds precious and non-precious 
metals into close tolerance strip, special- 
izing in ultra-thin overlays and inlays. 
Other products include edgelays, thru- 
lays, raisedlays, double edgelays, weld- 


ing tapes for electrical contacts—and 
clad soft solders and brazing alloy strip. 
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One of a series 


U.S. Auto Radiator Mfg. Corp. 


U.S. Auto Radiator is a leading producer 
of motor vehicle cooling and heating 
components. OEM products include 
heaters for buses, trucks, industrial 
equipment and recreational vehicles. 
Aftermarket products include the indus- 
try's most complete line of automotive 
replacement heaters. The company also 
manufactures replacement radiator 
cores for the radiator repair industry. 
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Continental Industries, Inc. 


Continental manufactures products for 
utilities. Its gas utility products—steel fit- 
tings and polyethylene systems—are 
used mainly in below-ground applica- 
tions. For electric utilities, Continental 
makes many products, from high- 
temperature thermite welding powder to 
“ThermOweld” electrical connections. 
The company also makes service tees 
and service pipe used by water utilities. 
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i We stamp naira 


And the Snap-on reputation was built on a dedication to 


excellence. In study after study, professional tool users 


rate Snap-on tools above all others. So we take extra 
care in the selection of steels, extra care in maintaining 
close wrench tolerances, extra care in applying the 
Sleaming chrome finish that has become a Snap-on 
trademark, extra care in the inspection of our tools. 
Particularly, we take extra care in our relations with the 
people who make it all possible — our Customers. Your 
Snap-on tool specialist has built his reputation on 
customer service. Take advantage of it next time he 
Calls. Or write us for the latest Sndp-ony¢atalogue. 
Snap-on Tools Corporation, Kenosha, Wiséensin 53140. 


Options 
and rights 
(Part 3) 


Spell out change in 


ground rules in advance 


Put limits on 
cost-plus contracts 


There are advantages 
to being a distributor 


Negotiation outiook 


By Dr. Chester L. Karrass 


We’ve been discussing options and 
rights and their high profit 
potential—if you negotiate them 
up front. Let’s look at a few more 
areas where options make sense: 

eChange options. A salesman 
once told me he considered all 
buyer changes as profits in escrow | 
because changes in specification 
or delivery gave him almost 
carte-blanche latitude to raise 
prices. 

To protect against this, ask for 
options to make changes at 
predetermined or limited prices. 
Negotiate options to change: scope of work, delivery schedules, 
spare parts requirements, specifications. The key to anticipating 
as many potential changes as possible prior to contract, and to 
obtain alternate proposals from the seller covering these changes. 

Another approach is to price modules of activity and/or 
materials parametrically, so the price tag on a change in 
work can be understood, measured, and verified. 

eContract type of risk-sharing options. A time and 
material contract may be written to allow a vendor to determine 
the source of trouble on a malfunctioning piece of equipment. 
Once the problem is isolated, you exercise an option to 
change the contract from time and material to fixed price. 

Contract options to consider: firm price; time and material; 
fixed price redeterminable; incentive; not to exceed; cost plus fixed 
fee; cost plus percentage of cost; and level of effort. 

Caveat: Each type of contract shifts the risks between buyers 
and sellers. Thus, each option may be appropriate at differing 


_ stages of performance. 


eAccessories, spares, and extras. You should retain the 
option to purchase accessories, spare parts, or extras at 
predetermined prices for as long a period as can be negotiated. 
Preferably, future prices on these add-ons should be negotiated at 
price in effect when the original equipment was bought. If you 
can’t get that, try for a limit based on a percentage or the 
wholesale price index. 

eLicense options. One novel approach is to become a 
middleman. When you have a continued need for a new product or 
piece of equipment, negotiate an option for selling the item to 
others, thereby earning the right to purchase it at a 
distributor’s discount. 

It’s important to think of these options and rights as 
techniques for negotiating tomorrow’s purchases at today’s 
prices. Each represents a potentially important savings. 
Dr. Karrass specializes in negotiati ing, and sales seminars. His 12-hour 
Effective ch, mapas, Bago program is licensed by 136 of the nation’s 500 
ior ogi fs of How to Fight a Price Increase, Negotiating Game, Give 
and Take, and How to Work with Your Employees to Improve Nyssa! sabi iho 
and Your Own. For more information on books and seminars: Karrass ; 
2066 Westwood Blvd., Los Angeles 90025 (213) 476-4554. 


“It costs me less. 


"The first thing I did when I got my free mie 
WypAll sample packet was to hand the 4 
wipers to the shop foreman and sit 
myself down with the WypAll fact sheet. 
“LT already knew that disposables 
could save me money. But inside of 
five minutes | found out that WypAll 
could save me a bundle. 
Not only are shop towel rentals not 
getting any cheaper, but by 
eliminating those ‘hidden costs’ 
I paid with shop towels, | could 
really make out. 
“Like replacement charges. 
They used to cost me atleast $10 
a month. No such thing with WypAll. feu 
“And there's no paying for wipers that are too worn or not 
clean enough to use, either. Every WypAll is fresh, clean, and new 
“On top of that, we don't have to waste time counting, sorting, 
and storing dirty wipers for pick-up. 
Eliminating all those ‘hidden costs’ helps me look good on the bottom line. 
“But saving money on the purchase doesn't mean a thing if nobody uses them. 
That's where WypAll disposable wipers really make it—our people like them, use them! 
“So for once, the foreman doesn't call me ‘cheap: 
“You think, maybe, he’s finally becoming cost-conscious?” 


deh OUT FOR YOU 


Why do so many peopl e, in so many different industries, ee WypaAll disposable 

wipers? Is it the cost? The performance? Or is it that special cloth-like feel that WypAll 

ore he its sales ive and patented manufacturing process? Decide for yourself. 
VypAll™ is a trademark of Scott Paper Company for its bonded cellulose disposable wiper. © 198:5¢6ft Paper Gorhpany 
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WIPER? 


“Even better, it works?’ 


“Mr. Numbers there hands me a free packet of 
WypAll and says, “Try ‘em: | say, ‘Look, no desk jockey 
is gonna change an old shop towel man like me’ 

“| give them to the crew anyway. 

“They say, -Yeah—WypAll works like a shop 
towel: They tell me WypAll is great for soaking 
up oils and fluids. Really stands up. 

“Matter of fact, they say they like WypAll 
disposable wipers better than shop towels 
for wiping their hands and faces. See, WypAll 
is soft and clean. No metal chips or bad smell 
or chemicals from being used before. 
“And once you're done using a 
WypAIll, it goes out with the trash. 
No more piles of dirty shop towels. 
“Plus, if you lose a WypAll, nobody gets bent out of shape. 
‘Cause nobody pays a replacement charge for WypAll. 
“Now | know WypAll has gotta cost less than shop towels. 
Rags, even. Why else would he give it to me? ‘ 
“But, the way it works, | keep thinking it must cost more. 7 
So | get all ready to fight for switching to WypAll, 
no matter what it costs, and what happens? 
“Mr. Numbers agrees. Can it cost less? Or 
do you think he's starting to learn something about 
real work?” 


A HOUSEHOLD NAME, 
AT WORK. 


Send for your free sample packet. hy Aieas 7 | 
Fill out and mail the coupon today ~ Ce sans 

Or, call toll-free: 800-523-5000. 4 aaa =) a ne 
In Pennsylvania: 800-362-5696. 7 ish 
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1980’S TOP TEN SALESMEN 


Go-getters capture 
the buyer's vote 


By Somerby Dowst, c.P.m. / Managing Editor, Professions 


Imagination and initiative are 
becoming more important in the 
fight against inflation/recession 


Creative solutions to the twin 
problems of inflation and recession 
are what purchasing pros want in 
1980. And they’re getting that 
kind of help from the sales reps 
who call on them, according to 
PURCHASING Magazine’s fourth 
annual top salesmen competition. 
A few examples from the top 10: 

eA customer of Uniroyal 
Chemical Co.’s William Stephen- 
son credits his suggestions on 
alternate materials with saving 
$100,000 a year. “And this figure 
will probably go up,” the buyer 
adds. 

e“He’s good at problem- 
solving,” says a customer of Essex 
Control’s Bob Carroll, while 
another pegs the value of just one 
of Carroll’s design ideas at 
$35,000. 

@Recommendations made by 
Lee Levine of Package-Craft, Inc., 
have improved machinability, 
moisture-barrier characteristics, 
and appearance of a consumer 
product’s packing—while im- 
proved material yield saves 15%, 
says one of his customers. 

As in our previous three 
competitions, there were hundreds 
of excellent entries, which made it 
difficult to narrow the field down 
to the final top 10. But the 
PURCHASING editors who served as 
judges feel that the 10 winners 
pictured here are truly outstand- 


ing, and deserve the plaques they 
will receive. In very basic terms, 
they merge imagination and initi- 
ative with dependability and 
follow-through. 

What buyers want. This 
combination of traits has always 
been important to p.M.s. Look at 
the chart (p.53.) It shows how 


How winners 
were chosen 


PURCHASING’S 1980 top salesmen 
awards program started in April, 
when postpaid ballot cards were 
bound into both semi-monthly issues 
of the magazine. That gave all 
readers a chance to nominate 
outstanding sales reps calling on 
them. 

Nominators who returned entry 
blanks by the May 9 deadline were 
then sent follow-up forms. The forms 
requested more data about each 
candidate nominated, including 
specific examples of outstanding 
salesmanship. 

Based on information returned, 
PURCHASING editors who served on 
the board of judges then sought as 
many endorsements as possible for 
finalists. As noted in the text of this 
article, the many excellent entries 
made it difficult to choose just 10 
winners. That's why we have 
included an honorable mention list — 
(p. 51) as part of the competition. 


buyer-nominators replied when 
our judges asked “What makes 
your candidate outstanding?” It’s a 
good indicator of what purchasing 
pros expect of top-notch sales reps. 
And, as the chart shows, “imagina- 
tion” has come on strong in 
1980—posting a 10-point gain 
compared to its previous three- 
year average. 

Yes, reliability is still enor- 
mously important. It always will 
be. But one P.M. sums up the 
perhaps not-so-subtle distinction 
this way: 

“The rate of change has picked 
up in everything: technology, 
markets, the economy. I can’t 
afford ‘Steady Eddie’sales reps who 
may come up with a new concept 
once in a blue moon; I want reps 
who can consistently deliver ideas 
as well as goods.” 

In this pragmatic atmosphere, 
suggestions for reducing total costs 
are particularly welcome. The 
buyer nominating Uniroyal’s 
Stephenson, for example, notes 
that his ideas often lead to faster 
mixing of ingredients, easier 
extruding, or improved paintabil- 
ity of an end product. “We get 
first-class reps up here in general,” 
says this buyer (in Michigan), “and 
he’s still head and shoulders above 
the rest.” 

When trials are necessary to 
prove out an idea, the buyer 


1980’s winners 


Sarah Faulkner 
Micro Switch 
Atlanta, Ga. 


Works with her firm's distribu- 
tors on everything from taking 
physical inventory to solving 
end customers’ technical 
problems. 


Robert Rogowski 
Triplex Supply Co. 
Brookfield, Wis. 


Focuses on function to avoid 
overspecifying as he guides 
users in selection of supplies 
like coolants and grinding 
wheels. 


Jim Tix 
Jim Tix, Inc. 
Hastings, Minn. 


Keeps purchasing advised of 
the counsel he’s providing to 
engineering; pushed a custom 
job through in three days when 
another vendor goofed. 


Roger Cirimotich 
Blackhawk Foundries 
Davenport, Iowa 


Throws all the resources of his 
firm into getting customers out 
of trouble and isn't above 
hand-feeding parts to 
machinists himself. 


William Stephenson 
Uniroyal Chemical Co. 
Akron, Ohio 


Arranges lab tests to pinpoint 
feasible substitutions that can 
boost productivity or lower 
costs for customers. 


David Davis 
Sharon Steel Corp. 
Norcross, Ga. 


Uses availability and total cost 
as convincers in helping P.M.s 
sell their top brass on new 
ideas. 


Richard Lynch 

Union Carbide Corp., 
Electronics Div. 

Marina Del Ray, Calif. 
Digs into details like improving 
customers’ inspection tech- 
niques, and posts a “superb” 
on-time delivery record. 


Bob Carroll 

Essex Controls Div., 
United Technologies 
Franklin, Tenn. 


Walks rush orders through per- 
sonally; figured out a way to 
modify a relay/transformer 
assembly and save $35,000. 


Lee Levine 
Package-Craft, Inc. 
Garfield, N.J. 


Provides expert advice on 
specialty packaging—from 
material specs to wrap design 
—to keep package lines up and 
costs down. 


Bob Long 
Edgcomb Metals 
Greensboro, N.C. 


Serves as consultant on ASTM 
specs; is helping engineer- 
turned-P.M. learn the in- 
tricacies of the buying job. 


Digitized by 


NORTHWEST 
EXPEDITED 
PACKAGE 


EPS means same-day 
service. Why settle 
for overnight? 


Northwest will ship and deliver same-day even arrange pickup and delivery door- 


when there’s a flight available (next flight to-door. 
out). There is no faster way. Remember, Northwest accepts all 
It’s our EPS"And we'll deliver any major credit cards. 
package—films, magnetic tapes, legal For pickup and delivery, call toll-free: 
documents, medicine—less than 50 Ibs. 7337 
to any Northwest Orient on-line city In Maryland: 301-269-6593 
in the U.S. for just $35, plus tax, Honolulu: 808-836-2368 
airport-to-airport. Anchorage: 907-243-4319 
For a small additional charge, we will Anchorage(Sunday): 907-277-2964 
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WAR gives a hoot { il 


about tooling 
quality’? 


Your VR/Wesson Distributor. 
That's who. 


He knows that he and you can count on VR/Wesson quality. 
That back of this quality is technical know-how, available 
through his VR/Wesson Field Engineer. 

He knows, for example, that VR/Wesson standard tooling 
is consistently sound in design and manufacture. That our 
reputation for innovation in custom tooling applications is 
tops. 

He knows that our carbide inserts go through 20 to 30 
quality control checks. That our milling cutters are so ex- 


pertly designed. there's no equal in the field. And that. 


because of VR/Wesson quality, your pieces per edge will 
be consistently high. 

Customers become believers. A major truck maker, re- 
porting on a critical bore-finishing operation with VR/Wesson 
milling cutters, says, “Where we had been getting about 
2000 blocks per grind. ..we are now routinely getting more 
than 6000 pieces per index with indexable cutters.’ Not 
only have their tooling costs plummeted to below budget, 
but also, he adds, "...we have greatly reduced lost pro- 
duction time while maintaining top quality.’ 


A large maker of industrial and domestic pumps com- 
ments about our Multiplane™ step milling cutters, “They 
have been real moneysavers. We are now getting twice the 
production per index in less time per part and with im- 
proved quality.” 

Details of these and many other success stories are yours 
for the asking. Contact your quality-minded VR/Wesson 
Distributor. Or, write or call VR/Wesson Division, 800 
Market Street, Waukegan, IL 60085. 312/689-5000. 


“Like VR/Wesson, 
he gives a hoot” 


“@ 


Pet rora 
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“Sharon created two special alloy 


steels to help us improve our Lufkin 


rules and Nicholson saw blades? 


Gerald Greve, Plant Manager, Cooper Steel. 


‘““At Cooper Steel we are extremely 
quality conscious because we 
process the finished steel for such 
Cooper Group tools as precision 
Lufkin rules and durable Nicholson 
saw blades, products profes- 
sionals consider the finest made. 


“To protect our reputation we seek 
out the finest possible basic 
materials. In the case of Lufkin 
rules we have to have a steel that 
can be reduced to ultra-thin gauge 
(.0045) and yet withstand a tortur- 
ous heat treating and forming 
process. 

‘To make our Bi-Metaloy® band 
and hack saw blades, we require an 
alloy steel of exceptional cleanli- 


ness that will stand up to our 
special vacuum electron beam 
welding process consistently,’ 
Greve explained. 


‘In both cases, Sharon has worked 
with us to develop the kinds of 
alloy steels we needed to satisfy 
our particular requirements. Their 
Customer Technical Service 
group worked with us until, to- 
gether, we came up with the 
formulations that enabled us to 
substantially improve the quality of 
both products. And,’’ Greve con- 
cluded, “our rejects are the lowest 
ever.” 


lf you aren't certain you are using 


the right hot or cold rolled alloy 
steel for your application, check 
with Sharon. Over the years we 
have developed and produced 
more grades of special purpose 
alloy strip and sheet than any 
other steel producer. Our people 
really know alloy steels. For a copy 
of our Alloy Steel catalog, write to 
Department AA, Sharon Steel 
Corporation, Sharon, Pennsylvania 
16146. 
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TOP TEN SALESMEN 


Deliver ideas 


(continued) 


continues, Stephenson sits in on 
tests at the customer’s lab—and if 
necessary will bring in chemists 
from his own firm. 

Close attention to feasibility 
studies also earns buyers’ praise 
for others in our top 10. Often the 
shop itself is the laboratory—and 
good sales reps do a lot of selling to 
nonpurchasing disciplines, too. 

In selling a general line of 
industrial supplies, say customers 
of Triplex Supply’s Robert Rogow- 
ski, he’s developed a truly 
function-oriented sense of their 
real needs. The P.M. for a tool and 
die shop cites a suggestion to 
change from one type of coolant to 
another—both stocked by Triplex. 

“He brought in a five-gallon 
drum of the new type, and we tried 
it on one of our machines that 
handles about 10 grades of steel. It 
worked out fine and we’re saving 


Richard Babb 
Industrial Supply Co. 


Bill Huntzinger 
Codale Electric 


about $100/drum on our annual 
usage of 30 or so 55-gallon drums.” 
The same buyer notes that 
Rogowski makes similar recom- 
mendations about’ grinding 
wheels, and this endorsement is 
echoed by the p.m. of a precision 
grinding shop. 

Don’t abuse backdoor. Top 
salesmen, say those nominating 
them, also know how to work with 


Se rp for reducing 
total cost are welcome. 


engineering without forgetting 
who sent them there. “I have that 
problem of backdoor buying with 
some reps,” declares a Wisconsin 
P.M., ‘but not with him. He always 
keeps me posted.” He’s referring to 
Jim Tix, a manufacturer’s rep who 
sells for Plastic Profiles, Inc., and 
who is pegged as “full of fresh 
ideas” by another customer in 
Illinois. 

Other winning salesmen who 
help customers’ engineers with 
design concepts include: 


Honorable Mention 


Frank Moak 
Mead Container 


®eBob Long of Edgcomb 
Metals, who gets this comment: 
“He works closely with purchasing 
and engineering on ASTM specs— 
reducing costs or improving 
availability without sacrificing 
quality.” 

@Richard Lynch of Union 
Carbide Corp. who “consistently 
helps engineering to design in 
lower cost and more easily 
available components, while main- 
taining reliability.” 

Because quality is so impor- 
tant to buying pros, the need to 
maintain it is stressed by just 
about all nominators. They also 
stress the role of their candidates 
in doing just that. A customer of 
Union Carbide’s Lynch, for 
example, notes that the buying 
firm requires state-of-the-art 
capacitors. And Lynch’s sugges- 
tions about refined test tech- 
niques, adopted in incoming 
inspection, have aided the custom- 
er in its search for ultra-high 
reliability. 

Another salesman who gets 
into the quality control arena is 


Dave Shorten 
Sooner Bolt & Supply, Inc. 
Tulsa, Okla. 


Salt Lake City, Utah 


Carlton Bagley Jr. 
Reynolds Metals Co. 
Schaumburg, Ill. 


Mike Battrell 
Carpenter Steel Co. 
Melrose Park, Ill. 


Richard Bumstead 
Hinds & Coon Co. 
Boston, Mass. 


James Casey 
Container Corporation of America 
Fulton, N.Y. 


Robert Cimiano 
The Rourke-Eno Paper Co. 
W. Springfield, Mass. 


Robert Clinger 
J. ¥. Schoonmaker Co. 
Dallas, Texas 


Gary Coggins 
Ashland Chemical Co. 
Schiller Park, Il. 


Joe Dawson 
Horton Industries, Inc. 
Tulsa, Okla. 


Greg Gantt 
Fulton Enterprises, Inc. 
Birmingham, Ala. 


Salt Lake City, Utah 


Paul Jaeckel 
Rolled Stee! Products 


Los Angeles, Calif. 


Mal Kaplan 
Blair Engineering, Inc. 
Greensboro, N.C. 


Donald Key 
Champion International 
Naperville, Ill. 


Walter Kornitz 
Shadbolt & Boyd 
Milwaukee, Wis. 


Marcus Kozar 
Motor Parts & Bearing Supply 
Alexandria, La. 


John Lumley 
Foremost Fastener Co. 
Addison, Ill. 


Michael Martin 
Bethlehem Steel Corp. 
Tulsa, Okla. 


W. G. McLain 
BFGoodrich Co. 
Cleveland, Ohio 


Neil McPherson Jr. 
Armco Steel Corp. 
Atlanta, Ga. 


Bridgeview, Il. 


Dave Morris 
Tri-Al-Co. 
Chicago Heights, Ill. 


Archie Myatt 
Henley Paper 
Greensboro, N.C. 


Larry Pick 
American Strip Steel, Inc. 
Kearny, N.J. 


Burch Pickett 
Bell Industries 
Gardena, Calif. 


Bob Pippin 
Kierulff Electronics 
Denver, Colo. 


Michael Poehimann 


Wisconsin Steel & Tube Co. 


Milwaukee, Wis. 


Glen Quackenbush 
Kaiser Aluminum 
Kansas City, Kans. 


Vic Rincon 
American Cyanamid 
Bound Brook, N.J. 


Albert Roosma 
Western Screw Corp. 
Berkeley, Calif. 


Dave Steed 
General Electric Supply Co. 
Dallas, Texas 


Bernard Taylor 
Midwest Tool & Supply 
Wichita, Kans. 


W. L. Thomas 
Southline Equipment Co. 
Houston, Texas 


Richard Villhauer 
Bell & Gossett 
Cleveland, Ohio 


Robert Wallace 
Whittaker Strip Steel 
Detroit, Mich. 


Fred Webb 
Power Components 
Ft. Wayne, Ind. 


Chicago, Ill 


Len Zack 
C. A. Roberts Co. 
Farmington, Mich. 
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Quanex has the winning combination to give you A ne 
on-time delivery of the best specialty steel tubing 5 rg 
available. eae. 


Manufacturing. Three mills—Atlantic Tube, 
Gulf States Tube and Michigan Seamless—all 
turn out the finest product, all three are expand- 
ing to fulfill our dedication to earning your 
business. 

Sales. We’ve added more trained pros 
to our staff of territory managers and to 
our inside sales service team—Quanex 
people who stay on top of your order un- 
til the tubing is in your port. 

Management. Behind the Quanex 
“Q” is amanagement team guiding 
and steering everything with an eye 
for excellence in every one of our 
products and services. 

Start strong and finish fast 
on your next specialty tubing 
order. Call our toll-free num- 
ber, 800-521-1795. The 
Quanex crew is ready to 
perform for you. 


4801 Woouwa 
Suite 280 W 
Houston, 


s enberg, Texas 
n, South Lyon, Michigan 
nfield, New Jersey 
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1ex salutes the varticinants in the America’s Cun Race 


Thoroughness and follow-through 


Willingness to go to bat for the 
buyer within the supplier firm 


Knowledge of his product line 


Market knowledge and willingness 
to keep the buyer posted 


Imagination in applying his 
products to the buyer’s needs 


Diplomacy in dealing 
with operating departments 


Preparation for sales calls 


Knowledge of the buyer’s 
product line 


Regularity of sales calls 


Technical education 


Hallmarks of the heroes 


(% mentiones, all nominees) 


3-year average, 1977-79 


Note: Percentages for 190 and the 3-year average total 300 as respondents were asked to check three outstanding characteristics 


TOP TEN SALESMEN 


Maintain quality 


(continued) 


Roger Cirimotich, Blackhawk 
Foundries. When problems for a 
customer surfaced, he started by 
getting together with the buyer’s 
QC people. Aim: To assure that 
casting characteristics were being 
checked in the same way at his 
shop and the customer’s. Next 


Seller’s idea solves 
scrap and morale problem. 


step: analyzing a shift and tilt 
problem, and discovering that it 
was due to dislocation of the top 
level of sand in cope-and-drag 
casting. Solution: installation of 
devices that eliminated the 
shifting. 

The result, according to the 
customer’s P.M. and QC manager, 
was an 80% reduction in scrap, and 
an improvement in in-house 
machinists’ morale. 

Sell the brass. Sometimes a 
salesman has to plead his brief for 
a change in methods or materials 
all the way to the executive suite 
in the customer firm. That’s what 
happened with David Davis of 
Sharon Steel Corp. “He was 
instrumental in selling our 
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management on a new 
government-approved alternate 
steel when the consensus was to 
stay with a proven material,” says 
the buyer nominating him. 

Immediate cost savings from 
this suggestion ran $26,000. And 
chances are the cost reduction will 
increase over time, because the 
new steel doesn’t require molybde- 
num. Used in a specialty applica- 
tion, it has a higher carbon 
content, with boron to add the 
necessary hardness. 

This kind of salesmanship 
stems from initiative, and the 
refusal to take no for an answer 
when co-sponsoring ideas with 
purchasing. But sometimes there’s 
virtue in refusing to take yes for 
an answer. A customer of 
Package-Craft’s Levine gives an 
example of this special kind of 
initiative: 

As the buyer explains it, 
Levine had been given the 
customer’s OK to run a particular 
color combination on Package- 
Craft’s printing equipment. The 
colors matched approved swatches 
exactly. But Levine felt that the 
combination of colors—although 
customer-approved—wouldn’t be 
satisfactory. He stopped the press 
run on his own, and rushed actual 
samples to the customer. 

“He was right. The color 
combination looked terrible,” says 
the purchasing exec at the buying 


firm. She also points out some of 
the more technical assistance that 
Levine has provided on other 
occasions. One of his suggestions 
was to change from _nitro- 
cellulose-coated material to 
saran-coated film. The new sheet 
is lighter but better for the 
packing operation in terms of 
machine speed. It’s also shinier— 
with a gloss that adds appeal to the 
end product. 


Knowledgable reps help 
buyers convince the top 
brass that ideas are good. 


Machines stay clean. “He 
also suggested wrap design 
changes,” the buyer adds. “We 
were heat sealing the package 
ink-to-ink. He designed a layout 
with a stripe of ink. That solved 
the problem of ink coming off on 
our equipment’s sealing bars. We 
reduced machinery downtime.” 

The first distaffer to be named 
in PURCHASING’s outstanding sales 
rep competition since 1977, is 
Sarah Faulkner of Micro Switch, 
who also has an eye for 
problem-solving. She exercises it 
on behalf of her _ firm’s 
distributors—and of end customers 
who may need application assis- 
tance. 

Not too long ago, a laundry 
equipment manufacturer was 
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The Thrift/Mate’ 
not only saves energy, 
it saves energy 
onthe | 
lamp next to it. 


Sounds crazy, doesn’t it? Well it’s true. Our Thrift/Mates do just that. 

The circuit built into the Thrift/Mate reduces power needs of an adja-  “"\% 
cent standard F40 fluorescent by 3 or as much as 1. The Thrift/Mate =X 
itself runs on the same reduced power. And it’s ETL labeled for safety. 

You can reduce lighting and save on the expense of excess electricity — 
in areas like hallways, lobbies, and bathrooms. In fact, using the Thrift/ 
Mate is a most effective means to reduce light and power without creat- 
ing any distractions in the overall lighting pattern. 

Interested? See your IED Sylvania Lamp Distributor or write Sylvania 
Lighting Center, Danvers, Mass. 01923. You'll save a lot more than energy. 
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TOP TEN SALESMEN 


Problem solving 


(continued) 


having a design problem that 
involved an optical-sensor switch. 
It was a high-heat environment, 
and it was tricky getting reflective 
tape (needed to bounce a beam of 
light) permanently affixed. Faulk- 
ner’s suggestions solved the 
problem, and resulted in a hefty 
saving for the manufacturer. 
Moreover—like other top sales 
reps—Faulkner isn’t afraid to get 
her hands dirty. The buyer for one 
of her distributors reminisces: 
“One of the first days after she’d 
taken over our account, we had to 
take physical inventory. She put 
on her jeans, went right to work 
counting with the rest of us—and 
then came up with a lot of good 


Distributors and end 
customers benefit because 
manufacturer’s sales rep 
knows her stuff. 


ideas about modifying some stock 
levels.” 

Other shirt-sleeve problem- 
solvers on our winners’ list include 
Cirimotich of Blackhawk Foun- 
dries, and Long of Edgcomb 
Metals. Cirimotich, says the buyer 
nominating him, still had to debug 
a couple of his ideas when a 
shipment of castings came in. As a 
result some of the castings were 
flawed. His solution: He personally 
screened the parts, and handed OK 
ones to the machinist turning 
them into finished products. A 
customer of Long’s credits him 
with a similar operation when 
a mixed-up shipment came in. 

Benefits are broad. Buyers 
appreciate salesmen’s problem- 
solving efforts whether the 
situation is a nuisance or a crisis. 
And, as the nominations of our 
winners show, P.M.s particularly 
like it when sales reps blend 
commercial know-how with tech- 
nical aptitude. Benefits can show 
up in areas ranging from 
inventory to pollution control. A 
few examples: 

@Micro Switch’s Faulkner, 
says a distributor exec, is “terrific” 


at explaining product line chang- 
es, and pointing out available 
alternates for superseded items. 
eStephenson of Uniroyal often 
proposes order-combinations that 
effectively reduce inventory, re- 
ports a million-dollar customer. He 
also keeps customers apprised on 
government regulations regarding 
transport, handling, and storage of 
chemicals and polymers. 

@Edgcomb Metals’ Long has 
arranged a stocking plan on tubing 
with one customer, to “eliminate 
outages and expediting.” And for 
another buyer he set up a 
two-stage solution to a _ pesky 
problem where oil from mill steel 
was getting into shotblast dust 
collectors. Step one: Get a local 
galvanizer to pickle the metal. 
Step two: Arrange for future 
material to be cold-cleaned at the 
mill. 

As the chart of top-notch 
characteristics shows, P.M.s don’t 
really care about salesmen’s 
technical education. Where sellers 
get their know-how isn’t that 
important. “No company can afford 
to put Ph.D.s on the road, 
anyway, says one buyer. But 
salesmen are expected to pass 
their knowledge along to others, as 
well as apply it themselves. _ 

Sales seminars are regularly 
held by Faulkner, says a Micro 
Switch distributor exec. These are 


What type of sales 
reps win praise? 
You'd be wrong if you guessed that 
sales representatives most often 
nominated in our competition were 
strictly commission-oriented manu- 
facturers’ reps or owner-execs of 
distributor firms. Ditto any assump- 
tions you might have had that 
nominees generally have been 
selling to those recommending them 

since Day One. The facts: 

ePrime manufacturers’ sales- 
men represent 51% of all the entries 
in the 1980 competition. 

eDistributor salesmen (includ- 
ing just a smattering of owners) 
account for 38%. 

eManufacturers’ reps account 
for the remaining 11%. 

@Length of service to buyer- 
nominators varies from 6 months to 
30 years, and averages out to just 
over 7 years. 


tremendously helpful in training 
younger people, he adds. At the 
account level, a customer of 
Edgcomb’s Long notes that he 
himself is a newcomer to 
purchasing. “I was a manufactur- 
ing engineer until a year and a 
half ago.” He’s grateful for the 
patient and professional way that 
Long has counseled him in the 
intricacies of industrial purchas- 
ing. 
“It’s hard to put a value on a 
person who’s always on the ball,” 
says a customer of Essex Control’s 
Carroll, “and who keeps your 
people that way, too.” This buyer 
cites Carroll’s $35,000 suggestion 
that a relay and transformer 
purchased separately could be 
combined—not only to save 
money, but to improve heating 
efficiency of the end product. He 
also mentions plant visits that 
Carroll has hosted, to give buyers 
and product engineers a first-hand 


‘It’s hard to put a value 
on a person who’s always 
on the ball.’ 


look at manufacture of controls. 

Delivery service counts. 
On-time delivery, of course, is still 
important to purchasing pros. 
Even a million-dollar idea is no 
good if it can’t be implemented for 
lack of a $5 part that never 
arrives. Awareness of this shows 
up in nominators’ comments. 
Super delivery performance gener- 
ally falls into two classes: (a) 
posting a 100% on-time record, (b) 
jumping into the breach to handle 
emergencies caused by customer 
goofs, other vendors’ foul-ups, or 
just plain bad luck. A few final 
examples: 

eWhen an end customer’s line 
was down and 100 people had been 
sent home, Micro Switch’s Faulk- 
ner delivered a critically needed 
item the very next morning. 

eBecause he knows all his 
customers’ requirements, Sharon 
Steel’s Davis can occasionally 
“borrow” one user’s heat to get 
another out of a bind. 

eWhen a customer’s inventory 
records on gas manifolds suddenly 
turned out to be inaccurate, it 
meant a _ serious production 
problem at the firm served by 


REYNOLDS 
ALUMINUM 
Supply Company 


See how it’s good for your 
business in the RASCO 
Capabilities Report. 

Call for a copy: 


ATLANTA, GA (404) 355-0310 
BIRMINGHAM, AL (205) 591-2341 
CHARLOTTE, NC (704) 552-2568 
CINCINNATI, OH (513) 771-8940 
DALLAS, TX (214) 631-1860 
DENVER, CO (303) 399-2150 


FORT LAUDERDALE, FL (305) 772-6100 


FRESNO, CA (209) 268-7071 
JACKSONVILLE, FL (904) 783-1950 
KANSAS CITY, MO (816) 842-2200 
LOS ANGELES, CA (213) 726-7111 
LOUISVILLE, KY (502) 366-0314 
MEMPHIS, TN (901) 363-3822 
NASHVILLE, TN (615) 242-3405 
NEWARK, DE (302) 366-0555 

NEW ORLEANS, LA (504) 733-6873 
ORLANDO, FL (305) 293-6430 
PHOENIX, AZ (602) 258-7121 
PORTLAND, OR (503) 233-4701 
RICHMOND, VA (804) 222-7100 

SAN DIEGO, CA (714) 262-8635 

SAN FRANCISCO, CA (415) 648-0170 
SEATTLE, WA (206) 854-0260 

ST. LOUIS, MO (314) 344-0123 

ST. PETERSBURG, FL (813) 527-1123 
TULSA, OK (918) 939-3305 
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Buyers air their 
gripes, too 


A mirror-image of sorts resulted 
when we asked buyers for their pet 
peeves about salesmen. Many 
responded that lack of creativity and 
dependability—the very qualities 
they cited in their nominees—was 
bothersome. A sampling of your 
peers’ dislikes: 

[_] “Unauthorized substitutions.” 

[] “Pushing products that are not 
needed.” 

[] “Carrying messages—but not 
your battle—to their manage- 
ment.” 

[] “Failure to make appointments.” — 

[] “Too much nonbusiness chit- 
chat.” 

[_] “Lack of product knowledge and 
inability to get this information.” 

[] “Little concern about customers’ 
real needs.” 

[] ‘Promising the moon—and 
delivering Kankakee!” 


TOP TEN SALESMEN 


On-time delivery 


(continued) 


Essex Control’s Carroll. “He 
arranged a delivery that got us out 
of the jam,” says the buyer. 
@Rogowski of Triplex Supply 
Co. has enabled a job shop 


A million-dollar idea is 

no good if it can’t be 
implemented because you 
don’t have a $5 part. 


customer to finish up a unit and 
ship it on time, by furnishing 
urgently needed material. 

eTwenty-four hour rework at 
the foundry had been arranged by 
Blackhawk’s Cirimotich. 

eStarting from scratch with- 
out tooling, Tix of Plastic Profiles 
has given one customer two-week 
delivery on extruded parts. For 
another buyer, with tooling 
available, he’s come through with 
three-day delivery. 

e“We have not had a late 
delivery in over 12 months,” says a 
customer of Union Carbide’s 
Lynch, “and all of our emergency 
requirements have been filled.” 
This sales service, the buyer says, 
is “miraculous.” 


Top purchasing 
executives at 
General Motors, 
IBM, Raytheon, 
General Foods, 

and Heinz USA 
show you how 

to formulate 

a successful 
procurement policy. 


Dr. Corey's first-hand observations 
from well over a hundred interviews of 
buyers and managers in these major 
companies depict the way procure- 
ment works and how it is integrated 
into the total corporate strategy. 
Substantive in its research base 

and penetrating in its analysis, 
PROCUREMENT MANAGEMENT: 
Strategy, Organization, and 
Decision-Making is an excellent 
resource for problem-solving direc- 
tives for the top-level procurement 
manager. 
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We make tubular 


rivets by the millions 


and deliver on time 


Because we have multiple manu- 
facturing facilities with high speed 
heading equipment .. . because we 
Nave our Own wire-drawing plant to 
control material quality...we can fill 
your large quantity rivet needs quickly 
and with consistent high quality. 

All standard sizes in semi-tubular or 
full tubular rivets...in steel, brass or 
aluminum. We offer sub-miniatures in 
a wide range of sizes and materials or 
we can provide special materials or 
finishes to meet your special require- 
ments, 


Just one opportunity to quote price, 
delivery will prove we mean business. 
Write...or better yet...call for quick 
action: Townsend Fastening Systems, 
Townsend Division of Textron Inc. 
6600 South Oak Park Ave. Chicago, 
Illinois 60638; (312) 735-1134, 


TOWNSEND 


Townsend Division of Textron Inc. 


PURCHASING LAW 


Legal countdowns 
must be ‘reasonable’ 


By Dr. Russell Decker / Professor Emeritus of Legal Studies, Bowling Green State University 


Time waits for no man— 
and neither buyer nor seller 
can keep the other waiting forever 


Timing can be very important 
to a buyer in periods of economic 
uncertainty. Opportunities for 
spot buys or favorable contracts 
may open up and then vanish if 
they're not taken advantage of 
quickly. That means being sure 
that the supplier has indeed 
accepted a deal. Buyers shouldn’t 
just sit around and wait and 
wonder. They ought to know the 
law’s ground rules on how long a 
supplier—or they, for that 
matter—can delay acknowledging 
a contract. 

According to the Uniform 
Commercial Code (ucc) the whole 
question hinges on what is a 
reasonable time in each case. And 
there are many other legal issues 
that revolve about the reasonable- 


ness of time for a buyer’s or seller’s 
actions. Examples: A buyer’s 
revocation of his acceptance of 
goods, or his claiming a warranty 
breach. 

Get it in writing. Section 
2-207 of the ucc covers both types 
of acceptance issues: those where 
the parties have orally or 
informally reached an agreement, 
and then one sends the other a 
written summary; and those where 
one party starts right off by 
sending a written offer to buy 
(such as a p.o.) or sell. The ucc 
says that there is a contract if 
there is a seasonable expression of 
acceptance or a written confirma- 
tion sent within a reasonable time. 

Definitions of seasonable and 
reasonable are included in Section 


YEH, BUT THAT WAS 


AT TEN 
| THIS MORNING ! 
oe 


1-204 of the ucc. Essentially, a 
seasonable action is one that’s 
taken in a reasonable amount of 
time (although even lawyers 
sometimes use the terms as though 
they were synonymous.) But the 
really important point is that the 
code avoids categorical statements 
about what is or isn’t reasonable or 
seasonable. It allows a great deal 
of latitude in answering that 
question, based on the particular 
circumstances of each case. 

A buyer who waited eight 
months to confirm a deal, for 
example, found out that was too 
long in the eyes of the law. The 
agreement started out as an oral 
one, under which the supplier was 
to sell the use of three of his 
patterns for two years. When the 
buyer sued to enforce the contract, 
the vendor claimed that the 
statute of frauds made it unen- 
forceable as it exceeded the limit 
for oral contracts. 

The buyer claimed that a 
letter he had written eight months 
later, to confirm the deal, took it 
out of the oral contract category. 
The court disagreed. The eight- 
month delay was not reasonable in 
view of the circumstances. The 
contract was not enforceable. 

In another case, dealing with 
a buyer’s revocation of his 
acceptance of goods, the court said 
that four months was not too long 
a delay. Reason: There was 
evidence that the buyer had 
complained about the equipment 
almost immediately upon delivery; 
the supplier gave ongoing assur- 
ances that the defects would be 
corrected, and had authorized 


THE ROOF 
THAT'S ON TOP TO STAY. 


Just one of Sonoco’s problem-solving products. 
It’s Durashield™ Corrugated Roofing. And it solves the problems that have always 
plagued metal roofing and siding: rust, corrosion, leaks, condensation, heat loss. 
Durashield is made from structural fibers bonded in a proprietary process and 
impregnated with high-quality roofing asphalt. It can’t rust or corrode, controls 
bothersome condensation and even provides insulating value. And, it keeps its good 
looks for years. 
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PURCHASING LAW 


Revocation of goods 


(continued) 


some work toward curing them. 

Previous transactions be- 
tween buyers and sellers, as well 
as trade customs in general, also 
play a role in determining what’s a 
reasonable time. So the courts 
must look at the way buyers and 
vendors have reacted to one 
another’s actions in the past. Then 
they must consider any facts that 
make the current sale different 
from previous ones: the type of 
goods, their purpose, the distances 
involved, etc. 

Clocking with clauses. The 
parties themselves may also 
specify what’s a reasonable time. 
The ucc encourages this, in fact. 
And it says that any time set by 
buyer and seller will be considered 
reasonable unless it’s manifestly 
unreasonable. This puts the 
burden of proof on the one who 
wants to claim it’s unreasonable. If 
a buyer places a time limit on the 
vendor, the supplier must either 
conform to it or be ready to prove 
it’s not reasonable. 


if you say a time 

set in a contract is 
unreasonable, you've 
got to prove it. 


This is because the drafters of 
the code felt that there was no 
stronger evidence of a reasonable 
time than one fixed by the parties 
themselves in a fair agreement. 
Yet this fixed time can be 
disregarded if it’s unreasonable 
because of inadvertence or overre- 
acting. And the parties need not 
fix the most reasonable time for 
either one of them. Key questions: 
Would the time limit eliminate all 
of someone’s remedies? Was the 
fixed time fair at the time of 
contracting? 

Here’s an example of how a 
buyer lost when he tried to claim 
that a 30-day limitation in a 
contract wasn’t reasonable. The 
contract was for hot-rolled wire 
rods. It said that notice of alleged 
breach had to be given to the 
supplier within 30 days of receipt 


of goods. The vendor made two 
shipments which the buyer 
received in July and August. The 
first notice of the possibility of a 
defect as given to the supplier in 
September. 

There then followed a 12- 
month period of investigation—a 
right the buyer claimed as an 
industry practice. In October of the 
following year the buyer formally 
notified the seller that the steel 
was defective, and commenced suit 
for breach of warranty. The seller 
pleaded the 30-day notice provi- 
sion in the contract. The buyer 
responded that it was unreasona- 
ble, and alleged an industry 
standard allowing 12-month tests. 
The court held for the supplier. 

Find the facts. The court 
noted that reasonableness under 
the UCc is a factual matter which 
would normally be left to a jury. 
But it becomes a matter of law for 
the court when the facts are 
undisputed, and only one inference 
can be drawn as to the reasonable- 
ness of the action. 

The court pointed out that the 
buyer had the burden of proof in 
establishing that the time set in 
the contract was unreasonable. He 
also had the burden of proof in 
establishing a trade custom. He 
failed in both burdens. He could 
have given notice as early as a 
year before he did. He offered no 
evidence that he needed 12 months 
to complete his investigation. 

The agreement fixing a 
reasonable time does not have to 
be part of the main contract, but 
may be in a separate agreement. 
So, even if no time for acceptance 
is put into a p.o. by the buyer, the 
parties may later agree on a 
reasonable time for the seller’s 
acceptance. 

Just about all matters in this 
area become evidence problems in 
a law suit. Evidence comes from 
memoranda and conversations 
between buyers and suppliers, 
while negotiating a sales agree- 
ment. Remember that you're in the 
front lines of any such legal battle, 
because purchasing personnel are 
the ones who create and retain this 
evidence. Hold onto your informal 
memos and the notes of your 
telephone conversations. They 
may be needed later to legally 
support your actions. a 


Purchasing and Materials Man- 
agement, by Michiel R. Leenders, 
Harold E. Fearon, and Wilbur B. 
England. Richard D. Irwin, Inc. 
Homewood, Ill. 582 pp. $20 


Despite its title, this book has a lot 
more to say about purchasing than 
about materials management. 
That’s not surprising, since it’s the 
seventh edition of a classic 
purchasing text that goes back to 
the ’40s, when it was authored by 
the late Prof. Howard T. Lewis. 

If you want to learn a great 
deal about purchasing, and don't 
have one of the intermediate 
editions like that of 1975, this is a 
solid, workmanlike text for your 
desk or library. And you can use it 
in self-instruction, without going 
off on cloud nine. Reason: Review 
and discussion questions have 
been added at the end of each 
chapter. 

These questions supplement 
the case problems which also 
follow each chapter. There are 59 
of these cases, designed for class 
discussion. About two dozen are 
new since the ’75 edition. 

New chapters are those on 
transportation, and on public 
purchasing. The authors claim 
that major text revisions else- 
where in the book reflect post-1975 
changes affecting the purchasing 
function. This statement should be 
taken with a grain of salt, 
however. The book is fundamen- 
tally a scholarly interpretation of 
modern (post-WWII) purchasing. 
Example: Barely four pages are 
allotted to mrp. 

On the plus side, most case 
readings move right along— 
thanks to a style that varies from 
straight narrative, to letter- 
exchanges, to dialogue. This is 
despite some padding. 

On the negative side, score 
two against the publisher. The 
book could have been proofread 
more closely. And its title and 
identical binding will probably 
cause confusion with another book 
recently published by the same 
house: Materials Management and 
Purchasing, by Dean Ammer. & 


TO GET THE BEST 
BUY ON BEARINGS, 
) BUY A BEARING 

~ COMPANY. 


Anybody can give you a price on bearings. But the service a good 
bearing company can give you to go with your bearings—that's priceless. 

The Timken Company makes over 26,000 different tapered roller 
bearings—more than anyone else in the world. So we're bound to make the 
one that’s right for your product. 

Which bearing is right? Timken Company sales engineers will help you 
find it with our bearing systems analysis—a computerized method of 
selecting bearings that lets us predict—more accurately than ever before— 
just how long and how well any Timken® bearing will perform in your 
product. (Just think how much that could save you right at the design stage.) 

If our sales engineers can’t solve your problem—and they usually can— 
they can call in application engineers who are experts on your kind of product. 

They can also show you how one of our automated setting 
techniques can save you time and money on your assembly line. And how 
to streamline your inventory and ordering so you'll never have too many 
bearings on hand—or too few. 

As a Timken Company customer, you benefit from what we’re 
learning about bearing performance and application at Timken 
Research. And we're learning a lot—including how to make tapered 
roller bearings operate at higher speeds than ever before. 

When you buy a Timken bearing, you buy The Timken Company. 

The Timken Company, Canton, Ohio 44706 

The company that tapered the bearing 


can taper your bearing costs. 
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High-quality Parker Metering 
Valves are as close as your 
nearby Parker Fluidpower 
distributor. And...with 130 
locations in North American 
industrial centers...we deliver! 

Parker Colorflow valves are 
goof proof! A highly visible 
color coded reference scale 
makes setting and resetting as 
easy as dialing...Blue. Stain- 
less steel standard needle 30°, 
fine needle or micro-fine 


Parker 


2  Colorflow’ 


with 60 
standard 
types... 

all in stock! 


needles are offered to provide 
the exact degree of control 
you require. Steel and brass 
bodies are available with pipe 
(NPT) or straight thread (SAE) 
ports. Sizes range from 1/8” 
to 3/4”. If highest quality, 
competitive pricing and con- 
sistently good delivery are 
important to you...order Parker 
Colorflow and we'll take it 
from there! 


For further information, a copy of our 
Catalog #3310, or the name of our nearest 
distributor, contact: Parker Hannifin 
Corporation, Manatrol Division, 

520 Ternes Ave., Elyria, OH 44035. 

Or, phone: [216] 322-4631. 
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MANAGEMENT 


Prepare for an audit 


with these 


By Richard F. Verville 


Richard F. Verville is manager-pur- 
chasing, Combustion Engineering, 
Inc., Windsor, Conn. He is presently 
writing a how-to book on audits 

of purchasing. 


The homework for a financial 
audit of purchasing needn’t be 
difficult. Success hinges on 
understanding the auditors’ goals, 
knowing what they'll be looking 
for, and having records handy. 

You can probably expect an 
audit one of these days. So here 
are three checklists. 


WHAT AUDITORS’ GOALS ARE. 
Whether they’re in-house staffers 
or c.P.A.s from an outside firm, 
auditors generally aim to: 

eDetermine that adequate 
policies and procedures exist, to 
get maximum benefit from 
purchase dollars. 

eAscertain that these policies 
and procedures are being followed. 

@Prove that all purchases are 
executed in the best interest of the 
company. 


WHAT AUDITORS LOOK FOR. The 
scope of an audit often varies by 
company size. At a minimum, it 
would include these areas: 

ePurchasing’s charter. Is 
there a written expression of 
purchasing’s mandate? Has top 
management signed it? Has it 
been distributed to managers of all 
departments, so everyone under- 
stands it? 

ePolicy manual. Is there a 
policy manual that effectively 
implements the charter? 

eSigning authority. Have 
dollar limits been established for 
all purchasing personnel signing 
orders and contracts? Are these 
limits complied with? 

eRequisitioning authority. 
Is the authority of various 
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checklists 


requisitioning parties defined? Are 
dollar approval-limits observed? 

eDocument control. Does 
the flow of purchasing documents 
provide an adequate audit trail of 
accountability? Are records such 
as closed purchase orders cross- 
indexed to requisitions and quote 
requests? 

©Vendor selection. Are there 
proper procedures for supplier 
selection? What are policies 
regarding competitive bidding vs. 
negotiation? 

eBlanket orders. Are there 
adequate controls and limits on 
blanket orders? Who can make 
releases? Is there a termination 
date for the agreement? 

eEthics. Is there a corporate 
policy directive regarding ethical 
practices in purchasing? Have 
conflicts of interest been defined? 
Are vendors periodically notified 
of the corporate position? 

eSeparation of authority. 
Are purchasing, receiving, and 
accounts payable treated as 
separate responsibilities? Is this 
segregation consistently main- 
tained, to prevent any one 
individual from authorizing im- 
proper payments? 

eInvoices. Do paid invoices 
agree in every way with other key 
‘documents—purchase order and 
receiving report? How is justifica- 
tion for discrepancies recorded? 


WHAT TO HAVE READY. Audi- 
tors will welcome anything that 
puts the department’s operations 
in perspective. 
company, you may have a written 
charter and manual to produce. 
Even in a smaller company, there 
are substitute records to help you 
prove you're running a tight ship. 
Among them: 

eSample forms. Lacking a 
procedures manual, samples of the 


In a _ bigger 


Purchasing departments can expect 
to be audited now that inflation has 
increased the importance of the 
purchasing dollar. 


forms that purchasing uses will 
effectively illustrate its systems. 
Get a packet together in advance. 
Include homemade forms that 
you've produced via duplicator or 
copier. Show the distribution of 
each part. 

®Flow charts. These needn’t 
be fancy. You can draw them 
yourself. Use them to illustrate 
and explain your procedures. You 
can highlight the way your 
systems provide what auditors are 
looking for. Examples: A complete 
audit trail, and segregation of 
responsibilities. 

eGeneral letters. Samples of 
form letters to vendors, or general 
memos to other department heads, 
make good auditing evidence. A 
letter soliciting vendors’ ideas will 
show purchasing’s concern for 
total cost; a reminder to suppliers 
that personal gifts are unaccepta- 
ble will support the company’s 
position on ethics. Internal memos 
on backdoor buying can stress 
purchasing’s mandate. 

eVendor rating records. 
The files on suppliers’ quality and 
delivery performance will often go 
a long way toward explaining that 
price isn’t the only criterion in 
awarding business. 

eJob descriptions. These can 
sometimes serve a double purpose. 
The purchasing manager’s, if it’s 
complete, may obviate the need for 
a written charter. ef 


STORAGE BATTERIES 


The battle over 


low maintenance 


By Thomas F. Dillon, c.P.m. / Senior Editor 


Conflicting claims have buyers puzzled, 
but Gould may be able to clear the air 


Low-maintenance lift-truck 
batteries have sparked a major 
controversy in the battery indus- 
try. Do they really require less 
maintenance year after year than 
the conventional lead-acid lift 
truck battery? Critics claim they 
lose capacity with repeated 
charging, are more sensitive to 
damage during the recharging 
operation, and gradually must be 
watered more often, until their 
main advantage—less watering— 
disappears. 

Last fall Gould Inc., Industrial 
Battery Division, introduced its 
“Epic” line of low-maintenance, 
high-performance industrial truck 
batteries. Gould claims the 


batteries virtually eliminate the 
possibility of overcharging and 
shorting, the two major causes of 
premature battery failure. The 
line, says Gould, incorporates a 
number of technical advances and 
design features that permit the 
user to operate the battery for 
periods of 4-6 months without the 
need to add water to the cells. 

Gould also stated that over a 
five-year period, the decreased 
water requirement for Epic 
batteries could result in mainte- 
nance labor cost savings, from 
$500 for 6-cell units up to $2200 
for 24-cell batteries. 

Gould and the cep Battery 
Division.of Eltra Corp. are the two 


major makers of low mainte- 
nance batteries for lift trucks. 
Batteries was the first 
on the market. Their battery did 
not get the acceptance some felt it 
should have. Whether this was 
because of the downturn in the 
economy, lack of time to educate 
potential users to its advantages, 
failure of the battery to live up to 
its claims, or some other reason, is 
debatable. Sales have not been 
encouraging and C&D does not 
appear to be promoting its version 
(which differs from Gould’s 
primarily in the material from 
which its plates were made) as 
much as it once was. A C&D 
spokesman says that the success of 
their standard battery has over- 
shadowed the need for their 
low-maintenance version. 
Feasibility. Exide Corp., the 
nation’s largest battery manufac- 
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Recurring costs 
* Watering labor: 
$8/hr. + 200% burden rate 


hecking and cleaning: 
Specific gravity 
Cleaning 
Neutralizing 


nflation on recurring costs 

— 10% compounded annually — 
Nonrecurring costs normal repairs 
* Cables, plugs, labor 

* Reseal and neutralize 


50 waterings/yr. = 250/5 yrs. 
1 min./cell labor time rate 
= 18 min./waterinc 


20 min./month . . . $480 
10 min./month... 
15 min./month... 


$10 parts, $100 labor 
4 hrs. to reseal, 30 min. 
to neutralize 


3 waterings/yr. = 15/5 yrs. 
All other assumptions the 
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otal five-year savings 
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In the middle of nowhere. 

Because welding supply distribu- 
tors are our lifeline to the end user. 

They stock our products. They sell 
Our products. 

But their value to you goes well 
beyond that. 

They’re welding specialists, 
so they know welding equipment, pro- 
cesses, techniques and applications. 
They can recommend equipment 
for your needs. 

They’re consultants and 
troubleshooters. They can recommend 
solutions to your welding problems. 


WE KNOW WHERE 
WE'D BE WITHOUT OUR 
DISTRIBUTORS. 


Ste 


wy oe eA 


They may even suggest 
improvements for your operations that 
will boost productivity and reduce 
welding costs. 

In short, your Miller welding 
supply distributor provides a valuable 
service. A service that is yours for 
the asking. 

And to prove we're not in the 
middle of nowhere, look for your Miller 
distributor in the Yellow Pages under 
Welding Equipment and Supplies. 

Miller Electric Mfg. Co., 

P.O. Box 1079, Appleton, 


WI 54912. sretlcs 


® 
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The lowdown on less water 


Antimony is used in most 
batteries to strengthen the positive 
plate and retard its degragation. 
However there is a hitch. Antimony 
has a tendency to migrate from the 
positive plate to the negative plate 
during the charging cycle. This 
“poisons” the negative plate and ages 
the battery. When a battery ages, it 
must be recharged and the more the 
battery is recharged, the more the 
antimony migrates. The more the 
battery is recharged the more often it 
must be watered because it is in the 
recharging that the water is con- 
verted to gas and lost. 

@Low-maintenance batteries use 
less antimony; therefore migration of 
antimony from the positive to the 
negative plate is reduced. This 
translates to less water loss. 

eSince watering is the single 
most expensive item of battery 


STORAGE BATTERIES 


Battery debate 


(continued) 


turer, is not sold on the feasibility 
of a low-maintenance battery for 
lift-truck service. Richard L. 
Phillips, vice-president, industrial 
marketing, says low-maintenance 
batteries for noncyclical use have 
long proven themselves. The 
problem, says Phillips, is to come 
up with one that can perform 
satisfactorily in cyclical service, 
which is required for lift-truck 
operations. Phillips contends this 
has not yet happened. Exide, says 
Phillips, has built and _ tested 
prototypes of low-maintenance 
lift-truck batteries using a variety 
of alloys for positive and negative 
plates and other construction 
alternatives. It has not come up 
with one that is satisfactory in 
terms of making rated capacity, 
having sufficient life, and sustain- 
ing the watering interval with 
which the battery starts. “Until we 
do,” says Phillips, “we are not 
going to hit the market with one.” 

Gould says it already has one 
in Epic. It says Epics low 
water-consumption' rate is 
achieved through a new, patent- 
pending grid alloy system. This 
results in a higher counter 


maintenance, reduction in watering 
means reduction in cost of service. 

For example, a standard 18-cell 
lift-truck battery costs about $2500. It 
must be watered about 50 times 
each year, and it has a life of about 
five years. If each cell takes an 
average of one minute to remove the 
cap, check and add water as needed, 
and then replace the cap, it then takes 
18 minutes to water a standard 
battery. At current wage and 
overhead rates, watering operations 
could cost as much as $1800 over a 
five-year period. 

Gould’s 18-cell Epic sells for 
about $2850, or $350 more than the 
standard 18-cell lift-truck battery. But 
watering operations for the Epic are 
estimated at $108 over the same 
five-year period, because it only 
needs to be watered about three 
times each year. 


electromotive force voltage that 
tapers the charging current to that 
actually required by the battery as 
it nears its fully charged state. 
When fully charged, says Gould, it 
draws just enough power to stir the 
electrolyte and prevent stratifica- 
tion, or layering of the electrolyte 
fluid, which must be done for 
effective charging. Not only does 
this reduce the amount of charging 
current required, says Gould, but 
it cuts hydrogen gas generation to 
less than half that of standard 
batteries. 

With the new grid alloy 
system, says Gould, Epic batteries 
require a fraction of the charge 
needed by standard deep-cycle 
service batteries to return to full 
capacity. This, combined with 
other technological advances, 
gives the batteries a higher 
amp/hr rating and allows them to 
deliver more productivity than 
similar size standard batteries 
with the same number of plates. 

Deep-cycle dilemma. The 
major question centers on whether 
or not low-maintenance batteries 
can be used in deep-cycle service. 
Low-maintenance batteries have 
been proven successful in automo- 
tive use and are expected to take 
over that market. But the service 


there is shallow-cycle. This means. 


that the battery is almost always 
at full charge. It is used to crank 


The right battery 
charger 


Battery experts say many 
battery service problems are 
caused by the use of battery 
chargers that are not matched to the 
battery. A charger that is too 
powerful for one battery may be too 
weak for another. Even a charger 
that is matched to the battery can 


ruin a battery if the battery is placed 
under charge for too long a time. 
The use of a charger matched 
to the battery is especially critical in 
low-maintenance batteries, since 
these batteries are more sensitive to 
overcharging than standard batte- 


ries. Manufacturers of low- 
maintenance batteries encourage 
the sale of both the battery and a 
charger as a unit. Sophisticated 
controls on such chargers can 
prevent overcharging. 


the engine for a few seconds, then 
it is immediately recharged by the 
alternator with only a fraction of 
its capacity having been used. 

In contrast, a battery in 
deep-cycle service is one whose 
power is used but is not replaced 
until it is 75% or 85% “empty.” A 
lift-truck application is a typical 
example of such service. Such a 
battery is normally recharged at 
the end of a shift. 

Despite the experience and 
reservations of other battery 
manufacturers, Gould is optimis- 
tic. Most of its sales have been to 
major companies, says Gould, 
companies which have a large 
enough investment in lift-truck 
batteries to recognize the savings 
possible through use of low- 
maintenance types. 

To date, low-maintenance 
batteries are a small percentage of 
lift-truck battery sales, with no 
exact figure available but with 
estimates that range up to 5-10% 
of lift-truck battery sales. Yet, 
battery manufacturers, both those 
who make low-maintenance batte- 
ries and those who are experi- 
menting with them, agree that the 
low-maintenance battery will be 
the standard lift-truck battery in 
years to come, just as it’s now 
becoming the standard automotive 
battery. They differ as to how long 
a time it will take. i 


(2 GORE LARTER 
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The United States of Carolina 
ties East and West tog gether. 


We may have a southern name and heritage, 
but Carolina Freight provides the kind of 
dependable, efficient east-west service 
you've been looking for. 

Daily scheduled runs in both directions 
haul everything from boots to books, anda 
lot in between—fruit, pharmaceuticals, 
machine parts and components, to name 
a few. 

Our terminals are strategically located to 
serve thousands of communities throughout 
the United States of Carolina—Midwest, 
Northeast, Mid-Atlantic, Southeast, plus the 
Caribbean. They are all part of our far-reaching 
territory. 

So think Carolina the next time you have a 
shipment to move east or west—or anywhere in the 
great United States of Carolina. We’re the carrier that 
wrote the “Shippers’ Bill of Rights”, which is our 
commitment to serve you better. 

For specifics on routes, rates and 
schedules—or professional assistance 
with your shipping problems— 
contact your local Carolina Freight 
account representative. 


CAROLINA FREIGHT * 


CARRIERS CORPORATION 
GENERAL OFFICES —CHERRYVILLE, 
NORTH CAROLINA 28021 


For your flatbed needs, call 800/624-1300 toll free. 


DEMAND YOUR RIGHTS! Fora free, large copy of the Shippers’ Bill of RightDicitibeblio shined Gu (Gur 


Carolina Freight representative, Or write to: Public Relations Dept., Caroline Freight Carriers, Cherryville, NC 28021 
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We've got it all 
together. 


Nicholson 
Weller, Wiss 


Xcelite 


When you think of handtools, think 

Cooper. Because Cooper tools cover all 

your day-to-day needs. Because Cooper 

understands your special requirements 

-and makes the special tools to meet 

them. Because the one name-Cooper- 

stands for all the leading brands of 

handtools in the industrial trade. Nicholson 
Look around and see! 


COOP 
| INDUSTRIES | 


PO. Box 728, Apex, North Carolina 27502 Tet: (919) 362-7511. Telex: 579497 
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Shown under construction is one of six new tanks which will hold the zinc sulfate solution used in the electrowinning of zinc. 


We're investing $42 million 
in our Corpus Christi refinery, 
$0 you can bank on us for zinc. 


Asarco’s $42-million expansion and modern- 
ization program at its Corpus Christi zinc refin- 
ery is well under way. When completed, this 
facility will incorporate the latest technology 
available in the industry and will enable Asarco 
to refine a broader range of zinc concentrates. 
Asarco operates five zinc mines in the United 
States and three zinc mines in foreign countries. 


In 1979, Asarco was the second largest miner 
and fourth largest refiner of zinc in the United 
States. 

Asarco has a strong commitment to zinc so 
that our customers will have a reliable source for 
this important metal now and in the future. 
ASARCO Incorporated, 120 Broadway, New 
York, N.Y. 10271. 
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We can say it with pardonable pride and factual sup- 
port—railroads are the most fuel efficient means of land 
transport. 

For example, it takes 3 or 4 times more fuel to move a 
ton of freight by truck as by rail. 

And we're going all out to do even better. 

We've installed special fuel saver devices on our 
locomotives. And our new diesels, 150 of them on order, 
will be even more efficient. 

We've also instituted a number of operational 
changes to maximize fuel efficiency without reducing 
performance. Such as computer simulation tests where 
experienced engineers pit themselves against tell-tale 
electronic performance checks. 

Saving fuel is everyone's business. Vitally so. We're. UNION 
determined to do our part—and more. : 
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Big Red has express 


TRAILWAYS, INC., offers “Priority 
Red” bus package service. Packag- 
es brought to the bus terminal at 
least 45 minutes before bus 
departure are guaranteed to leave 
on the next scheduled bus and to 
arrive at the destination terminal 
on schedule. If not, charges are 
refunded in full. 

One feature of the service—a 
first for bus package express 
business—is that shipments can be 
traced and monitored on route. 

When the shipment arrives, 
Trailways calls the consignee. 


Shipment hot line 


INFORMATION ON Department of 
Transportation hazardous ship- 
ment regulations can be obtained 
by calling 800-424-9158, Monday 
through Friday, from 7:30 a.m. to 
4:00 p.m. 


Air freight discount 


AMERICAN AIRLINES introduces a 
volume discount program for 
multiple package shipments. 
Rates include pickup and delivery. 
The more shipments offered at one 
time, to one or more destinations, 
the lower the charges on each 
shipment. 

Savings add up, especially for 
frequent shippers. Example: It 
would normally cost $48.25 to ship 
a 45-lb. shipment from Philadel- 
phia to Los Angeles. If the same 
shipment were tendered with 
three other shipments, regardless 
of destinations, the charge would 


Truck tonnage 
(intercity, seasonally adjusted) 


Tre 


By Thomas F. Dillon c.p.m. / Senior Editor 


be $43.10. If more shipments were 
offered, the charges would be 
lower. 

The new plan, called 
“saveAAir”, is available to and 
from all destinations in the 
continental U.S. for which Ameri- 
can Airlines lists pickup and 
delivery services. 


No rail rate cuts 


DESPITE THE BUSINESS SLOWDOWN, 
don’t count on a break in rail 
freight rates. Latest Department 
of Labor railroad freight cost index 
(1969=100) is 279.7, the same as for 
the previous month but 46 points 
higher than the comparable 
year-ago figure. Biggest increases 
are in costs of shipping waste and 
scrap materials, up 25.5%. 

Index changes on the follow- 
ing exceed 20%: metallic ores, coal, 
food products, lumber products, 
paper products, petroleum, auto- 
motive parts, and clay, glass, 
concrete, or stone products. 

Index changes exceed 15% on: 
nonmetallic minerals, chemical, or 
allied products, primary metal 
products, and motor vehicles. 


Air independence 


AIR FREIGHT FORWARDER industry 
is becoming more independent of 
the airlines, thanks to air 
deregulation. Air freight forward- 
ers can now operate their own 
airlines, and several do. This 
means new pricing and service 
options for shippers, says Joseph 
N. Berg, president, Air Express 


Purchasing’s freight trends 


Rall ton miles 
(Billion revenue ton miles) 


International, Stamford, Conn. 

Berg notes that AEI has been 
operating its own airline for the 
past year to handle a portion of its 
business. In its role as a carrier, 
AEI can enter into interline 
agreements with other airlines, 
dividing the freight revenue on 
traffic handled jointly. 

This means, says Berg, that 
an increase in air cargo rates by 
airlines will not automatically be 
passed through to shippers. 


Charters fill the bill 


DON’T OVERLOOK charter air cargo 
carriers as one way to move 
shipments to and from out of the 
way places around the country and 
the world. 

Although there is ample air 
cargo service via scheduled 
airlines between major cities 
whose daily volume of traffic can 
support such service, smaller cities 
and towns are not as fortunate. 
Often charter air cargo carriers fill 
the bill. 

For more information, contact 
the National Air Transportation 
Association, 1010 Wisconsin Ave., 
N.W., Washington, D.C. 20007. 
Phone: 202-965-8880. 


Backhaul pays off 


CONRAIL’S innovative “boxcar 
backhaul program” is being 
expanded. The program offers 
reduced rates for shippers in the 
East providing loads for railroad- 
owned boxcars that would other- 
wise return west empty. a 


Domestic air ca 
(Million revenue ton miles) 


Air Transport Assn. of America 
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We’ve put it to the test...the toughest 
environment has no impact on this 
Morse/Sealmaster® bearing. 


Morse self-aligning tapered roller bearings roll on where ordinary 
roller bearing units fail to survive. Field reports from scores of tough- 
job test applications—from aggregates to chemical processing to 
sawmill operations—confirm up to 200% longer service engineered 
into this Morse bearing line. Unlike one-piece rigid bearing units, the 
split-type Morse unit contains a self-aligning cartridge insert with 
integral seals, minimizing the stress on bearing components and 
seals that can lead to early failure when the going gets tough. Try 
‘em on your tough jobs! Your Morse Distributor stocks sizes for 
1%." to 5” shafts. 
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Unce installed the housing 
base of the Morse self-aligning 
tapered roller bearing never 
heeds replacement or realign- 
ment. If ever a replacement 
bearing is needed, a cartridge 
insert can be installed quickly, 
Minimizing both downtime and 
replacement cost. Each cartridge 
is factory sealed and lubed, 
ready for use. Morse Chain, 
Division of Borg-Warner Cor- 
porazion, Ithaca, N.Y. 14850. 
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Prices, now at 34¢/Ib 

and lower, will continue 
soft until autos recover 
or lead output dips. 


LDPE film 


(1967 = 100) 


Slumping demand will hold 
prices level through the 
last quarter; a 4-5% hike 

is likely in early 1981. 


Metal-cutting tools 


34071967 = 100) 


Prices are increasing 

at 5-8% and are expected 
to continue at this level 
through first-half 1981. 


Source: Labor Dept. 
PURCHASING forecasts 
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STYRENE: Plunging demand 
has led to ruthless price-cutting 
by many producers, with the 
possibility of more to come. 
Styrene makers admit they’re 
being forced to cut prices even 
though they won’t get any new 
business as a result. Reason: a 
whopping excess of benzene 
feedstock due to slow gasoline 
sales. Benzene spot prices are 
down around the $1.40/gal mark, 
leading to styrene tags of about 
31¢/lb—5¢ below the first quarter. 
Demand for the monomer is 
only about 65% of last summer’s 
pace, and further deterioration in 
demand (and, probably, price) is 
predicted by several sources. 


WELDING SUPPLIES: Despite a 
falloff in business activity, 
prices continue to climb. Gases 
are up 2-8%; equipment, 7-10%. 

Higher gas prices were posted 
in July: shielding gases, 2-5%; 
acetylene, 7-8%. Another round of 
hikes by year-end is possible, but 
not expected. Higher utility rates 
will push up tags, since energy 
accounts for 60% of the cost of 
welding gas. 

Machinery and equipment 
costs are up, reflecting increases in 
metal prices. Metal pricing has 
now stabilized and demand for 
equipment is down, so further 
increases this year are unlikely. 
The big news is cylinders: easy 
to get and at last year’s prices. 

There are some soft spots in 
the welding supplies picture. 
Depending on _ supplier and 
geographic area, “concessions’”’ 
may be obtained. 


MECHANICAL TUBING: Prices 
should be very soft for the rest 
of 1980 and possibly into 1981. 

Major reason for the weakness 
will be a sharp decline in 
shipments. In fact, a marketing 
analysis made recently by the 
Tubular Products Division of 
Babcock & Wilcox forecasts a 
20.1% plunge in industry ship- 
ments this year, to 1.2 million 
tons. Mechanical tubing is tied 


Pricewatch 


Demand drop siashes styrene tags 


closely to demand for automotive 
equipment, bearings, and machin- 
ery products. All have been weak. 

The next upward swing in 
mechanical tubing prices probably 
will follow the next steel price 
increase. Basic steel producers 
badly need a price hike to recoup 
higher labor costs, but will have 
trouble enforcing an increase 
because of the recession. 


TANTALUM CAPACITORS: Prices 
could rise Oct. 1, if tantalum 
powder suppliers increase their 
prices. 

On July 1, powder prices were 
hiked 17%, despite the fact that 
tantalum ore had _ stabilized. 
Capacitor makers say powder 
suppliers are increasing profit 
margins, not just passing on costs. 
One cap marketer says that the 
price of tantalum powder is being 
pushed up by an opeEc-like cartel. 

There is a possibility that the 
July increase will be the last one 
for capacitors. Unit bookings have 
been softening and leadtimes for 
standard parts, which were at 
16-18 weeks this spring, have 
dropped to 12 weeks. 


MOLYBDENUM: Expect produc- 
er prices to remain static at 
about $9/lb through the fourth 
quarter, with spot tags as much 
as 10% lower. 

The moly market’s weakness 
was demonstrated recently when 
by-product producers lowered their 
list prices to meet Climax 
Molybdenum’s. There had been a 
spread of $1.50/lb; that’s gone now. 

For the first time since 1973, 
there will be a slight surplus of 
moly at the end of the year. When 
the Endako strike created shortag- 
es last year, prices hit $30/lb on 
the spot market. Now consumption 
has flattened out, and prices have 
dropped sharply. 

Between the decline in 
demand from specialty steel- 
makers and the expansion commit- 
ments of Climax, Duval, US. 
Borax, and others, supplies 
should be ample well into 1981. 
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From the 13” mill 


lf you're interested in steel bars, 
you'll be very interested in those 
rolled on Bethlehem’s computT- 
erized 13” mill at Lackawanna, 
N.Y. Get the sfory on the bars—and 
on the mill—from the bar man at 
our sales office nearest you. 


Grade 2H hex nuts by Daniel Bolt—a quality 
domestic product made from quality domestic 
steel. 


at Lackawanna... 


alli ae: heavy ight 
' — - — - = — 
tim ov SF: coils of bars 


Western Cold Drawn Steel has worked 
with Bethlehem carbon and alloy bars 
since the early '60s—when the record coil 
weight was a mere 600 pounds. Today it’s 
9 times heavier: 5400 pounds of bar rolled 
from a single billet. Coiled. Compacted to 
a high density. Banded securely. Tagged 
accurately. Shipped on schedule. 


These big Coils from our Lackawanna, 
N.Y., 13’ bar mill save time, trouble, effort 
for Western, adivision of Stanadyne. John 
Gorney, VP and Gen. Mgr.: ‘‘The longer the 
run through our draw dies, the shorter the 
downtime and the better the yield. And the 
profit. |'ve been pushing for bigger coils for 
years. Now I’m getting from Lackawanna 
what may be the ultimate size in coiled bar. 
And with a bonus: top quality steel.”’ 


straight straight-length 
bars in bundies 


The Bolt & Nut Division of Daniel 
Industries, Houston, operates two of the 
fastest nutmakers in the world. Precision 
machines that spit out grade 2H (high 
temperature) hex nuts at rates of up to 150 
a minute. Needed: a steady diet of 
precision bar stock—closely dimensioned 
rounds of reliably uniform carbon steel. 
No problem for the Lackawanna 13’’—the 
newest bar mill in the country. 


No problem with straightness, either. 
Daniel has found that the run-of-the-mill 
bar off our Lackawanna 13” is straight 
enough to do the job. 


Tom Cameron, P.A.: ‘‘To compete as we 
do with foreign nuts, we have to look at 
every penny. So when we can get a bar 
like Bethlehem’s, with its extra quality 
saving us a cost extra, we'll stand in line 
to buy.”’ 


> - a ” ~ c = . | c - . ) - 
Bundles of straight bars from the Lackawanna 13” Bethlehem ee 


are square-ended and securely strapped. They're 
neat. Bethlehem Steel Corporation, Bethlehem, PA 18016 


Western's John Gorney knows good steel. Like these big 
5400-Ib Lackawanna bar coils at his Elyria, Ohio, plant. : 


Strength/Stretch 


New SuperStretch/90 protects your product 
from the time your shipment leaves the loading 
dock until it reaches its final destination. This 
high-strength film withstands the stress of irreg- 
ular loads, protruding separator boards and 
sharp objects — even loads which cause tear- 
ing in most other films. 


Conventional SuperStretch 
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SuperStretch/ 90 is a three-layer coextrusion thai 
provides the superior stretch, toughness and cling 
properties not attainable in single layer films. _ 
Cling 
SuperStretch/90 retains superior cling throughou. 
a wide range of temperatures. In fact, it will 
maintain cling at — 20°F., eliminating the problem 
of cold climates, cold storage and other 
severe conditions. 
Savings 
Because of its added strength, SuperStretch/90 | 
can be used in thinner gauges. Results: 
easier handling and more pallets per pound. 
This means you get a lower cost per pallet and 
reduced shipping costs. 
If you'd like to try 
32 Pallets  40Pallets UPerStretch/90 on your 
. . @quipment, you may or- 

der just one pallet of film 
at the 25 pallet rate. We 
know you'll be pleased 
with the results. 

SuperStretch/90 — 

pis 2” — strength, stretch, savings 
— maximum siaorigy for your packaging needs. . 


Su uperstretch/90- 


St. Regis Flexible Packaging Division 
P.O. Box 225325 Dallas, Texas 75265 
(214) 421-4161 
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FLEXIBLE PACKAGING DIVISION 
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MARKET CONDITIONS: | 
Lower profit gains 


Capsule. The biggest challenge 
facing connector suppliers is how 
to cope with gold prices, which rose 
sharply during fourth-quarter 
1979 and early 1980. Volatile gold 
prices have resulted in higher 
materials costs and increased 
emphasis on reducing gold content 
wherever possible. Particularly 
affected by the price instability are 
manufacturers supplying connec- 
tors with long leadtimes, like those 
of military cylindricals. 

Gold prices, coupled with a 
slowdown in orders, will severely 
impact manufacturers’ profit 
margins this year, according to 
market analyst Jerry H. Labowitz 
of Merrill Lynch Pierce Fenner 
and Smith. In his analysis of the 
connector industry he notes that 
“delivery stretch-outs are evident 
and large quantity orders have 
been reduced. As a result, 
second-half profit gains will be 
difficult to achieve.” (His 87-page 
report is now on sale for $300. For 
a copy, contact Labowitz at Merrill 
Lynch in New York: 212-637- 
8112.) 


Supply. Connectors are used in 
some shape or form in all 
electrically controlled products, 
including appliances, telephones, 
lighting fixtures, machinery, 
instruments, computers, business 
machines, motors, aircraft, autos, 
and controls. The availability of 
these components, therefore, is 
tied closely to aggregate demand 
and the economy. 

While leadtimes are still 
longer than they were a year ago 
in some product areas (flat cable, 
cylindrical, rack and panel, and 
coaxial), availability is not a 
serious problem overall. A reduc- 
tion in large quantity orders has 
improved supplies, and the trend 
in slowing order rates is expected 
to continue at least through 
year-end. Some manufacturers 
speculate that once demand picks 
up (in late 1981 and 1982), the 


industry may again have trouble 
filling orders unless new capacity 
is brought into production. 


Prices. During the past 18 months 
most connector makers have 
instituted rapid price increases as 
costs of gold, copper, plastics, and 
other raw materials rose to new 
highs. 

Many companies have incor- 
porated escalator clauses, sur- 
charges, or mark-ups in their 
product prices based on the price of 
gold at time of order or delivery. 
These precious metal adders have 
created problems: Distributors 
have difficulty constantly updat- 
ing them, and users can’t calculate 
prices when each manufacturer 
employs a different pricing 
method. 

Don’t expect fast relief 
anytime soon from rising prices. 
Prices will rise selectively, averag- 
ing 10%. With gold surcharges 
added on, you may be paying as 
much as 20% more for some 
connectors. 


BUYING FACTORS: 
Good as gold 


Gold substitutes. The connector 
industry is one of the largest users 
of gold, and for this reason, more 
attention has been placed on 
alternative plating materials 
(such as tin-lead alloys and 
palladium) to eliminate or de- 
crease gold content. Many compa- 
nies have modified their plating 
operations to reduce gold content 
by thinner plating and/or spot 
plating (a method in which only 
the point of contact with the wire 
is gold plated). Notable examples: 
Burndy’s gas-tight high-pressure 
contact system (GTH), which uses a 
tin-alloy plating and unique 
contact geometry to provide a 
high-reliability connector without 
gold; GTE Sylvania’s Gold Dot and 
Minidot processes which weld a 
gold spot at the contact point 
without affecting performance; Du 
Pont’s Spot-O-Gold and Selective 


Connectors 


Gold Stripe plating methods which 
reduce gold content; and amMpP’s and 
Molex’s tin-plate items. Palladium 
and other metals continue to be 
tested as possible alternatives. In 
addition to gold, copper, and 
plastics, the connector companies 
use aluminum, brass, tin, steel, 
nickel, and silver in their products. 


Competition. More than 300 
companies manufacture connec- 
tors. Most of these companies are 
U.S. based, and many have 
developed worldwide markets. To 
compete in this $6-billion market, 
connector makers will continue to 
expand and develop new products. 
Working with customers to solve 
specific needs, they are spending 
time and money to aid industry in 
becoming more efficient and: cost 
‘competitive. Their early involve- 
ment will help them to penetrate 
new markets by supplying the 
next generation of products— 
smaller, more complex components 
for equipment of the mid-80s. 


No relief from 
rising prices 
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Don't Be Convicted 
of Possessic 


Don’t be convicted of possessing excessive amounts of At McJunkin, we represent more than just pipe, valves, 
pipe, valves, and fittings. Call McJunkin first! We can and fittings. Write or call Hitchman at (304) 
show you an inventory management program that can 348-5850 for more details. 
reduce your MRO inventory costs by as much as 25%. 

We’ll resupply your MRO material daily from a com- q 


puterized inventory at one of our 35 branch warehouses. 
MmUunkin 


f 


We have over 60,000 line items representing more 
than a $30 million inventory in a full size range of carbon 
and stainless alloys. 


CORPORATION 


GENERAL OFFICES 
P.O. BOX 513 
CHARLESTON, W. VA. 25322 
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Gloomy outlook 
for labor costs 


A combination of rising wages and declining 
productivity will sharply boost U.S. labor costs in 
manufacturing this year. Perpetuating this pessimis- 
tic outlook is the fact that—thus far—major union 
bargains are insensitive to economic decline. 

Despite a recession and growing unemployment, 
first-year wage and benefit packages in major bar- 
gaining units are averaging 9.5% this year, up from 
9% in 1979. Unit labor costs in manufacturing are 
expected to climb 9.5% this year, compared with 8.2% 
last year. 

As the recession deepens, expect continuing 
deteroriation in the U.S. productivity rate, which fell 
2.3% in first-quarter 1980. 

Labor economist Audrey Freedman of The Con- 
ference Board observes two conditions which reaffirm 
this outlook and could endanger U.S. economic 
health: 

“Bargained wage increases seem to have taken 
on a momentum that is independent of the competi- 
tive adversity of U.S. industry. And, when wage 
increases are combined with falling productivity, 
labor costs rise at a truly malignant rate.” i 


Negotiating calendar: 
Major contracts expiring in September 


Contract Number of 
expires Industry Union workers 


9/1 Steel (Sharon, Steelworkers 8450 
Penn-Dixie, (USA) 
Envirodyne) 


9/5 Castings Autoworkers 
(NL Industries) (UAW) 


9/8 Paper Paperworkers 
(Champion, (UPIU) 
Federal Paper) 


9/15 Pumps (Dresser Steelworkers 
Industries) USA) 


9/29 Oil field equip. 
(Lufkin Ind.) 


9/30 Metalworking Steelworkers 1500 
mach. (Wean (USA) 
United Inc.) 


9/30 Marine cargo Longshoremen 21,100 
apy li (West (ILA) 
Gulf an 
Savannah 
Maritime Assn., 
Steampship 
Trade Assn. of 
Baltimore) 


Glass (Anchor Glass workers 7150 
Hocking, (AFGW) 

Brockway, 

Federal Paper, 

Owens-Illinois) 


Independent 


DUMPS 
ITSELF! 


als 


‘a-\ RIGHTS 
ITSELF! 


LOCKS 


tear ITSELF! 
PAYS for itself! 


A Roura self-dumping hopper on your lift truck lets one man 
do the work of two. That can cut bulk handling costs in half, 
whether you're handling banana stalks or broken glass. 

Reinforced. %6” steel plate (or heavier if the job re- 
quires it). Heavy-duty welds. Mounted on heavy-duty fork, 
platform, or combination 


fork/platform skids, with POURRA 


or without casters. : 
Stainless, aluminum or Self-Dumping 


galvanized. 9 sizes from HOPPERS 


¥, to 5 cu. yd. 
ROURA IRON WORKS, ING. 
Free brochure answers 4476 woodland Ave.. 


all your questions. Detroit, Michigan 48211 
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CUSTOM HOSE 


...Engineered and 
Hand-Made to Fit Your 
Design For 

e Material Handling 

e Petroleum 

e Chemicals 

e Water 

e Food 

Transport or In-Plant O.E. 
and User Design Services 


TYPES:Hang- or machine-wrapped, smooth 
or corrugated hose for service and 
process industries, manufacturing, 
mining, construction, dredging and 
marine. 


V2" to 33” 1.D. Full vacuum to 500 
PSI, WP 


Enlarged or reinforced straight, soft 
cuffs, integral reinforced rubber 
flanges or built-in nipples. 


Salem-Republic 
Rubber Company 


SI 


P.O. Box 389 P* Sebring, Ohio 44672 
Phone (216) 938-9801-09 
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From Hy-Test: new viaake and oe ne safety 
boots. For workdays or weekends. With new 
Clincher"soles for the most sure-footed tread ever. 
And just in time for the change of seasons. 


On the job or off, these new, 
he-man Hy-Test safety boots 
provide a happy combination 
of rugged good-looks plus 
proven superior foot 
protection. And if you order 
them now, they'll be available 
for your workers just in time for 
the hunting and hiking season. 

Featured above — the Hy-Test 
Raindance Hiking Boot 
(H709), and the versatile Tan 


Leather Boot (H712). Styled 
to make foot protection easy 
for you to “sell.” 

Durable leather tops. Full- 
cushioned insole. Storm welt. 


With our brand new “Clincher” 


non-skid sole, made of a 
special compound developed 
for unusual slip resistance, oil 
and chemical resistance, 
flexibility and extra toughness 
for long wear. Along with 
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standard Hy-Test exclusives 
like Our Original “Anchor 
Flange” steel toe...and 
sanitizing for lasting freshness. 


Remember, we've got the 
product, the program, and the 
people to help solve foot 
protection 
problems... 
that’s why 
were 
Number OF 


HY-TEST 


Electronic scale 
tips balance 


LEOLA, PA.—Laboratory balances 
are accurate but often impractical 
to use on production lines and for 
quality and inventory control. 
Electronic weighing scales may be 
the answer. Accuracy? Pennsylva- 
nia Scales new 4000T series scales 
give resolutions of one part in 
20,000. That’s four times better 
than similarly priced electronic 
scales now on the market, the 
company says. The 4000T scale is 
available in capacities from 2-100 
pounds. Pennsylvania Scale Co., 
21 Graybill Rd., Leola, Pa. 17540 
For more information circle 348 


Bronze ball valve 
is economical 


NEW YORK—Jenkins has added to 
its economy valve line, recently 
introducing a compact bronze ball 
valve. Similar in design to the 
company’s Fig. 1350 stainless ball 
valve, the new Fig. 900T ball valve 
is available in sizes from %4"-2”, 
cast from astm B62 bronze. Fig. 
900T valves feature TFE seats, 
glass-filled TrE packing, and a 
large, unobstructed port. Rated at 
400 psi, the valve is available in 
both thread and solder ends. 
Jenkins Bros., 100 Park Ave., New 
York, N.Y. 10017 
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Self-lube bearings 


cover wide range 


THOROFARE, N.J.—For buyers 
looking for’ self-lubricating, 
sleeve-type bearings, Garlock is 
now offering pretty much a 
full-line of such bearings—six 
distinct families, highlighted by 
the company’s DU ssteel-backed 
bearings. 

These high-performance bear- 
ings offer a combination of 
properties and capabilities that 
cover a wide spectrum of 
applications: loads to 100,000 
psi-fpm; speeds to 1000 sfpm 
(without lubrication) or 2000 sfpm 
(with some lubrication); tempera- 
tures from —328°F-536°F; and 
compressive strength to 44,000 psi. 

DU bearings feature a steel 
backing for high load carrying 
capacity, a porous bronze inner- 
structure for maximum heat 
dissipation, and a pTFE-lead 
reservoir and overlay for a 
continuously self-restoring low- 
friction bearing surface. 

Garlock also offers two other 


types of filament-wound composite 
self-lube bearings. Gar-Fil bear- 
ings feature a tough, high- 
strength, epoxy-impregnated 
glass-fiber structure and a PTFE 
liner bearing surface for high-load 
applications and high- or low- 
speed operation. Gar-Max bear- 
ings offer the same high strength, 
filament-wound glass-epoxy back- 
ing with a bearing surface of 
wound PTFE and Nomex (Du Pont) 
fibers encapsulated by an epoxy 
resin. These bearings provide 
maximum resistance to shock 
loadings. 

DX pre-lubed bearings require 
only a trace of grease on 
installation. Staggered pockets on 
the modified acetal copolymer 
resin bearing surface retain a 
sufficient amount of lubrication to 
assure uniform lubrication. Gar- 
lock Bearings, Inc., 700 Mid-At- 
lantic Parkway, Thorofare, N.J. 
08086 
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SIEMENS-ALLIS 


Our thoroughbred stock. 
Available olf the shelf 
in 1—1000 horsepower. 


When you need motors in a hurry, of industry turning smoothly for 75 years. 
Siemens-Allis has them in stock. They're So keep our representative's or 

ready to ship in a thousand combinations, distributor's phone number handy. We put 
all the way up to 4000 volts. And witha a lot of stock in their delivery promises. 
full range of enclosures. From 1 to 1000 HP. 

And our quick ship program can save you You can call us direct, toll-free at 
weeks of delivery time by modifying standard 1-800-843-8686 (in Ohio, 1-800-583-9000). 
off-the-shelf designs with customized Or, since emergencies don't usually hap- 
options to meet your specific needs. pen at convenient hours, call us toll-free 

Every motor comes with Siemens-Allis’ | after working hours at 1-800-643-9902. 
reputation for reliability and minimal down- Or write Siemens-Allis, Inc., P.O. Box 


time. Because it's builttothe same thorough- 89000, Atlanta, GA 30338. 
bred standards that have kept the wheels Siemens-Allis, The Dynamic Alternative 
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When you need high quality and you need it fast, 


PRECISION CAN DELIVER! 
Today, more than ever, there is 


no substitute for prompt, dependable, 


courteous service. Most orders 
are processed within a week, and 
pre-cut conventional stock sizes 
can be shipped in 24 hours, 
if necessary. 


“f 
for more information contact: bn 
a , 
Terry A. Piper — A 
Marketing Manager ra 


' 


PRECISION STEEL WAREHOUSE INC. 


3500 N. Wolf Road, Franklin-Park, |L 60131 


Phone — 312/ 455-7000 


CHARLOTTE SERVICE CENTER 
3205 Parkside Drive, Charlotte, NC 28208 


Phone — 704/ 394-3341 


® C.R. Strip & Sheet @ Spring Steel © Stainless Steel Strip © Coated Metals © Aluminum,Sheet.® Brass & Bronze Strip 
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Portable adhesive gun 
for medium volume needs 


ELECTRIC HOT-MELT adhesive applica- 
tor is designed for low- to medium- 
volume product assembly operations. 
Polygun AE dispenses adhesives at a 


rate exceeding 2 lbs./Ahr. The %” 


diameter, 12”-long adhesive sticks 


melt on demand for easy flow after 


trigger is depressed. Release provides 
sharp adhesive cut-off. 3M, 223-6NE, 
3M Center, St. Paul, Minn. 55101 
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| Mar vard 
PVC CPVC Compression Fittings 
end PVC Check Valves 


Rene nim: seminoma 
Compression fittings 
stocked for fast delivery 


PLASTIC COMPRESSION fittings are 
stocked for immediate delivery. The 
line includes Ips and copper tube size 


_ Pvc and cpvc couplings in 4"-4" sizes, 


male adapters, female adapters, tees, 
and reducing tees from %"-2". The firm 
also offers pvc line checks from 4"-2” 
and pvc swing checks from 1'4”-3". 
American Granby Co., 1111 Vine St., 
Liverpool, N.Y. 13088 


For more information circle 158 


cold-heading 
quality wire: 


as It can 
ann se 2) your 


Ze ue) profit 
picture. 


Many cold headers and 
fastener makers have found 
that our CHQ wire is excellent 
in several productivity-related 
areas: formability; quick and 
deep response to heat treat- 

ment; and capacity for cold 


reduction. 
Our USS Q-TEMP boron- 


treated grades, in particular, 
outperform steels much higher 
in carbon. 
Investigate them. It’s easy. 
Just contact your USS Dis- 
trict Sales Office. Or for more 
information on CHQ wire, write 
U.S. Steel, Box 86 (C1372), 


QO Pittsburgh, PA 15230. 
y) USS and Q-TEMP are registered trademarks. 
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Cold-Heading 
Quality Wire | 
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Eliminate 
. changing light 
bulbs in hard to 
J reach places. 
When Mellin’s 
me microchip light 
{Ber savers are attach- 


iii ed, light bulbs last 
Yo aminimum of 8 
years. Sheraton, 


Round steel washers for 
high-strength assemblies 


STEEL WASHERS carry permanent 
double identification to ensure accu- 
rate application and replacement. 
Mil-Carb high strength hardened 
round steel washers are available for 
use with bolt sizes %” through 1%” in 
both saE and U.S. Standard dimen- 
sions. Markings include distinctive 
nubs on washer OD and a trademark 
stamped on the surface. Wrought 
Washer Manufacturing Inc., 2100 S. 
Bay St., Milwaukee, Wis. 53207 
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General Motors, Lums 
& Wendy's etc., all bought. 


Send $9.95 for 4 Lite-Savers 


2301 Collins Ave. 
Miami Beach, 
Florida 33139 
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Wide range of single row 
angular contact bearings 


SINGLE ROW angular and contact 
bearings are designed for combination 
loading with high thrust capacity in 
one direction. Available in a wide 
range of inch and metric sizes, they 
meet ABEC Grade One tolerances and 
IsO dimensions. Bearings feature 
counterbore construction on one side of 
the outer ring with a high thrust 
shoulder on the opposite side. RHP 
Bearings, Inc., 200 Clearbrook Rd., 
Elmsford, N.Y. 10523 
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Fast new source for step motors 


You can now get step motors steps/revolution; 1.8% step angle. 

virtually overnight from TRW Globe You can be confident of an 

or one of our stocking distributors: objective recommendation from 

Arrow Electronics us because we also make AC and 

Hall-Mark Electronics DC miniature motors, actuators, 

Hamilton/ Avnet Electronics and motion systems. 

Jaco Electronics | Moreover, you have easy access 

Pioneer Electronics to our national sales and service 
43 different part numbers; 200 organization. 
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Take a quick step to fast 
delivery: write for our Step Motor 
Catalog. Globe Motor Division, 
TRW Inc., Dayton, Ohio 45404. 
Phone 513-228-3171. 

TWX 810-459-1642. 


TRW «icg orors 


An incredible shopping experience: 


RKET 


Where every storage and shop equipment item 
you'll ever need Is always close at hand. 


Visit our bench section. We've got overt 
ions. With or wilh- 


out drawers. 
Laminated wood, steel or Masonite tops. 


Then stroll over fo the drawers. 
More than 300 different kinds await you, 
for big things, flat things, round things. 
Nobody has more drawers than Equipto. 
And don't forget the shelving/rack 
center. Or the pre-fab mezzanines, stalr- 
ways, railings, DINS, cabinets and stock 
trucks. Shop furniture too. You can get 
everything you need, and we'll deliver i! 
fast, because we've builf our reputation 
on great service and fast delivery. x 
Equipto guarantees an incredible “rr 
shopping experience if you're after 
creative solutions to your storage and 
shop equipment problems. Over 3,000 
solutions for everything on your 
shopping list. 
Write or phone for the Equipto 
catalog today. 
Better Ideas in Storage Equipment 


EQUIPTO 


Aurora, IL 60507 —pnh. 342-859-1000 
Piants in Aurora iL. Dallas ™ Totamy (Easton! PA 


eer more reer at 


Send us 
ur bevel gear specs. 
ll quote for 


Starting with price and ending with lead times that you can 
count on, Arrow keeps moving to keep up with your demands 
for quality spiral bevel gearing. 

Our stocks of tooling, quenching and forging dies have 
been re-inventoried to give you fast access to welcome sav- 
ings in tooling costs. 

Our stock gear lines have been expanded to include 
ground tooth sizes. NCR machining and computor monitor- 
ing assures precision while reducing lead times. Prototype or 
production run sizes to 28” P.D. and ground tooth tolerances 
to AGMA 13. 

Let arrow quote with the authority that 
comes from spiral bevel gear specializa- 
tion . Send us your specs. We'll quote with 
savings, reasonable lead times—and 
bevel gear performance that speaks well 
for your product. Arrow Gear Co., 2301 
Curtiss St., Downers Grove, IL. 60515. 
Phone (312) 242-2952. 

Send for bulletin ST. 


4-279 
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@ OAK MODULINE 
ASSEMBLY PROGRAM 


Distributor program speeds 
rotary switch deliveries 


CUSTOM ROTARY switches are delivered 
quickly through the firm’s distributor 
assembly program. An eight-page 
brochure provides useful tips for 
selecting switch design variables 
step-by-step to match requirements. 
Custom switches with up to six 
standard or special selections. Oak 
Technology Inc., 10 S. Main St., 
Crystal Lake, Ill. 60014 
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Captive fasteners speed 
pc board assembly time 


BROACHING-TYPE fasteners speed pc 
board assembly. K Series nuts, studs, 
standoffs, solder terminals, and 
spring-loaded panel fasteners are 
suitable for pc boards at least 0.060” 
thick. They are installed simply by 
pressing into properly sized drilled or 
formed holes with a parallel-acting 
press. Knurled broaching shank 
creates a tight interference fit. Penn 
Engineering & Manufacturing Corp., 


Doylestown, Pa.18901 
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The key to productivity is matching your 
calculators to the job. Many are loaded with 
complicated features that never get used. 
Others are so basic they can only handle 
simple arithmetic. 

Victor makes sure all your calculators 
match the job. First, we monitor each of your 
work stations. Then, select the features you 


need from our full line of business calculators. 


Are you buying 
too much calculator? 


Or too littie? 


Everybody gets exactly the calculator he or she 
needs. No more. No less. 

This makes calculating simple and fast. 
Your productivity goes up. Your costs go down. 

Your Victor representative will even come 
in and train new employees. That's the quickest 
way to get them up to speed. 

Victor makes calculating easy. That makes 
your choice easy. Call today. 
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Get in touch with Victor at (800) 447-4700. 
In Illinois, (800) 322-4400. Or mail this coupon. 
We're open 24 hours a day, seven days a week. 


Address 


City 


Subsidiary of Walter Kidde & Company. ir 


Mail to: 

Victor Business Products 
P.O. Box 3900 

Peoria, iflinois 61614. 
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New products 


Economy toolholders 
build versatility 


TOOLHOLDERS for use with 55-degree 
and 80-degree diamond-shaped index- 
able inserts feature negative rake 
pockets and clampless Loc-A-Dex 
insert retention. Holders with 80- 
degree inserts can be used for turning 
and facing operations. Valeron Corp., 
31100 Stephenson Hwy., Madison 
Heights, Mich. 48071 
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SAVE TIME, SAVE MONEY! 


ARTIST & DRAFTING 
SUPPLIES, INC. 


*A MINORITY COMPANY *“ALL MAJOR BRAND 
(SENATE BILL AB 95507 NAMES Available 
APPLICABLE) “FREE 200 Page Catalogue 

“FREE Delivery anywhere in Upon Request 
U.S.A. ‘GSA SCHEDULE 

“COMPETITIVE Prices DISCOUNTS Where 
Quoted Applicable 

“NO MINIMUM Order 
Requirements 


Artist & Drafting Supplies, Inc. has been a major supplier of art, 
drafting and engineering supplies to industry, business and 
government for over 25 years. 


WE REPRESENT AND STOCK THESE MAJOR MANUFACTURERS 


LETRASET WINSOR NEWTON RAPIDOGRAPH MAYLINE 
CHARTPAK LIQUITEX KOH-I-NOOR LUXO 

ZIP A TONE CRESCENT STAEDLER LEDU 
FORMAT STRATHMORE CASTELL MUTOH 
PRESTYPE MAGIC MARKER BEROL BRUNING 
BISHOP GRAPHICS PENTEL NEOLT CLEARPRINT 
X-ACTO K&E HAMILTON PLANHOLD 
GRUMBACHER DIETZGEN STACOR ORAVISUAL 


AND MANY OTHER MAJOR MANUFACTURERS. 


CALL US NOW AT: 


800-423-2463 


IN CALIFORNIA: OR TELEX: 
213-506-4015 662453 
For a Quick Reply on All Quotations 


ARTIST & DRAFTING SUPPLIES, INC. 


6925 Tujunga Avenue 
North Hollywood, Calif. 91609 
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Stellar anodes provide 
greater surface area 


STAR-SHAPED tin and solder anodes 
provide 300% greater surface area 
over oval-shaped units. Measuring 2%” 
diameter, they meet MIL-QQ571d specs. 
Design provides uniform corrosion and 
minimum scrap generation, thereby 


reducing costs while requiring less 


area in the plating tanks. Anodes are 
shipped from stock in 18”, 24”, 30”, and 
36” lengths. csp Metals and Chemicals 
Corp., 2535 E. 28th St., Los Angeles, 
Calif. 90058 
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| Plating process for metals 


and other substrates 


ELECTROLESS NICKEL-BORON process 
produces very hard, wear-resistant 
coatings on stainless and alloy steels, 
copper, and many other metallic 
substrates. Niklad 740 deposits have a 
hardness of 1000 VHN; as plated and 
can be welded easily. It also can be 
used on plastics, ceramics, and other 
non-conductors in a variety of 
electronics applications. Allied- 
Kellite, 2400 East Devon Ave., Des 
Plaines, fll. 60018 
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‘Try us for size. 


Size at Frasse means 
unusually complete bar 
inventories—17 grades of 
Stainless steel, 25 grades of 
alloy steel, 12 grades of Car- 
bon steel plus aluminum, tita- 
nium and high-temps. 


Size at Frasse means you can 

draw on a wide variety of standard 

grades and items along with “specials” for spe- 
Cial needs. 


Size at Frasse means an extensive size range of 
rounds, hexes, squares and flats; cost-cutting 
sizes in 32nd and 64th-inch increments. 


PETER A. FRASSE 
& CO, INC. 


Steel and Aluminum 
Bars and Tubing 


Aluminum Plate 


Frasse 


Size at Frasse means 
availability through a net- 
work of seven plants inter- 

connected by daily compu- 
terized movement of inven- 
tory. 


Size at Frasse means we buy 

big, broad and deep from mul- 

tiple sources, at best prices. Our 

“edge” works to your advantage. Plan ahead 

with Frasse. We invest in your inventory. You pay 
for it only as you use it. 


Metals...and More. 


New York Metro Area: 
(212) 925-2200 (201) 933-7700 
(516) 627-3332 (914) 476-5900 
Philadelphia: (215) 229-9900 
Cleveland: (216) 425-4911 
Hartford: (203) 529-6861 
Boston: (617) 864-2460 
Buffalo: (716) 876-4700 
Syracuse: (315) 437-2951 
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| CAN HELP YOU 
GET IT ALL TOGETHER! 


Pre-packaged pump repair 
kits simplify maintenance 


PUMP REPAIR KITS provide four levels of 
maintenance from gasket replacement 
to full shaft and bearing replacement 
with all required hardware. Catalog 
70841 provides exploded diagrams of 
each of the firm’s pumps to guide 
selection of kits required. Photos and 
text also describe contents of various 
kits. Ingersoll-Rand, 253 E. Washing- 
ton Ave., Washington, N.J. 07992 
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We've had well overacentury of experience making fastener 
“specials” that have held all kinds of things together for peo- 
ple in all kinds of industries. 

We can make your “specials” in steel, aluminum or bronze. 
We can quote promptly on your design, or our long-time fas- | 
tener engineering know-how — which has saved many a Cus- | 
tomer many a dollar — is at your service. No obligation, of so 


course. , Back-up current limiting 
Try us, Phone, or send today for our brochure. power fuse is effective 
minimum interrupting current. Bulle- 


\ tin 1410-BR-002 covers applications 

Ci ARK from pad-mounted transformers and 

i capacitors to feeder circuits. Nelson 

5 Electric, P.O. Box 726, Tulsa, Okla. 
iadaeeoae’ BROS. BOLT CO. | | zac: 


Telephone (203) 628-5525 Milldale, Connecticut 06467 


TYPE E current limiting fuses are 
backup devices capable of interrupting 
all currents from rated maximum 
interrupting currents down to rated 
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We're looking for Metal Fabrications Customers with a 


If you buy “Q” 
(quantity & quality) 
here’s how to 

raise your Buy-Q — 
and maybe save 
your company 

a few $$$’s. 


Put our Fabricated Metals Group on 
your bid list. Here’s why: 


1. We offer you complete metal fab- 
ricating capabilities—from en- 
gineering through assembly. 


2. Our 100,000+ sq. ft. facilities in- 
clude the /atest CNC equipment 
which will give you greater speed 
and accuracy on large quantity fab- 
rication orders. 

3. We handle press work to 250 tons. 


4. Using Computerized Production 
Control to pinpoint the status of 
your job in progress, we assure de- 
livery you can live with. 

5. We've got a reputation as real nit- 
pickers in quality control. As a re- 


Because we care. 


MIDMARK’ 
Ss) Sls. 
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sult, we've virtually eliminated 
reworks—a pain in the fanny for 
both of us. 


6. You can't pile up 62 years of expe- 
rience without adding a few signifi- 
cant manufacturing economies to 
your bag of tricks. 

Can we beat your present sup- 
pliers on cost? Maybe we can and 
maybe we can't. We'll never know ’ til 
you give us a chance to bid. 

We can assure you of this. We can 
handle your quantities. And we can 
deliver your quality. For details, con- 
tact Henry Dickman, Midmark Corpo- 
ration, Dept. PA, Minster, Ohio 45865. 
Toll free 1-800-537-6679. In Ohio 
(419) 628-2311. 


SEE_THE. WORLD. 


gathering a wide 
range of heavy-duty 


2 See this thriving inter- 
1 national port on Lake 


COME TO 


J Erie, and a great trade industrial 
» center for the world cLEVE LA Nip: i fasteners 
t fastener market. from 


around the world. All this fo make 
them available to you at a tele- 
phone call. 

lf Cleveland fits in with your travel 
itinerary, stop by fo see Our town, Our 
central offices and warehouses. P/US 


You'll find Cleveland a bustling, 
» cosmopolitan city with the brawn of 
1basic steel and the sophistication 
) of fine surgical instruments. You'll also 
t find it's the home of Eamest Machine 
1Products Company, specialists in 
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the ways we stock, test and deliver) 
the world’s finest industrial fasteners. f 
At the price you want to pay. | 

lf not Cleveland, then how about t 
Tampa, Houston or San Jose? There} 
are major Earnest facilities locatedik 
in all four cities. 

To make an appoiniment to seels 
us at our best, just dial your choices 
of the telephone numbers whichir 
are listed below. 


EARNEST 


MACHINE PRODUCTS CO. 
Headquarters 

Cleveland (216) 362-1100 

New Western Division 

San Jose (408) 946-9121 

Southeastern Division 

Tampa (813) 223-1661 

South-Central Division 

Houston (713) 688-1118 


Brushing up on brushes 


INDUSTRIAL brushes—that’s what 
this brochure is all about. Also 
included are a visual reference 
guide and brief explanations of 
brush terminology, brush fill 
materials, and filament config- 
urations. A chart describing 
brush operating adjustments 
helps you to obtain the desired 
result from your brush. Each 
type of construction is shown on 
a layout sheet, making it easier 
for buyers to order brushes for 
particular applications. 28 pages. 
FMC Corp., 1250 East Philadel- 
phia St., Pomona Calif. 91766. 
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Industrial Brushes 


Graphite parts: make or buy? 


MACHINED CARBON and graphite 
parts are used in many 
industries: aerospace, automo- 
tive, cp1, electronics, foundries, 
and steel mills. This machining 
manual will help you decide 
whether to buy finished- 
machined parts from a graphite 


specialist, use an outside 
machine shop, or machine the 
parts yourself. The manual also 
tells you how to get your parts, 
whatever option you choose. 16 
pages. Airco Carbon Div., 800 
Theresia St., St. Mary, Pa. 
15857. For your copy circle 346. 


Terminals and connectors 


THIS HANDY wall chart covers 
350 of the most popular electrical 
terminals and connectors in the 
company’s product line. The wall 
chart, which opens to 17” x 22” 
includes a reference guide to the 
plier and hand ratchet-type crimp- 


Molded metric seals 


WHATEVER YOUR APPLICATION for 
precision seals in metric sizes, 
this reference guide will assist 
you in making the best selection. 
The guide serves as a summary 
update on recent technological 
advancements made in both 
material and product design for 
precision seals in metric sizes. 
The book covers a wide range of 
products, from packings and 
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ing tools for attaching various 
types and sizes of connectors 
and terminals. Four pages. Hol- 
lingsworth Solderless Terminal 
Co., 85 Benjamin Franklin High- 
way, Pottstown, Pa. 19464. 
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O-rings to complete piston heads 
and custom bonded parts. These 
sealing elements have wide- 
spread applications for automo- 
tive and the machinery indus- 
tries, as well as for makers of 
hydraulic and pneumatic devi- 
ces, and textile equipment. 
SIMRIT Corp., 1245 Rand Rd., 
Des Plaines, Ill. 60016. 
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The big build up 


THE EXPANDED LINE Of building 
materials now offered by Georgia- 
Pacific is illustrated in the new 
1980 catalog. In addition to 
paneling, siding, and gypsum 
products, the catalog provides 
specifications and code, assem- 
bly and installation information 
on lumber, plywood, particle 
board, roofing, insulation, and 
metal products. Georgia-Pacific 
Corp., 900 S.W. Fifth Ave., Port- 
land, Ore. 97204. 
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industrial belts 


A NEW REPLACEMENT and 
technical reference guide is now 
available for industrial belt 
users. The guide contains much 
valuable information on certain 
nonstock or factory belt sizes. 
To further assist the user, the 
catalog also contains recom- 
mended sheave types for each of 
the belts listed. Other informa- 
tion includes V-belt matching 
limits, V-belt weights (for each 
size), variable speed belt 
interchanges for OEM users, a 
brand-name interchange and an 
extensive maintenance and 
trouble-shooting section. Dayco 
Corp., 333 W. First St., Dayton, 
Ohio 45402 For your copy circle 345 


Gearbox efficiency 


THE RELATIONSHIP between 
gearbox efficiency and energy 
savings—that’s the subject of 
this booklet. An efficiency chart 
compares the efficiencies, ener- 
gy savings, and return on 
investment of two competitive 
gear units. The booklet also 
features the company’s helical 
bevel gear unit. This product is 
95% efficient and can cut a 
user’s gear drive electrical bill 
by 35%. Eurodrive, Inc., 2001 
West Main St., Troy, Ohio 
45373. For your copy circle 343 


nd capacity— 
just 500 lbs. apart. 


It's the new Toyota pneumatic 
tire “Handling Optimizer” line— 
nine gas-powered and nine diesel 
lift trucks. 

With lift capacities only 500 
pounds apart in each model of the 
new line—you can match your truck 


TOYOTA 


to your needs without compromise. 
Among the many advanced fea- 
tures offered by the new “Handling 
Optimizers” are standard power 
steering on all models; newly 
designed powershift torque con- 
verters available on all models; high 
torque gas engines; low-noise diesel 
engines; larger overhead guard; 
power brake and clutch on 4,000- 
6,000 Ib. models; and much more. 


[Model [Capacity [ Model [Copocity — 
4FG/ 3FD10 
4FG/3FD14 
4FG/ 3FD15 
FG/FDI8 

3FG/ 3FD20 


3FG/ 3FD25} 5000 # 


2FG/ 3FD30} 6000 # 
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The new “Handling Optimizer” 
line is just one more example of 
leadership from the company that 
brings one of the longest lines of both 
electric and internal combustion sit- 
down rider lif trucks in the industry. 


— * 
TOYOTA | 


LIFT TRUCKS 
THE DIFFERENCE 


Toyota Industria! Trucks, U.S.A., Inc., 
1041 East 230th Street, Carson, California 90745, 
800/528-6050 on 1289 
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CASTINGS 
Ductile, Steel, and Stainless Short- 
run, Prototype, Repair parts, Mining 
parts, Show Castings. 

HOLLAND ALLOYS 


4524 136th Street 
Holland, Mi 49423 
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BRASS CASTINGS 


As cast or machined to your specifica- 

tions. 

We have open capacity in our modern 

brass and bronze jobbing foundry. Our 

facilities include: 

e All electric melting in 3 channel 
induction and 4 coreless furnaces. 

e Hunter 14 x 19 automatic molding. 

e B & P 1620 automatic molding. 

e Multiple jolt-squeeze matchplate 
molding. 

e Complete, high production, 
machine shop. 

We have a 50 year history of quality 

brass and bronze foundry jobbing. For 

a prompt quotation send your inquiry 

today, or call us to discuss your re- 


sal 
quirements Sall Brothers Company 


A Division of Eclipse Inc 
2320 Kishwaukee Street 
P.O. Box 4055 

Rockford. Illinois 61108 


(815) 964-5687 
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CASTINGS 
Ductile and Iron Squeezer work, 
Production work, Prototype, Repair 
parts, Mining parts, Show castings. 
KANSAS ALLOYS 
Asherville Rd. 
Beloit, Ks. 67424 
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scrap buyer 


ATTENTION 
PURCHASING AGENTS 


Surplus goods, obsolete stock, 
warehouse closeouts. If you're 
cleaning out or simply cleaning up 
give us a call. Whether you need 
a full time system of disposal or 


merely a one time pick up we can 
help. We deal in all types of re- 


cycleble scrap, plastics, paper, 
electronics, etc. . . 
RALCO INDUSTRIES, INC. 
Manville Hill Road 
Cumberland. R.1. 02864 


401-767-2700 
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gear manufacturing 


Capabilities include spur, helical, splines, 
shafts, internal. We make our own blanks, 
50,000 sq. ft. plant. Good quality control, 
engineering, competitive prices. 

Send your prints for quotation to: 
JACKSON GEAR COMPANY 
221 Mill Ave. 

Brooklyn, Michigan 49230 
phone: 517-592-6021 
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STEEL WANTED geneous 
We will purchcse 
EXCESS OR OBSOLETE STEEL 


CONSUMERS STEEL PRODUCTS CO. 
6510 Bessemer Ave., Dept. & 
Cleveland, Ohio 44127 
Area Code 216 883-7171 


MIANUFACTURERS & 
CONTRACTORS! 


We will buy your excess or obsolete steel 
and metal inventory in plate, structurals, 
beams, tubing, pipe coils, sheets, and 
shapes, any size, grade, or condition. 
GALAXY STEEL & TUBE, INC. 
800 Waukegan Road 
Glenview, IL 60025 312-729-3500 
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WANTED! 
USABLE COPPER 


MAGNET WIRE 


Call Mr. Kent 
312-267-9019 


SALES 
AERO WIRE we. 
3902 N. Elston Ave. 
Chicago, Il. 60618 
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SURPLUS—Vickers, Racine, Denison oil- 
gear, Pumps, Valves, Cartridge Kits, Rings, 
Vanes, Shafts, etc, 


CRS SERVICE, INC. 
650 N. Rochester Rd. 
Clawson, Mich. 48017 


Phone: 313-583-9898 
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WE’LL MAKE YOUR METAL 
FABRICATIONS IN QUANTITY 
Complete capabilities from en- 
gineering through assembly. 
Over 100,000 sa. ft. facilities with 
CNC equipment. 

Press work to 250 tons. 
Computerized production control. 
62 years experience with many 

Fortune top 500 firms. 

We’ll quote price and delivery. 


MIDMARK CORPORATION 
Dept. PC, Minster, Ohio 45865 
Toll free 1-800-537-6679 
In Ohio (419) 628-2311 
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NEED PRINTING? 
Buy direct from forms manufacturer black 
or blue image carbonless forms also 
Snap-A-Part unit sets. 


ED SCHWEIGER PRINTING FORMS 


95A Orville Drive Bohemia, N.Y. 11716 
Write for free price lists and samples. 
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CUSTOM FABRICATION 
Sheet, plate, bar and structural 
components or assemblies com- 
pletely or partially fabricated in ex- 
tensively equipped 250,000 square 
foot plant. Complete facilities to 
handle any job 20 gauge to 3” 
plate—from shearing and burning 
through welding and finish paint- 
ing. NC Press work a specialty— 
your material or ours. Kirk & Blum 
Mfg. Co., 3109 Forrer St., Cincin- 
nati, Ohio 45209. (513) 351-1400. 
Jim Cloran. 
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A SHAFT. 


Lots of people can make a shaft. Like you, or 
us. But we are dedicated solely to making shafts 
and shaft sleeves, so we do it more economi- 

cally, faster, to closer tolerances and in 
more kinds of materials than anyone 
we know. 
We have so much warehousing that 
we often produce in quantity and 
inventory per your release free of 
charge. 
Ask us to quote on your next job. 
Large or small, we'll do it better because 
we're specialists. 


Fe ony 9 
a division of Enterprise Manutactur 


740-P York Ave., Pawtucket, R.!. 02861 
(401) 725-8394 


‘CENTAUR 


Specialists in industrial and price 


catalogs. Typesetting, printing, 
binding, and mailing to meet 
your varied and specific graphic 
needs and budget. Anywhere in 
the U.S. 


Carl H. Wurzer 
CENTAUR & COMPANY 
1629 K Street, N.W. 
Washington, D.C. 20006 
301-983-1152 
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CLASSIFIED abvertisinc Purchasing Mart 


YOUR SURPLUS HYDRAULIC: 
e Pumps & Motors 

Valves 

Cylinders 

Hose & Fittings 

Filters 

Gauges 


INES: 

Diesel & Gasoline 
Accessories 

Power Transmission 
Roller Chain 
Sprockets 

Belts 

Pillow Blocks 
Transmissions 
Axles 


PROMPT ACTION—CASHI! 
Wire—Phone—Write 


GROBAN SUPPLY COMPANY, 'NC. 
9300 South Drexel Ave.—Dept. PM-880 


Chicago, Illinois 60619 
Telex 25-3009 


Precision Screw Machine 
Components 


EN 


G) 


WE ARE A MAJOR INTERNATIONAL CORPORATION WITH 
EXTENSIVE MANUFACTURING EXPERIENCE IN BOTH COM- 
MERCIAL AND MILITARY PRODUCTS, OFFERING VOLUME 
PRODUCTION OF PRECISION SCREW MACHINE PARTS IN 
OUR U.S. AND EUROPEAN FACILITIES. 


BROWN AND SHARPE, TORNOS, BECHELER, AND ESCO- 
MATIC SCREW MACHINES CAPABLE OF PRODUCING PARTS 
FROM .010” (.256mm) IN DIAMETER TO .780” (20.00mm). COM- 
PLETE SUPPORT FACILITIES FOR SECONDARY OPERATIONS: 


@ MILLING @ BURNISHING 

@ DRILLING @ CLEANING 

@ HEAT TREATING @ PLATING 

@ INSPECTION @ CENTERLESS GRINDING 


WE HAVE THE EXPERIENCE AND MANUFACTURING SUP- 
PORT TO PROVIDE: 


@ QUALITY PRODUCT 

@ ON TIME DELIVERY 

@ COMPETITIVE PRICE 

@ PRODUCT TO SPECIFICATIONS 


WE ALSO WELCOME INQUIRIES INTO FABRICATION OR 
ASSEMBLY OF YOUR ELECTROMECHANICAL OR ELEC- 
TRONIC PRODUCTS ON EITHER A PARTIAL OR COMPLETE 
BASIS. 
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“When You Need It Yesterday” 
ve” to 48” Valves-Strainers-F langes 
Pipe Fabrication & Expansion Joints 
‘“‘We got it’’—We'll get it’ or 
“We'll make it’’ Stainless-Monel- 
Brass-lron-Steel-Aluminum 
Metropolitan Pibg. Supply Corp. 
5000 2nd St. L.I.C., N.Y. I110! 
Free phone: 800-221-9672 
From New York— 
Phone 212-EM-1I-2I11 


FORWARD INQUIRIES TO: 
BOX #T-2 
PURCHASING MART 
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IMMEDIATE AVAILABILITY Your design 
CONTROL PANEL CUT-TO-LENGTH 
SPECIFICATIONS or ours? rive a/SK Wind WOED LUMBER 


Will take 3 & 6 month contracts on indus- 
trial packaging lumber from our Flora, Ms. 
mill-1 x 2’s to 6 x 12’s up to 20 lengths. 
Also put in a bandin roove. Contact: 
DOLLARMARK LUMBER CO., INC. 
P.O. BOX A FLORA, MS. 39071 
PH (601) 879-8851 


It could be either, because we design 
machinery — and build it — or build 
from your designs. Either way, you can 
be sure of thoughtful, thorough work 
from a company you can trust. 


Free standing enclosure 72” x 36” 
x 30”, nema 1. Designed for diesel 
engine, 24 ZDC control voltage. 
Operating voltage 480/277 voltage, 
3 phase, 4 wire. 800 amp circuit 
breaker with short and long time trip, 
air-power metal clad. One percent 
instrumentation (ammeter voltmeter 
frequency, etc.). Ammeter and volt- 
meter selector switches. Low oil 
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pressure, high water temperature, 
over speed, over crank shut downs 
with indicator lights and audible 
alarm. Auto-start. Low oil tempera- 
ture alarm only. 


As is. . . Asking Price: $7,400.00 
F.O.B. Rocky Mount, NC 


International 
Controls & Switch Gear 


P.O. Box 4324 
Rocky Mount, NC 27801 
(919) 443-5048 


Contact: 
Brent Ebert, Manager, Engineering 
Will modify to suit at revised cost. 
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Assembling and s 
specialty machines from 1947. 
Extensive facilities. 


HUESTIS 


MACHINE CORP 
CUSTOM. MACHINERY 


30 Buttonwood St., Bristol, RI 02809 USA 
(401) 253-5500 
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Have you tried our 


Blue Plate Specials? 
Any ads appearing in Blue are NEW so that 
you won't miss them and they won't miss 
you! 


Try ’em 
you'll like ’em! 


WANT TO BUY 
Wire, cable and cord sets Over- 


stock and surplus wanted Write— 
Wire—Phone Surplus Dept. 
DELTA WIRE & CABLE CO. 


1457 W. Diversy, Chgo. 
IL_ 60614 (312) 248-4676 
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Job 
Mart 


NEW KIND OF 
RECRUITMENT 
CENTER 
NOW OPEN 


Join JOB MART, the 
new Recruitment Ad- 
vertising Service Now 
in PURCHASING. 


JOB MART can recruit for you. 
For Positions Available. For 
Positions Wanted. For your 
own agency communications 
program. 


JOB MART puts 3 factors in 
your favor. 


1. Speed. Late Closing 
Form means you can 
place your recruitment 
ad UP TO 7 DAYS 
before the magazine is 
mailed. Closes every 
other Wednesday at 
noon. 

2. Selectivity. Your list- 
ing talks directly to the 
largest group of indus- 
trial purchasing man- 
agers and buyers avail- 
able. You get re- 
sponses from qualified 
applicants. 

3. Economy. Just pen- 
nies per contact. You 
don’t pay for all the 
fringe readers that 
come with high circu- 
lation metropolitan 
dailies. 


JOB MART is in the one mag- 
azine that is read and pre- 
ferred by more purchasing pro- 
fessionals than any other pur- 
chasing publication. Over 89,- 
000 of them read it twice a 
month. 


Lynn George, Manager, Classi- 
fied Advertising has the full 
story. 

Write her at Purchasing Mag- 
azine, 1200 Summer Street, 
Stamford, Connecticut 06905. 
Phone her at (203) 327-6772, 
327-6746. 


JOB MART. What a nice way 
to join up for results. 


Job scene 


Tight control on hiring 


YOUNGSTOWN, OHIO—“We’re 
in the midst of a recession and 
most companies have tightened 
their belts,” says John McCreary, 
an employment consultant with 
Callos McCreary & Associates. 

McCreary theorizes that be- 
cause most companies are keep- 
ing inventories down, there’s not 
much need for new personnel in 
the purchasing department. And 
those who have jobs are holding 
on to them. He does expect hiring 
to pick up again after the first of 
next year. 

One current opening: A heavy 
equipment manufacturer is look- 
ing for a purchasing manager 
with experience and a degree. 
Salary range: $32,000-35,000. 

The outlook in other cities: 

Omaha. Hiring is spotty. It 
seems that instead of adding 
buyers to the purchasing depart- 
ment, companies here are more 
concerned with controlling mate- 
rials and are training people 
in-house in sophisticated invento- 
ry control systems. However, 
because there is a broad base of 
manufacturing in the Midwest, 
there are openings for pur- 
chasing occasionally. 

One example: A manufactur- 
er of agricultural equipment 
wants a purchasing manager and 
is offering a salary of $27,000- 
30,000. 

Minneapolis. A freeze on 
hiring has been slapped on a 
number of major companies here 


Minneapolis: @ 
Food processing 


Omaha: @ 
Agriculture 


for the rest of the summer at 
least. Those companies who are 
looking want the best: People 
with combination materials/ 
purchasing experience (8-10 
years) and a business degree. The 
most you can expect to make is 
about $30,000. Food-processing 
industries are the exception to 
recession-plagued businesses. 

St. Louis. The number one 
manufacturing business here— 
automotive and truck assem- 
bly—doesn’t offer many oppor- 
tunities right now for purchasing, 
but the news isn’t all bad. There 
are some jobs in the other indus- 
tries here: aircraft, soft goods 
manufacturing, clothing, and 
chemicals. 

A current slot: A_ capital 
goods manufacturer wants a pur- 
chasing manager with experience 
in materials control and produc- 
tion planning. Pay is in the 
high-20s—to—mid-30s. 

Boston. Hiring is slow here 
in just about everything but the 
electronics industries, where 
there are a number of openings. 
The problem is that during a 
recession companies don’t feel 
pressure to hire—even to replace, 
says Earl Lane Sr. of Lane 
Employment Service, Worcester, 
Mass. 

One standard opening: Pur- 
chasing agent who has bought 
printed circuit boards. Pay: 
$23,000. 

—Terri Thompson 


Boston: 
Electronics 


Youngstown: \ 
€ Heavy 
St. Louis: 9uipment 


Aircraft 
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RECRUITMENT ADVERTISING JOB Mart 


PURCHASING AGENT 


Industrial distributor in Cambridge, MA, 
in need of experienced Purchasing Agent. 
Company will double in size next 18 
months. Must have supervisory skills. 
Must have 5 years buying experience 
and be familiar with hardware, paints, 
fasteners, janitorial supplies, and other 
related merchandise. Will be responsible 
for inventory control. Send resume and 
salary requirement to: 
Al Coviello 
GENERAL HARDWARE 
443 Massachusetts Avenue 
Cambridge, MA 02139 


PURCHASING AGENT 


Expanding medical products manufac- 
turer offers growth position to indi- 
vidual with comprehensive background 
including vendor contract negotiation, 
sourcing research, cost forecasts and 
vendor analysis. Experience with data 
processing support systems preferred. 
Excellent mathematical and verbal 
skills required. Attractive compensa- 
tion and benefits package. Interested 
candidates forward resume with salary 
history and requirements to: 


Box E-14 
An Equal Opportunity Employer M/F 


BUYER EXPEDITER 


Madison-Kipp Corporation is one of 
the nation’s leading die casters; one of 
the world’s leading manufacturers of 
industrial lubrication systems; and 
through a subsidiary, manufacturers 
electronic testing and measuring 
equipment. 

This position, reporting to our Pur- 
chasing Manager, will procure tools, dies 
and capital equipment for all depart- 
ments corporate-wide. This will include 
negotiating, placing orders, cost analy- 
sis, and expediting. Experience in an 
industrial environment and knowledge 
of contract law are required. Salary com- 
mensurate with ability and experience. 

Send resume and salary history in 
confidence to: 

Mary M. Nick, Corp. Empl. Mgr. 
MADISON-KIPP CORPORATION 
201 Waubesa Street 
Madison, WI 53704 


Specialists to the 
Purchasing/Materials Management 


Community 
Contr. Mgr. NASA,DOD .......- To $60K 
Corp. Staff Purch. Mgr., Electro... To $60K 
Purch. Mgr., Consumer Pharm ... To $50K 
Purch. Mgr., Mach FAB ........ To $42K 
Corp. Purch. Mgr., Electro Mech .. To $35K 
Purchasing Agent, Pharm....... To $32K 
Purchasing Agent, Electronics ... To $32K 
Contr. Mgr., Elec-Computer ..... To $28K 
Buyer, Elect Mech., Mfg........ To $25K 
Buyers/Purch. Agts., Pos. Avail ... $15-30K 


F-O-R-T-U-N-E 
Personnel Agency, Inc. 
505 Fifth Ave., NYC 10017 
(212) 557-1000 


positions available 


Nationwide opportunities offered for your 
consideration by the pacesetters in pur- 
chasing placement. 


Supply & Distribution Mgr.- Oil. 2.2.2 To 100M 
Buyer — Crude Oil... .ceeeeeeece To 50M 
Sr. Buyer — Plastics Raw Mat'is ...... To 37M 
Sr. Buyer — Plastic Parts Mfr./Mech .... To37M 
P.A. — Oil/Petrochem. pliant equip...... To 37M 
P.A. — Heavy Equipment/CT ....-2+6% To 35M 
Buyer—EGC .cccccccccccccece To 32M 
Purch. Mgr. — Chemical plant MRO .... To32M 
IC Mgr. — Computer/Northeast....... To 28M 
Sr. Buyer — Mechanical/IL ....2ee0 To 28M 
Buyer — Electro-Mech/CA ...-.-eeee6 To 27M 
P.A. —AgrigatesCo./MRO ...sese0- To27M 
Sr. Buyer — Computer/Fab. parts ..... To 27M 
Buyer — Mech./New England ......e-. To 23M 


53 West Jackson Bivd. Chicago 60604 
(312) 427-9450 (Pvt. Empl. Agy.) 
FEE PAID, CONFIDENTIAL SERVICE 


SOUTHEAST 


Our 12 offices in NC, SC, GA, VA, and FLA 
specialize in Purchasing, Electronics, Elec- 
tro-Mech., and Engineering positions from 
16K to 35K. Aggressive, Confidential. Fee- 
Paid Service. Send resume with salary info 
to: Walt Loescher, BEALL PERSONNEL, P.O. 
Box 4006-P Anderson, SC 29622 


PURCHASING/MATERIALS SPECIALISTS 


Mgr., constr eqpt mfr 

Mgr., electronics & E/M Atlanta 
P.A., process plant C&E SE 

P. & 1.C. Mgr., hi vol E/M 

P.A., active electronics 


F-O-R-T-U-N-E Personnel 
500 N. Michigan Ave., Suite 1044D, Chicago, IL 60611 


312-467-9130 NATIONWIDE _ fees & relocation paid 


our major divisions. 


The person we seek should have: 


e A degree in Business Administration 

e Minimum 10 years management experience with at 
least 5 years purchasing management experience 

® Strong inventory control/purchasing background 
in small ticket items 

e Sound accounting knowledge 

© A proven background of successful leadership 


You will be leading a department of 40 people through 
four managers in the areas of Purchasing, Duplicating 


and Distribution. 


We offer a competitive starting salary and good com- 


pany benefits. 


If you meet these qualifications, forward your resume 


with salary history to: 


Jim Morgan 
ROLLINS, INC. 
2170 Piedmont Road, N.E. 
Atlanta. Georgia 30324 


An Equal Opportunity Employer M/F 


FOR A SECURE 
ENVIRONMENT 


Send box no. replies to: PURCHASING JOB MART, 1200 Summer Street, Stamford, Conn. 06905 


PURCHASING 
DIRECTOR 


Rollins, inc., aleader in the service industry with over 20 
years of unprecedented growth, is searching for a 
Director of Purchasing and Distribution to lead one of 
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Your Ultimate Choice 


SENIOR BUYER 
HOUSTON, TEXAS 
Salary area $28,000 


Houston is the hub of the energy indus- 
try. If you are feeling stymied in your 
present position why not consider the oil 
and gas exploration, production and re- 
fining business. High volume purchas- 
ing and lots of activity characterize a 
purchasing assignment in this industry. 
Our client, a major energy firm offers 
relocation assistance, paid benefits, a 
solid retirement program and opportun- 
ity to utilize diverse purchasing skills to 


support a wide range of activities includ- 
ing construction and plant maintenance 
repair. 


For further information, please constact 
Jim DeForest at 


(713) 461-7777. 


ALL FEES ASSUMED BY CLIENT COMPANIES 


. 
PERSONNEL SERVICES 


415 Houston Natural Gas Building 
1200 Travis ¢ Houston, Texas 77002 
(713) 461-7777 


in? 


positions available 


MATERIALS 
PROFESSIONALS 
SERVICING 
MATERIALS 
PROFESSIONALS 

Southwest /West 
P.O. Box 18502 Las Vegas, NV 89114 

or Metro New York 

P.O. Box 3267 Stamford, CT 06905 

or New Eng and 
179 Allen St. Hartford, (T 06103 


THE 
ACCESS 
GROUP, INC. 


SPECIALISTS IN PURCHASING 


RECRUITMENT ADVERTISING JOB Mart 
positions wanted 


PURCHASING AGENT 
Over 8 years experience as Purchasing Agent for 
major food manufacturing companies for packaging 
materials; food commodities (fruits, flavors, colors). 
Prime responsibilities for food manufacturing pro- 


curement (raw materials); inventory management; 
cost control, and negotiations/contracting. Seek re- 
sponsibilities for cost and inventory control; purchas- 
ing management. B.B.A. Degree. Prefer New York 
metro area. 

Box R-12 


Purchasing Agent—Materials Manager 
6 years experience in raw material, MRO, 
inventory control in both manufacturing and 
corporate environment. Strengths include ne- 
gotiation, organization, materials management 
and communications. Master's degree. Prefer 
Fairfield County, Conn. and estchester 
County, NY locale. 
Box W-10 


feces Wace agg co — PURCHASING AGENT PURCHASING PROFESSIONAL 
Se: Bayer’ — Chewmicele so isiess oes venaedvavsnedwesn $32K 6 years experience Paper Packaging In- 12 years staff and supervisory experience with 
Se. Bayer CleCHONKS ise icoussstaacscsvrevenese Ae dustry, also Auditing, Accounting back- documented achievements for Fortune 100 Co. 
Depot Pueresocrrsccrsstrietitetsts gu 85 111 ground with Fortune 500 company. B.S. as Buyer, Sr. Technical Buyer, Construction 
F-O-R-T-U-N-E in Accounting and Business administra- Contract Administrator and Manager—Corpor- 


455 Pennsylvania Avenue, Suite 105 
Ft. Washington, PA 19034 (215) 542-9800 


PURCHASING AGENT 
Salary range $16,910-$22,235 plus lib- 
eral fringe benefits. Responsible for city’s 
centralized purchasing and insurance 
administration. Contact Personnel Di- 
rector, City of Kettering, 3600 Shroyer 
Road, Kettering, OH 45429. 

An Equal Opportunity Employer 


PURCHASING (East Coast) 


Purch. Director - Aerospace. ..-++«+-. 
Purch. Agent = Energy *eeeee . 
Purch. Super. — Engineering ... . 
Purch. Mgr. — Electronics. ...++++- 
Chief Expediter — Construction . 

Purch. Engineer — Cap. Equip. ....-. 
F-O-R-T-U-N-E (Fee Paid Agency) 
8501 LaSalle Road, Suite 306 
Baltimore, MD 21204 @ (301) 828-8282 


(Print of type) 


ORDER FORM 
POSITIONS AVAILABLE 


tion. Age 39. Prefer St. Louis but will 
consider relocation. 
Box K-5 


POSITION WANTED 


Widely-known purchasing professional seeks 
to relocate in a new and challenging position 
due to reorganization. Over 20 years extensive 
and diverse purchasing experience. Served In 
executive capacity as State Procurement Offi- 
cer, County Government Purchasing Agent, 
Hospital Purchasing Manager, University Pur- 
chasing Agent, School Board Purchasing 
Agent, and in private industry. A frequent 
speaker, consultant and author. Individual de- 
sires to utilize knowledge and energy in a 
strong and vigorous procurement environment. 
Age 41. Mobile. Direct ail inquiries to P.O. 
Box 10501, Chicago, II. 60610. 


Please run the following ‘‘Positions Available” ad in the next issue of PURCHASING’s JOB MART. 
(Figure 30 words to one inch). 


JOB MART 


1200 Summer Street 
Stamford, CT 06905 


ate Fleet Operations. B.B.A. degree, Age: 35. 
Box G-21 


PURCHASING AGENT 


Desire management position. 6 years 
experience manufacturing and non-manu- 
facturing with multiple plant exposure. Product 


contacts include steel, fabricated metals and 
MRO. Familiar with material planning and 
traffic. Education: BA, A.S.C./Metallurgy, 
CPM. Willing to relocate. 

Box Y-2 


BUYER/PA 
Eleven years experience in all phases of 
material activities. Experience includes pur- 
chasing for construction mfg. and warehousing 
operations and MRO supplies. Education/BS 
degree. Willing to relocate. Available im- 
mediately. 


BOX Q-1 


Thereafter standard display rates apply. 


1 Assign me a Box Number. 


Name (print) Address 
Company City, 
Phone State, Zip 


STANDARD INCH UNITS 
(Minimum Buy—$105.00) 
Advertisers may purchase space at the inch rate up to 8 inches. 


STANDARD DISPLAY UNITS 
Black & White Advertising Rates Per Insertion (Full Run) Over 


89,000 Circulation 


OC Use address as shown. 


1 ” Q” 3” Pd 5” 6” Yi 8” Frequency 1 Page 2% VY Wy “% 
1x $105 $210 $315 $420 $525 «$630 $735 «$840 A i Rg RS 
6x 90 180 270 360 450 540 630 # 720 

6x 3.275 2295 1,835 1/245 11045 
12x 8 170 255 340 425 +510 595 680 
9x 3.225 2'255 1'805 1'225 1/025 
300 375 450 525 600 
24x 75-150 225 18x 3.060 2.135 1.715 1,160 975 


(Above rates are per insertion) 


Blind Box Number. Add an additional $10.00 per insertion to cover postage and handling. 


Do you have any questions? Call today . . . 203-327-6772 or 327-6746 . . . Ask for Lynn George Recruitment Ad 
Manager, or Joyce Hinders, Recruitment Ad Rep. To reach over 89,000 Purchasing Executives run your ad now!!! 


“You'll be glad you did!” 


Send box no. replies to: PURCHASING JOB MART, 1200 Summer Street, Stamford, Conn. 06905 
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Commodity leadtimes 
This month vs: Shorter Longer Same 
Month ago 32 20 69 
Year ago 99 2 24 
Biggest monthly increases (J, decreases (1) 


(125 items in production quantities; % of buyers responding) 


1-5 6410 11-20 21-30 30. Avg. Mo. Yr. 1-5 610 11-20 21-30 “30. Avg. Mo. Yr. 
STEEL wks wks wks wks wks (wks CHEMICALS wks wks wks wks wks (wks 
Plate 67% 31% 2% 0% 0% 45 3.7 # 6.1 Paint 86% 138% 1% 0% % 33 31 35 
Sheet & strip (HR & CR) 79 =o 0 0 0 3.7 41 8.4 Pigments mm. 2 0 0 0 37 41..48 
Sheet & strip (SS) 62. ~~ 3 7 0 0 51 53 7.8 Refrigerants 94 6 0 0 0 28 33 38 
Galvanized sheets 67 33 0 0 0 43 4.2 6.9 Compressed gases 98 2 0 0 0 2.6 2.8 2.7 
Precoated sheets 33 ~=«60 7 0 0 6.7 59 9.1 Solvents 98 2 0 0 0 26 28 29 
Bars & rods (HR & CF) 72 8626 2 0 0 4.2 48 7.1 Plastic resins 89 11 0 0 0 $4. 947. as 
Bars & rods (SS) 71 29 0 0 0 40 56 80  Plasticizers 80 16 4 0 0 ie Cie 
Strapping 95 5 0 0 0 28 #26 3.4 Sulfuric acid 95 = 0 0 0 28 29 29 
Structurals 3. 2 0 0 0 40 49 586 Nitric acid 93 7 0 0 0 29 6 31 es 
Tool steel 52 24 19 5 0 7.4 __ 6.4 10.3 Hydrochloric acid 94 , 0 0 0 28 32 28 
Gray iron castings 19 62 16 3 0 8.7 96 11.7 Fatty acids 92 8 0 0 0 2.9 3.4 3.3 
Steel castings [ae 41 3 0 11.2 144 14.4 Alcohols 96 4 0 0 0 27 3t “aR 
Ductile iron castings 9 55 36 0 0 10.2 97 12.6 Benzene 88 12 0 0 0 3.2 5.0 45 
Investment castings Se 54 4 4 14.9 11.8 13.7. Chlorine 91 9 0 0 0 $0 32 25 
Forgings 7 #52 17 17 7 11.9 13.6 13.6 Ethylene glycol 94 6 0 0 0 28 38 27 
Stee! wire (incl. galv. 72 82 0 0 0 40 43 64 Sodaash 89 H 3 0 0 383.37 48 
Carbon tubing =. 5 0 0 50 50 74 
Alloy tubing 39 50 11 0 0 67 7.1 109 
ELECTRICAL/ELECTRONIC COMPONENTS 
Pressure gauges 54 39 6 1 0 5.7 6.1 6.6 
NONFERROUS METALS Temperature controls 34 54 12 0 0 7.0 8.4 8.7 
Sheet & strip (cop./brass 60 36 4 0 0 5.0 45 6.2 Instruments/gauges 35 52 13 0 0 71 #72 920 
Bars & rods (cop./brass) 57 28 11 4 0 6.4 3.9 5.9 Chart recorders 41 38 21 0 0 7.3 75 9.5 
Copper tubing 65 35 0 0 0 44 5.0 5.3 Lamps 84 12 2 1 1 a9 6 36 a 
Bronze castings 12 59 29 0 0 9.5 9.1 10.7 Switches 56 36 7 0 1 5.7 60 7.0 
Copper wire & cable 62 38 0 0 0 46 6.1 8.7 Relays/solenoids 55 22 19 3 1 72 72 88 
net wire 40 60 0 0 0 58 85 9.6 Transformers 31 46 19 2 2 85 89 97 
Sheet & strip (aluminum 65 26 9 0 0 5.1 4.7 7.0 Integrated circuits 37 29 18 11 5 104 104 145 
Bars & rods (aluminum) 81 16 3 0 0 3.8 44 6.1 Other semicons 44 34 17 5 0 7.7 9.1 9.7 
Aluminum wire & cable 45 45 10 0 0 6.3 6.6 9.0 Resistors 55 35 10 0 0 5.7 5.9 7.4 
Tubi aluminum 70 22 8 0 0 48 4.9 6.5 Capacitors 48 26 18 3 5 8.4 83 10.4 
Aluminum castings 23. ~=—s« 50 23 0 4 94 9.0 11.5 Printed circuits 22 ~23@50 22 , 0 73 92 107 
Bars & rods (titanium 33 17 30 17 0 11.6 93 13.3 Connectors 60 23 3 7 7 7.8 8.9 7.9 
Zinc 60 10 20 10 0 80 38 66 
Die castings (all kinds 27 ~=—s—« 50 23 0 0 82 97 11.0 
WOOD AND PAPER PRODUCTS 
Lumber 90 - 2 0 0 $2 34 oF 
FABRICATED METAL PRODUCTS Plywood 92 U L 0 0 3.0_35__38 
ae a ae Pe ae a” 6a a ee eee 93 7 0 0 0 29 29 42 
Structural steel, fabricated 23 70 7 0 0 73 60 7.2 ‘ndustrial crates aE 0 0 0 92__32 54 
Cans 58 25 17 0 0 6.1 4.4 63 Fiber drums 97 3 0 0 0 2.7 3.0 3.9 
Steel drums (shi 7. - 0 0 0 rv a ae ee ee a a ee ee ee. ee ee 
Stampings 22 70 8 0 0 7.4 8.1 10.1 Multiwall bags 63 31 6 0 0 5.0 5.1 8.3 
Chain a iW 8 0 0 45 44 64 Kraftpaper 86 12 Foot oO 35 44 60 
Jigs & fixtures 1841 41 0 0 10.1 93 109 Printingpaper $8 4 2 oO O0O-..6356 6450 (52 
General machining 5338 9 0 0 58 93 99 Foillaminates | = 35 S6 6 3 iO 70 82 91 
Powder metal parts 6 47 41 0 5 121 115 126 
OFFICE SUPPLIES AND EQUIPMENT 
Envelopes & stationery =») 8415 TCU CC ST 
MECHANICAL/ELECTRICAL EQUIP. & SUPPLIES eS : oa z - - Ti aes 
Electric motors: fhp 43 34 19 4 0 7.8 7.8 8.9 9-9 ee * we ee eee nee ey Gee oa cards 84 10 6 0 0 38 44 48 
Elec. motors: 1-30 hp “6 US 26 3 0 68°75) 34 saa ; 7 7 a a 
Elec. motors: over 30 hp 18 29 46 7 0 11.7 143 14.6 Office furniture 46 32 19 3 0 74 92 101 
Motor controls 47-25 25 3 0 Uf ES 2 Wn SR > ee goat ee ee ee ee 
mumps ET oT Calculators 88.12 ~~ ~O a ee es 
Nonfriction bearings 36 39 11 7 7 9.7 86 15.4 
Screw machine parts 27 45 28 0 0 8.6 82 119 
Fasteners, standard 82 16 1 1 0 37 42 438 reastie ae RUSSER ees : 2 > “yeeros, 
Fasteners, special 21. +54.~Sté«‘a 0 2 05. 103 t25) ee eee 
Pipe fittings 81. 19 0 0 a ee eer ee ee ee ee a 
Machine tools 48. 13.~.~«+10 I BR ee ee 
Portable powertools 90 6 #2 #2 OO 36 42 49 4.) ee ee 
Speed reducers 39. 43.~«+214 4 0 a) ibaa a 2 1 SE EL SRB Te 
ee r = 3 ; - aD 5B 7 | Seals_and rings 70 38423 7 0 0 47 47 68 
————eEeEeEeeEEeEEeEEeeEeEE———————— cates anole ~ = - nD 7 52 a0 5B Conveyor belt 77 += 2 0 0 39 46 4.7 
Grinding wheels 57. 34 7 2 0 $7 66 66 2. : ° c : ER 
Welding rods 89. 0 0 0 31 27 26 Mose a : : : $2 eee 
Lubricants 95 5 0 0 0 on" 20) >. 22 
Adhesives 91 9 0 0 0 3.0 2.9 3.9 GLASS AND CLAY PRODUCTS 
Glass 58 = 32 10 0 0 56 62 98 
Glass bottles 57 36 7 0 0 54 52 103 
MATERIAL HANDLING EQUIPMENT Refractories 44 40 12 0 4 74 73 2A 
Cranes & hoists 22 33 28 11 6 12.2 11.7 16.0 Fiberglass 45 55 0 0 0 5.5 50 88 
Lift trucks 10 50 23 14 3 123 124 141 
Conveyors 242-33 33 10 0 10.9 101 108 Wi — - 
: : r 1 repr r r rtments. 
Lift truck batteries 71-14 ~~*+10 . © 67 a7 7. © 1960 PURCHASING Magezine. ay aye! & er aia 


LYON expands your warehouse ... 


without expanding your warehouse! 


Why tie up capital in land and construction 
just to increase storage capacity? 
Discover the cube! Go up instead of out 
with Lyon High-Rise Shelving. The sky’s 
the limit as you multiply your storage 
capacity by utilizing every cubic foot of 
your storage area. 

Lyon High-Rise experts add the touch of 
a storage architect —analyzing your 
requirements and laying out a storage 
system that’s exactly right for your 
available space, type of inventory and 
material flow. 


Lyon High-Rise Shelving can be erected 
to almost any height, with shelf arrange- 
ments to accommodate virtually any type 
of material. Works perfectly with manual, 
semi-automated or fully automated 
storage/retrieval systems and vehicles. 
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And you can count on your Lyon Dealer 
for the finest in post-installation service. 


er = ee ee ee eee 


FREE Kil, 


_ helps 
_ solve 
_ storage 
_ problems. 


kit contains these helpful! catalogs in a handy 

folder for quick reference or filing: 

1 Lyon High-Rise and Mezzanine Shelving— 
making cubic feet count. 

2 Lyon Condensed Catalog —stee! shelving and 
racks, lockers, shop and office equipment. 
3 “The Touch of a Storage Architect"— shows 

| how Lyon helps cut storage costs. 
| 4Lyon Minitrieve”—automated storage/ 
| retrieval. 

Circle Reader Service Number 25 if you want 
| this free multi-catalog kit PLUS regular Lyon 
_ product mailings. 
| Circle Reader Service Number 26 if you want 
| ONLY the catalog kit, not the mailings. 


| 
Lyon's new “SOLVING STORAGE PROBLEMS" 
' 


Or, call your Lyon Dealer for your kit and/or 
_ mailings. He's in the Yellow Pages under 
| LOCKERS, RACKS, and SHELVING. | 
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eBalance of trade to remain in deficit 
@U.S. crude oil output still on a downtrend 
eSteel production's recovery to be sluggish 


Interest rates 


Early Warning Indicator 


(%) (End of quarter values) 


Average 
corporate 
bond yield 


Average prime fate 
charged by banks 


Chemicals production Aluminum production 


(Seasonally adjusted) iPumary domestic acd tire.qe ates 


| 
| 
Source Cahners Economics Dept Sources Citibank: FRB. Treasury 
| 
| : (Thous. short tons) 


Dow Jones industrial average 


(Closing prices on 20th of each month) 


Source Dow Jones 


Steel production 
(Mil. short tons) 
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_ (Manufacturing sector) pee = 100) —a 
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| | Electric power production 
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Gross national product Durable goods orders 
($ bil.) ($ bil.) backlogs 
3300 


Backlogs 
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GNP (Current dollars) - 


New orders 
(Quarterly totals) 


Source Commerce Dept Source. Commerce Dept. 


Enrecasts’ Gahrers Econoamics Nenartment 


Source: Commerce Dept 


Imports/exports of goods 
and services 
jae (inc military) 
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ey ingredient 
mex aluminum canisters. 
a Every day, 16,000 aluminum 
5 canisters move through the 
aS production line of the Kromex 
Housewares manufacturing plant 
in Cleveland, Ohio. 

And every day, each of those 
canisters is passed through one 
degreaser. Twice. 

Such a heavy degreasing 
requirement coupled with 
aluminum’s great reactivity could 
create serious solvent-breakdown 
problems. It could. But it doesn't. 
Because of a PPG solvent called 
Tri-Ethane 1,1,1-trichloroethane. 
Tri-Ethane has a unique 
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stabilizing system that not only 
allows the solvent to do its job, but 
S- also prevents it from losing 
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stability due to repeated recycling. 

In fact, this stabilizing system 
makes Tri-Ethane so predictable 
that Kromex has simply stopped 
worrying about unscheduled 
production shut-downs caused by 
a degreaser going acid. 

Instead, they've been able to 
work out a regular schedule for 
cleaning and purifying their 
degreaser. A schedule so reliable 
that it enables management to 
make very accurate estimates of 

' annual solvent needs. 
PPGanditssolvent ss 
\ distributors—the GrimeFighters— 
can suggest a PPG solvent* that’s 
just as effective for you. Write or 
call us for the name and phone 
number of your local distributor. 
per——sS*&PPG Industries; Inc., 
: 4 Chemicals Group, One Gatewa 
| Center, Pgh., Pa. 15222 
S (412) 434-3131" ' 
4 *Tri-Ethane 1,1,1-trichloroethane, 


perchlorethylene, trichlorethylene 
and methylene chloride. 
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PPG: a Concern 
for the Future 
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el/S ratios to rise, but stay in control 
ePaper operating rates to dip below 90% 
@Oil products prices to rise 30% in 1980 


Forecasts 


New plant and equipment Industrial production Inventory to sales ratio 
expenditures (Manufacturing) 
($ bil.) (All industries) (1967 = 100) (I/S ratio) 
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Petroleum products prices Electric power prices Coal prices 


(Producer prices of refined products) 
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Paper and paperboard Container shipments Plastics production 
uction (Corrugated and solid fiber boxes) 

(Mil. short tons) (Bil. sq. ft., surface area) (Bil. Ibs.) 
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Source: Commerce Dept Source: Commerce Dept Sources: SPI; Cahners Economics Dept. 
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Farerasts: Gahners Ecanamics Nenartment 


Forecast data: Perry Patterson, director of economics, 
Cahners Economics Department. For information on how to 
subscribe to Cahners Early Warning Forecast Service, 
developed to help purchasing managers make their own 
forecasts of prices, leadtimes, etc., circle no. 339 on the 
Information Retrieval Card. 


Rails begin to feel the recession 


Steel mill products 
imports/exports 
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1979 
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Source: Commerce Dept. 


Imports of steel mill products 
this quarter are expected to be 
about 20% less than third-quarter 
1979. Next quarter as the economy 
begins to recover, importing 
probably will revive. But the 
pickup will be slow since foreign 
makers want to avoid dumping 
charges. Slumping economies 
worldwide are expected to put U.S. 
exports on a downtrend into 1981. 


Railroad freight traffic 


(Class 1 railroads, revenue freight only) 


Source: AAR 


Railroad freight traffic which 
earlier this year fended recession- 
ary effects, probably will weaken 
as 1980 continues. Fourth-quarter 
tonnage is expected to be 5% below 
1979’s fourth quarter. The fall 
would have been larger but 
changes in cost competitiveness 
have made railroads more attrac- 
tive. Next year rail freight is 
expected to post a 3% increase. 


Forging shipments, 
new orders 


Source: Forging Industry Assn. 


New orders for forgings are 
forecast to decline 30% this year. 
Second-half 1980 probably will 
suffer the bigger losses as capital 
spending weakens. The industry 
will be working off backlogs. So 
shipments should be staying 
nearly on a par with 1979. Next 
year orders should rise 10%. At 
that rate backlogs are not expected 
to rise substantially. 


Intercity truck tonnage 


(Not seasonally adjusted) 


1980 


1979 
Source: ATA 


Intercity truck tonnage proba- 
bly will be bottoming out early 
next year. Falling industrial 
production and rising transporta- 
tion rates are hurting truckers. 
With the economy improving, 
truck tonnage is expected to work 
its way up to current levels by late 
1981. Recently signed deregula- 
tion will mean there will be 
increased competition. 


lron casting shipments, 
unfilled orders 


(Castings for sale) 


Source: Commerce Dept. 


Unfilled orders for iron cast- 
ings should continue to slip as 
bookings weaken. Shipments next 
quarter are forecast to be 20% less 
than fourth-quarter 1979. In early 
1981, castings shipments should 
improve slowly. That will reflect 
the sluggish recovery of the 
domestic automakers. By the end 
of next year, unfilled orders should 
be rising again. 


Vendor performance 


(Percent companies reporting slower 
deliveries — Chicago) 


(%) 
0 


Source: PMAC 


Vendor delivery performance is 
forecast to trough this quarter— 
foreshadowing an economic recov- 
ery expected to begin this fall. 
Delivery times should be stretch- 
ing out all next year, reflecting a 
tightening of operating rates. 
Availability generally should not 
be a problem. Vendor performance 
next year is expected to be quick- 
er than that in recent years. 
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It's a fact: you start saving 
money with our motors the day you 
start using them. 

We're Baldor. And our high- 
efficiency motors save energy. 
Lots of it. 

For example, a leading tire 
company discovered it could cut 
power costs up to $773 per motor 
per year by replacing the old 
standard motors in its plants with 
Baldor energy-efficient motors* 

Yet our high-efficiency motors 
dont carry a huge premium price 
tag; they cost about the same as 
most brands of standard motors. 
And 15% to 20% less than other 


manufacturers’ high-efficiency 
motors. 

So you won't pay a 
premium when you buy 
Baldor motors. But you could 
save enough on energy costs 
to pay for them in just one 
year. And after that, what? 

Well, our motors are 
built tough. Built to last. So 
they work for years, even when 
they're used in some very hostile 
environments. 

They'll hang in there, putting a 
dent in downtime. While they save 
energy. And while they pay for 
themselves, over and over and over. 


Baldor high-efficiency motors are available in a wide range of types, including 
C-face mounted, brake motors, explosion-proof, 200 & 575 volt designs, chemical 
service and hostile environment motors, textile motors and close-coupled motors. 


energy-saving electric motors since 1920 
Fort Smith, Arkansas 72902 
For more information circle 2 


© 1979, Baldor 


Compute the energy savings you 
can expect from Baldor motors. 
Write for free Energy Management 
Pak that will let you compare the 
operating costs of Baldor high- 
efficiency motors to those of ordi- 
nary standard motors. 


*For reprint of the study, write us 
or contact your local Baldor distri - 
butor. 
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Koyo ball bearings are used on farm 
machinery all over the world. Whether 
or not things keep running smoothly 
could well depend on a Koyo ball 
bearing innovation. It’s a unitized 
land-riding seal that seals out dust, 
adding hours to bearing life in the 
field. 

ielding customer problems is one 
ings we do best at American 
erienced bearing spe- 
u select the most 
or your appli- 


large American Koyo production 
facility in Orangeburg, S.C., plus five 
offshore Koyo manufacturing facili- 
ties that stand ready to supply you 
with a complete line of ball, tapered 
roller, spherical and cylindrical 
roller bearings. 

At American Koyo we believe that 
helping you solve problems is the 
best way to secure your confidence. 
For a profile of our company and a 
copy_of our product brochure, write 
American; Koyo,Corporation, 29570 
Clemens Rd‘, Westlake, Ohio 44145. 
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Design Report 
A-T-O’s Bezjak praises early 
supplier involvement in 
design, saying, “The real ex- 
pert is the guy who walks in 
the door.” 


Who’s new in purchasing p27 
Peter W. Dillon, former vp- 
purchasing, rises to company 
president at Northwestern 
Steel & Wire Co., Sterling Ill. 


Cover photo: Gerry Baskin, 
Boston 
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64 
69 
77 


83 


87 STRATEGIES 


Let purchasing in on the ground floor of a design 

Deal suppliers into the design game 

Design team action starts with the make-or-buy decision 
Purchasing’s information can help engineers refine ideas 
New product team meets the challenge from marketing 


Basic rules can bolster profits if tempered with 
market and company insights. Ferro Corp. has the answer 


95 WASHINGTON 


Fiscal ’81 budget is up against the wall. Election year 
maneuvering only masquerades the severity of the problem 
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107 MARKETPLACE 
Engineering plastics: big on R&D 
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Threaded inserts doubles as a rivet 
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both electromagnetic and solid state 
& : . eb 
posing or interfacing applications. 
Some of our relays have fixed contacts; 
& some have convertible contacts; some have 
Which is the whole point —we lite the 
Your nearby Square D field office will be 


types. We have relays for switching, 

single break contacts; some have double break 
opportunity to choose just the right combina- 
glad to help you with your selection. Or write 


The next time you’re looking for -- 
a relay that’s a perfect fit for your © 
application...any application...try — 

Square D Company on for size. 

memory or timing functions in logic work. 
contacts. Most have silver or gold contacts. 
tion of features to fit the job you want done. 

for Bulletin SM540 to Square D Company, 


cd t | Our complete line of relays includes 
y And relays that are specially suited for inter- 
And there are many more choices. 
Without pinching or stretching. 
Dept. SA, Milwaukee, WI 53201. (414) 332-2000 
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HOTLINE 


EXPECT DELIVERY DELAYS this fall. 
Reason: Producers have cut output 
to lowest possible levels, 
reflecting demand falloff. Despite 
a modest upturn in orders, manu- 
facturers will be slow to recall 
workers, reactivate machinery, or 
add shifts until they're confident 
in the strength of the recovery. 
Result: more current orders than 
output. As demand rises, unused 
Capacity will be reactivated, but 
probably not until winter. 


KEEP UP-TO-DATE on the financial 
conditions of freight carriers 

you use. The recession has hit 

the trucking industry hard. Many 
Carriers are operating in the red. 
Two recent examples: Johnson 
Motor Lines, Charlotte, N.C., 

went out of business while Wilson 
Freight Co., Cincinnati, Ohio, 

has filed for protection under 
Chapter 11 of the Bankruptcy Act. 
To protect your company, make sure 
Carriers pay claims promptly. If 
there is any possibility that a 
firm will go under, check with 
your legal department to see if 
current freight bills can be offset 
against outstanding claims. 


START SHOPPING NOW for a qualified 
firm to haul away your hazardous 
waste to an EPA-approved disposal 
site. "There's a crunch coming," 
warns an EPA official, when vast 
new waste disposal regulations go 
into effect next month. There may 
not be enough licensed truckers to 
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handle everyone. Except in companies 
which have expensive on-site incin- 
eration or storage facilities, pur- 
chasing managers will be on the 
line to reliably contract out waste 
disposal. Civil and criminal, corp- 
orate and personal liabilities can 
result from noncompliance. "We'll 
throw the book" at the first vio- 
lators caught, EPA officials warn. 


TAKE ADVANTAGE OF THE SLOWDOWN to 
shore up supply lines. Many P.M.s 
are weeding out vendors who don't 
give good service, and signing on 
hungry vendors looking for new 
customers. A PURCHASING nationwide 
survey showed that three of four 
buyers are taking steps to | 
improve their sourcing. They're 
using their leverage to extract 
guaranteed shipment schedules, to 
insist on quality specs being met, 
to nail down long-term supply 
commitments, and to institute 
multi-sourcing for insurance. And, 
purchasing managers are looking 
beyond price alone. They want 
reliable service from vendors, too. 


EXPECT INCREASED availability of 
boric acid, since a new 200,000- 
ton/yr plant owned by U.S. Borax 
was scheduled to start up late in 
August. Originally, the California 
plant was to go on line in July. 

A glut of boric acid, long in 
short supply, could actually 

occur early next year, perhaps 
driving the price down somewhat. 


ANTICIPATE SOURCING PROBLEMS if 
you buy screw machine parts in 
small quantities. There's a two- 
way squeeze going on: Volume 
buyers are turning to smaller 
shops, since the majors won't 
touch orders for 5000 pieces. 

And many traditional small-shop 
customers are growing faster than 
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Purchasing’s 
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the shops they do business with. recovery and inflation is 

As a result, small screw machine accelerating to near-20%. There 
shops have their backs to the wall. could be some upward jags in 

A Connecticut buyer puts the interest rates when money is 
dilemma his supplier is in drained out of the economy or if 
succinctly: "We've grown. He money market psychology is upset 
hasn't." Solutions? With careful by an unexpected event. But 
planning, machine time can be rates probably will follow a flat- 


reserved in advance at some shops. to-down trend in the next several 
months. The Federal Reserve is 
steering a conservative policy 

YOU CAN COUNT ON parcel transport course and that should curb 

services to improve as a result of credit demands and inflation 

trucking deregulation. It's expectations. 

happening already. One example: 

the Blue Label Air Service, 

operated by United Parcel Service KEEP AN EYE ON BEARINGS markets 


(UPS) has added 10 mid-America in the next few months. New 
States to its network. Flown-in engineer and transmission designs 
packages to these states can be from Detroit call for different 
delivered to individual addresses kinds of bearings. Demand for 

by UPS trucks that, before de- needle bearings, double-row 
regulation, were restricted from ball bearings, and packaged 
handling air packages. The integral spindle units is likely 
new states are the Dakotas, to increase dramatically as a 


Nebraska, Colorado, Kansas, Texas, result of the changes. Ball 

Oklahoma, Arkansas, Louisiana, and bearing manufacturers hope to 

Mississippl. pick up some of the market which 
now belongs to tapered bearings, 
for example. They cite lighter 


THE COPPER STRIKE has added new bearing loads to justify making 
muscle to sulfuric acid prices, the switch. Auto-related items 
especially in the Western U.S. are readily available now, but 
While 85% of the chemical is demand could strengthen shortly. 


virgin--i.e., produced as 
sulfuric acid--a hefvy chunk 
is made as a by-product of lead, LOOK FOR continued growth in the 


zinc, and copper smelting, and ranks of professional purchasers. 
is priced at only 25-35% of the Key indicator is the escalating 
virgin acid. As smelter acid number of National Association 
supplies shrink, buyers are of Purchasing Management members. 
forced to take more of the Latest NAPM tally stands at 
costlier virgin acid. Those tags 26,405. Despite an uncertain 
have moved up nearly 40% this economy, membership rose 7% in 
year, the result of steeply the period 6/79 through 5/80, 
rising costs of Frasch sulfur. says NAPM Executive VP R. Jerry 


Baker. Noting that growth rate for 
immediately prior years 


DON'T BELIEVE the doomsday was already 5%, Baker says 
forecasts that interest rates are that the association's C.P.M. 
heading back to the heights of program has attracted many new 
last spring. That would mean members. NAPM's short-term goal: 
business is galloping into a 28,000 members by May of '81. 
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Pictured is a portion of the Port Everglades, Florida oil storage facilities. System 
wide, total storage capability is over 9 million barrels. 


When you need energy... 
Belcher can supply and deliver. 


Our storage capacity, transportation facilities and over 
65 years of know-how enable us to meet your energy requirements. 


Belchere 


Main Office/8700 West Flagler, RO. Box 525500, Miami, Florida 33152 — Phone (305) 551-5200, Telex Marine Sales, Towing and Supply 
— 51-9452, Cable/BelOilCo/Miami, Florida Marketing Offices and/or Terminals: AL-Mobile. AR-Helena, West Memphis. FL-Cape Ca- 
naveral, W. Palm Beach, Port Everglades, Miami, Port Manatee, Tampa, Pensacola, Tallahassee, Port St. Joe, St. Marks. GA-Savannah. 
MA-Boston. NJ-Bayonne. NY-New York. TN-Memphis. TX-Corpus Christi. Bunkering Ports: EAST COAST-Boston, New York, Port 
Canaveral, W. Palm Beach, Port Everglades, Miami. GULF COAST-Port Manatee, Tampa, Pensacola,Mobile, Pascagoula, Gulfport, New 
Orleans, Lake Charles, Port Arthur, Beaumont, Houston, Galveston/Texas City, Point Comfort, Corpus Christi, Brownsville. 
~~ Units of Fhe Coastal Corporation 
For more informatio 
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Hundreds of hinges 
for tough-to-fit applications 


Wagner is literally the house of hinges for OEM cus- 
tomers. We have a great variety of stock hinges plus 
more than 80 years of hinge know-how to solve diffi- 
Cult hinging application problems. And you can count 
on quality hinges at low prices. Widths from ¥2” to 25”; 
lengths from %” to as long as you need; thicknesses 
from .018 to .125. Choice of steel, brass, aluminum or 
stainless — painted, plated or anodized. Write or 
phone for quotations. 


WAGNER HINGES 


Send for FREE brochure 


ENGINEERED PRODUCTS DIVISION 


of E.R. Wagner Manufacturing Co. 
4617 N. 32nd Street, Milwaukee, WI 53209 - 414/871-5080 
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Imprint Front Cover 
Spine and Bock 

Cover at No 
Extra Chorge 


Here is a ‘limited time only" opportunity 
to save a full 10% on your IMPRINTED 
ring binder requirements! S.|. 
JACOBSON MFG. CO., long recognized as 
a leading producer of the finest quality ring 
binders, will allow you to discount a full 
10% from their established price list. This 
promotion will begin August 1, 1980 
and will end October 10, 1980. 


This may well be your last chance to ever 
purchase these ring binders at these low, 
low prices. On orders of 50 pieces to 
1,000 pieces— deduct 10% from our pub- 
lished price list. On quantities above 
1,000 pieces, please contact the fac- 
tory. 
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@® 15/15 Gauge Vinyl 
French Calf Embossing 

@ —10° Cold Crack Resistance 
Guaranteed Vinyl 

® 8 Colors Available — Red, 
White, Blue, Black, Green, 
Brown, Orange & Yellow 

@ All metals 3-Ring, 2-Trigger, 
Open & Closing mechanism 

@ Metal sizes available on 


@ FREE Pre-Production 
Sample submitted prior 
to production (from your 
finished black and white 
artwork) 


@ 100 point chipboard liner in 
Yo" thru 2” capacity. 

® 120 point chipboard liner in 
2%." and 3” capacity. 


WRITE FOR FREE CATALOG. 


Promotion — ¥," — 4%” — @ All Options, i.e. screens 
17 — 144% — 1%” Reg. — (new), pockets, special 
1%" H.D.— 2” H.D. — 24%" materials, etc. are available 


at standard prices. 


1414 South Wabash Avenue 
Chicago. Illinois 60605-- (312)939-1414 


H.D, — 3” Elliptical 


S. 1. JACOBSON MFG. CO. 
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Custom fastener 
capabilities extensive 


SPECIALTY FASTENERS are designed, 


built, and tested to customer’s specs. 


Manufacturing capabilities include 


_ forging, machining, threading, grind- 
ing, plating, and heat treatment. 
_Carbon and alloy steel parts can be 


cold forged in diameters down to 0.086” 
and as large as 1”. Over 30 different 
types of plating finishes are available. 
sps Technologies, Unbrako Div., 
Jenkintown, Pa. 19046 
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New terminal block design 
_offers wiring economies 


TERMINAL BLOCK provides a cost-saving 
termination method while allowing 
conventional field wiring methods. 
Design features coupling of an 


_insulation-displacing barrel terminal 


with a conventional 6-32 screw on 
traditional 0.375” barrier block 
geometry. The 94V-0 rated thermo- 
plastic block is available in 2 through 
24-position sizes. AMP Inc., Harris- 


| burg, Pa. 17105 
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Inventory/sales ratio 
(Manufacturing) 


Census Bureau 


eEconomy prepares to shift to recovery 
eBusiness rebound to spur productivity 


Fourth quarter 
forecast: flat 


THE BUSINESS CYCLE is entering a 
transition period. A spot check of 
several leading economists finds 
the opinion that sometime in the 
next few months will mark the end 
of the recession and the beginning 
of the recovery. To put it in terms 
of numbers, most forecasters told 
PuRCHASING that fourth-quarter 
real GNP will post no growth. The 
outlook ranges from a 1% (annual 
rate) rise to a 2% decline. That’s in 
comparison to the 4-6% drop ex- 
pected for this quarter. Unlike the 
third quarter, as 1980 closes out all 
major sectors will not be pointing 
downward. Consumers are expected 
to be in good enough financial 
shape to establish an upward trend 
in durable goods consumption and 
housing. Inventory liquidation and 
capital investment will continue to 
exert negative influences. 


PRODUCTIVITY 

Count on sickly productivity 
to contribute to your supplier’s 
labor costs as long as his business 
is affected by recession. Once he 
joins in the recovery his employees’ 
productivity should jump up—but 
only temporarily. The steeper a 
supplier’s rebound in production, 
the more likely a dramatic initial 


Productivity 


(Manufacturing) 
(% change, annual rates) 


Bureau of Labor Statistics 


HIGHLIGHTS: 


improvement in efficiency. That’s 
because at first a producer ‘“‘can 
expand output without recalling a 
lot of labor,’’ says Gary Stern, a 
senior economist for the consulting 
firm, A. Gary Shilling & Co. He adds 
that when payrolls are lengthened, 
workers with the most skill are 
brought on first. The most efficient 
plant and equipment will also come 
on stream first. 


PETROLEUM 

‘“‘There’s enough oil on world 
markets to keep them stable,’’ says 
William Brown, director of Chase 
Econometrics’ Energy Economics. 
He forecasts spot market prices to 
be falling until the end of this year. 
OPEC probably will be curbing pro- 
duction, but that is not expected to 
overtake the decline in demand. 
Economic slowdowns and conser- 
vation efforts will mean less oil will 
be needed to fuel worldwide indus- 
try. “‘This will be a short-term 
market phenomenon,” says Brown. 
He expects that starting in 1981 
and continuing for a couple of 
years, oil prices will rise about in 
step with overall inflation. Re- 
coveries in the U.S. and other 
economies will be putting upward 
pressure on oil demand. And next 
year Saudi Arabia—a recent stabil- 
izing force in opEc—is expected to 
perceive the situation as ‘‘loose 
enough to cut back production.”’ 


HOTLINE 
Economy 


Distributors’ sales 
(Seasonally adjusted) 


(1977 = 100) 
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eOil prices are taking a short rest 
eMachinery demand: softer than it looks 


CAPITAL GOODS 

Don’t plan buying strategies 
for capital goods based on aggre- 
gate numbers. Given the decline in 
GNP, machinery orders ‘‘will fare 
just as badly as in the last two re- 
cessions,’’ says Adrian Dillon, 
senior economist, Eaton Corpora- 
tion. But special circumstances 
will make it look like buyers have 
less leverage in the total market. 
Some lines will remain strong be- 
cause of automobile retooling, a 
new generation of aircraft, and 
energy exploration and develop- 
ment. Generally, orders for pro- 
ducers’ durable equipment will bot- 
tom out next quarter or the one 
after and then climb slowly. 


GOVERNMENT POLICY 

Counter to past experience, 
election year politics 1980-style 
could prove to stabilize inflation. 
This year will be the first time in 
the post World War II era that an 
election year coincides with a con- 
traction in real GNP, points out 
Wayne Ayers, vp and economist, 
First National Bank of Boston. 
“This has left the Administration 
with few policy options capable of 
influencing the near-term outlook,”’ 
says Ayers. So it will probably 
continue to run on an anti-inflation 
stance since no program could act 
quickly enough to make the econ- 
omy robust by the election. x 
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HOTLINE 


¢Metal forming tool sales may pick up 
eBuyers lured by nickel sales terms 
eExtruded parts process introduced 


Sponge iron gets 
marketing push 


PLANS ARE AFOOT to make direct- 
reduced (sponge) iron a bigger fac- 
tor in the electric furnace and 
foundry business. Worldwide 
sponge production could triple by 
1990, predicts an industry spokes- 
man. Current production is 35 mil- 
lion tons/yr worldwide. By 
next year, U.S. buyers will find 
more sponge on the market, as 
Commercial Metals, a Dallas- 
based scrap company, begins im- 
porting it from West Germany. A 
Cometals official expects prices to 
run at $140-160/ton, delivered. Not 
everyone thinks sponge is the wave 
of the future, though. At the mo- 
ment, Armco, Inc. is trying to sell 
excess sponge production from its 
Houston plant, and has withdrawn 
sale of its direct-reduction technol- 
ogy. Sources say Armco fears 
higher natural gas prices will make 
the process uneconomical. Many 
sponge producers are sure, how- 
ever, that in the next two years 
their product will become cost- 
competitive with scrap. For the 
near term, the sponge price could 
act as a ceiling for scrap tags. 


Basic metals 
(Previous trough: 68.6% in Jun '75) 
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Federal Reserve Board 
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HIGHLIGHTS: 


MACHINE TOOLS 

Metal-forming equipment has 
been the one bright spot for buyers 
in this tight market. Orders for 
presses and stamping equipment 
were down 40% in the second quar- 
ter compared to a year ago, and 
leadtimes have improved consider- 
ably. But all that may be about to 
change. Manufacturers say a slew 
of big orders from the automotive 
and other industries are just around 
the corner. A Chicago manufacturer 
says some major automotive re- 
tooling programs were delayed for 
awhile but orders are likely to 
rebound next quarter. 


NICKEL 

Producers are holding fast to 
their list prices, even though below- 
normal demand is expected through 
first-quarter 1981. For example, 
ferronickel consumption is off 50% 
compared to last year. Spot prices 
for plating nickel are hovering 
around $3/lb, a level which should 
hold for the next three months. A 
jump in housing starts would 
strengthen demand for some stain- 
less items and might bring spot 
prices up, but no moves in producer 
prices are likely before 1981. 
Buyers may find producer terms 


Paper 
(Previous trough: 72.4% in Apr '75) 
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eAluminum demand is up slightly 
¢Forging shipments up, backlogs down 
ePrice runup predicted for zinc 


generous enough to make up for 
the disparity between the spot and 
list prices. 


EXTRUDED PARTS 
A new indirect extrusion 


process for brass and copper alloy 
shapes eliminates core or pipe in- 
clusions. This process can eliminate 


the need for additional fabricating, 
and thus shorten leadtimes. Where 
the extrusion is used as a forging 
stock, buyers will benefit from the 
more consistent grain size the new 
process provides. Called cxM/INDx, 
it has been used in Europe for 
years, and is now being introduced 
in the U.S. by Chicago Extruded 
Metals Co. 


ALUMINUM 

Demand picked up 2.4% in 
June, the first improvement since 
February, but shipments are still 
down 4.7% compared to a year ago. 
Distributors continue to reduce in- 
ventories, which fell 1.3% in June 
from May levels, according to the 
National Association of Aluminum 
Distributors. They are hardly at 
the bare-bnes levels which some 
of their customers are maintaining, 
though. In fact, at 4.1 months’ 
supply, they’re up slightly from 
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June 1979 levels—indicating how 
steep the falloff in second-quarter 
demand really was. Leadtimes for 
heat-treated products continue to 
erode, but watch for these to firm 
up quickly when overall demand 
starts coming back. 


MATERIAL HANDLING 

Overall bookings fell 12.6% in 
April after a fairly strong first- 
quarter performance. Orders were 
down only 4.6% compared to a year 
ago, according to the Material 
Handling Institute. The result, in 
terms of availability, is a mixed one 
for buyers. Leadtimes for cranes 
and hoists are a few weeks shorter 
than they were at the beginning of 
the year when a 13-week lead was 
common. Lift trucks are in the 
same bracket as they were in Jan- 
uary, averaging about a 12-week 
leadtime. Lift truck batteries 
should be inexpensive right now, 
but prices will be edging up soon. 


FORGINGS 

The dollar value of new orders 
in June was up 28% over May fig- 
ures, but still down 45% compared 
to year-ago levels. Growth in ship- 
ments continues to improve (up 1% 
over May, up 3% over last June), 
indicating smaller backlogs and 
better leadtimes. Most of the 
strength in new orders was in 
carbon and common alloy steel die 
forgings, according to the Forging 
Industry Association. The value of 
new aluminum forgings orders 
actually fell 25% from May to 
June. Stainless forgings orders 
grew, but by less than 5%. 


ZINC 

Market observers have sug- 
gested that a price runup is in the 
offing, thanks to strike activity. 
Asarco cut production at its 
Corpus Christi, Texas refinery to 
36,000 tons/yr (40% of capacity) 
when raw material supplies were 
disrupted by a strike at the com- 
pany’s lead and copper operations 
in El Paso. Bunker Hill’s Kellogg, 
Idaho refinery was threatened with 
a strike set for Aug. 18. Should 


both facilities be closed through 
the end of this month, producers 
will make a concerted effort to get 
prime western tags up from the 
present rock-bottom of 35.5¢/lb. 
The possible shutdown of some re- 
fining capacity at Gulf & Western’s 
New Jersey Zinc plants might also 
contribute to price firming. It 
would take a lot of closed capacity 
to get prices up, since producers re- 
portedly have healthy inventories 
and demand from galvanizers and 
foundries is quite low. 


PUMPS 

Repair parts have been selling 
at a record clip in the South and 
Southwest, due to the summer 
drought. Farmers with diesel- 
powered irrigation systems gave 
their equipment unusually rough 
service, running systems for long 
hours with below-normal water 
pressure. Pump distributors say 
they sold more repair parts in the 
first half of this year than in all of 
1979. The pace of sales was 
expected to pick up through 
the third quarter, then ease 
considerably. 


BEARINGS 

A recent out-of-court settle- 
ment between the Federal Trade 
Commission and two major bear- 
ings manufacturers points up the 
growing dependence of the U.S. 
industry on offshore suppliers. skF 
Industries, a U.S. subsidiary of the 
giant Swedish manufacturer, sup- 
plies tapered roller bearings to 
Federal-Mogul Corp. for sale in the 
U.S. auto aftermarket. In 1972, 
according to the rrc, skF agreed to 
withdraw the bearings from distri- 
bution and to have Federal-Mogul 
act as supplier. The agency com- 
plained that sxr should not be 
Federal-Mogul’s sole source, and 
set up a yearly schedule indicating 
the percentages of bearings it 
wanted Federal-Mogul to buy from 
SKF. The schedule, arrived at in an 
out-of-court settlement, is appar- 
ently intended to wean Federal- 
Mogul away from SKF over a 
12-year period. @ 


1979 1980 


Kraft paper 


1979 1980 


Screw machine parts 


1979 1980 


as Forgings 


1979 1980 
Zinc 
ful 
1979 1980 


Stampings 


10 
5 
1979 1980 


More leadtimes on page 165 


15 


10 


10 


5 


0 


For more information circle 5 


industrial price index 
1967 = 100 


Increases for manufactured 


goods offset decreases elsewhere 


Polypropylene 
tags hit bottom 


PRICES HAVE FALLEN by more than 
9% since May, but the decline 
appears to be flattening and a 
slow recovery seems likely. 

Watch for improved demand 
in film and injection molding mar- 
kets to bring prices back up in the 
fourth quarter. Current prices for 
general purpose resins are running 
at about 33-34¢/lb, and may go as 
high as 38¢/lb by year-end. 

Feedstock costs drop. One 
new factor in the downward pres- 
sure on polypropylene is feedstock 
costs. Prices for propylene monomer 
have dropped to 19.5¢/lb from 
21¢/Ib in the last month. 

The main factor keeping prices 
down, though, is lack of demand 
from the resin’s biggest markets: 
housing and automotive. Prelimi- 
nary second-quarter figures show 
resin sales off 20% compared to 
year-ago levels. Third-quarter 
sales were expected to be off 15% 
or more by several producers. 

Inventory up. According to 
figures from the Society of the 
Plastics Industry, producer inven- 
tories have been growing steadily 
for the past several months—up 
18% from March to May. Sales 
for the year are likely to be off at 
least 3% compared to 1979. 

A factor to watch: Exports of 
polypropylene have flattened out, 
but not declined. If European prices 
continue their decline, exports 
will fall off considerably, with a 
depressing effect on U.S. tags. 


Primary organic chemicals Paper & paperboard products 
(Dec. '73 = 100) 


The first decrease in more Rate of increase in second 
than two years quarter was just ahead of first 


Source: Labor Dept. 


Price codes: L = List; D = Distributor; T = Transaction 


Latest — 6 months Year 

FERROUS (fob mill) price ago ago 
Steel bar (HR carbon, ton, L) $ 345 $ 329 
Stee! sheet (CR, ton, L) " 415 415 
Steel strip (HR, ton, L) Fl 350 350 
Steel plate (carbon, ton, L) 389 389 


NONFERROUS (fob ah 
Aluminum (unalloyed ingot, Ib, T) 
Copper (U.S. producer cathode, Ib, T) 


wooD (lob mill) 
Plywood (¥2” W. sheathing, 4-5 ply, 1000 sq ft, T) 


BOARD/PULP idahbvared) 
Linerboard (fourdrinier kraft, ton, L) 270/300 270 


Boxboard (white-lined recycled sheets, ton, L) 330 330 330 


Pulp (bleached softwood sulfate, ton, L) 519.50 519.50 435 a7 


ENERGY (delivered) 
Coal (Eastern low-sulfur bituminous, spot, ton, T) 
No. 2 fuel oil (tank car sales in NE, gal, T) 
Natural gas (interstate, MCF, T) 
Electricity (industrial demand in West, kwh, T) 


CHEMICALS (prices: T) 
Chiorine, Iqd (North, freight equalized, bulk, ton) 
Benzene (Gulf Coast, barge quantity, gal) 
Ethylene (Gif Cst, cryogenic Iqd, tank cars, |b) 
Sulfuric acid (100%, frt eq, trk Id, fob Chicago, ton) 
Caustic soda, iqd (N, dphm Re frt eq, 
bulk, 50% basis, 76% NA:0O, ton) 
PLASTICS/RUBBER 
LDPE (liner grade, Ib, T) 
PVC (general purpose, Ib, T) 
Polypropylene (general purpose, |b, T) 
Polystyrene (general purpose, Ib, T) 
Conveyor belting (16” 3-ply rough-top, ft. D) 
V-belts (multiple 8-60 industrial belt, each, D) 
MECHANICAL COMPONENTS (prices: each) | 
FHP motor (¥2 hp. std NEMA, single phase, L) 60.70 50.70 60.70 
Radial ball bearing (dbi shid, 25mm bore, 52mm OD, D) 4.27 14.27 3.81 
Vaive (1” bronze gate, L) 21.10 21.10 ___ 20.10 
Machine screw (6D x *%L, zinc-pitd carbon 
steel, 1000 pcs, L) 4.85 485 4.85 
Welding rod (E6013 electrode, 5/32 x 14”, 500 base, L) .397 a4, 
ELECTRICAL/ELECTRONIC 


Connectors (coaxial, UG1094, net each, 
lots of 1 


MOS (16K ROM, net each, lots of 250-499, D) 
Relays (small plug-in, net each, lots of 50,000, L) 


Let General Electric show you how high-efficiency motors 


can squeeze more profits from your plant operations. 


Any manufacturer serious about improving 
company profitability should consider General 
Electric Energy $aver motors. Because the cost 


of energy is soaring too rapidly to risk wasting it 


on motors that could drain your profits. 


Instead, ask for the standard-setters. The 
fact is, GE Energy $aver motors deliver high- 
efficient performance we think is unmatched. 
And consider this: a point or two of efficiency 
improvement could save you thousands of 
dollars in energy costs for just one motor. 
That’s a small fortune on a plant-wide basis. 


Consider, too, that the lowest selling price 
doesn't always mean the lowest total cost. 
You have to include many other factors like the 
real cost of power, true life-cycle costs and the 
discounted rate of return. That’s exactly why 


GENERAL @@ ELECTRIC 
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GE Energy $aver motors can be a profitable 
investment. 

Let us prove it to you. Send in the coupon 
today for a free copy of our booklet, “How 
Energy-Efficient Motors Impact Your Profits.” 


Show me how to make my plant 
more profitable. 


Efficient Motors Impact Your Profits.” 


TYPE OF MANUFACTURING 


APPROX. ANNUAL POWER COST 
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New York 12345. 


SAVER 
MOTORS Send me a copy of your Energy $aver motor booklet, “How Energy- 


Send to: General Electric Company, Section 295-02, Schenectady, 


New-generation control valves 


for longer, leak-less 


hydraulic system life. 


These new 8-size pilot operated directional control valves 
combine reduced leakage with unequalled solenoid 


burnout resistance and low noise. 


Sperry Vickers’ pilot operated directional controls 
offer exceptional advantages, including high resistance 
to leakage and solenoid burnout as well as quiet oper- 
ation. Because of their improved design benefits, these 
interchangeable, new-generation valves (models DG-8 


and H8) replace current Sperry Vickers models DG-06 


and H06 valves. 


DG4V-3 pilot, the key to reliability. Reliability of the 
two-stage valve unit hinges on the reliability of the 
pilot valve solenoid . . . the critical “go”or “no go” 
element in the entire valve system. The new DG-8 and 
H8 valves are both piloted by the proven DG4V-3 
miniature valve. 


The DG4\V-3’s wet-armature design is well known for 
its quiet operation (approximately 20 decibels less 
than larger air gap solenoids), and outstanding reli- 
ability. Because it is also burnout resistant, it’s much 
more forgiving if dirt jams the valve, providing time 
to locate and correct the fault without having the coil 
burn out. 


Capacity of Sperry Vickers pilot operated valves. 
New Model 8 New Model H8 


70 


Rated capacity 
(nominal), 
gpm @ 3000 psi 


Maximum usable 
capacity, gpm 
@ 3000 psi 


140 


In fact, two sets of randomly selected, production-run 
DG4V-3 valves recently subjected to round-the-clock 
cycling tests exceeded 100 million cycles without a 
single failure! 


Less potential for leakage. These valves use straight 
threads with an O-ring seal, instead of tapered thread 
plugs. This design improvement eliminates a major, 
potential source of leakage at construction holes. 


The new DG-8 and H8 valves are designed with straight 
threads (right) which use an O-ring seal to reduce 
the possibility of leakage. 


The combination of the proven DG4V-3 pilot valve 
with the new Models 8 and H8 main stage valves 
now offers you a new, higher level of reliability, 
leading to more efficient, productive hydraulic system 
operation. 


For more information, contact 
your Sperry Vickers full line 
stocking distributor. Or write 
for bulletin 80-215. Sperry 
Vickers, a division of Sperry 
Corporation, Troy, 

Michigan 48084. 


SPERRY<>VICKERS 


Thehydraulicsspedople who listen. 
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Inside Purchasing 


What’s so vital about 
early involvement? 


Suppliers can make your company—or break it. 

Back in the recession of 1974-75 the chairman of a large capital 
goods maker called a meeting of department heads. The company, he 
lamented, had blown the just-ended capital goods spending boom. 
Why? Product designs had failed to reflect supplier capabilities, 
material availability, and future material costs. As a result, the 
company failed to sell as much product at as good a profit as had been 
anticipated. Moral: With early purchasing and supplier involvement, 


- much of the problem could have been avoided. It was a lesson learned 


in many companies across the country in the mid 1970s. 

Today the early supplier involvement motif takes on a new degree 
of subtlety as the nation examines its need to reindustrialize. For 
example, Professors Robert H. Hayes and William J. Abernathy, 
writing in a recent issue of the Harvard Business Review, suggest that 
many U.S. firms are losing out to European and Japanese competitors 
because they fail to tap the ‘‘innovative flexibility’’ of suppliers. It’s an 
element of the make-or-buy equation that’s often overlooked. Making 
products in-house can ring up spectacular short-term return on 
investment. The risk is that the company ends up making what is 
profitable to make rather than what the market wants. Unfortunately 
the payoff here is negative and long-term. 

In this issue of PURCHASING, Editors Somerby Dowst and Ernest 
Raia explore the ramifications of early supplier/purchasing involve- 
ment in a five-part Design Report (page 59). This is must reading for all 
thinking purchasing professionals. 

Among the other must-read articles in this issue: 

eIn MRP Outlook Oliver W. Wight explains the logic behind 
material requirements planning, page 45. 

eOn page 49 Tom King’s VA Outlook deals with tips for making 
sure new vendors get a fair hearing. 

eThe results of PuRCHASING’s most recent nationwide survey of 
purchasing executives and what they see ahead on the economic front 
appear on page 14. 

eOn page 87 Economics Editor Rebecca Lipman explores a 
sophisticated technique used at Ferro Corp. to analyze price hedging 
opportunities. 

eIn Recent Legal Decisions (page 99), Legal Editor John D. 
Jackson examines how good faith relates to requirements contracts. 

eWashington Editor Dan Gottlieb attacks the sad tale of the 
Fiscal ’81 budget on page 95. 

Earlier purchasing involvement is going to require smarter pur- 
chasing professionals. A good place to start expanding that brain 
power is right here in the pages of PurcHASING. 


ECONOMY 


Buyers’ forecast: Sharp 
improvement coming in ’81 


Purchasing managers predict 
gradual improvement in business 
over the next few months then a 
sharp upswing in the first six 
months of 1981. 

By next summer, near-boom 
conditions should be prevailing 
again, with operating rates at 
88.3%, which is near peak practical 
capacity in some industries, accord- 
ing to a forecast made by purchas- 
ing executives in a recent nation- 
wide survey by PURCHASING. 

Current operating rates are 
about 77.5%, the purchasing man- 
agers say. By the end of the year, 
they see a slight pickup to 79.2%. 

The p.M.s’ outlook is more bull- 
ish than the forecasts being made 
by professional economists, who 
expect operating rates to dip 
through year-end, and then pick up 
very slowly. 

Here are the factors giving 
purchasing confidence in the 
10- to 12-month outlook: 

Low interest rates. The drop 
from dramatic highs a few months 
ago is starting to have a positive 
impact on business. A Massachu- 
setts purchasing manager com- 


Photo: Dow Chemical USA 


ments: ‘‘A lot of work was put on 
the back burner when interest rates 
escalated. Some work is coming 
out again, but will have to be re- 
negotiated. There is still a question 
about whether or not contracts will 
be signed right away.’’ New hous- 
ing construction collapsed after in- 
terest rates soared. Recent data 
shows some pickup. The sudden 
collapse in housing indicates there 
could be a sharp rebound when the 
economy improves, some econo- 
mists believe. 

Controlled inventories. Pur- 
chasing managers have been mak- 
ing serious efforts to cut inventories 
every month since August 1979, 
according to PURCHASING’S 
monthly survey on business con- 
ditions. That’s in sharp contrast to 
buying strategies in the early 
stages of the last major recession 
(1973-75) when purchasing man- 
agers were building stocks because 
of shortage fears. 

Capital spending. While there 
will be some cutbacks in plant and 
equipment spending, it’s expected 
that the dip will be shallower than 
in previous recessions. The need 
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Efforts to boost energy efficiency in process plants and other in- 
dustrial facilities should require a fairly high level of capital spending. 


for improved labor productivity 
and increased energy-efficiency 
make these investments more 
profitable than in the past. A pur- 
chasing director for an engineering 
firm comments: ‘In our business, 
which is capital goods, I see a 
further decrease in business with 
the bottom coming in spring of 1981, 
and then an upswing.”’ The capital 
goods cycle generally lags the rest 
of the economy by six months. 

Government policies. Both 
Reagan and Carter are talking 
about tax cuts in 1981, an action 
that would surely fire up the econ- 
omy. There are several other pro- 
business moves under way or under 
consideration in Washington, rang- 
ing from special! help for auto pro- 
ducers and trade relief for steel to 
the Capital Cost Recovery Act, 
which would encourage spending 
for new plants. 

Pent-up demand. A strictly 
short-term factor that will give the 
economy a little life right now is 
the fact that much of industrial 
America was closed this past sum- 
mer at least temporarily. Hundreds, 
possibly even thousands of indus- 


trial plants, were shuttered because 
of lack of demand. Many extended 
normal maintenance and vacation 
shutdowns by 2-3 weeks. A survey 
by Inland Steel of its biggest cus- 
tomers revealed a 54% increase in 
temporary plant shutdowns last 
summer compared to 1979. 

The biggest damper in the 
buyers’ economic outlook is the in- 
flation picture. Until inflation is 
brought under control, any im- 
provement in the economy may be 
very short-term. As soon as interest 
rates start soaring again, the Fed- 
eral Reserve Board may just turn 
the screws on credit all over again, 
just bringing the economy down 
again. — Douglas Smock 


MINORITY VENDORS 


Efforts made 
to help minorities 


Purchasing managers of some 
large companies are taking steps 
to help their minority-owned 
suppliers through the current 
economic downturn. 

A few buyers report that 
relatively larger shares of their 
reduced buying dollars are now 
going to minority firms. 

Some failures of very small or 
financially strapped vendors are 
expected, but there are steps 
buyers can take to aid such firms. 
For example: 

e“Custom” credit terms can 
often be arranged, under which 
net 30 days becomes net 10 days or 
even net due upon receipt of goods. 
This can help small vendors with 
their cash flow problems. 

elf goods delivered are below 
specs or damaged, they can be 
returned more slowly than they 
might be normally. This will help 
the supplier save on inventory 
carrying costs. 

ePurchasing managers from 
large or locally prominent compa- 
nies can often put in a good word at 
the local bank on behalf of a small 
or minority-owned vendor short of 
cash. Several minority firms 
throughout the U.S. said the 
obtaining of working capital is one 
of their biggest problems, no 
matter what the prevailing 


News anelysis: 


Is the buyers’ outlook too rosy? 


Whose forecast will be cor- 
rect? The consensus of purchas- 
ing managers or that of profes- 
sional forecasters who predict a 
very slow recovery? 

We’ll Know the answer 
shortly. The deciding point will be 
whether government policy 
traces its historical path of réscu- 
ing business from recession or 
blazes a trail to prevent inflation 
from returning to double-digit 
growth rates. 

Buyers are betting on 
history. The 11-percentage-point 
gain in operating rates, found in 
PURCHASING’S Survey, is On par 
with the 8- to 9-point increase 
averaged in the first year of post 
World War II recoveries. (See 
chart.) Those gains were powered 
by stimulative policy undertaken 
to soothe the pain of recession. 
That same policy propelled infla- 


Will this recovery 
measure up? 


(Percentage point change 
in manufacturers’ operating rates) 
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interest rate. Said the president of 
an auto parts molding firm in 
North Carolina, “Loans aren’t 
hard to get; they’re impossible.” 

Buyers are also asked to allow 
some price flexibility whenever 
possible. Often, small firms are 
less able than large ones to pass 
through cost boosts to their 
customers, and even less able to 
absorb higher costs. 

The viability of minority- 


tion to a higher rate at each 
business-cycle peak. 

The evidence. There are 
some indications the government 
is going down that path again. 
Monetary policy has eased. Both 
political parties are talking about 
tax cuts. 

The evidence, however, is 
far from conclusive. Monetary 
policy in early 1980 was very 
stringent. So the recent speed-up 
in money growth is merely bring- 
ing it within the Federal Re- 
serve’s target ranges. The tax cut 
is not a certainty. And if one is 
enacted, signs are it may be pru- 
dent. Sentiments are to tailor the 
tax cut to business, to reverse 
disincentives to invest. Some 
argue for balancing the possible 
cut in revenues by restraining 
government expenditures. 

There are forces to disci- 
pline government policy. If gov- 
ernment reverts to its over- 
zealous habits, inflation will 
explode and the dollar will plum- 
met—causing policy to become 
even more restrictive than before. 

The slow-but-steady scenar- 
io mapped out by economists 
could be better in the long run 
than a sharp spurt soon. The 
economy would recover with a 
hands-Off policy, but it would take 
longer for consumers and 
businesses to build up their 
balance sheets. Meanwhile infla- 
tion would wind down and the 
business environment would be- 
come healthier. 

—Rebecca Lipman 


owned businesses is of growing 
importance to purchasing. One 
reason is Public Law 95-507, 
which requires recipients of 
federal contracts in excess of 
$500,000 to submit contracting 
plans for small and minority 
businesses. Companies that do a 
good job bringing in minority firms 
can earn incentives up to 10% the 
size of the contract. 

—Thomas R. Temin 
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| RAM-PAC 


Duff-Norton Ram-Pac* hydraulic 
equipment — the nation’s banner line of 
rugged, high-pressure industrial 
hydraulics — brings you a breakthrough 
in power pump portability and price! 


The Affordable Portable: Grab the 
easy-grip handle of the new, 24-pound 
Ram-Pac Portable Electric Power 
Pump. Carry this muscular little pump 
anywhere. Just press the trigger-switch 
and force 10,000 psi pressure into 
precision-machined Ram-Pac hydraulic 
jacks — to lift machinery weighing 100 
tons or more. And the price — less than 
$300 — puts it within everyone’s reach! 

This new addition to the Ram-Pac line 
gives you a new level of versatility and 
ease of operation. 

Get a grip on energy-sapping mainte- 
nance and production lifting, bending, 
separating, pressing and pulling. Get 
your hands on the new, low-cost Ram- 
Pac Portable Electric Power Pump... 


plus Ram-Pac rams and accessories to 
handle your heaviest workloads. 

Ram-Pac. It’s the nation’s most 
powerful array of hydraulically-actuated 
components and industrial equipment — 
all under the Duff-Norton banner. 


For more information, contact your 
local Ram-Pac distributor, or write: 


Duff-Norton Company, P.O. Box 
32605, Charlotte, North Carolina 28232. 


DurF-Norton 
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Our commitment to quality 


is equalled only by our 
distributors’ commitment to service. 


That's a pretty easy 
statement to make. 

Easy for us. 

Because our distributors 
make it true. 

They're the men with the 
inventory, the know-how 
and determination to help 
you keep your operation 
in operation. 


That's why we consider 
our distributors a vital part 
of our chain of distribution. 
(And the word “chain” is not 
an easy one for a belt and 
hose manufacturer to use.) 

Depend on your Gates 
distributor. We've been 
depending on him to keep 
our business healthy for 
a long time. 
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He'll do the same for yours. 

The Gates Rubber 
Company, P.O. Box 5887, 
Denver, CO 80217. 


RubberEngineering at Work. 
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MATERIALS 
Electronics maker 
gets the gold out 


The wildly fluctuating prices 
of gold, silver, and other precious 
metals have prompted electronic 
component manufacturers and 
users to seek alternatives to 
increasingly costly plating and 
interconnection materials. 

One innovative materials 
manager was honored recently by 
the National Association of Relay 
Manufacturers (NARM) for his 
suggestions for replacing gold with 
less-expensive tin plate in certain 
relay applications. 

W. H. Rivard, manager 
materials and process engineering 
at Potter & Brumfield, Princeton, 
Ind., received the Charles Schnei- 
der Award from NARM for his 
“technical contribution of impor- 
tance to the relay industry.” 

Rivard. says his suggestions 
were both economic’ and 
performance-related solutions. 
“Economics told us we _ should 
replace or reduce gold content,” 
says Rivard, “but in addition, we 
were looking at performance. 
While we found gold was doing an 
adequate job, we found that with 
tin we could do better at less cost.” 

His paper, entitled “Perform- 
ance Characteristics of Gold vs. 
Tin Plated Relay and Socket 
Terminals,” is available through 
NARM. For a bound copy, send 
$20.75 to P.O. Box 1505, Elkhart, 
Ind. 46515. The paper discusses 
performance characteristics with 
respect to electrical integrity of 
interconnections between tin- 
plated and gold-plated parts and 
includes comments concerning 
shelf life and solderability. 

Rivard warns that the use of a 
base metal vs. a noble metal 
(such as gold) demands that a 
person thoroughly and specifically 
investigate all details of the 
application before recommending 
or using his approach. 

Gold alternatives. Rivard is 
not alone in his search for gold 
alternatives. Many design engi- 
neers are requesting recommenda- 
tions concerning gold alloys which 
might be used to replace conven- 
tional 99.9% pure gold. 

For information about availa- 


“Economics told us we should 
replace or reduce gold content,” 
says Potter & Brumfield’s Rivard. 


ble alloys,write to one of the three 
major gold suppliers: Sel-Rex Co., 
75 River Rd., Nutley, N.J. 07110; 
Englehard Industries, 430 Moun- 
tain Ave., Murray Hill, N.J. 
07974; or Technic, Inc., P.O. 965, 
Providence, R.I. 02901. 

Ask for data sheets describing 
the characteristics of precious 
metal alloys available. Armed 
with this information, you and 
your electronics vendors can work 
closely together to determine 
whether an alloy can be used to 
replace a pure metal. 

—Terri Thompson 


FASTENERS 
Inventories rise, 
discounts grow 


Fastener manufacturer inven- 
tories are growing; half the respond- 
ents to a recent survey say the 
volume of finished goods on hand 
is higher than it was a year ago. 

Distributor inventories, on the 
other hand, are fairly stable, with 
nearly 30% indicating lower inven- 
tories than a year ago. 

Conducted by R. J. Callahan, 
publisher of Fastener Industry 
News, the survey indicates that 
buyers should have no real problem 
with availability, but that distrib- 
utor response may be a little slow, 
given the inventory reductions 
they’ve made. 

Discounts prevalent. Nearly 
two thirds of distributor respond- 
ents say they’re offering discounts, 
compared to 38% of manufacturers. 


SAFETY EQUIPMENT 


ANSI develops 
new standard 


A new minimum performance 
standard for emergency eyewash 
and shower equipment has been 
developed by the Industrial Safety 
Equipment Association Product 
Group of the American National 
Standards Institute. 

The new standard sets forth 
performance parameters, as well as 
installation and maintenance pro- 
cedures to be used. It also empha- 
sizes the need for employee training 
programs. 

The group’s objective in devel- 
oping the standard is to give clear 
direction in place of vague OSHA 
criteria regarding shower and eye- 
wash equipment. The new standard, 
called Z358.1, is expected to pass 
the consensus route to ANSI and win 
approval soon. 

For acopy of the new standard, 
contact R. R. Wright, vice-president 
and general manager, Encon 
Manufacturing Co., 4914 Dickson 
St., P.O. Box 3826, Houston, Texas 
77001. Phone: 713-869-9558. Wright 
is chairman of the group that 
developed the standard. 


Here’s a rundown of the prod- 
uct lines being discounted by dis- 
tributors, and the percentages being 
offered: nuts (10%), hexhead screws 
(10-20%), cap screws (20-40%), small 
screws (20%), and 2-H nuts (10%). 

Manufacturer discounts are 
reportedly available for: structural 
bolts (up to 10%), threaded rod (25- 
30%), nuts (25%), hex caps (20%), 
screws (5%), machine screws (10%), 
tapping screws (30%), blind rivets 
(10-20%), small rivets (3%), and 
cotter pins (5%). 

Of manufacturers responding 
to the survey, the majority expect 
to operate at less than 70% of 
capacity for the remainder of the 
year. About 29% say they’ll de- 
crease capital spending in the sec- 
ond half of the year, and the vast 
majority say that the money they 
do spend will go to equipment 
rather than plant expansion. 

Most manufacturers and dis- 
tributors say they expect third- 
quarter sales to be lower than 
second-quarter sales, and that 
sales for the year will be well off 
last year’s pace. i 


Now you don’t have toknow 
the price of gold 


Burndy GTH’ connectors deliver good-as-gold 


performance... without gold! 


Forget sky-high gold prices! Forget gold adders 
and surcharges! With our patented GTH 
connectors, you don’t have to know the price of 
gold to know what your connectors will cost. 
And you don’t have to sacrifice quality either! 
Proven in billions of terminations and in 
thousands of applications worldwide — Burndy 
GTH connectors use high-pressure, plastic 
deformation to achieve a gas-tight, corrosion-free, 
good-as-gold contact. The patented GTH geometry 
provides a mechanical interlock to insure positive, 
metal-to-metal contact, 


We've applied the GTH concept to a whole 
family of connectors to slash interconnect costs as 
never before. Across the board! Completely 
eliminating the need for gold in both the 
connector and in the mating component. 

So forget unstable gold prices and uncertain 
connector costs. Just check the performance. 
Think of the savings. Then contact me for details. 
Quick! Call or write: Joe Bradley, VP/General 
Manager, Burndy Corperation, Norwalk, 
Connecticut06836. py = 
(203) 838-4444. 
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»know the price of 
your connectors. 
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SEAL WITH 
LEATHER 


AT 
1,900 


PSI 


That's right! Only leather pro- 
vides sensitivity ranging from 
ounces to tons. Take smal] diam- 
eter hydraulic jacks for instance. 
The high pressures to which these 
compact lift devices are subjected 
require positive, long-wearing 
seals. Not mirocinghe leather 
works best. 

Oh yes, we know the virtues 
of srnthetic materials too ... IPC 
designs and manufactures millions 
of elastomeric seals. But, if you're 
having sealing problems with 
high pressure, low temperature 
or excessive abrasion, ask IPC 
what leather can do for you! 
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PLANT EXPANSIONS 


Machine tool production, an 


area of chronic undercapacity, gets 


a boost from new machinery 
manufacturing installations by 
Kysor and American Broach & 
Machine. In addition, a major 
foreign producer of carbide inserts 
and cutting tools is setting up shop 
in the U.S. 


MACHINERY 

Machine tools. Kysor Ma- 
chine Tool has opened a 53,000-sq. 
ft. plant in Marshall, Mich. for the 
production of metal-cutting ma- 
chinery. 

A plant for the production of 
broach machines and sharpeners 
has been opened in Ann Arbor, 
Mich. by American Broach & 
Machine Co. 

Coil-processing machines. 
Delta Brands has doubled the size 
of its main plant in Irving, Texas. 
The plant produces cut-to-length 


“~ 


Kysor, American add 
machine tool plants 


Mobil’s high-technology greasemaking facilities are 


lines, slitting and coil-packing 
systems, and high-speed precision 
template sheeting, sorting, and 
scrolling equipment. 


METALS 


Aluminum. Sheet and reroll 
capacity has been expanded to 310 
million lbs/yr with the opening of a 
reversing hot mill at Howmet 
Aluminum’s Lancaster, Pa., facili- 
ty. This capacity will be raised to 
380 million lbs/yr by 1982, with 
potential for an eventual expan- 
sion to 485 million lbs/yr. 

Cobalt. Inco Metals Co. will 
open an electro cobalt plant in Port 
Colborne, Ontario, Canada, in late 
1982 or early 1983. The plant will 
have an annual capacity of 2 
million lbs. of high-purity cobalt 
metal. 

Rare earths. Rhone-Poulenc 
will open a rare-earth separation 
plant in Freeport, Texas, sched- 


compact: a complete plant, capable of producing 20 million 


Ibs/yr, fits on a 10 x 20-ft platform. 


RMI completes 
major expansion 


NILES, OHlO—The first major 
domestic titanium capacity expan- 
sion in 12 years has been completed 
at RMI’s Ashtabula, Ohio, titanium 
sponge production facility. 

The expansion will bring RMI's 
sponge production capacity to 19 
million Ibs/yr, a 4-million-lb.  in- 
crease. Company President James 
L. Daniell says the capacity increase 
“will help alleviate the present 
shortage of titanium.” 

“This expansion must be 
viewed as a positive increment 
toward helping our country become 
independent of offshore suppliers,” 
he adds. Daniell has called for 
“continuous industry efforts to make 
the United States self-sufficient in 
the manufacture of titanium.” 


uled to come on stream in mid 
1981. It will double current 
capacity of about 4000 tons/yr. 


COMPONENTS/FABRICATING 

Connectors. ITT Cannon, 
manufacturer of electrical connec- 
tors and electronic test accessories, 
has opened a new 27,000-sq-ft 
plant in Santa Ana, Calif. 

Cutting tools and inserts. A 
new manufacturing facility for 
cutting tools and cemented carbide 
inserts is scheduled to open this 
fall at Iscar Metals’ new plant in 
Washington Township, N.J. Iscar 
is a subsidiary of Iscar Ltd., an 
Israeli firm. 

Hydraulics. Hydraulic cou- 
pling production has been expand- 
ed at Gates Rubber Co.’s Hydrau- 
lics Manufacturing Division, with 
the opening of a 115,000-sq.-ft. 
plant in Versailles, Mo. 

Custom tubing. A new 
custom metal-fabricating facility 
is scheduled to open next spring, 
built by the Mayville Metal 
Products subsidiary of Ogden 
Metals. Located in Casa Grande, 
Ariz., the plant will supply tubular 
steel frames for the computer 
industry. 

Perforating. New state-of- 
the-art perforating presses, capa- 
ble of perforating materials 60” 
wide at a rate of 600 strokes/min, 
have been installed at Diamond 


Manufacturing Co., Wyoming, Pa. 

Slitting. Copperweld Tubing 
Group has installed a new slitter 
at the Regal Tube plant in 
Chicago. The slitter is capable of 
handling steel coils up to 76” wide 
and .64” thick. 

Steel casting. Shell mold 
casting capacity has been in- 
creased to 500 tons/mo at the Tech 
Cast subsidiary of Cast Metal 
Industries, Detroit. Tech Cast 
produces castings of up to 50 lbs. 


CHEMICALS/PLASTICS 

Cellulose acetate. Com- 
pounding and blending capability 
for cellulose acetate molding 
compounds has been tripled in 
volume at American Polymers, 
Inc., Paterson, N.J. The plant can 
now produce 500,000 Ilbs/wk of 
custom molding compounds. 

Colorants. Avecor, Inc. has 
opened a plant for the production 
of plastic colorants in Portage, 
Wis. The facility produces dry 
color and color concentrates, and 
has a laboratory for color 
matching. 

Diallyl phthalate plastics. 
Production capacity for custom 
compounding of diallyl phthalate 
plastic materials has been quadru- 
pled at Cosmic Plastics, San 
Fernando, Calif. 

Grease. A plant for produc- 
tion of automotive and industrial 
greases has been opened by Mobil 
in Woodhaven, Mich. The plant 
produces both commodity and 
special service greases. It replaces 
a facility which burned in 1977. @ 


OFFICE EQUIPMENT 


Big growth due 
in office buys 


There'll be big changes for the 
buyer of office equipment in the 
1980s: 

eHis volume of purchases will 
increase substantially. 

eThe type of furniture and 
equipment bought will be consider- 
ably different from past purchases. 

Bigger offices. The white 
collar work force has already 
passed blue-collar employment in 
numbers and is still growing, ac- 
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SEAL WITH 
LEATHER 
AT 
—100° F 


Extremes in low temperature 
sealing can often be solved by 
leather. For example, in the liquid 
nitrogen environment of an in- 
dustrial tumbling device, leather 
consistently seals at minus 100°F. 

Surprising? Probably so, since 
there are so many elastomeric 
materials and compounds used in 
IPC custom designed seals. But 
... the fact remains that some 
applications are best served by 
using leather. That's the advan- 
tage of dealing with a supplier 
who knows all sides of your ma- 
terials needs. If you're having 
sealing problems with low tem- 
perature, high pressure or exces- 
sive abrasion, ask IPC what leather 
can do for you. 


7-7S%q INTERNATIONAL 
PC PACKINGS 
CORPORATION 


Rt. 7, Bristol, New Hampshire 03224 
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When abrasion resistance is 
critical, resilient, naturally hygro- 
scopic leather fibers can utilize 
liquids being sealed or custom- 
blended IPC impregnants as built- 
in lubricants. This is why a major 
manufacturer of fire truck hose 
pumps insists on IPC leather pis- 
ton seals which perform reliably 
even when pumping water con- 
taining municipal water system 
chemicals or grit from the bottom 
of fire ponds. 

course, we're great believers 
in synthetic materials too . . . IPC 
designs and manufactures millions 
of elastomeric seals. But, if you re 
having problems with excessive 
abrasion, low temperature or high 
pressure, ask IPC what leather can 
do for you. 
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Rt. 7, Bristol, New Hampshire 03224 
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cording to a study by marketing 
consultants, Smith, Stanley & Co. 
Between 1978 and 1990, office em- 
ployment will grow 23.6% while 
factory employment will increase 
only 16.1%. 

This means more and bigger 
offices, and a bigger need for office 
equipment and furnishings. As a 
result, the contract furnishings 
industry will expand from $10.9 
billion annual sales in 1979 to $16.5 
billion in 1984. The largest seg- 
ment of this market is office furni- 
ture—$4 billion worth last year. 
Other items bought for office work 
include floor coverings, wall fin- 
ishes, doors and related hardware, 
window coverings, lighting fix- 
tures, ceiling materials and 
partitions. 


FLEET MANAGEMENT 
Liquid petro gas 
can beat gasoline 


As one way to beat the uncer- 
tain availability of gasoline and the 
certain high price, more and more 
fleet purchasing managers are con- 
sidering conversion of autos and 
trucks to run on liquid petroleum 
gas (LPG). 

“This is definitely something 
for anyone in purchasing to look 
into,’’ says John Thompson, vice- 
president for the decision resources 
group at Arthur D. Little, Inc., the 
Cambridge, Mass. consulting firm. 

Advantages cited. Arthur 


LPG beats out 
gasoline 
(cost, $/million Btu) 


14 
G9 Liquid propane gas 


[55 Gasoline 


Year Latest 
ago month 


Source: Energy User News 


The type of office equipment 
and furniture is changing for three 
main reasons: to accommodate the 
greater numbers of workers; to in- 
crease the productivity of the 
workers; and because the nature of 
office work is steadily changing. 

Bigger staffs will often mean 
making better use of available of- 
fice space rather than adding on to 
existing or building new facilities. 
For this reason, the “open plan’”’ 
system has become a definite trend, 
projected to gow 75% by 1984. 

In the open-plan system, the 
furniture itself is used to divide the 
office area into more efficient use 
of space, as opposed to either con- 
ventional (permanent walls and 
partitions) or pool (undivided space) 
arrangements. —El Hoeffer 


D. Little recently completed a 
study on the long-range supply pic- 
ture for Lpc and for vehicles run- 
ning on it. The study found: 

eBy the mid 1980s, a daily 
surplus of between 500,000 and 
one million barrels of LPG will exist, 
based on current demand. 

LPG will cost less per gallon 
than gasoline. It currently runs be- 
tween 70-80¢/gal, compared to 
$1.15-1.30/gal for gas. 

e Although vehicles get about 
10% less mileage on a gallon of Lec 
than they do on a gallon of gas, the 
difference is more than compen- 
sated for by the reduced mainte- 
nance requirement. 

Not easy now. Immediate 
conversion to LPpG, however, is no 
panacea from the purchasing view- 
point, Thompson notes. For one 
thing, a company should have its 
own underground storage tanks, so 
it can buy LPG in sufficient quan- 
tities to get the best price. (Unlike 
liquid natural gas, LPG can be 
stored at ambient temperature.) 
For another, conversion kits are 
available in limited quantities from 
only one or two national suppliers. 

According to the study, 
125,000-175,000 gas-to-LPG con- 
versions will take place this year in 
the U.S., a record. During the 1974 
gas shortages, 84,000 U.S. vehicles 
were converted. 

There is one more plus to LPG: 
With its octane of 104, it is prob- 
ably the peppiest and most “‘no- 
knock”’ fuel around. x 


Elco cold-extruded parts 


Pe se 
ee 


Savings No. 1: Little, if any, waste. 
Savings No. 2: Improved strength, 
more reliability. 

Elco delivers both in parts with 
multiple diameters, or very large 
heads, or non-round shanks. 


The part shown up front is a good 
example of inflation fighting. It is the 


key item in anew consumer product. 


The manufacturer's original design 
called for two parts to be machined, 
then joined, to do the job. But the 


fight inflation 


two ways. 


la 
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unit cost was prohibitive and it looked 
like a great product was going to die 
on the drawing board. 

Elco was able to produce the part 
economically by cold-extrusion. It 
was then annealed, the cam head 
trimmed and, finally, roll threaded. 

Although the part will be exposed 
to severe stresses, cold-extrusion 
preserves its inherent strength and 
reliability. 

The other parts in the photo show 
we can also cold-extrude many dif- 


—— 


ferent diameters on the same part. 
And with very large heads. Very short 
parts with recess holes, too. We can 
even extrude non-heat-treatable 
materials such as brass, copper or 
aluminum. In diameters ranging 
from less than 0.050" to 0.75" And 
lengths from 0.187" to 7.0" 

Keep those good ideas alive and 
keep on fighting inflation. Send us 
your print for a quotation. Or call 
815/397-5151 and ask for a 
Customer Service Representative. 


ELCO INDUSTRIES, INC. 


ROCKFORD DIVISION + ROCKFORD, IL 61101 
SOUTHINGTON DIVISION + SOUTHINGTON. CT 06489 


Helping to form the future in industry after.industry. 
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What 


can you learn 
about | 
Synergistic 
Coatings 


It) 
three minutes? 


Enough to save money for your 
company, help your design engi- 
neers solve metals-related prob- 
lems and keep your production 
lines working if the special alloys 
you re buying today aren’t avail- 
able tomorrow. 


That’s because Synergistic Coat- 
ings make ordinary metals per- 
form where only super alloys 
could serve before. 


There’s a group of Synergistic 

Coatings for every basic metal: 

al ufram® coatings for aluminum 

sNedox® coatings for ferrous and 
copper alloys 

eMagnadize® coatings for mag- 
nesium 

eCanadize® coatings for titanium 

sLectrofluor ‘coatings for both 
ferrous and non-ferrous metals 

sHi-T-Lube® coatings for steels 
in high-temperature applica- 
tions 

They're different from other 

coatings, resulting from _ pro- 


prietary processes that create a 
hard conversion interface into 
which the finish material is fused. 
There’s no chipping, flaking, 
peeling or delaminating. 


The hard conversion interface 
greatly improves a metal’s abra- 
sion and impact resistance. 


The fluorocarbon top finish seals 
out chemical attack, keeps the 
metal slippery after lubricants 
have departed, gives a non-stick, 
easily cleaned surface. 


We're in the business of saving 
you money and making your 
products perform better. Call us 
if you want specific information. 
East of the Mississippi, call us in 
New Jersey at 201/862-6200. In 
the West, call us in Texas at 214/ 
641-2211. We also have licensees 
overseas. 


Want to spend more than three 
minutes? We'll send you litera- 
ture, specifications and examples 
of typical problems these coat- 
ings have solved. Just circle the 
number below. 


GENERAL MAGNAPLATE CORPORATION 


1331 U.S. Route 1, Linden, N.J. 07036 © (201)862-6200 * Telex 642924 


“Subsidiaries and Licensees Worldwide” 


For moro informofion cicclo 1€ 


PRICES 


Maintaining good vendor 


relations is top concem 


There is a lot of confusion in 
pricing but purchasing clearly has 
the upper hand. 

Several buyers say the best 
strategy now is to bargain hunt, 
but not to throw caution—and 
long-term suppliers—to the wind. 

A purchasing manager in St. 
Louis says his biggest task now is 
to make bargain buys from alter- 
nate vendors without alienating 
his long-term sources. It takes a lot 
of skill to know when it is possible 
to have it both ways, and an appre- 
ciation of the risks involved in 
losing a stand-up supplier for a 
short-term price break. ‘‘It may be 
a long way off,’’ he counsels, ‘“‘but 
the seller’s market will return.”’ 

Discounting is still in evidence, 
even if it goes under the name of 
‘‘temporary competitive allow- 
ances.’’ Buyers say they’re trying 
to give some of these temporary 
terms a little permanence by re- 
negotiating contracts wherever 
possible, with the goal of establish- 
ing a lower list price rather than a 
larger discount. The thinking is 
that it will be harder for suppliers 


to raise a list price than rescind a 
discount. 

Unstable markets. One prob- 
lem with suppliers clinging to list 
prices and offering discounts is 
that when the published price is no 
longer valid, it can be hard to de- 
cide what the actual price should be. 

‘“‘The market in general is un- 
stable,’’ says a buyer in Chicago. 
‘“‘Vendors and customers are both 
nervous about price.”’ 

That may be why there is such 
disparity in reported price move- 
ments right now. A 4% decrease in 
cold-rolled stainless sheet is re- 
ported by one buyer, while a 7% 
increase for the same product is 
given by another. Similar pricing 
situations exist in corrugated con- 
tainers (up 10% in the West, down 
8% in the East). 

One area where prices are un- 
questionably lower is chemicals 
and plastics. Prices for polystyrene, 
rubber polymers, plasticizers, pro- 
pellants, and benzene are all lower 
this month. Some chemicals 
are up: Soda ash and phosphates 
registered increases. 


inflation backs off industrial prices 


Compared to the previous month, purchasing managers say prices have: 
' 


risen risen 


more quickly 
ts respondents) 


C1) Jun. 


Co Jul. 
Gd Aug. 


40 


30 


Source: PURCHASING survey. 


more slowly 


held steady dropped — 


Most major producers have 
rolled back flat-rolled steel prices 
to their Jan. 1 levels. The change 
was announced in terms of ‘‘tempo- 
rary competitive allowances” rather 
than actual list price decreases. 
Products affected were those 
supplied to the auto market. 

The copper strike sent red 
metal prices up over $1/lb on a 
very low-volume market. Most 
buyers, even those who didn’t build 
pre-strike inventories, seem confi- 
dent that supply disruptions will 
be minor. 

Freight up. Several buyers 
report the biggest price increases 
in the past month have been for 
freight. Delay of small shipments 
by trucking companies is a sore 
spot for many respondents. 

—David Erickson 


WASHINGTON 


SEC eases stand 
on buying controls 


The Securities and Exchange 
Commission has retreated tempo- 
rarily on internal accounting 
controls enforcement. But pur- 
chasing and other corporate 
divisions will probably increasing- 
ly feel the heat of such controls as 
companies voluntarily seek to 
keep the sEc off their backs. 

The controls are required by 
the Foreign Corrupt Practices Act 
of 1977. sEc wanted management 
to report annually (verified by an 
external audit) on how their 
company’s controls conform to 
FCPA. This line was pushed by 
activist sec Chairman Harold 
Williams and other members who 
favor fuller disclosure of company 
data to protect investors. The 
proposal drew such fire from the 
business community that sEC 
backed off recently. Instead, sEc 
said it wanted to encourage 
“further voluntary initiatives.” It 
also promised another look at 
management reporting require- 
ments in 1982. 

Asked what types of things 
SEC would be looking for in its 
monitoring of control systems 
reporting, SEC accountant John W. 
Albert told PURCHASING: “It’s too 


Spicer Cardan 
cut downtime. Save 


Universal Joints 


energy! Save space! 


Momentary misalignment 
capability to 30 degrees. 
High torque capacity 

in less space! 


If you design or use machinery equipped with 
gear type spindle couplings, you can reduce 
operating costs sharply. Simply switch to cost- 
cutting Spicer Cardan Universal Joint Spindle 
Couplings. For continuous casters. Slitters. 
Tubing, rod and bar mills. Straighteners. 
Overhead cranes. And many other applications. 


Cut downtime! Compared to gear couplings, 
Spicer U-Joints require substantially less 
downtime. They have higher misalignment 
capability, so alignment time is greatly reduced 
during installation. Once aligned, they require 
no realignment during normal operation. They 
are easily and quickly disassembled and 
reinstalled without disturbing drive and driven 
units. Easily accessible lubrication fittings and 
extended lubrication cycles minimize 
maintenance time and costs. 


Longer service life! Spicer Cardan U-Joints 
offer longer service life than gear couplings— 
for two important reasons: (1) They can operate 
at much greater angular misalignment. 

(2) Spicer U-Joints have a bearing connection 
with low-wear rolling action. That means less 
strain on drive components. But gear couplings 
have a friction gear connection with greater 
wearing metal-to-metal contact. Long service 
life makes Spicer U-Joints by far your best 
value! 

Energy and space savings! Your energy 
consumption is reduced with Spicer U-Joints 
because they have higher power transmitting 
efficiency than gear couplings. Compact, space- 
saving design and small swing diameter let you 
locate rolls and spindles in close proximity. 


Serviceable! Spicer U-Joints can be easily 
rebuilt to original specifications with a simple 
cross and bearing kit available from equipment 
manufacturers and Spicer Drivetrain 
Distributors. Worn gear couplings, on the other 
hand, usually require complete replacement. 
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Design flexibility! Spicer U-Joints can be 
selected according to life requirements because 
their service life can be accurately predicted. 
U-joint driveshaft spindle coupling lengths are 
adjustable. Several U-Joint couplings can be 
connected in series, either in a vertical or 
horizontal plane. 


Parts and service backup! Spicer is the 
world’s largest independent supplier of Cardan 
universal joints. Wherever you're located, you 
can count on a worldwide network of assembly 
facilities for prompt replacement and repair 
services. More than 120 drivetrain specialists in 
the United States, backed by engineering and 
test facilities second to none, offer Spicer 
customers in-depth product application 
assistance. 


Wide range of sizes. Depending on application 
requirements, Spicer U-Joints are available with 
torque capacities of up to 4,000,000 Ibs. -ft. 


For more information on cost-cutting 
Spicer U-Joints, call 313-571-7410. Or write: 
Dana Corporation, Spicer Universal Joint 
Division, Dept. 8931 PM, P.O. Box 5367, 
Detroit, Michigan 48211. 
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SPECIFY PARKER V884-75 


The “Unforgettable” brown Fluorocarbon 


Y Eliminate assembly errors 
of incorrect elastomer. 


ae Upgrade product quality and reliability. 
Minimize warranty and liability problems. 
& Protect and insure your aftermarket. 


Parker's new V884-75 CHROMASSURE “color 
assurance’ O-Rings are a pat hand in anybody's 
game. They let you read seal polymer differences 
as easily as the cards in your hand. 


V884-75 combines the wide range sealing prop- 
erties of a MIL-R-83248, Class 1/AMS 7280B 
fluorocarbon seal material with the advantages 
of permanent polymer indentification throughout! 
Advantages that can keep your product in the 
game when the chips are down. 


For openers, you deal yourself O-Rings which 
almost guarantee freedom from assembly errors 
of incorrect material, minimizing warranty and 
product liability problems. This, in addition to 
upgrading product reliability with quality Parker 


fluorocarbon seals with a real difference. ..a dif- 
ference which helps to capture and hold after- 
market replacement business. 


Parker's V884-75 is available for off-the-shelf 
delivery in most AS 568 standard sizes, and if 
you require a 90 durometer seal, our V894-90 
offers all the advantages of CHROMASSURE and 
meets the specifications of MIL-R-83248, Class 2/ 
AMS 7279F. 


Get in the game today... Call or write our dealer, 
Bill Collins, O-Ring Division, Parker Seal Group, 
2360 Palumbo Drive, Lexington KY 40509. (606) 
269-2351. Tell Bill you want the details on V884-75 
and the other new CHROMASSURE seal materials 
available now from Parker...The Seal People. 


—Darker seals...when you can’t afford second,best! 
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SEC’s Williams: He wants fuller 
disclosure to protect investors. 


early to tell. “We're really a 
free-lance type of thing.” He said 
the sEc would be “seeing what 
comes in” in the way of voluntary 
reports and look to some standards 
for reporting on internal account- 
ing control being prepared by the 
American Institute of Certified 
Public Accountants. He acknowl- 
edged that the problem faced by 
CPAS in verifying any internal 
control system was to “avoid 
giving too much information.” 
Lindy Marinaccio, general 
counsel of the Senate Banking 


TRANSPORTATION 


Committee which oversees FCPA, 
said that many congressman felt 
that the sEc’s proposed manage- 
ment reporting requirements went 
beyond what was required by law. 

Purchasing, while not the 
target of FCPA, is caught in the 
net of the internal accounting 
controls required by the act 
[ PURCHASING; July 9, ‘80 p. 14]. 
Their purpose: to try to stop top 
management and boards of 
directors from ducking responsibil- 
ity for any bribes of foreign 
officials to solicit business. FCPA 
requires publicly held corporations 
to have a system of internal 
accounting sufficient to give 
reasonable assurances that: 

eBuying and selling has 
general or specific management 
authorization. 

eTransactions are sufficiently 
documented for purposes of 
preparing financial statements 
and maintaining accountability 
for company funds. 

e@Access to company funds has 
general or specific management 
authorization. 

eThe recorded accountability 
for assets is compared with 
existing assets at reasonable 
intervals and the differences are 
resolved. —Daniel W. Gottlieb 


Pay now permitted for 
hauling between units 


One provision of the Motor 
Carrier Act of 1980, recently 
signed into law by President 
Carter, promises to dramatically 
increase private carrier transpor- 
tation and offer significant 
inbound transportation cost reduc- 
tions for purchasing. 

The provision concerns “inter- 
corporate hauling for compensa- 
tion.” This is now permitted for 
“wholly-owned subsidiaries” of a 
parent company. The provision has 
been long sought by private carrier 
operators and long fought by the 
regulated trucking industry. 

Prior to passage of the act, 
intercorporate hauling for compen- 
sation was prohibited. Say parent 
company A owns companies B, C, 


and D. One (or more) of the 
companies might operate a fleet of 
trucks, but it could not haul for the 
others for pay. The regulated 
motor carrier industry prohibited 
this practice, contending that it 
would mean the companies were 
engaging in unauthorized for-hire 
transportation. 

Sandy Abrahams, director of 
transportation for Carrier Corp., 
Syracuse, N.Y., says that situation 
was ridiculous. “A company could 
have two subsidiary trucks 
passing each other on the 
highway, both empty, one going to 
pick up a load and one returning 
after having delivered a load to the 
same city. Now,” he says, “with 
coordination of inbound and 


No limits now on 
air-truck freight 


Thanks to a ruling by the In- 
terstate Commerce Commission, 
trucks unloading freight from air- 
planes can now Carry that freight to 
any destination, no matter how far 
from the airport. 

Conversely, a single truck may 
now take freight from its origin any 
distance to an airport for domestic 
air shipment. 

Before the new ICC ruling, 
truckers were limited to deliveries or 
pickups within a 35-mile radius of an 
airport. 

In making their unanimous rul- 
ing, commissioners said that the 
mileage exemption for air-truck op- 
erations does not apply to foreign 
air Carriers until those carriers 
obtain approval from the Civil 
Aeronautics Board. 

Copies of the decision are 
available by writing to the icc, Room 
2229, Washington, D.C. 20423. 


outbound transportation, one 
truck can do the job.” 

Infrequent cooperation. Be- 
fore passage of the Motor Carrier 
Act of 1980, subsidiaries were 
permitted to haul for one another 
and their parent company “for 
free,’ but few did. The reason is 
that subsidiaries are _ profit 
centers, and are usually more 
interested in their own perform- 
ance than in the performance of 
the corporate group. Therefore, 
they saw little incentive in 
hauling for one another, lowering 
a sister company’s transportation 
costs but raising their own private 
fleet operating costs. 

Now they will be able to 
charge each other for the 
transportation services they per- 
form. They will charge each other 
less and certainly not more than 
common carrier rates. Their fleets 
will be able to operate more 
efficiently than ever, and purchas- 
ing will be able to obtain lower 
transportation costs on its inbound 
shipments. 

The new act requires the 
parent company to give the 
Interstate Commerce Commission 
two documents: a list of its 
subsidiaries and an affidavit that 
the subsidiaries are 100%-owned. 
A copy of the letter to the 1cc and 


“QD” and 
Taper-lock” 
all-steel 
sprockets: 
Only Martin 
offers you 
both. 
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Now you can rely on one 
source for both “QD” and 
Taper-Lock “ all-steel sprockets. 
Hardened and unhardened. 


Because Martin distributors : . 
offer you the complete line 
right from stock. In single and 
multiple widths. 


SPROCKET & GEAR INC. 


3106 Sprocket Drive 
Arlington, Texas 76010 


Sold by America’s Greatest Salesmen. Our Distributors. 


Better cooperation can cut truck- 
ing costs, says Carrier’s Abrahams. 


the affidavit must be kept in the 


All of the private fleet 
operators contacted by PURCHAs- 
ING say the lifting of restrictions 
on intercorporate hauling is one of 
the most significant provisions of 
the new Motor Carrier Act. 

One operator says he does not 
believe the regulated motor 
carrier industry recognized the 
significance of this provision or the 
effect it could have on transporta- 
tion. The industry was not fully 
aware of the number of and extent 
of subsidiaries in the United 
States, where, he says, “almost 
every company of any size is a 
subsidiary of some other company 
and a sister subsidiary to several 
other companies, some or all of 


cab of each vehicle in the fleet and whom may already be operating 
be available for inspection by 1cc_ their individual private fleets.” 


field personnel. 


EXPEDITING 


—Thomas Dillon 


Emphasis shifts from 
routine to the exception 


Expediting is becoming less 
mechanistic and more meaningful, 
according to a survey of 1000 
industrial firms’ follow-up practic- 
es. More than three-quarters of all 
expediting activity is handled at 
the buyer level. Less than 
two-thirds of the firms include an 
acknowledgment form in their 


Who 
handles 
expediting? 


Expediting 
staff 


24% 


p.o.s. Better than half avoid a 
knee-jerk follow-up reaction to 
missing acknowledgments. 

Instead, there’s a trend to 
expediting-by-exception, with at- 
tention being focused on really 
important orders. This shows up in 
respondents’ comments on all 
three facets of the question: 


Does the purchase order 
include an 
acknowledgement copy? 


Source: PURCHASING survey 


outfits.. Such firms. traditionally 

require a fair amount of travel in their 

expediting: endeavors, so--that 
various projects 


e“Our expediters initiate 
follow-up,” says a New England 
purchasing director, “but if they 
get into a jam, they'll go to the 
buyer for extra bargaining clout. 


Does purchasing 
follow up on missing 
acknowledgements? 


Sometimes 


We just added ten 
critical seconds to the 
Shawmut Formula. 


Introducing the Amp-trap” A4BT. varying time delay values, making coordination 
The first UL listed Class L fuse, with primary fuses very difficult and often 

with the added feature of 500% time dangerous 1 AABT icn’t; ; 
delay for a full 10 seconds in all ratings. The Shawmut A4BT isn’t just a random iso- 


lated breakthrough. It’s an evolutionary result of 
the Gould Shawmut concern for greater plant 
safety and component protection. And it’s now a 
i part of the unique Shawmut Over-Current 
I" s | Protection Formula. The Formula offers 
J r | industry total electrical protection 
\ 
G 


Until now large motors and transformers 
were frequently protected by oversized fuses — 
a practice that has created big problems for 
industry. That’s why Gould Shawmut developed 
the A4BT. It’s the first fuse in larger are 
amperes to meet UL requirements for | | 
time delay. And it’s the newest addition 
to the Shawmut Over-Current * 
Protection Formula. wil 

With the A4BT, you can now size 
fuses closer to motor loads and use it 
with smaller, less costly switches and 
still maintain the same degree of 
over-current protection. 
And, the A4BT can be used with 


by helping users select exactly the 
GouUL: } ; | right fuse for the right place at 
1 ES , the right cost. 
“at For more information about the 
Formula, or the new Amp-trap* 
» ~~», A4BT, call your local Gould 
» Shawmut distributor or 
write: Gould Inc., 
Electric Fuse Div., 
Newburyport, MA 01950. 


AC or DC circuits up to 600 volts. 
The time delay feature in a 
the A4BT is a consistent G 0 Lj ip) 
standard through the An Electrical/Electronics Company 
aes eres of Gould Inc., Electric Fuse Div., Shel ones MA 01950 
: iti Tel: (617) 462-6662, 462-3131/Telex: 94-7427 
ra h ae In Canada, 406 Adelaide St., E., Toronto, Ontario MSA IN4 
uses have widely Tel: (416) 366-1981/Telex: 06-219717. 
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By the same token, the buyers will 
come to me if necessary. If I get 
into the act, the vendor knows it’s 
pretty serious. 

“It amounts to a team setup,” 
this exec concludes, “with each 
echelon taking a certain pride in 
not having to go up a notch for 
support.” 

e“We don’t have an acknowl- 
edgment copy built into our p.o. 
set,” says a Midwest materials 
manager, “but we have extra 
carbonized sheets that can be 
inserted when any order is typed. 
It’s up to the buyer to determine if 
an order’s importance justifies 
having an acknowledgment pre- 
pared in this way.” 

Taking another route to the 
same end is a P.M. in the 
Southeast: “We have acknowledg- 
ment copies in our p.o. sets. But 


WHO’S NEWS IN PURCHASING 


these are discarded after typing 
unless the buyer specifies that the 
order warrants mailing one out.” 

e“We follow-up on missing 
acknowledgments only when the 
dollars involved are large, or the 
risks of nonperformance are 
severe,” says a purchasing director 
on the West Coast. He too notes 
that the decision on this is made by 
the buyer. 

Many P.M.s view the expedit- 
er’s job as an ideal training ground 
for new buyers. More than a few 
have broadened its responsibili- 
ties. Expediters in such firms 
typically serve as clerical assis- 
tants to buyers. Their duties 
include gathering statistics, dig- 
ging out vendors’ facility lists, 
doing the math on quantitative 
analytical studies, etc. 

—Somerby Dowst 


Purchasing v.p. named 


president of 


Peter W. Dillon has been 
promoted to president of North- 
western Steel and Wire Co., a 
large manufacturer of bar and 
wire products in Sterling, III. 

Dillon had been the company’s 
vice-president, purchasing. He 
joined Northwestern in 1959. 


As president, Dillon will help. 


supervise the steelmaking compa- 
ny’s expansion program, which 
includes enlargement of an electric 
furnace to 400-ton capacity and 
improvements to a 14-inch mill. 
Northwestern is the nation’s 
twelfth largest steel producer. 


Dillon 


company 


Elsewhere in purchasing: 

Firestone Tire and Rubber Co. 
announces the promotion of 
Edward J. Bargetz to vice- 
president for purchasing in 
Firestone’s North American tire 
group in Akron, Ohio. A Universi- 
ty of Akron graduate, Bargetz 
joined Firestone in 1954 in the 
engineering department. He has 
since worked overseas for the 
company, and was corporate 
purchasing manager for machin- 
ery, construction, and services 
before his latest promotion. 
Meanwhile, Melvin W. Martin 
has taken the post of director of 
purchasing for Firestone Interna- 
tional in Rome, Italy. He had been 
coordinator of purchasing for 
Firestone Europa S.p.A. | 

William C. Anderson was 
named factory manager for the 
Engineered Chain Division of 
Rexnord, Inc. of Milwaukee. He 
was materials manager for the 
same division. Rexnord promoted 
David E. Brandhorst to opera- 
tions manager for the firm’s 
Coupling Division at Warren, Pa., 
where he is responsible for all 
manufacturing operations, includ- 


eect reals show 


PITTSBURGH, PA—Some 150 
exhibitors will show off their wares at 
the 10th annual Pittsburgh Industrial 


The 
than 7500 visitors during the three 
days—including not only buyers, but 
engineering and production people. 


Fischer Enterprises, 201 Penn 
Center Bivd., Pittsburgh, Pa. 15235 
or call 412-242-9818, 


Z < 


Bargetz Aristide 


ing purchasing. Rexnord also 
promoted Robert H. Baker from 
materials manager to consultant 
manager for the Corporate Opera- 
tional Development Dept. 

Russ Bennett was named 
assistant vice-president of materi- 
als at Gear Company of America, 
Inc., Cleveland. Jack Kirby was 
named purchasing agent. 

Robert Sarchett has been 
promoted to manufacturing engi- 
neer in the purchasing department 
of Peerless Pump of Montebello, 
Calif. 

John Marshall has been 
appointed group purchasing agent 
by Sealy, Inc., marketer of Sealy 
Posturepedic bedding products. 

Jeffrey Aristide has taken a 
purchasing position at Atex, Inc.,a 
maker of text and composing 
editing systems. 

In other purchasing personnel 
news: 


Daniel J. Devine was 
recently elected president of the 
Purchasing Management Associa- 
tion of Chicago. Devine is 
purchasing manager of field 
operations at Kraft, Inc. A 30-year 
veteran of purchasing, Devine 
came to Kraft in 1947 as an export 
clerk, and was promoted to his 
current position in 1978. 

Devine has been a PMA 
Chicago member since 1971, 


PURCHASING METHODS 


WINSTON-SALEM, N.C.—Spurred 
by the cobalt shortage of 1977, the 
purchasing department of West- 
inghouse’s turbine components 
plant here found a way to ensure 
supplies of a special cobalt-rich 
alloy despite African cobalt 
shipment cutbacks. 

According to Westinghouse 
P.M. Bill Smith, the company 
negotiated a unique scrap recy- 
cling contract with its major 
supplier of alloy bar stock, 
Teledyne Allvac of Monroe, N.C. 

Smith explained that when 
the cobalt crunch came following a 
political uprising in Zaire, West- 
inghouse’s suppliers were unable 
to deliver all the alloy needed for 
the plant’s turbine bolt production. 
' Westinghouse, Smith said, started 
separating its alloy scrap from its 
stainless scrap in order to obtain a 
higher price for the cobalt-rich 


Recycling program will save Westing- 
house $370,000 this year, says Smith. 
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holding various offices. 

Richard J. Lingelser, corpo- 
rate manager of buying for The 
Chlorox Company, received a 
resolution from the California 
Assembly honoring him for his 
work on the Bay Area Purchasing 
Council. During Lingelser’s two- 
year presidency of the council, 
total purchasing dollars spent by 
council members at minority firms 
rose 25%. 


New recycling system 
ensures cobalt supplies 


scrap. 

Under terms of the contract, 
Teledyne buys the scrap and 
recycles it back into the superalloy 
Westinghouse needs. 

The program is unique, Smith 
said, in that Westinghouse is 
guaranteed that its scrap will be 
sold back as bar stock, even though 
Teledyne could get a higher price 
for the scrap by processing it into 
other materials requiring cobalt. 
Westinghouse is assured of 
roughly one-third of its alloy needs 
from a supply insulated from the 
fluctuating cobalt price. 

Assured market. For its part, 
Teledyne Allvac has a guaranteed 
market for recycled scrap from one 
of its largest customers. Since the 
alloy, known as Refractaloy, is a 


Westinghouse-patented product © 


used by no one else 
Westinghouse, Teledyne also pro- 


.vides a service-edge over competi- 


tors while increasing its share in a 
limited market. 


but | 


Westinghouse says it will save | 


$370,000 in Refractaloy costs this 
year, and $480,000 in 1981. 

Still another plus for Westing- 
house: Leadtime for the recycled 
Refractaloy runs between 12-14 
weeks. Production of prime 
Refractaloy requires a leadtime of 
almost one year, Smith said. This 
is because Refractaloy is such a 
specialized alloy that only two 
mills produce it—exclusively for 
Westinghouse. 

Despite worldwide plans to 
increase cobalt production by 58% 


SHARONSTEEL 
prove your product 
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ms 


and technical 
| your local 


as Steel salesman. 


ALABAMA John Colley 
CALIFORNIA 

Los Angeles Jim Glenn 
COLORADO Pete Kaup 
CONNECTICUT 

Farmington Harry Ingram 

Glastonbury Tom Barnett 
FLORIDA Dave Davis 
GEORGIA 

Atlanta Jim Trimble 
ILLINOIS 

Chicago Tom Erdmann 
INDIANA 

Evansville Mike Owen 

Ft. Wayne Jim Beard 

Indianapolis Harry Hughes 
KENTUCKY 

Lexington George Gebert 

Louisville Bob Gerhart 
LOUISIANA Bill Clark 
MARYLAND Jim McCracken 
MASSACHUSETTS 

Brookline Dave Wolfort 
MICHIGAN 

Detroit Ed Routzahn 

Flint Jim Schrage 

Grand Rapids Bill McKendry 

Lansing Ed Scibior 
MINNESOTA Chuck Ferrell 
MISSISSIPPI 

Jackson John Colley 
MISSOURI 

St. Louls Norm Weaver 
NEW JERSEY 

Basking Ridge Frank Houser 

Patterson Pete Benzaila 
NEW YORK 

Albany Pete Benzala 

Buffalo/ 

Rochester Hank McCurdy 

Jamestown Kevin Crowley 


New York City 
Syracuse/Utica Phil Bartholomew 
NORTH CAROLINA Paul Danilov 


Jim Carroll 


OHIO 

Akror,/Canton Lin Houston 

Cincinnati Dave Johnson 

Cleveland Bob Maloney 

Columbus Mike Owen 

Dayton Harry Ruth 

Toledo Bill Di Laura 

Youngstown- Geo. McCaffrey 

Warren John Krick 

OKLAHOMA Bill Clark 
PENNSYLVANIA 

Philadelphia Don Leahan 

Pittsburgh Lou De Simone 

Sharon Jim Byrne 
SOUTH CAROLINA Paul Danilov 
TENNESSEE 

Chattanooga John Colley 

Knoxville Jim Trimble 

Memphis Dave Davis 

Nashville John Colley 
TEXAS 

Dallas Bill Clark 

Houston Bill Clark 
WEST VIRGINIA 

Huntington Geo. Gebert 

Parkersburg Rich Leon 
WISCONSIN 

Milwaukee Chuck Ferrell 
BRITISH COLUMBIA 

Vancouver Art Kirby 
ONTARIO 

Hamilton Dave Gallo 
QUEBEC 

Montreal Jim Edger 


404/449-9075 


213/685-8600 
213/685-8600 


203/677-8936 
203/677-8936 
404/449-9075 


404/449-9075 
312/654-2580 


317/634-7318 
317/634-7318 
317/634-7318 


513/435-5320 
502/425-7917 
713/462-5385 
215/525-1795 


203/677-8936 


313/846-1500 
313/846-1500 
313/846-1500 
313/846-1500 
414/962-6700 


404/449-9075 
312/654-2580 


201/647-1872 
201/691-0840 


201/691-0840 


716/924-9185 
216/448-4011 
516/795-4074 
716/924-9185 
404/449-9075 


216/494-3583 
513/435-5320 
216/991-4200 
513/435-5320 
513/435-5320 
313/846-1500 
216/448-4011 
216/448-4011 
713/462-5385 
215/525-1795 
216/448-4011 
216/448-4011 
404/449-9075 
404/449-9075 
404/449-9075 
404/449-9075 
404/449-9075 


713/462-5385 
713/462-5385 


513/435-5320 
216/494-3583 


414/962-6700 
604/273-5211 
416/547-7064 


514/747-9881 
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“In the past 28 years, Roper has 
manufactured millions of mowers. 
To build the best, we use the 
finest materials available. It's for 
this a ah we have switched to 
Sharon for three critical steels to 


continue product improvement. 


“The deck of the mower is formed 
of AK cold rolled drawing quality 
steel. During forming, the steel 

is drawn in several directions to 
various depths simultaneously. 
Gauge control of plus or minus 
.002 inch and uniform ductility are 
necessary. | feel Sharon's Open 
Coil Annealing process enables 


\_ them to deliver a more consistent 


steel. Our records show our scrap 
loss factor has dropped substantially 


, singe we switched to Sharon: 
| ,Jace Gs sian 


“The design requirements for our 
blades are rigid. Use of Sharons 
high carbon steel helps us maintain 
quality and has also reduced our 
labor costs. This is a result of the 
uniform hardness, consistency of 
microstructure, cleanliness and 
tight width and gauge control 
Sharon provides. 

“Finally, Sharon solved a 
purchasing headache by proving 
to be a reliable mill source for the 
pre-tempered spring steel we use 
in our height adjusters. 

“| feel Sharon ‘Quality Steel’ is 
more than just a slogan. Here at 
Roper it means a better product 
at less cost with fewer headaches; 
Jacobs concluded. 


“Three of Sharon’s quality custom 
steels are helping Roper improve 
America’s finest lawn mowers: 


Douglas M. Jacobs, Senior Buyer, Roper Lawn Products, Savannah, Georgia. 


For highest quality steels custom 
made for specific applications, 
contact the Sharon office nearest 
you or write Department AM, 
Sharon Steel Corporation, Post 
Office Box 291, Sharon, 
Pennsylvania 16146. 


Most of our 
started. 


products 
as 


someone else’s problems. 


secently,a ™ 
sajor manu- 
sicturer of 
siachine tools ’ 
2eded a solid state = 


. eee 


yroximity sensor. However, this 


se also had to be rugged, easy 
9 mount and wire, and inter- 
wangeable with a traditional 

it switch. So we developed 
we new 2-wire AC proximity 
witch, 


e 
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. 
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Perhaps you remember when the government 
first cracked down on fuel efficiency in car 
ignition and timing systems. One auto manu- 
facturer came to us with the problem. The 
result was our solid state Hall effect vane 
sensor. A sensor that functioned efficiently 
and reliably without adjustment, even in the 
worst driving conditions. 


? on By 


In the sixties, a company 
that made computer terminals 
and peripherals identified a serious 
problem. If you needed a keyboard, you 
a = panel designers settled for the same one everyone else ‘ 
couldn't build _. | used. Or you had one custom built, whis 
panels the way ee. cost a lot of money, and time. We 
they wanted because they - introduced modular design. So 
couldn't get a variety of manual everyone could afford reliables 
switches that worked together, Our custom keyboards. 
Advanced Manual Line gave designers 
switches that were human engineered 
to look and work like they belonged to- 
gether, and were easy to mount and wire. 


In the seventies, 


Ever since we made our first snap-action switch, back in 1932, we’ve 
been working with customers to develop the best switches for the job. 
cae. working with customers early in their design process resull 
in a better product. For them, and for us. That’s one of the reasons we have tH 
widest variety of switches and sensors in the world. 
And, if we don’t already have one that solves your problem, 
chances are we can design a solution together. 
For information about how we can help turn problems into solutionr 
y that are cost effective, write MICRO SWITCH, The Sensor Consultants, 
Freeport, Illinois 61032. Or call 815-235-6600. 


MICRO SWITCH products MICRO SWITCH 


are available worldwide through sig 
Honeywell International. a Honeywell Division 
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Great big tool sets begin with great little sets 


As a worker develops from an apprentice to a master 
mechanic he’s going to acquire a lot of tools. And the 
pride he takes in his tools will be reflected in the quality 
of his work. That makes these two little sets from J.H. 
Williams a great way to start him off. 

Both sets feature quality in manufacture and design 
that a mechanic will appreciate for years to come. 

He’ll appreciate the accurate fit and strength of 
Williams sockets. These qualities result from the close 
tolerances and improved concentricity produced by 
our highly developed cold impact extrusion techniques. 


_ He'll notice how easily our sockets engage both driver 
tangs and fasteners. Because Williams countersinks both 
socket openings. 


And he’ll really enjoy the feel of our ratchets. Our 
patented I-beam handle design delivers maximum 
strength with minimum bulk. And handle length is pro- 
portioned to weight distribution for ideal comfort, 


balance and leverage. Ratcheting performance is 
another plus, especially in tight spots, where our 82 
increment action allows fastener turning with as little 
as 4-1/2 degrees of handle swing. 


All the tools in these two sets are nickel chrome 
plated, so they’ll look good and perform well for a long 
time to come. 


Best of all, they’re part of the Williams modular set 
line. So you can expand your mechanic's tool capabilities 
without duplicating tools he already has. 


Why not ask your Williams distributor to introduce 
you to our Great Little Sets. Your mechanic will be 
happy with the quality. You'll be pleased with the price. 


TRW INC. J.H. WILLIAMS 
400 Vulcan Street 
Buffalo, New York 14207 


TRW | H. WILLIAMS 
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by 1985 [PurcHASING; April 24, 
’80; p 63], Smith claims, “Cobalt is 
still tight.” 

Smith said that a similar 
recycling program could be worked 
out “by anyone anywhere buying a 
finished (cobalt) product.” “But,” 
he cautions, “suppliers won't do it 
on a one-shot basis.” 

The customer, Smith said, 
“must show a program of 
consistency and predictability on a 
long term of buying” in order for 
the program to be worthwhile to 
the supplier. —Thomas R. Temin 


DISTRIBUTION 
Vendor can store 


buyer inventory 


Delivery of office furniture, 
with its up-to-180-day leadtime, 
can be a real problem, especially in 
a rapidly expanding company 
whose office needs are growing. 

Purchasing problems can be 
compounded when the firm wants 
more than the standard chair/ 
file/black-desk combination, and 
needs the newer style, more func- 
tional systems furniture. With the 
huge assortment of colors, styles, 
and options available—plus those 
leadtimes—some real buying head- 
aches can result. 

One purchasing manager, 
David Kriz of Bolt Beranek and 


WASHINGTON 


Wage, price panel to stick around 


Don’t look for the Council on 
Wage and Price Stability (CowPs) to 
lie down and die, even though its bid 
to nearly double in size was rebuffed 
by Congress. 

The House is about to act on 
extending the CowpPs in its current 


form—233 people with a budget of 
just under $10 million—for another 
year. Even if Ronald Reagan were 
elected president later this fall, the 
price and wage monitoring and 
verbal hand-slapping by Cowps 
wouldn't diminish, at least not right 
away. 

The worst (or best, depending 
on your point of view) that could 


Newman, a Cambridge, Mass. 
consulting and manufacturing 
firm with sales of nearly $50- 
million, has found a way to beat 
furniture leadtimes while insuring 
a steady supply of the custom- 
ordered furniture his company 
needs. 

Kriz negotiated an agreement 
with his supplier, Business 
Equipment Company of Boston, 
whereby BEC houses a $50,000 
furniture inventory that’s owned 
by Bolt Beranek. Under the 
two-year contract, as Bolt Beranek 
draws from this inventory, BEC 
will immediately reorder. Bolt 


; 


Distributor service: Walter Costello of BEC, Inc., stores up 
to $50,000 worth of furniture for high-volume customer. 


happen, a COWPS spokesman says, 
would be a Reagan cutback of 
cowPs to its 40-member, purely 
analytical role it had when it was 
created by President Ford in 1974. 

The spokesman said Cowps 
will, in the meantime, continue to 
watch companies with sales of over 
$100 million while requiring the 
submission of those companies’ 
wage and price activities. 

Any change in the price and 
wage guidelines themselves, CowPs 
says, would in all likelihood be 
delayed until after the Nov. 4 
election, ‘to avoid decisions made in 
a politically charged atmosphere.” 


Beranek must pay for the new 
stock within 30 days of its receipt 
by BEC. 

The distributor, BEC, pays for 
insurance and storage costs up to 
90 days, whereafter Bolt Beranek 
bears storage costs. But Bolt 
normally uses the stock within 
three months. His company also 
pays BEC a nominal handling 
charge when the furniture is 
shipped from the warehouse. 

Kriz outlines two advantages 
to the unusual inventory system: 

e“The stuff is available when 
we need it.” 

eBolt gets a _ substantial 
discount, actually paying about 
10% less than if it bought directly 
from Steelcase, the manufacturer. 
Kriz says that with his firm’s 
growth rate, it turns over $50,000 
worth of furniture every 90 days. 

Walter Costello, district sales 
manager for BEC, notes that the 
Bolt agreement is different from 
other inventory plans in that in 
this case, it’s not the distributor’s 
cash that’s tied up, but the buyer’s. 
Moreover, BEC is guaranteed not to 
be stuck should Bolt Beranek 
decide to change suppliers. 

In the past, Costello says, 
distributors would buy quantities 
of a particular customer’s favorite 
color desks, only to be left holding 
the bag when that customer 
decided on a different color. 
Otherwise, the only furniture a 
distributor would normally have 
on hand without orders is the 
plain, generic-style stock. TM 
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NarTiQNAL 


RIVETS AND 


RIVET SETTERS 
PACE SETTING 
*RIVETER DESIGN « FASTENER ENGINEER RING 


+ TOOLING CAPAmLITY 
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Write for our new catalog and 
get an idea of some 
of National's capabilities. 


National Riveters... 
(the Quieter ones) 


National Rivets... 
(Precision 100% inspected) 


MaxSet Anvils... 
(set more rivets per anvil dollar) 


Tooling... 
(designed for your job) 


Technical and Production Cooperation... 
(the best anywhere) 


This combination will give you 
a competitive advantage. 


Nati 


NAL 
Rivers 


NATIONAL RIVET & MFG. CO. 
Waupun, Wisconsin 53963 
Telephone No. 414-324-5511 
TWX 910-260-3591 
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Within the next five years—if 
you're any good at your job—you'll 
no longer have the title of 
purchasing manager. You'll be 
called manager of supply assur- 
ance. That’s according to David 
Steinberg, manager of purchasing 
and traffic at Gre Lenkurt, the 
California-based telephone trans- 
mission equipment manufacturer. 

“These are not just words or 
playing with semantics,” says 
Steinberg, a man with a clever and 
deft mind who loves both words 
and semantics. “Supply assurance 
is the next phase of what used to be 
known as purchasing.” Briefly, 
Steinberg looks upon the purchas- 
ing function as having been 


‘Purchasing is only part 
of my function. | have 
taken the job deeper into 
company operations.’ 


“enhanced” by new technology 
(notably, the computer) and by 
new techniques of dealing with 
suppliers so that the function now 
goes far beyond mere purchasing. 

Only a part. “I’m no longer a 
purchasing manager, because 
purchasing is only part of my 
function,” he says. “I have taken 
the job far deeper into the 
operations of my company. If I can 
speed up the flow of incoming 
materials to the production floor, 
as I did just yesterday, I have done, 
not purchasing, but supply 
assurance. If I pressure engineer- 
ing into evaluating a different 
material—for example, stainless 
steel as a substitute for gold plate 
in connectors—then I am doing, 
not purchasing, but supply 
assurance.” 

The computer is at the heart of 
the “enhanced” position of pur- 
chasing. Says Steinberg, “In order 
to achieve supply assurance, you 
have to free the buyer from all the 


Viewpoint 


David Steinberg of GTE Lenkurt 


Supply assurance is becoming 
the center of purchasing’s future 


routine, manual types of activi- 
ties.” The two-year-old computer 
system at GTE Lenkurt does this by 
quickly providing the buyer with 
the information he needs to do the 
basic purchasing job (processing 
purchase orders) and by greatly 
reducing the amount of time 
needed to do it (filling out forms, 
researching in cumbersome files). 

Steinberg’s advice to other 
purchasing managers: Don’t dab- 
ble in computers. “Go whole hog.” 

Supply assurance. With his 
days less tied to the tail of a p.o., 
the buyer has time to bring his 
intelligence and experience to bear 
on a whole new array of business 
problems. He is able, in short, to 
get at the many facets involved in 
supply assurance. 

When other purchasing execu- 
tives talk about the benefits of 
computerization, most speak of 
buyers being freed to pursue 
long-range, strategic objectives— 
the Big Think—5-10 years into the 
future. For Steinberg, the payoff is 
far more immediate. He sees it 
affecting day-to-day operations: 
the tactics of supply assurance, not 
just the strategies. 

Two examples: 

Price. Earlier this year, 
Steinberg found GcTE Lenkurt 
being hit hard by gold price- 
adders. With the time provided by 
the computer system, he was able 
to clear the decks and assign 
several of his staff to digging into 
the adders. The staff found 
thousands of dollars worth of 
“accidental” overcharges, a situa- 
tion it quickly corrected. At GTE 
Lenkurt, the adders were held to 
less than 2% of its $60 million in 
purchases. 

Allocations. Says Steinberg 
about this plague of purchasing 
departments: “We have not 
accepted—at any time from any 
vendor—an allocation. It’s de- 
meaning and it’s not a way to do 


Steinberg’s new directive: ‘‘Es- 
tablish the strongest ties possi- 
ble with established sources. Be- 
come a meaningful customer.” 


business. When we want a 
charitable handout, we’ll come and 
ask for it.” 

Instead, Steinberg contracts 
for a certain percentage of a 
vendor’s total capacity, and he 
expects to get the output of that 
capacity come thick or thin. 

Steinberg sees this as a 
revolutionary development. “The 
original buyer law said, ‘Never 
become a better-than-50% user of 
any supplier’s output. In fact, stay 
below 25%.’ We are now reversing 
that and saying, ‘Establish the 
strongest possible ties with 
established sources. Become a 
meaningful customer.’” 


essarily. Simply a demon- items, aS SOON as pos 
stration that Albany specializes in corrosion- Write or pr 
resistant fasteners. Whatever your requirement, i plete 
we either have it...or will fabricate it for you... review of our corrosion-resistant fastener i inven- 
faster than anyone else. tory. Albany, Pawtucket Fasteners Division, 

All types: Nuts, bolts, screws, manufacturers since 1882, 305 Barton Street, 
washers, rivets, nails, pins, studs, rods...even Pawtucket, RI 02862 (401-725-3880). S. Norwalk, 
nuts with square holes in them if you insist. CT 06854 (203-838-4371), Woburn, MA 01801 

All compositions: Stainless, (617-935-5600), Elk Grove Village, IL 60007 
brass, naval brass, silicon bronze, aluminum, (312-925-7222). 


monel, whatever. 
All special brands: ALCOA® ESNA‘* 
FLEXLOC® SEELSCREW? PM NUTS? to name a few. rn 
Any special order: Specials, 
oddballs, all non-stock items. 
DIV. 


Same day shipment on all stock A PAWTUCKET CASTERFES 
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Two reasons 
to stay close 
to the money men 


What can happen 
to supplier relations 
during a cash squeeze 


Sharp practice cuts 
more than one way 


How to prevent sharpies 
from surfacing 
in your company 


By John F. O'Connor / Editorial Director 


Stay close to your company’s money men. It’s a good idea anytime, 
but it’s more critical than ever during a cash crunch. 

On the positive side, closer liaison with the money men can 
help you synchronize major buys with the availability of corporate 
cash. Objective: To employ income more deftly, so you help reduce 
the need for corporate borrowing and the payment of high interest 
charges. 

Now there’s another reason for closer liaison—less positive, 
but equally important: Your own money men may be allowing their 
accounts payable people to undermine your long-term vendor rela- 
tions. If so, you had better (1) know about it and (2) try to reason 
them out of it. — 

Here’s what’s happening at some companies: Certain outfits 
are taking cash discounts which they haven’t earned via early pay- 
ment. In effect, they’re stretching the old 2/10, net 30—or 1/10, net 
30—into a straight 1% or 2% discount, regardless of how long they 
take to pay. 

This stunt isn’t new. But it—or similar schemes—can reach 
contagion proportions during a cash squeeze. Indeed, this grab- 
the-discount-but-pay-when-you-damn-well-please approach is 
recommended as standard operating procedure by a certain breed 
of management consultant. Their reasoning: ‘‘Do to others what’s 
being done to you.” This is glib, probably inaccurate, inaybe 
profitable over the short-term but definitely not ethical and not 
very smart over the long-haul. 


Some obvious consequences: 

eTrying to live ‘‘out of the other guy’s pockets’’ can complicate 
if not totally confuse any computation of standard costs. You 
claim one set of prices and discounts; your vendors, another. When 
vendors start tacking on penalty charges for late payments and 
arbitrary discount-taking, you’re confronted with an ever-widen- 
ing gap between their numbers and yours. In short order, the main © 
problem becomes not who’s right or wrong but where does it all end 
and how do you settle up. 

eThe worst impact of all is the delayed action effect on buyer- 
supplier relations. The residue of bad feeling left by today’s sharp 
practices may undermine far more important future deals. Simply 
put, you can’t launch a new era of buyer-supplier partnerships 
while the people in accounts payable are stealing 1% or 2% from 
those very same vendors. 

eThis exercise in loose, if not bad faith pits departments with- 
in the same company against each other. Specifically, the purchas- 
ing department negotiates payment terms which accounts 
payable, or the controller’s office, or someone else doesn’t honor. 
What the sharpies are ignoring with this practice or any other such 
corner-cutting is the fact that the sane conduct of business is based 
on good faith and fair practice. 


The only effective safeguard against such antics is coordina- 
tion—continuing close contact with your own financial people. 
Reason: The time to influence policy is before it becomes policy, 
that is, before the damage is done, before personalities are identi- 
fied with it and reputations are staked on it. i 


“If we lose a tenth of a second per 
cycle, it eats up our profit: 


Al Bailey, Maintenance Superintendent, Thompson Industries, Ft. Worth, Tx. 
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Every few seconds this machine completes a 
cycle of closing, injection, cooling and opening, 
and drops a ‘‘tree’’ of spoons onto the conveyor 
which carries them to an operator for packaging. 


“We make literally millions 

of pieces of our ‘Styroware’® 
brand plastic cutlery every 24 
hours, says Al Bailey, Plant 
Maintenance Superintendent 
at the Thompson Industries 
plant in Fort Worth. “We work 
ona tight margin in this busi- 
ness, and have to keep our 
machines working at top 
speed. Ifthe machine cycle 
slows down by aslittleas a 
tenth of asecond, productivity 
falls off and there goes the 
profit. That means we place 


- 


These extruder shaft bearings are lubricated by the same Harmony 68 AW 
fluid that powers the hydraulic system of the injection mold machine. 


heavy demands on our hy- 
draulic systems. 

“We've used Gulf Har- 
mony®68 AW as long asIcan 
remember. The stability of the 
oil and its antiwear ability are 


tworeasons [think we can keep 


these machines working this 
hard. The most critical part of 
the hydraulics on one of these 


machines is the hydraulic mo- 


tor driving the extruder. Har- 
mony really protects it, and 
delivers the work.” 

“These guys have high 
quality and production stan- 
dards up and down the line. 
It's a tough job for any oil,” re- 
ports Gulf pro D.C. Dillehay. 
“That motor for instance. It 
runs bronze guide bushings 
in the front and rear, and ball 


bearings on the extruder drive 


shatt, all lubricated by the 


hydraulic fluid. That's one 
reason I recommended 
Harmony 68 AW. 

‘Al tells me he replaces 
the bronze bushings only once 
every three to five years, and 
in the eight years he’s been 
with Thompson, he's never 
replaced a bearing. I think 
that's pretty good.” 

“We give the oil a work- 
out, all right,’ replies Al. “Like 
D.C. says, that Harmony Oil 
stands up not only to the rapid 
cycling of the machines, he's 
right about the 
bearings too. 

I dontremember 
~ replacing any 

, inthese motors, 
and I haven't 
replaced a hy- 
draulic pump 
in well over 


a year. 
‘Tl tell 
you something 
else we like. 
The service we 
get from these 
Mee guys. There's 
8 D.C., andalso 
L.B. McCrory, 
our Gulf dis- 
tributor. If something hap- 
pens, and I need hydraulic oil, 
any time day or night, I just 
call, and here he comes. He 


Four shifts work around the clock to meet the 
productivity demands of this high volume plant. 
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Thompson Industries makes five different 
weights of plastic cutlery, plus specialty items 
like ice cream tasting spoons. 


Gulf Distributor L.B. McCrory, Gulf pro D.C. 
Dillehay and Plant Maintenance Superintendent 
Al Bailey look over one of Thompson Industries’ 
products. 

knows we can't mess around 
and still make any money, 
and he really helps out. 
They re good folks, and they 
have atop rate product.” 

If you have hydraulic 
pumps and motors that are 
critical to your operation, talk 
to your Gulf pro about Gulf's 
Harmony Antiwear Oils. Or 
write, Gulf Oil Corporation, 
P.O. Box 1563, Houston, 

Texas 77001. 


Know us for bearings? We're 
building a name in PT, too. 


More and more of our bearing a microfiche/CRT data retrieval 
customers are relying on us for system for immediate delivery. And 
mechanical power transmission. more than 1,000 inside and outside 
Reason is we have the largest specialists to help you wring every 
available inventory, most of it in our penny from each bearing/PT dollar 
200-plus local branches, the rest at spent. If you like our bearing service, 
Our nine regional stocking centers you'll love our power transmission 
and Power Transmission Center in service. Just call the nearest of our 
Columbus, Ohio. A $100-million 200-plus “neighborhood” 
computerized inventory that’s tied to sales/service centers. 


Bearings, Inc. 


Corporate Office: 3600 Euclid Avenue, Cleveland, Ohio 44115 


Dixie Bearings, Inc. 


276 Memorial Drive, S.W. Atlanta, Georgia 30303 


Bruening Bearings, Inc. 


3600 Euclid Avenue, Cleveland, Ohio 44115 


The battle 
to curb 
spending 


Sunset: Or everything 
comes to an end 


It’s hard to stop 
operating programs 


Reagan’s GNP formula 
attracts flak 


Washington outiook 


By Daniel W. Gottlieb 


Limiting federal spending is going to be a hot button this 
fall—hotter than it is now. The trouble is it’s more popular as 
a slogan than a reality. 

The two most popular approaches: (1) limiting growth to a 
percent of GNP and (2) use of sunset laws. Right now no one is 
betting on either. In fact, one conservative economist claims that 
tying spending to GNP could lead to more money for the Feds. 

Similarly, critics of sunset feel that it won’t work. The idea 
that all federal programs have a limited life and must be 
reapproved by Congress periodically or be allowed to die is seen by 
many as a good ideal. Its practicality is another matter. Current 
sunset legislation before Congress provides for: 

@Review of nearly all federal programs on a 10-year 
schedule. | 

®No authorization of funds to an agency beyond its 
sunset review date. 

@No authorization of new programs beyond 10 years. 

eSpecification by Congress of goals, purposes, and 
planned accomplishments of each program before funding. 

While sunset conjures up visions of bureaucrats suddenly 
having to justify themselves, the truth is they’re already masters 
of the game. Most play it every year before the President’s budget 
officers and later defend their figures before Congress. 

True, they don’t have to answer such questions as “Why do we 
need a mass transit or flood insurance program at all? But most 
skeptics point out that Congress could not stand the heat 
that such constant questioning would engender—nor the 
workload. 

Rather than review virtually all programs, some legislators 
favor limiting sunset to select programs. Backers of full sunset 
dispute claims that Congress’ workload would climb 60%. At best, 
however, the workload would still increase 10-20%, since reviewsof 
similar programs could be run together, they admit. 

The bottom line on sunset, though, gets down to whether 
Congress would have the guts to swing the sword if a 
program review turns up zero results. 

Meanwhile, Ronald Reagan’s formula to cut federal 
spending from the current 22.8% to 19.5% of GNP by 1984 is 
coming under fire. Economist Norman Ture, for example, notes 
that Reagan has married this proposal to tax cuts designed to spur 
the economy, which would raise GNP. As a result, as GNP goes up 80 
would the federal spending dollar limit. Much better, he says, 
would be a program to hold federal spending to some flat 
percentage over the previous year’s outlay. 

Other approaches to limiting budget growth that are 
being proposed these days: 

ePutting agencies on a two-year budget cycle. This would 
give Congress more time to see results and cut its budget review 
workload. 

eIncorporate growth limits in grant and income transfer 
programs (those that hand out money). 

eReward programs that eliminate waste by giving them 
their savings back instead of cutting their budgets. = 


With Crane Plastics’ 
profile extrusions 
you can: 


Fabrication 


fy "Clit, bute 
Sale mle 


@ Support bar for room air conditioner con- 
densor coil doubles as drainage baffle. Pro- 
file complete, ready for installation (mates 
with 12 parts) after punching center holes, 
side, center notches. 


Lower the installed “in-place” 
cost of your plastic profile 
extrusions through. . . 


Automated In-Line Fabrication 


From the front end of our extrusion 
die down to your shipping container, 
we have 30-feet of continuously mov- 
ing section. This is an ideal time and 
place to automatically perform many 
secondary operations in-line: we can 
cut, punch, heat-form, ultrasonically 
sew, apply tapes, notch, glue — even 
assemble your components. 


@) Mylar surfaced foam tape inserted - 
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@) Holes for cooling tower splash bar con- 
tinuously punched by 40-ton in-line press. 


Electronic sensor positions side notch and 
end cut by timing part length. 


in rigid and flexible vinyl check rail 

for sliding doors. Ground latch notch 
automatically positioned by electronic 
sensor and punch cut after tape insertion. 


Send for complete details on the 
advantages of in-line fabrication 
and qualifying criteria to check part 
suitability. Or, call one of our sales 
engineers to discuss your require- 
ments first-hand, at 614/443-4891. 
Crane Plastics, 2141 Fairwood Ave., 
Columbus, Ohio 43216. 


Assured, maximum-value pricing 


At Crane Plastics, we utilize max- 
imum thruput rates of our high-speed 
extruders for in-line fabrication. We 
design our automated systems to 
match extrusion speed. Result: Both 
extruder and fabrication equipment 
operate at optimum, economic effi- 
ciency. Our 35-years of in-line fabri- 
cation experience and million-dollar 
plus inventory of highly specialized 
capital equipment combine to assure 
you of receiving maximum value for 
your extrusion dollar. 


CranePlastics 
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Wide-angle 
competition 


Throw business open 
to new sources 


Develop new types 
of agreements 


Price and quality 
aren't always in sync 


Negotiation outiook 


By Dr. Chester L. Karrass 


Competition, even in inflation- Fe 
ary times, remains the best way | 
to achieve price reductions. 

But during times like these, 
buying professionals have to be 
imaginative and enterprising. And 
they realize that the time to start 
worrying about the next round of © 
price hikes is long before they’re © | 
here. I gees N 

To accomplish all this re-~ ~~ 
quires wide-angle competi- 
tion—lines of competitive be- 
havior that bring good results 
any time, but are most effective in 
inflation. There are at least 15 elements of wide-angle competi- 
tion. Here are some of the most important: 

eMore competition. Because there are perceptual gaps on 
the part of sellers during periods of great price change, it’s wiser 
now to get more bids than ever before. This means not only getting 
a greater number of bids, but also making it easier to approve 
new vendors and giving them access to decision makers. 

eBigger stakes competition. Make the order enticing to the 
seller by increasing the stakes. They can be made more 
interesting by consolidating buys, using long-term agree- 
ments, by guaranteeing minimums or total requirements. 

eDistribution system competition. Manufacturers compete 
with wholesalers, representatives, agents, and retailers. Prices to 
different segments vary for economic, structural, and historic 
reasons. This is a good time to test the flexibility of the 
distribution system. 

ePiggyback agreements. A piggyback agreement has two 
distinct phases: (1) An arrangement is made directly with a 
manufacturer in which he agrees to sell his products at a 
substantial manufacturing discount to the buyer; (2) The buyer 
negotiates separately with a local distributor who agrees to stock 
and provide the products at the low manufacturer’s price plus a 
negotiated percentage markup. Everyone profits in such a deal. 
The buyer benefits by earning some of the manufacturer’s 
lower marketing and middleman costs; the distributor 
because it receives a relatively large order which covers a 
good part of its overhead. 

eQuality-level competition. Most products are marketed at 
different quality levels. Prices, however, do not rise by identical 
percentages on the different quality lines. Whenever a price 
changes, it alters the value-to-price ratio at each quality level. 
Buyers may find it wise to shift quality levels of their buys to 
reflect the shifting of these values. ei 


irri essere foamy 8h and sales seminars. His 12-hour 


Effective Nego video 136 of the nation’s 500 
fio is author of Hous Fight a Pree Increase Negotiating Game, 


and Take, and How to Work with Your Employees to Improve Thar Peformance 
and Your Own. For more information on books and seminars: Karrass ; 
2066 Westwood Blvd., Los Angeles, Calif. 90025 (213) 476-4554. 


DIIRCHACING CEDTEAARED «a 100M 


NOBODY COVERS AMERICAS 
WORK FORCE LIKE BiG BEN 


No other brand of work clothes comes up to the Big Ben standard of quality —in materials or con- 
struction. That's why America has been sold on n Big Ben since 1915. And to help you sell your customers and 
keep them sold, we offer you a complete line in a wide range of colors. 

And we back up every garment with a full one-year warranty. Nobody else puts that much confidence 
behind their label. But then, nobody else has the Big Ben name to live up to. For the fastest, most convenient 
way to order Big Ben work clothes, call our toll free number: 800-334-0803 _ 
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Time for For many in purchasing having 


remedial 
MRP? 


The logic behind 
‘Class A’ systems 


MRP can project 
shortages far ahead 


Where to look 
for causes of failure 


: By Oliver W. Wight 


MRP hasn’t changed their lives 
much at all. Purchasing still 
operates with a shortage list. 
There is still the jerking around 
of schedules and the day-to-day 
firefighting. 

In some companies this hap- 
pened because MRP was installed as 
a computer panacea rather than a 
set of tools to help people to do their 
jobs better. In many companies 
MRP is looked upon simply 
as a better inventory control 
technique—a better way to an- 
swer the question “when to order.” This type of MRP system is 
called “Class c ” system. 

In a “Class A” system the results are valid schedules. MRP 
can produce valid schedules because the logic of MRP is exactly the 
same logic that has been used for many years: 

eWhat are we going to make? 

eWhat does it take to make it? 

eWhat material do we have? 

eWhat material do we have to get? 

That’s the logic of the shortage list. But shortage lists only 
look a few weeks ahead. With MRP, projected shortages can be 
seen a year or two years ahead. More important, they can be 
recalculated regularly as forecasts change, vendors have 
delivery problems, manufacturing has machine break- 
downs, etc. In a manufacturing company, scheduling is always in 
a state of change. The reason MRP works is that it simulates this 
change, and it predicts what the shortages are going to be 
well in advance so they can be eliminated. 

So, if MRP isn’t working in a company, there are a few things to 
check: (1) Is the computer system simple and technically 
sound? (2) Is the basic data—inventory records, bills of 
material, and the master production schedule—for MRP (and for 
manufacturing routings and work centers) correct? In the 
world of the shortage list it was not. (3) Do people from the top 
of the company to the firing line in the factory and 
purchasing understand the system? 

Nothing is more fundamental to purchasing than sound 
scheduling. Nothing is rarer in a manufacturing company. Many 
companies that have installed MRP have succeeded only in 
improving their order-launching, but that’s simply a case of not 
understanding how to manage MRP properly. Maybe this time 
purchasing should take the initiative in remedial MRP. 


The Oliver Wight Companies provide live education programs, video 
education programs, software reviews, and publish books on MRP and 
MRP II (Manufacturing Resource Planning). Oliver Wight is author of 
Production and Inventory Management in the Computer Age, and the new 
book, MRP II: Manufacturing Resource Planning. For more information, 
write: Oliver Wight Inc., P.O. Box 435, Newbury, N.H. 03255. Phone: 
800-258-3862 or 603-763-5926. 
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AMERICA’S* 1 ALL- 


‘““When you wipe 

your face with WypAll, 
you dont have to 

=) worry about filings, or 

' oil, deter ts, and 


eed 


7 u With WypAlll, Fdon't have to graba 
special wiper for this job or that job. 
WypaAIl handles emall.”’ , 


| ; * a 
“‘ Cleaning down something out here, 


you gotta get it clean. Can't take it back 
to the shop. depend on WypAll 
je e: 


> . 

Pein. wipe something off, | dont 
want to wipe something on. With 
WypAll, | don't have to worry about 

scratches, either.” 


Why do so many people, in so many different industries, prefer WypAll disposable 
wipers? Is it the cost? The performance? Or is it that special cloth-like feel that WypAll 
gets trom its oetce and ‘Patented manufacturing Se eas eae for yourself. 


UT FOR YOUR 


WypAll ™ is sat ademark att t Par er Con 


““WypAll amazes me the way it soaks 
up oil. Like the way it lasts, too.” 


i ui to take rags.up here. One would wor 
next one would just smear Stuff aro ind, 
Now | carry WypAll ‘cause every o works.” 


(ex ® Pag’ er ““WypAll saves us money. Not only 
er a are prices for rags and rental shop 
a Le towels going up, but WypAll doesn't , 
Ply gM have all the other costs you pay with 
elt: Tie cloth. Like replacement charges 
| » and wipers we couldnt use. For 
| my money, WypAll is the best all- 
| _ = purpose wiper we've ever used.” 
= Fi oe 


“We use WypAlfall over the place. 
| guess the fact that it's fresh and clean Ro ey Wyp Ail coéte ting 
and real absorbent, well, that's why.” Re works better. Send 1 


send for your free sample packet. 

Fill out and mail the coupon today. 

Or, call toll-free: 800-523-5000. 

In Pennsylvania: 800-362-5696 AT WORK. 
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Tom Harper saved roughly $85 
on his coon dog. 
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He got just what he bargained for. 


Tom had a hunting dog on his 
wish list since he was a kid. So 
when his neighbor’s bitch had 
her first litter, Tom wasn’t too 
concerned over the mixed opin- 
ion about the father’s genetic 
credentials. He bargained for the 
pick of the litter and paid 
considerably less than the going 
rate for a pure bred with papers. 

Unfortunately, Maude’s first 
encounter with a coon turned 
into a daredevil’s act, with the 
coon Calling the shots. 

Buying anything on the basis 
of price alone is always risky 
business. Critical service indus- 
trial hose is an outstanding ex- 
ample. Unexpected hose failure 
results in lost product, cleanup, 
downtime, overtime and, all too 
frequently, personal injuries. 
Those initial “savings” on pur- 
chase price can disappear 


as if by magic. 

That’s why Goodall builds 
special service hose with em- 
phasis on performance rather 
than price. It’s probably the most 
expensive hose money can buy, 
but it also buys you the most 
reliable behavior over the long 
haul. In one case, Goodall 
Hardrok® Air Hose stood up in 
continuous service at a granite 
quarry for more than 10 years. Its 
cover had been chewed down to 
the metal carcass, but it passed 
a pressure test with flying 
colors. 

For the best bred industrial 
hose that won’t put you out ona 
limb, see the Yellow Pages for 
the Goodall Service/Distribution 
Center serving your area. Or 
write to us for our free brochure 
“Goodall Rubber Products for 
Industry”. 
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Helical stripes 
identify hose 
manufactured by 
Goodall. The 
double helical 
stripe is a Goodall 
U.S. Registered 
Trademark. Various 
color combinations 
designate Goodall 
hose by type of 
intended service. 


GOODALL RUBBER COMPANY 
P.Q. Box 8237, Trenton, NJ 08650 


Buyer's persistence 
pays off in value 


New quotes may 
change cost comparisons 


Old vendor 
ticks off problems 


Buyer winds up 
with two sources 


By Tom King 


Perseverance is a must for the VA-minded buyer, especially when 
competitive vendors are involved in the same value project. 

What often happens is that a supplier about to lose the 
business will create roadblocks. He may seek support from 
engineering and other technical groups in the buyer’s company. Or 
he may respond to the threat of lost business with new proposals 
that throw existing cost comparisons out of whack. 

The new supplier, by the same token, may exaggerate the 
worth of the suggestion that earned him a crack at the business, 
as well as the applicability of his particular product. 

To balance claims and counterclaims and come up with the 
best value for the long run demands a lot of persistence on the 
buyer’s part. He’s got to be willing to keep coming back—to meet 
opinions with hard facts. He may even have to get into the 
marketing side, to determine customers’ needs and wants. 

Here’s a typical example involving purchasing, engineering, a 
couple of vendors, and an ultimate customer. 

The VA study centered on hydraulic hose fittings: reusable vs. 
crimped. At the time of the study, all fittings purchased were 
reusable. Vendor A supplied them, and there were no problems. 

The VA study showed that crimped fittings could be purchased 
from Vendor B at a 25% saving. When Vendor A got wind of this 
investigation, it promptly indicated potential problems: 

e“Your customers won't like the crimp style; they're not 
equipped to handle maintenance on them.” _ 

e“If you change to crimped, you'll have a big capital 
equipment and tooling cost.” 

e“Your engineering department likes the old style 
fittings; don’t make it change all those drawings.” 

By pecking away at the validity of these claims, the buyer 
disproved them. First he went to marketing and got an OK to 
contact the customers. As it turned out, they had no preference; in 
fact, their replacement parts were being supplied by 
distributors who furnished the crimped type. 

Capital and tooling costs proved to be affordable, . and 
engineering was willing to change drawings for that 25% saving. 

At this point, Vendor A suddenly offered a 15% price 
reduction across-the-board on fittings. This put a different slant. 
on things as far as engineering was concerned. For just a 10% 
saving, it wasn’t quite so willing to change drawings. 

The buyer, however, persevered. He felt that Vendor B should 
have a chance to make good on its idea. And he mused aloud about 
how long Vendor A’s price reduction would hold after the file 
was closed on the VA study. , | 

His persistence paid off. When it became apparent that the 
change to crimped fittings was indeed going to be made, Vendor A 
announced that it too could supply that type of item. Pricing? 
Similar to B’s. So the project came to a successful conclusion 
with not one but two potential sources. 


Tom King is mene gee of value analysis for Joy Mfg. Co.'s prea | 
machinery division. He is a certified value specialist, and the author o 
Principles of Value Analysis Engineering, a set of booklets available by 
writing to him at P.O. Box 684, Franklin, Pa. 16323. 
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Carbon & alloy steel bars—automated storage racks hold 33,000 
tons in 6,700 pockets. 
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Ryerson stocks include sheets up to % inch thick—coils up 
to 30 tons 
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Stainless steel—our plate and coil inventories are the largest 
in the service center industry 


Every 12 seconds 


we make another 
metal buyer’s life 
a little easier. 


Once every 12 seconds—300 times an 
hour—2,400 times every working day, 
Ryerson makes another delivery of steel 
and aluminum. Nobody ships more. 


We have the nation’s largest and most 
diversified stocks of steel and aluminum 
in 24 computer-linked service centers 
coast-to-coast. 300,000 tons—20,000 
different grades, sizes and shapes. So 
you get what you want when you want it. 


Plus all the advantages of single-source 
purchasing—simplified paper work, sub- 
stantial time-saving, and lower invoiced 

prices when we can combine shipments 
for quantity discounts. 


Best of all, you keep your inventories at 
a minimum —safely. And conserve your 
capital. Or avoid borrowing at inflated 
rates. Give the Ryerson service center 
nearest you a call today. Make your life 
a little easier. 


<p Ryerson 


an Inland Steel company 


Product List 
Threaded Rod 
/Washers 
jopacers 
Wiachine Screws 
Wuts 

Sushings 

set Screws 
ionap Fasteners 
Bent Bolts 
jotandoffs 


ishoulder Washers 
Hex Head Cap Screws 


Wianufacturing Processes 


Wiolded Parts 


Precision Machining 
jopecial Fabrication 


}otamping, 
ioilk Screening 


Cheer Injection Mold 
Vacuum Forming | 


Specialists | in Fasteners & 
Components for 
Industry 


For Free Catalog Available 
on Request to Companies 
Only, Write to: 
Craftech Industries, Inc. 
Box 1021 
Mill-North Second Street 
Hudson, N.Y. 12534 
Phone: (518) 828-5001 
(800) 833-5130 
Outside N.Y.S. 
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The APICS 
certification 
program 


Exams are the 
core of the program 


What the exams 
will cover 


When, where, 
and how much 


Professional outiocok 


By James P. Morgan / Editor 


Judging by the mail, many of our readers are becoming more 
involved in inventory management and production control 
matters. Specifically, we’re receiving a great deal of mail about 
the certification program of the American Production and 
Inventory Control Society. What follows is a look at theprogram. 

Like NAPM’s program, which leads to the designation of 
Certified Purchasing Manager, the apics certification program is 
an attempt to establish professional measurements for those 
operating in the inventory-management-production-control field. 
APICS relies primarily on a series of five examinations to 
establish credentials for awarding the “Certified in Produc- 
tion and Inventory Management” (CPIM) designation. 

To win a CPIM each candidate must take four of the five 
exams offered by the society and score a “passing” level. 
Each exam is comprehensive in nature and takes roughly three 
hours to complete. Those desiring a higher recognition can qualify 
as a “Fellow” by successfully taking all five exams and scoring at a 
“Fellow” level on three. 

All candidates also must sign pledges that they will abide by 
the apics Code of Ethics and continue their education in the field 
of production and inventory management. 

APICS provides study guides which identify the body of 
knowledge to be sampled in each exam and the information 
sources available. Scope of the exams: 

eInventory planning covers general management of inven- 
tory, inventory management models and decision systems, 
aggregate inventory management, and distribution and inter- 
plant inventories. 

eForecasting covers source data, basic techniques, forecast 
accuracy, statistics, relation of forecasting to other processes, and 
management considerations. 

eCapacity planning and master production scheduling 
covers measuring, maintaining, and adjusting limits or levels of 
capacity, demand management, production planning, final assem- 
bly scheduling; and master production scheduling. 

eMaterials requirements planning covers concepts and 
principles, interface, systems characteristics, logic (mechanics), 
uses, and implementation and operational considerations. 

eShop floor controls covers organization and objectives, 
production environments, scheduling techniques, data needs, shop 
planning and control, production releasing, leadtime determina- 
tion and control, priority control and dispatching, production 
reporting and status control, and production cost measurement. 

Starting in 1981, exams will be administered three times 
a year in April, August, and November at Educational 
Testing Service centers around the country. 

Cost of the exams: $20 each for apics members, $30 each for 
nonmembers. 

For a complete rundown or additional information on 
this program, contact the American Production & Inventory 
Control Society Inc., Attn. Certification Secretary, Suite 504, 
Watergate Bldg., 2600 Virginia Ave. N.W., Washington, D.C. 
20037 (202) 333-1660. = 


Guts where it counts: 


Nobody builds more guts into gas, LP-gas and 
diesel trucks than we do. And our 10-page 
brochure, “Facts about Real Value in gas lift 
trucks,’ tells you how we do it. Examples: 

You'll learn about the value of “human 
engineering’ in increasing driver productiv- 
ity. About the exclusive design features that 
make Yale“ masts the standard for quality. 

About our unique hydraulic system 
designs, oversized radiators, electronic 
ignition, hydrostatic power steering, and 
much more. 

Get the “Facts” youneed before 
you make a buying decision. 

See your Yale industrial truck 
dealer for a free copy. Or write: Eaton 
Corporation, Industrial Truck Division, 
11000 Roosevelt Boulevard, 
Philadelphia, PA 19115. 


Yale engines for value. We offer 
9 engine options in gas/LP-gas/ 

diesel models. There's one that's 
just right for your application. 


Yale engineered for value. Con- Yale masts for value. We make all 
trols divide the work between hands our masts —in four types to match 
and feet and follow automotive de- virtually any application. 


sign — your operators dont have to 
learn to drive all over again. 


EiTeN 


Materials Handling 


Yale service for value. Your Yale 
industrial truck dealer provides 
single-source responsibility for ser- 
vice and parts to keep your trucks 
on the job. 


The Brazing Materials Buyer:“The Straffis Assembly” 


© Virgil, I've redesigned our straffis assembly . 
to eliminate the need Instead of stainless steel for the straffis shell, 
tor using a low-temperature brazing alloy. we use leaded copper and soft solder. 
Of course, copper is weaker than stainless... 


® ; ©) Well, that puts us over the weight limit, 
... But we can make the shell a lot thicker so | designed a new frame to handle 


to compensate. Now, that unbalances the assembly, ee 
so | had to add some new structural supports... the additional weight. it should work out. .. 


All this to eliminate using Our supplier doesn’t carry 
a low-temperature brazing alloy? a low-temperature brazing alloy. 
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oo 


in 
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Don't change the assembly. Change the supplier. backs its line with service in depth. One way we can 
When Handy & Harman is your brazing materials help you right now is to provide you with valuable 
supplier, you're assured of a complete range of top information on brazing. Write for our free “Brazing 
quality brazing alloys and fluxes, to meet any braz- Book,’ a 50-page manual of brazing procedures, and 
ing application. And that’s not all... product information (plus distributor listing). 
H & H brazing materials are as accessible to you Why redesign assemblies? It may be easier to re- 


as your telephone, through a local distributor. He design your supplier list. 
carries all the everyday H & H brazing materials, 
and will gladly stock any special ones you may need. | 
Only Handy & Harman offers a really complete Handy & Harman 
brazing products line. And only Handy & Harman 850 Third Avenue, New York, NY 10022 -*Tel?(212) 752-3400 
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Will unemployment 
cool inflation? 


Expect unemployment to reach nearly 9% in the 
second half of this year, averaging 8% for 1980 as a 
whole. That’s up from 5.8% in 1979. While this 
growing unemployment could have some moderating 
effect on inflation in 1981, it isn’t expected to damp 
wage hikes this year. In fact, settlements this year 
will range 9-12.5%, compared to 9% in 1979. 

Traditional wage theory suggests that the high 
rate of unemployment should lower wage settlements 
because of the abundant supply of labor and increased 
competition for jobs. “If this does not happen,” says 
Thomas A. Kochan, associate professor at Massachu- 
setts Institute of Technology, “then we know that our 
wage-setting institutions and practices have changed 
even more dramatically than we now realize.” 

Kochan is a member of The Conference Board’s 
Labor Outlook Panel which warns that job losses in 
the critical automobile sector—including rubber, 
steel, and other industries—will not be temporary 
layoffs as they were in the 1974-75 recession. Even an 
economic recovery will not produce a recall of tens of 
thousands of workers in unionized sectors of the 
economy. 

In the next round of labor negotiations, unions in 
heavy industry will be bargaining with a seriously 
weakened strike weapon. Employment losses result- 
ing from the closure of some plants are cutting deeply 
into union membership—and clout. If unions play 
their traditional role of squeezing out maximum 
wage gains and demanding tightest constraints on 
labor force deployment, they will push decline on 
American manufacturing facilities, says The Confer- 
ence Board’s Audrey Freedman. 

The urgent need to strengthen declining U.S. 
industries is drawing management, labor, and 
government together to solve common problems 
through a tripartite committee. x 


Labor costs to rise is 
9.5% in 1980 


1980 (estimates) 41979 
Median Range (actual) | 


Gains in wage-and- 
benefits in first year of 


settlements 9.5% 9-12.5% 9.0% | 

Consumer Price Index | 

increase 13.0% 10-14% 11.5% | 

Unemployment rate 8.0% 7.5- 5.8% 
8.5% 

Increase in labor cost 

per unit of output 9.5% 99-12% 8.2% 


Source: The Conference Board, inc. 


Just think, now you can 
pick up the phone and 
place one phone call and 
all of your purchasing pro- 
blems will fall right into 
place. 

So if you're going to 
pieces cause you're wasting 


time and money trying to do your own pur- 
chasing and procurement, then it’s time to 
contact Purchasing Services and Consultants, 


Inc. 


Not only will they handle your day-to-day 


purchasing needs, they also offer purchasing 
specialists for temporary projects and training 
for your present purchasing people. 

Areas of Operation & Service Include: 


Contract Purchasing Specialists For 
Temporary Projects 

Capital and MRO Materials Buying 
System and Procedure Designers 
Purchasing Department Training By 
Retired Purchasing Professionals 
Expediting Services 

Manufacturers Representatives & Parts 
Specialists For Most Major Tools & 
Safety Equipment including Glendale 
Optical, Uvex Winter Optical Company, 
Singer Safety Products, Ranger Boot, 
Magnacraft Electric, Van Huffel Tubing, 
JOMAC Rainwear and Klein Tools. 
Purchasing Of Difficult To Find Materials 
& Equipment 


Whether you’re a national or international 
company, you can’t afford not to let Purchas- 


Services and Consultants, Inc. help you 


with your purchasing and procurement needs. 
They'll keep you and your company from being 
puzzled about purchasing. 


Purchasing Services & Consultants, Inc. 
712 SPENCER HIGHWAY SUITE 110 
SOUTH HOUSTON, TEXAS 77587 
P.O. BOX 34862 HOUSTON, TEXAS 77034 
(713) 944-4320-—-TELEX NO; 79-2649 
‘Purchasing, Efficiency,;Mean§ Aelained Profits 
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A well-kept 
secret is out! 


are in stock... 


. , 

available for F 
a “pe. : PT | a 

immediate delivery \ 

A complete range of all popular | 

sizes from: %" minimum dia. — thru — 

1%" maximum dia. Both taper 
and straight shank styles 
— plus extra long 


lengths to 
16" O.A.L. 


Allin — 
Stock. sé 
Production 
Quantitiés 


off the 
shelf ! 


Manufactured to 
exact quality standards 
using a constant, hot 
extrusion process. — These 
drills are extremely strong, 
and rigid with substantially 


] 
improved tool life properties — PROVEN QUALITIES! 


e Extrusion produces a drill with unbroken material 


The most competitive PUIGES in the grain flow from shank to point — makes drill rigid & 
industry — excellent tool life — strong, improves tool life! 

delivery from stock — special diameters —_eSjightly elliptical or “teardrop” shaped coolant exit holes 
manufactured to specification force coolant across entire drill point face! 

— All designed to give you the best eConstant thickness web — no web thinning - ever! 

cost - service - quality! Compatible with all standard coolant delivery systems — 


feed thru side or end (tang). 


RIGGS TOOL COMPANY, INC. 


International Tool Specialists 
Unit #2 4731 South Avenue e P.O. Box 7425 e« Toledo, Ohio 43615 
Telephone (419) 531-1437 © Telex 286-088 


Write for FREE CATALOG and (a) other detailed information 
(b)'analysis-of oi) hole drill user market. 
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ehind every new product lies 

a vast planning stage where 

ideas are translated into sal- 
able products that can be pro- 
duced economically. 

In the five-part report that 
follows, Managing Editor Somer- 
by Dowst and Technology Editor 
Ernest Raia track some of the 
significant new roles that 
purchasing is playing in this 
transition. The report: 

61 The real importance of early 
purchasing involvement in 
developing new designs and 
products. 


64What happens when suppli- 
ers are treated as design consult- 
ants rather than coroners. 

69 Why make-or-buy decisions 
are becoming the litmus test of 
purchasing effectiveness. 

77More and more purchasing 
departments are becoming infor- 
mation centers of supplier 
capabilities. What you should be 
ready to supply is outlined. 

83 A new look at purchasing’s 
emerging role in determining the 
marketability of new products (a 
case history from Reliance 
Electric). 


Vogt celebrates 
its first century. 


And forges ahead 
on its second. 


A great deal has changed at Vogt in the 
last century, but one thing will never 
change. And that’s a belief in the people 
that make Vogt products. It was their 
craftsmanship that saw us through our 
first 100 years. And it’s that same crafts- 
manship we see as our biggest strength 
during the next century. 

A company concerned with quality. It’s 
symbolized by the people you see on our 
100th anniversary logo and by the pride 
you'll find in our work. 


Henry Vogt Machine Co., Dept. 24A 
P.O. Box 1918, Louisville, Kentucky 40201. 


Forging a better America since 1880. 


9jed steel valves, fittings, flanges and unions, custom heat transfer equipment and Vogt Tube-lce machines 
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When purchasing gets in on the ground 


floor of new design, 


it has time for the 


legwork that supports engineering’s efforts 


How often is purchasing given 
advance notice of upcoming design 
changes? That’s a key question. An 
early warning from engineers or 
other upstream types is vital if 
purchasing is to tap vendors’ 
know-how before time runs 
out—maybe on a new product 
introduction. 

According to our research, 
frequency of early purchasing 
involvement (EPI) is just about the 
same as that of early supplier 
involvement (EsI). Purchasing is 
usually wired into so many 
in-house disciplines, with so many 
systems for the exchange of 
information, that design “surpris- 
es” are rare. 

That’s not to say there aren’t 
communication slip-ups, where 
designers keep buyers in the dark 
about what’s going on the drawing 
board or in the back of their minds. 
One principal cause of such 
slip-ups is turnover of engineers. 
Job-hoppers may not understand 
the purchasing/engineering liai- 
son procedures of a firm they’ve 
just joined. 

Rookies don’t know ropes. 
“It can be a problem,” says a 
California purchasing director. 
“One day we may be dealing with 
an engineer who knows exactly 
how we do things, and the next day 
with a rookie.” 

The best bet for fostering EPI, 
according to your colleagues: Show 
design engineers how purchasing 


can help them do a better job more 
easily. That means actually 
helping them, rather than preach- 
ing at them. Then use the 
successful joint ventures to win 
even more opportunities for such 
action. As an Illinois P.M. put it: 
“If purchasing can answer 
engineering’s questions, designers 
will come to it early and often.” 
Here are five specific recom- 
mendations from your peers, on 
ways of helping engineers: 
1.Make purchasing a prime 
source of commodity information, 
so buyers can field any sourcing, 
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Get a head start to 
do a better job 


price, or availability query. That 
will keep designers from specify- 
ing the unavailable, drawing the 
unmakable, or financing the 
unaffordable. 

“Be able to furnish lists of 
potential suppliers on any item 
that could conceivably be speci- 
fied,” advises a Midwest P.M. 

2.Know current design prob- 
lems that engineers may be 
wrestling with: avoidance of toxic 
materials, miniaturization quirks, 
safety considerations, etc. And 
keep up with new developments in 
supplier industries that might 
help solve these problems, suchas 
improved tolerances. 

3.Screen suppliers so engi- 
neers aren’t pestered by wild-eyed 
salesmen promoting blue-sky 
ideas. That means monitoring 


How often purchasing gets 
advance notice of design plans 


(% respondents) 


Always 
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Source: PURCHASING survey 


: 


and. 


arts 


a 


In it 


Sd 
nce 


le 
f 


& 


Excel 
EC1SION | 


pr 


) Ol 
machine 


Fe 


over 


for 
a half century. 


—— 
, * es 
’ >= 7 > 
% : 
. ¥ ’ rey ‘ ; 
- 4 - 
\- ’ e * , - 
. aw S 
- ~ . . -~ yp 
<4 , “ ¢ 
Lad can 
lo _ t 
- ‘ - ° ' 
/ 


“~~, 


ae 
CALL OR WRITE FOR OUR FREE COLOR BROCHURE 


AND LAMEDIATE PRICE QUOTATIONS. 


SINCE 1916 
GASSER & SONS, INC., 400 MORELAND ROAD, COMMACK, N.Y. 11725 TELEPHONE (516) 543-6600 


sales calls, especially initial ones. 

4.Motivate vendors who 
come up with good ideas. That 
means giving them at least some of 
the business some of the time, to 
keep them charged up for 
providing more ideas. Taking 
supplier help completely for 
granted can close the door to 
future assistance. 

5.Do the legwork and 
follow-up that may be required in 
getting samples, arranging tests, 
reporting results, setting up joint 
meetings with suppliers. 

“Show design engineering 
that you can perform a service for 
them,” counsels W. A. Bailey, 
materials manager for Rival Mfg. 
Co. in Sedalia, Mo. You can’t do 
that, he adds, if buyers are tied up 
handling clerical work. “If buyers 
are continually busy placing p.o.s 
and expediting, they won’t have 
time for sourcing.” 

Buyers get help. With that in 
mind, the purchasing department 
at Rival was restructured recently. 
One staffer was added, and the 
group’s responsibilities shifted so 
that each buyer now has a clerical 
assistant. Upshot: more time for 
early-stage value analysis on 
everything from die castings to 
motor components. 

“Engineering must be con- 
vinced that cooperative action is 
the best way to produce the desired 
result,” declares R. C. May, 
purchasing manager for Wagner 
Electric Corp. in St. Louis. For a 
year and a half, he continues, the 
company has had a cost reduction 
program that includes savings 
targets for each group in materials 
management and engineering. 

Part of the program has been a 
“deliberate attempt” to increase 
know-how about die casting. 
Typical meetings include the 
product engineer, the buyer, the 
tool engineer (who knows how 
changing a parting line, for 
instance, could make a die 
stronger), and a vendor. Typical 
results: reductions in weight, 
machining, and scrap. 

Buyers sometimes need a 


Where purchasing’s early warning 
comes from 


Purchasing provides cost 
estimates on new projects 


Information is channeled 
via purchasing/engineering 
liaison group 


Purchasing gets advance 
copies of bills of materials 


gentle nudge to get involved, 
though. That’s according to J. R. 
Hanzlik, Beloit Corp.’s director of 
purchases, Beloit, Wis. He’s an 
engineer who used to be in sales, 
and has set up a “profit 
improvement program” for buyers. 
Under the motivational pro- 
gram, every buyer has a goal—not 
in dollars, but in the number of 
value improvement projects sub- 
mitted. The current goal, which 
Hanzlick dubs “rather broad,” is 
18 projects annually. That averag- 
es out to one-and-a-half ideas a 
month for each buyer to 
investigate—and leads to “obtain- 
ing and maintaining personal 
contact with engineering.” 
Payoff is proof. Thanks to 
the ongoing relationship, buyers 
have completed projects such as: 
@Reducing the scrap rate on 
rubber-bonded bronze bushings, to 
save $10,000-15,000/ yr. 
eChanging a cylinder-type 
vacuum control valve to a 
diaphragm-type, for a $2000 
annual saving. 
eImproving the quality and 
saving 10% on a plastic rod, by 
having a supplier extrude a 
formerly machined slot. 
eCost-analyzing the compo- 
nents in a purchased “black box,” 
working with engineering to check 
out each one’s function, and saving 
$25,000. 


(% respondents) 
25 50 


Source: PURCHASING survey 


Give engineers the whole 
picture,” when you're seeking spec 
changes, advises Frank Janusz, 
p.M. at Norris Industries’ Ther- 
mador Division, Los Angeles. To 
support potential savings claims, 
he says, it helps to include 
alternate drawings, samples. 

Part of the whole picture for 
any engineering group, of course, 
is supplier reliability. Vendor 
ratings plans can measure this 
fairly well with established 
sources. But it gets tricky with 
new suppliers. Do they have the 
resources as well as the smarts? 
Can they furnish goods or 
materials long term? That’s why 
D. W. Bruley, purchasing agent for 
Fonda Consumer Products, St. 
Albans, Vt., stresses the need to 
“check backgrounds thoroughly on 
potential new vendors.” 

In addition to credit checks 
and personal visits, it’s good to get 
recommendations from other 
customers of untried sources, says 
Bruley. Get the word from 
purchasing people in those other 
customers’ firms, he adds. “They’re 
the ones who are really tuned in.” 
You can usually trust their 
comments. Relaying their judg- 
ments to your own technical people 
is the kind of service that builds 
purchasing/engineering teamwork 
and assures early purchasing 
involvement. 
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Early Is better in 
supplier involvement 


By Somerby Dowst, c.P.m. / Managing Editor 


Here’s a sampling of the value improvements 
that result when vendors are treated as 
design consultants rather than coroners 


Get vendors into the act before 
specs are frozen if you want to put 
the heat on design problems. Good 
suppliers are experts in their 
fields. They often have just the 
right smarts for lowering costs, 
improving quality, assuring avail- 
ability, or solving other headaches. 

What’s more, they can do all 
this more efficiently if they don’t 
have to contend with preconceived 
opinions, semi-finished drawings, 
half-completed tests, or poorly 


designed prototypes. Reason: It’s 
always easier to do something 
correct from scratch, rather than 
try to salvage it later. 

Moral: Early supplier involve- 
ment (EsI) is one of the best routes 
to value analysis [PURCHASING; 
May 29, ’80; p. 94]. 

Many of your colleagues, as 
the chart indicates, are well aware 
of this and turn it to practical use. 
But sometimes it’s difficult to sell 
management, engineering, or 


How often purchasing calls 
on suppliers for design aid 


(% respondents) 


10 20 


Fairly 
often 


Never 
Source: PURCHASING survey 
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30 


others on the advantages of Es1. So 
here’s a quickie list of convincers. 
It’s a rundown of typical benefits 
that accrue when suppliers are 
brought in for early consultation: 

eProduct managers and 
customers are the big winners. 
You won't get any arguments 
about that at irr North Electric 
Co., Johnson City, Tenn. J. B. 
Caruthers, material manager, 
says that VA project groups 
specifically ask for early supplier 
assistance. Recent result on one 
such project: a saving of $500,000. 

The vendor’s idea involved 
what’s called a “backplane”—a 


. device that holds connectors on an 


input/output device in electronic 
switching equipment. It was a 
two-part suggestion, dealing with 
changing precious-metal plating 
and elimination of some output 
circuits. Without affecting func- 
tion or quality, the modification 
saved the half-million because of 
high-volume usage. 

VA groups at ITT are made up 
of design engineers and buyers. 
The buyers bring their best 
vendors in one at a time as projects 
develop. They’re in a good position 
te_do this because buyer assign- 
ments are by end product, rather 
than by commodity. 

This organizational change in 
purchasing, made about a year 
ago, helps what material manager 


Caruthers calls “definitely good 
cooperation with engineering.” 
Reason: “Each buyer can dedicate 
his efforts to one product line.” 
eLatest developments in 


suppliers’ R&D labs can be put 


to use. Friction material is friction 
material, right? Not necessarily. It 
all depends on the function. 
According to C. W. Bjerke, 
purchasing manager for Columbus 
McKinnon Corp., Damascus, Va., a 
supplier’s suggestion to change the 
material on a clutch plate could 
save $50,000 annually. 

The clutch plate is one of the 
assemblies in two models of 
electrically operated hoists. The 
supplier salesmen thought the 
application would be a good one for 
new friction material, so he pro- 
posed it to Bjerke. 

Current status: The material 
has been tested locally at the 
Damascus plant, and does provide 
the function. Now it’s undergoing 
more tests, to prove long-life 
characteristics. But the propects of 
success—in turning a vendor's 
research into a real-life value 
improvement—look good. This 


type of access to a supplier’s latest’ 


developments is one reason why 
Bjerke says, “The most important 
thing you can do is let vendors 
communicate with you.” 

eFuture availability is con- 
sidered at prototype time. This 
kind of information can be a big 
help, says Larry Denson, purchas- 
ing manager for International 
Power Machines Corp., which 
manufactures uninterruptible 
power supply systems in Mesquite, 
Texas. And he gives high marks 
for such advice, as well as for 
technical suggestions, to Dave 
Steed, manager of industrial sales 
for General Electric Supply Co. 

“He helps at the prototype 
stage on new designs,” says 
Denson. 

Example: With IPM getting 
into heavier-duty and bulkier 
units, its engineers knew heavier 
power cable would be needed. They 


Early advice from General Electric Supply Co.'s Dave Steed (r.) aids design at Interna- 
tional Power Machine Corp. Here he discusses molded circuit breaker with ipm’s pur- 
chasing manager Larry Denson (I.) and engineers Steve Trimble and Lee McRight. 


Where suppliers apply their expertise 


(Y% respondents) 0 


25 90 75 


Tolerance relaxation 


Process changes in 
vendors’ manufacturing 
Packaging | 
Inventory bes 


Transportation 


Assembly changes in 
buyers’ plants 


Source: PURCHASING survey 
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were going to specify 250 mMcmM 
wire. But Steed suggested using 
262 mcm. His recommendation 
meant not only a price reduction, 
but off-the-shelf availability in- 
stead of a 12-week leadtime. 
Steed’s early awareness of IMP’s 
needs, says customer Denson, 
helps save $4000-5000/yr. 
eSurges in customer de- 
mand are more readily accom- 
modated. H. R. Baker, material 
manager for GTE Sylvania in 
Hampton, Va., tells of his 
company’s experience with cast 
transformers—units where the coil 
windings are encased in epoxy. 
Before the energy crunch, utilities 
were the prime customers for cast 
transformers. “But now every- 
body’s concerned about power, and 
how many watts they’re using.” 

In this environment, Baker’s 
success in working with local 
sources for encapsulating com- 
pounds has really paid off. There 
are savings in time as well as in 
dollars—and the latter keep 
growing because of increasing 
volumes. 

eIn-house assembly opera- 
tions get a boost. With total cost 
as the real criterion for value 
improvement, it’s not surprising 
that many P.M.s commend suppli- 
ers for ideas that save labor time. 
Case in point: O-rings needed by 
the Eco Pump Corp., South 
Plainfield, N.J. 

According to purchasing man- 
ager Louis Allen, standard Teflon 
Q-rings looked like a good deal at 
about 15¢ each. But a supplier’s 
idea for a more expensive, special 
ring looks even better. The concept 
is still being tested but the special 
ring is expected to be more 
reliable. Eco tests all its products 
under pressure, and any leak 
signals an O-ring change. Each 
change takes 10-15 minutes—time 
which will be saved when fewer 
rings need to be replaced. 

eComponents can be sim- 
plified. “A good sales engineer can 
save us a lot at the early stages,” 
says William Quackenbush, pur- 
chasing manager for Industra 
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Products, Inc. Ft. Wayne, Ind., 
producer of coil winding machin- 
ery for motors. He gives an 
example based on his dealings 
with Fred Webb, of Power 
Components, Inc. 

Although many of Industra’s 
units are designed to customer 
specs (to their laminations, for 
example), there are instances 
where a little imagination can 
really pay off. This is particularly 
true of power transmission and 
hydraulics. Not too long ago, Webb 
assisted in modernizing hydraulic 
systems. One of his ideas was to 
use just the body part of regular 
tube fittings, without the nuts or 
sleeves. This eliminated the need 
for adapter fittings, and racked up 
a 30% saving. 

From his side of the desk, 


Need to improve delivery 
may impei suppiiers to 
suggest new approaches. 7 


Webb says that getting in on needs 
at the design stage “makes things 
a lot easier for everyone. Often you 
can get three or four parts down to 
one through standardization.” 
eOn-time shipment of end- 
products is assured. Everybody 
likes that kind of assurance, and 
engineers are no exception. 


Purchasing manager Dave Reeves 


of FMc Corp.’s San Jose, Calif., food 
processing machinery division, 
recommends this tack: “Reserve 
maximum time to stay abreast of 
ideas and developments.” And, he 
adds, remember that suppliers are 
a prime source for new ideas that 
can break delivery bottlenecks. 
Reeves giyes an example 
involving sterilizer/cookers— 
highly seasonal products that end 
customers simply must have ready 
when fruit or vegetables ripen in 
the fields. These are generally 
built on a _ building-block or 
modular principle, with the 
number of automatic lubricators 
depending on the number of lube 
points needed. To simplify things, 
a supplier suggested standardizing 


on 16-feed lubricators. 

These turned out to be less 
expensive than a variety of 
different lubricators. Engineering 
took a look at the idea and said 
mountings would be no problem. If 
a 14-feed unit were needed, say, 
the other two points could simply 
be covered with plates. 

“The vendor worked very 
diligently with us,” says Reeves, 
“because he was concerned about 
his delivery capabilities.” This 
diligence paid off in on-time 
shipments—both inbound and 
outbound—and dollar savings. 

eStandardization goes 
more smoothly. That’s a big 
benefit. Standard items almost 
always cost less to begin with. The 
initial price advantage is supple- 
mented by increased volume 
discounts, and reduced inventory 
costs. Add on the _ greater 
reliability that often comes with 
industry-endorsed items, and 
standards look more attractive. 

That’s why Gary Gray, P.M. for 
cBs Musical Instruments in 
Fullerton, Calif., puts an estimat- 
ed $80,000 price tag on a 
vendor-assisted standards pro- 
gram on fasteners. 

“The vendor is the guy with 
the know-how,” says Gray. “He 
should always be brought in on 
design concepts.” Putting this 
philosophy to work on a wholesale 
basis recently, Gray called a 
top-notch fastener supplier in and 
gave him a css office for two and a 
half weeks. He also gave him 
computerized reports on CBS’s 
fastener usage, and a challenge— 
something like “You'll get the 
business on any items where you 
can consolidate two or more 
fasteners into one.” 

Planning this program and 
getting the Epp records took about 
8-10 months of prep work by 
purchasing. The supplier had to 
log some two and a half more 
weeks of analysis time back at his 
shop after poring over the data 
on-site. But the payoff was there. 
“I am a firm believer,” concludes 
Gray, “that a good vendor is the 


expert in his field.” 

eEKfficiency of vendors’ 
production equipment can be 
maximized. “We have some bright 
engineers, but we’re not experts in 
everything. The real expert is the 
guy who walks in the door.” That’s 
according to Richard Bezjak, 
director of procurement for A-T-O 
Inc. He gives an example based on 
the experience of A-T-o’s Badger 
Powhatan division, when market- 
ing wanted to expand its line of 
fire extinguishers. 

The aim: to come up with 
another unit (under 2 Ibs. 
capacity) at the low end of the line. 
When BP Director of Purchasing 
William Evers consulted with the 
canister supplier, the vendor 
pointed out design changes that 
would make manufacturing more 
feasible. The modifications dealt 
with the rake of the neck. 
Combined with advice about wall 
thickness and the type of 
aluminum slug for impact draw- 
ing, the suggestions made high- 
speed and reliable production 
possible. 


eProblems of a source 
leaving the market are less- 
ened. At a time of increasing plant 
and product “rationalizations,” 
this benefit can be particularly 
important. If purchased items 
suddenly become unavailable— 
perhaps for spare parts or 
aftermarket uses—a _ design- 
minded supplier can often solve 
the problem with a different 
approach. 

What if boils down to is 
providing the needed function. D. 
C. Kasak, p.m. for Bendix’s 
navigation controls division in 
Teterboro, N.J., tells of an aircraft 
light fixture with a color-coated 
shroud over it. Purpose of the 
coating: to reduce reflective glare. 
When the original source ceased 
making the shroud, another 
supplier came up with the design 
idea of coating the interior light 
bulb instead. This approach has 
proven to be even more reliable, in 
addition to solving a supply 
problem. 


Supplier advice on rake of canisier’s neck eased manufacture of new 
fire extinguisher, says A-T-O’s procurement director Rich Bezijak. 


Flanked by Industra Products, Inc.'s purchasing manager William 
Quackenbush (1.) and controls engineer Vic Scheele (r.), Fred Webb 
of Power Components, Inc. outlines a suggestion on hydraulics design. 
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TAKE THIS TEST 
BEFORE YOU 
SHIP YOUR 
NEXT PACKAGE. 


Greyhound Package Express wants to put your present 
shipping company to the test. The test is easy, will take just 
a minute, and could save you a lot of time and money on 


your next shipment. 


Does your carrier offer overnight 
delivery on shipments up to 
500 miles? 
YOUR CARRIER 2 
YOUR CARRIER 

How about same-day service 
between many major metropolitan 
Cities? 


YOUR CARRIER 2 
YOUR CARRIER 

Is your carrier about half the cost of 
many air express services? 
GREYHOUND 
YOUR CARRIER 

Does your carrier accept lot 
shipments to the same recipient (up 
to three packages) on one waybill? 
GREYHOUND 
YOUR CARRIER 


Is your carrier open 7 days a week 
in most locations? 
YOUR CARRIER J 
YOUR CARRIER 

Does your carrier offer service to 
over 15,000 places across America? 
GREYHOUND 
YOUR CARRIER 

Or does your carrier serve all 
48 contiguous United States? 
GREYHOUND 
YOUR CARRIER 

Does your carrier accept packages 
up to 100 Ibs.? 
YOUR CARRIER A 
YOUR CARRIER 

Or 141 inches total including 
60 inches for the longest dimension? 
GREYHOUND 
YOUR CARRIER 


lf your carrier falls short on any To find out where Greyhound 
of these questions, you should be Package Express can help you the 
using Greyhound Package Express. most, take a dime and center it over 
Because we do all of the above, plus your city. Then draw a circle around 
Greyhound Package Express can the dime. That circle represents a 


500-mile radius, and inside it, 


now provide pickup and delivery in 
Greyhound Package Express is 


over 50 metropolitan areas, with 


more cities being added every day. my to beat. 

And we give you five ways to pay: xt shipment, give npr ess 
prepaid, collect, C.0.D., Master Card/ Package Express a call. We're listed 
Visa, and handy charge accounts. in the telephone directory. 


For speed, economy and 
convenience, the answer to your 
shipping questions is Greyhound 
Package Express. 


» PACKAGE: EXPRESS 
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Objectivity is key 
in make-or-buy 


Design team action starts with 
the make-or-buy decision, which 
becomes purchasing's litmus test 


Make-or-buy kicks off the 
whole deal for the design team, 
says William Wolsky, manager of 
C.A. Norgren’s Valve Division. 

Make-or-buy also provides a 
good litmus test for purchasing. If 
purchasing doesn’t have a strong 
voice or isn’t even on the 
make-or-buy committee, it’s a good 
bet, says Wolsky, that the 
purchasing department is being 
side-stepped in other decision- 
making areas. 

““Make-or-buy decisions are 
purchasing propositions,” agrees a 
buyer at a major lift truck 
company. “Unfortunately, in many 
companies manufacturing is given 
the ‘right of first refusal’”. 

Giving such a ‘right’ to 
another department is a tip-off 
that purchasing may not have a 
front-row seat on the design team. 

If make-or-buy is in fact a good 
yardstick of purchasing involve- 
ment on the design team, then our 
survey results are a bit disturbing. 
Less than 25% of the respondents 
say they serve on a make-or-buy 
committee. 

However, a closer inspection 
of the results indicates something 
even more interesting (and which 
perhaps can be viewed more 
positively). To wit: that buyers on 
the make-or-buy committee also 
tend to be involved on other design 
committees, including sitting in on 
management councils. Conversely, 
buyers who said they aren’t on a 


Make-or-buy builds leadership 


on make-or-buy committees 
wis do (% respondents) 


Of those buyers on make-or-buy committees... 


Of those buyers not on make-or-buy committees... 
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Product value. Established quality 
and proven performance have made 
Holo-Krome the domestic leader in the 
manufacture of socket head cap screws. 
Flats. Buttons. Shoulder screws. Set 
screws. Dowel pins. Pressure plugs. Hex 
keys. Clamp-Tite® collars and couplings. 
a @ Direct value. Now you Inch and metric. Plus specials. 

“ oo” can locate your nearest Holo- 
Krome distributor direct with 
our new toll-free 800 number: 
1-800-243-8160. Provides 
faster customer service. 


Distributor value. 300 Holo-Krome distributors 
located nationwide offer you a complete local inventory 
without the overhead. Supplied from plants on both 
coasts and backed by over 1500 Holo-Krome trained 
distributor salesmen. 


Service value. Our 92.7% factory 
service level virtually assures next day 

_ delivery to distributors coast-to-coast. 
That means getting Holo-Krome prod- 
uct when you need it. 


Reliability value. Every box of Holo- 
Krome cap screws carries an assigned lab 
number, making each fastener traceable 
to its raw steel batch. A smart value 
everyone can count on. 


Value packed. From raw steel to fin- 
ished product. From a complete line to 
local inventories. Holo-Krome precision 
fasteners. To find out more, contact 
your nearest Holo-Krome distributor. 
Holo-Krome Company, 


West Hartford, CT 
06110. 
Anaheim, CA 


92807. 


A Subsidiary of Western Pacific Industries 


1-800-243-8160 Call toll-free to locate your nearest Holo-Krome . 
distributor. In CT, 1-800-842-0225. NOSTRA. 
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make-or-buy committee also tend 
not to participate on any other 
design committees. 

The survey results thus 
corroborate our contention that 
make-or-buy is a kind of litmus 
test for purchasing. 

Auditing costs. A make-or- 
buy study provides an effective 
audit on costs. That’s certainly one 
of its most useful purposes. 

“Make-or-buy programs force 
you to look at costs properly,” says 
one buyer. “If there’s a substantial 
discrepency between the estimates 
provided by manufacturing and 
the quotes obtained from an 
outside supplier, it’s a good 
indication something is awry.” 

Suppose, for example, the 
supplier returns with a suspicious- 
ly low quote. It could mean that 
the supplier hasn’t fully recog- 
nized (or been informed of) some of 
the special problems involved. Or 
perhaps the supplier is low-balling 
his quote to get his foot in the door. 
Purchasing has to be careful before 
accepting such a strategy, and 
opting for a ‘buy’. Will the supplier 
decide to overcharge later to 
recover his initial loss? Or when 
engineering requests design 
changes to be made? Are there 
other suppliers around that 
purchasing could then turn to? It’s 
purchasing’s job to look at all the 
ramifications of make-or-buy. 

Post-audits of costs also serve 
a useful purpose. One of manufac- 
turing’s principal arguments for 
going the “make” route is to lower 
overhead costs. This argument can 
be a self-fulfilling prophecy. Says 
one buyer: “What you want is to 
have manufacturing come in the 
first time with a hard-line figure, 
and not come back after seeing an 
outside quote and claim it can 
make it cheaper in-house.” 

The make-or-buy committee 
should always compare actual 
costs after the project has gone into 
production with the original cost 
estimates presented by manufac- 
turing at the time the make-or-buy 
decision was being made. Ditto for 
a “buy” decision, costs should 


be checked against original quotes. 

There are many split-decisions 
in make-or-buy; i.e., parts are 
made both in-house and by an 
outside vendor. “In such cases, the 
outside ‘buy’ costs can be used as 
benchmarks,” says W. A. Wester- 
brook, P.M. at TRW’s Ross Gear Div. 

What about parts supplied by 
a sister division? Is there any 
profit-pyramiding involved in cost 
figures supplied by the sister 
division? “Having a cost bench- 
mark makes it easy to spot,” says 
Westerbrook. 

Make-or-buy can be used as a 
double-edged sword with suppli- 
ers. “When a supplier knows you 
have the capability to make a part 


Sourcing 


DESIGN REPORT 


in-house, it is not as easy for the 
supplier to pad costs,” says Andy 
Grier, P.M. at Baldor Electric. 
Moreover, good suppliers will 
accept that ability as a challenge, 
adds Roland Boreham Jr., presi- 
dent at Baldor Electric. 

Norgren’s Wolsky cites a case 
where an ability to make had a 
positive effect on outside costs. A 
certain part was sourced outside 
when volume was low. When 
demand started to pick up, the 
make-or-buy committee decided 
that the part could be made more 
cheaply in-house. Purchasing 
wanted to give the supplier a shot 
at requoting, since it had been 
doing a good job; but at the same 


options 


(using IBM as an example) 


a em 


to prime 
vendor 


Finished 


purchased 


Parts shipped direct to 
prime vendor with 
IBM handling purchas- 
ing and production 
control functions 


Parts 


by prime 
vendor 


assembly 


1. Parts consigned to prime vendor (includes parts built by 18M and 
purchased parts shipped from i8m for assembly). 

2. Parts shipped direct from sub-vendor to prime vendor with IBM 
handling purchasing and production control functions. 

3. Parts purchased from sub-vendor by prime vendor which handles pur- 
chasing and production control functions. 

4. Prime vendor builds parts itself. 
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FOR SAFETY, STRENGTH, FAST DELIVERY 


Come to Viking for Pumps of Steel 


Viking pumps with steel externals are available in many stan- 


Vi KI] NG PUM p [FlOUDAt LLE dard ‘in stock’ models—or we'll build you a Viking pump of 


steel to the specifications your application requires. Prices 
ONE OF THE HOUDAILLE PUMP GROUP are competitive, delivery the fastest in the rotary pump busi- 


ness. Steel used meets ASTM designation A216 Grade WCB 


Viking Pump Division, Houdaille Industries, Inc. specifications and conforms to API-610 insofar as this stan- 
Cedar Falls, lowa 50613 U.S.A. dard is applicable to rotary pumps. World-wide sales and ser- 

vice. See your Viking Pump office (Yellow Pages) or write for 
In Canada, It’s ‘“Roto-King’’ Pumps bulletin 120. 


Cushioned, positive-flow action assures 
non-pulsating, low shear transmission of 
liquid. Operates equally well 

in either direction. 


| Opposite 300 Ib. ANSI (ASA) 
Increased pump life with flanged ports. 
exclusive micrometer thrust control _— 
for exact rotor positioning. hae 


Exclusive Roto-Ring mechanical seal 
and leakproof O-ring gasketing. 


ILLUSTRATED: eer | 
Viking's Series 193 with steel Kees ies Compact, integral safety relief valve 
externals. Sizes 7-75 GPM. cote with steel externals. 

Other Viking pumps of steel 
in sizes to 1100 GPM. 
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time it let the supplier know that 
Norgren might make the part. 

According to Wolsky, the 
strategy paid off. Even though the 
supplier decided to work on a lower 
margin, the job was big enough to 
cover his overhead costs and allow 
him to make money on other 
projects. 

Evaluating buy options. 
The economics of make-or-buy are 
not always easy to analyze. 
Standard methods for determining 
which route is best may not give 
an accurate picture of all the costs 
involved. “Out-of-pocket costs 
should be used in conjunction with 
the more common product cost 
analysis,” says George Trow- 
bridge, staff manufacturing engi- 
neer at IBM. 

Out-of-pocket cost analysis 
focuses on funds relating to 
sourcing alternatives that are 
spent directly from a company’s 
pocket. Examples are transporta- 
tion, packaging, and warehouse 
maintenance costs. 

“One of the most overlooked 
costs when deciding whether to 
make-or-buy is the cost of 
supplying parts to an outside 
vendor,” says Trowbridge. “There 
are several possible options, each 
of which will have its own effect on 
the total cost of any buy 
alternatives.” 

As an example, Trowbridge 
cites a sourcing decision that was 
made on an assembly containing a 
printed-circuit card, a metal base 
plate and frame, and numerous 
small mechanical parts (see chart, 
p. 71). The part takes about 15 
minutes to assemble and weighs 
about 10 pounds. Who should do 
the final assembly, IBM or the 
prime assembly vendor? And how 
should the sourcing logistics be 
handled on all the parts? 

The printed-circuit card is 
always consigned since it is 
manufactured by 1nM. The other 
parts can either (1) be purchased 
by the prime vendor; (2) purchased 
and stocked by IBM and consigned 
to the prime vendor; (3) or shipped 
direct from sub-vendors making 
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Call it a policy of self-sufficiency: Except for ball bearings, magnet wire, and a 
few other parts, every component shown in this cutaway photo of a motor is 
made by Baldor Electric. (1) A subsidiary of Baldor, Southwestern Die Casting, 
makes over 50 different aluminum parts for Baldor; (2) Another subsidiary, 
Carolina Capacitors, makes electrolytic and oil capacitors for Baldor; and 

(3) Laminations and hundreds of other parts are produced at the company’s 


stamping plant in St. Louis. 


the detail parts to the prime 
vendor, with 1BM handling the 
purchasing and production control 
functions. 


‘A strong make-or-buy 
team needs purchasing.’ 


High vendor mark-ups on 
parts ruled out Option 1, while 
high transportation and inventory 
costs entailed in the consignment 
mode knocked out Option 2. 
Option 3 yielded the lowest 
out-of-pocket costs, and was the 
sourcing mode that was chosen. 

Grand strategies. Some 
companies follow a grand strategy 
on make-or-buy. Baldor Electric, 
for example, pursuing a policy of 
self-sufficiency, has always put 
more stress on the make than on 
the buy side of the equation. 

Except for the ball bearings 
and a few other parts, every 
component shown in the motor 
cutaway is made by Baldor. Motor 


laminations and hundreds of other 
sheet metal parts are produced at 
the company’s stamping plant in 
St. Louis, Mo. Aluminum die-cast 
parts—over 50 in all—are provid- 
ed by a Baldor’ subsidiary 
(Southwestern Die Casting in Fort 
Smith, Ark.). Another subsidiary 
(Carolina Capacitors in Charles- 
town, S.C.) supplies electrolytic 
and oil capacitors for Baldor, as 
well as for the OEM and motor 
aftermarket. 

Both subsidiaries were for- 
merly Baldor vendors (Carolina 
Capacitors was purchased in ’71. 
Southwestern Die Casting in ’72). 

“Southwestern was a super 
supplier, providing us with some 
special die-cast parts; but the 
company was in financial straits,” 
says Baldor’s president, Roland 
Boreham, Jr. 

Boreham recalls some 200 
“make” decisions in the past five 
years—from bearing retaining 
rings and fan guards to expensive 


Kleer-Vu offers you 


Learn how this leading 
innovator of plastic sheet 
film products helps 

you find custom, 
solutions to 
production needs. 


At Kleer-Vu, we're 
developing great new 
film performers all 
the time. And adding 
them to a cast of hun- 
dreds we already pro- 
vide to industry. mI 
Like custom packag- ia Ui 
ing for breakables that aaa 4 
doubles as shipping 
protection and product 
display. And clear plas- 
tic photo and document 
holders that hold up 
under frequent handling 
Only recently a major user of plastic 
sheet film products switched to Kleer-Vu 
because of our superiority in sealing 
technology and fast turnaround time. 
What can we do for your company? 
Just give us the nod and we'll help you 
package, protect. store or display more 
innovatively—and often more econom- 
ically—with plastic sheet film. 


more great film 
performers than any 
Hollywood Studio. 


/ 
After 35 years of on-going 
R&D, we're set up to 
provide fast solutions. 

And because we've 

worked to make our 
manufacturing pro- 
cesses extremely effi- 
cient, Kleer-Vu can 
offer premium quality 
work at surprisingly 
low cost. 
That's why we also count 
leading blue chip and 
Fortune 500 companies 
among our customers. 
Quality, cost, versatility 

...and one other good 

reason. Service. 
Kleer-Vu can legitimately 
provide turnaround time that 
| makes you look like a hero. 

® So take a moment now to send 
for a Kleer-Vu Capability Kit, without 
Obligation. It details how great new 
film performers can be developed for 
your company, too (and for less than 
you would expect). 

Write or call our Joe Matheny, Kleer- 
Vu Industries/0.E.M. Division, Dept. 
JAL, Kleer-Vu Drive, Brownsville, TN 
38012. Do it today! 


Ag It .e 
ie 


Call Toll-Free 800-238-3966 [in Tennessee 901/772-2500) 
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Business Phone a. Anal Sad 

Sheet plastic conversion and special capabilities: dielectric sealing, ultrasonic 
sealing, die cutting, punching, folding, sewing, binding, silkscreening, printing, 
hot stamping, hand assembly. 


8 Joe Matheny, Kleer-VU Industries/0.E.M. Division, 

g Dept. JAL. Kleer-Vu Drive, Brownsville, TN 38012 

f= Show me how Kleer-Vu can help my company, 

B = =Send me your Capability Kit. 

5 My special needs are. © 
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“The key to all make-or-buy decisions 
is objectivity,” says Baldor's president, 
Roland Boreham Jr. 


carbide dies. 

“More than half of all the 
product improvement ideas, many 
of which have been suggested by 
our customers, have resulted in 
‘make’ decisions,” says Boreham. 

Yet, Boreham adds, the last 
thing that Baldor would think of 
making are bearings. Why? 
Because of know-how and the 
number of good bearing suppliers 
around. “There’s a great deal of 
difference between a mediocre and 
good bearing,” explains Boreham. 

Moreover, even at Baldor, 
make-or-buy isn’t a one-way 
street. Some parts have gone from 
buy to make and back again to buy. 
Boreham cites the case of an 
external metal fan for fan-cooled 
motors. Made on the outside 
originally, the part was brought 
in-house. But then a new plastic 
came on the market “that was 
really super.” 

“Our customers seemed to like 
plastic fans,” says Baldor, “so we 
had to decide if we wanted to get 
into the plastics business.” 

Ultimately, Baldor sourced 
it out to an experienced molder. 

“Although we have a policy to 
make, it isn’t an iron-clad law; the 
key in make-or-buy is always 
objectivity,” says Boreham. O 
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O-rings? Here’s why 41 of the tor 
ustrials use Parco. 


These purchasing agents demand a top quality 
O-ring from a manufacturer that provides fast, 
trouble-free delivery at reasonable prices. Big 
companies. Small companies. More and more 
purchasing agents are ordering Parco O-rings. 
Here’s why! 


Full product line. O-rings, Contoured Backup 
Rings, T-Seals, and Custom Seals. With all the 
sizes and the broadest range of compounds, we 
reduce shopping-around time. Hundreds of 
special sizes eliminate most tooling charges. 


Service. Our experienced local distributors and 
factory representatives provide the pre-sales and 
post-sales service these tough purchasing agents 
demand. 


Quality. If the VP of Manufacturing reports that 
the O-rings you ordered are defective.:and he has 
to shut down the production line, you’re on the 
carpet. So, while the industry operates to a 2.5 
AQL, we run our plant internally to a 1.5 AQL. 
We inspect each and every O-ring before it’s 
shipped to you. 


Delivery. To reduce your O-ring inventory costs, 
Parco offers short four week manufacturing lead 
times, a large computer-controlled inventory and 
the best on-time delivery in the industry. And 
you have the convenience and peace-of-mind that 
your O-rings are stocked locally by your Parco 
distributor. 


: 


Cost. We realize you must keep costs to a 
minimum. With Parco, you pay just the initial 
price. We eliminate the costs of unkept delivery 
promises, excess safety stock, quality returns, 
production shutdowns and product recalls. 

Fast Action. We’re big enough to handle 
America’s largest corporations. Flexible enough ta 
bail you out of an emergency O-ring need. 
Several FORTUNE 500 purchasing agents even 
claim we “worked miracles”. 

We want your business. Our “We want your 
business” attitude shows. That’s why we’re the 
fastest growing O-ring manufacturer in the 
world. Big customer or small, when we give you 
a commitment, we meet it. Put us to the test. 


For complete information write or call. Your 
literature will be on its way in 24 hours. Then call! 
us in—and watch us respond. Just like we’ve 
been doing for purchasing agents in the 
FORTUNE 500. 


When you need O-rings, Parco delivers. 


afco 


FIRSTAN SEALING TECHNOLOGY 


2150 Parco Avenue * Ontario, California 91761 
Phane (714) 983-3611 > TWX 910-581-1904 


Veterans Hospital Super Air into Miami 
and Jackson Me- The delicate and sensi- 


morial in Miami Sane & tive cargo had to arrive 


a problem. FREIGHT at the hospitals by 8 AM 
Blood was needed at AIR the following morning. 


both hospitals from the _--Pecause oneerrorcouldcosta 4¢ was there 6:30 sharp. 
relatives of transplant farses hac aulion cee We like to think that 


patients. Quickly. Precisel por on-time success stories such 
schedule. And with absolutely sae as this one reflect the dedica- 


nothing left to chance. tion of our people. So the 

WTC had the solution. next time you're lookin 
Veterans and Jack- for someone who really 

son Memorial contacted understands your ship- 

WTC to coordinate the ping needs, whether 

shipments. As soon as it be domestic or 

the blood sample test- international, look 

ing had been com- to WTC. 

pleted, shippers were WTC Air Freight. 

instructed to bring We know that 

them to WTC’ clos- one error could cost 

est office or agent a company, a 

for shipment on company. 
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Make purchasing an 
information center 


When buyers act as answer men, purchasing 
involvement comes early and often 


If you can field engineer’s 
queries, and steer them in the 
right direction on purchased parts, 
you re just about assured an early 
role in their design plans. That’s 
why a lot of your peers have set 
their departments up as virtual 
information-centers—using the 
latest in data-sharing equipment 
as well as time-tested library 
techniques. 

These P.M.s know that having 
departmental bookshelves stocked 
with volumes on professional 
buying is only part of their 
managerial responsibility. While 
such “how to” literature is 
important in self-development and 
buyer training, also vital is the 
ability to find the answers when 
engineers ask: 

Who makes it? Where can I 
get something like it? What’s 
standard? What are industry 
tolerances? Who has samples? Is it 
available off-the-shelf? Can it be 
modified? Would a vendor sales- 
man have any suggestions about 
my design? 

Ideas need refining. Ques- 
tions like these are the ones that 
automatically come to an engi- 
neer’s mind when his design idea 
starts to crystallize from blue-sky 
concept to hardware needs. 
Reason: A designer typically 


Computer at Raymond Engineering 
Co. aids information exchange between 
material manager Bill Claussen (I.) and 
senior systems design engineer 
Charles Whynacht. 


knows what he wants, but may not 
be aware of every subtlety— 
technical or commercial—about it. 

“We don’t ask suppliers to look 
at a blank piece of paper,” says 
Charles Weber, senior project 
engineer for the Wabco Div. of 
American-Standard in Wilmer- 
ding, Pa. “We’ll know whether we 
want a forging or a die casting or 
an upset piece. But if we have a 
question, we may want suppliers’ 
comments.” 

Potentially helpful suppliers 
are contacted by Wabco’s purchas- 
ing group, headed by C. A. 
McNaughton, manager of purchas- 
es. McNaughton joins Weber in 


citing vendor aid in items ranging 
from castings to die castings to 
powder metal parts. 

Another p.m. who has made 
his department a reference source 
is Fred Barstow of vUFE, Inc., 
Stillwater, Minn. “Dimensions and 
tolerances are super-critical to us 
on inserts because an undersize 
part will flash and an oversize part 
can ruin a very expensive mold,” 
says Barstow. That’s why he and 
his buyers have built up 


commodity-oriented files based on 
everything from catalogs to trade 
association literature. 

The files aren’t ornate. Much 
of the data is contained in hanging 


“Aluminum’'s 
ino problem now. 
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; and our business by deliv- 
) ering on our commitments 
t to our customers and to 
t their markets. 


\ Anaconda Aluminum Company. Mill Products 
1 PO Box 32850 Louisville, KY 40232 


Plan your tomorrow 
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folders in purchasing, which 
engineers can look through either 
with or without buyer assistance. 
The section on screw machine 
parts, for example, is subdivided 
into folders for suppliers with 
Swiss, Davenport, or Brown and 
Sharp equipment. The aim: to fit 
the requirement (short- or long- 
run, small or large size, precision 
or looser toleranced) to the 
appropriate source. 

At the beginning of the screw 
machine section, moreover, there 
is a complete listing of all 
members of the National Screw 
Machine Products Association. It’s 
provided by the NsmMPA, which also 
issues a monthly newsletter on 
design tips. “It gives lots of 
recommendations on how to design 
components for screw machine 
production,” says Barstow. 

Other helpful associations, 
according to Barstow: 

eAmerican Metal Stamping 
Association. 

@National Tool, Die, and 
Precision Machining Association. 

eSociety of Plastics Engineers. 

Booklets from these groups, 
kept on file in UFE purchasing, 
indicate what is commercially 
acceptable and normal in the 
pertinent industries—from burrs 
on metal stampings to standard 
tolerances in molded plastics. 
That’s the kind of information 
engineers need and want—and it 
tends to foster standardization. 

Modern equipment helps. 
Standardization also gets a boost 
when a company has a common 
parts numbering system, and can 
use its own products for quick and 
easy purchasing/engineering ex- 
change of information. That’s the 
case for NCR Corp., which blends 
the two advantages into its 
Purchased Components Informa- 
tion System (PcIs). 

According to Gary L. Fratilla, 
manager of corporate contracts at 
Dayton, Ohio, world HQ, a design 
engineer seeking information can 
turn to an NCR microfiche file that 
guides him first to the right 
commodity, then to parametric 
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Tool engineering manager Ted Jarosch (I.) 
gets together at UFE, Inc. with senior buyer 
Larry Seitzer. Inset shows type of material 
kept in purchasing’s information center at 


UFE. 


values, and then to part number. 

This tells the engineer 
immediately if a potential part he 
needs for his design is already in 
use at NcR plants around the 
world. Results: a reduced number 
of parts, greater purchasing 
volume per part, a_ better 
negotiating position with vendors, 
lower costs, and time savings for 
engineering. 

PCIS data is sent to Dayton by 
all plants qualifying a new part. 
The data may be sent by wire, on 
tape, or hard copy. Then it’s 
coordinated and published from 
Dayton in microfiche form, with 
each 4” x 6” fiche containing 
information on about 30,000 parts. 

An engineering group’s fiche 
file typically has 400-500 fiches. 
Engineers and others with techni- 
cal questions use microfiche 


readers to get answers, and the 
system will eventually go on-line. 
Other information in the master 
file includes using plants, quali- 
fied vendors, and contracts/com- 
mitments to vendors. 

A computerized approach to 
advising engineers of standard 
items is already in use at Raymond 
Engineering Co., Middletown, 
Conn. According to materials 
manager Bill Claussen, this 
approach is part of a management 
information system built around a 
PpP-11 computer. Stored in the 
computer are part numbers 
already in use—and they’re 
cross-referenced both by manufac- 
turer and commodity category. 

“Every time we update the 
parts list,” says Claussen, “engi- 
neering gets a copy.” Under this 
quasi-manual approach, the com- 
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puter cranks out a 36-page 
printout which gives designers 
data such as: 

e@Part number. 

@Description. 

@An indication whether the 
item is a piece part or an assembly. 

eThe number of assemblies 
the part is used on. 

eThe work order or account 
number for the part. 

Guide the designers. This 


last piece of data, says Claussen, is 
“like a map for the engineer.” 
Reason: It tells where in the 
stockroom the current parts are 
stored (aisle and bin). The designer 
can go straight there to eyeball the 
part, and make a hands-on 
decision as to whether or not it fits 
in with his design plans. 
Moreover, the cross- 
referencing allows the designer to 
selectively search out his needs— 
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from broad-scope to fine-tuning. 

Turning the purchasing de- 
partment into an information 
center, however, doesn’t necessari- 
ly demand computers or other 
sophisticated gear. What it does 
demand is an understanding of 
designers’ current problems, and a 
willingness to ferret out as much 
pertinent information in advance 
as possible. Also part of it: Making 
the data readily accessible. 0 


Data file 


Put these information sources in your purchasing library 


Associations 


As noted in the text of this article, 
associations can provide all sorts of 
technically oriented data. The ones you'll 
turn to will depend on the nature of your 
company’s product line. But there’s a 
corker of a reference book on 
associations that should be in every 
purchasing library: National Trade & 
Professional Associations & Labor 
Unions of the U.S. and Canada. 

This annual directory is published 
by Columbia Books, Inc., Room 601, 
734 15th St. N.W., Washington, D.C. 
20005. The price is $30. The book lists 
about 6300 associations alphabetically, 
gives the name and address of the staff 
head and number of members, and 
indicates publications. A very useful 
feature is a key-word index which 
enables the user to spot all associations 
concerned with a particular subject. 

This reference source can be 
particularly helpful when a company 
expands into products or manufacturing 
processes with which it has had no prior 
experience. 


Yellow Pages 


Classified sections of local tele- 
phone directories provide complete 
information by commodity category. The 
only problem is, its sometimes too 
complete—containing consumer-goods 
items in addition to industrial wares. 

Recognizing the problem, some 
telephone companies now provide 
industrial-only directories. An AT&T 
spokesman says there are about 43 
cities where this is done—not necessari- 
ly the biggest ones, but those that are 
more industrial-oriented. 

To obtain out-of-town telephone 
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directories, contact the business office of 
your local telephone company. There is 
usually a $2-4 charge, levied by the 
out-of-town phone firm. 


Directories 


The best all-around one is the U.S. 
Industrial Directory, 1200 Summer St., 
Stamford, Conn. 06905. It's designed 
exclusively for industrial buyers in 
manufacturing plants. It includes a 
telephone/address directory of 40,000 
industrial suppliers, plus a cross- 
referencing by product categories. 

Other directories are geared to 
particular industries, such as electronics. 
There are also published collections of 
catalogs. Some technical magazines 
publish one or more annual directories 
each year. Consult with your engineers 
as to any gaps in their own libraries, that 
might be filled by purchasing. Check also 
with your advertising department; some 
reference publications available on a 
paid basis allow free copies to 
advertiser's purchasing departments. 


Individual Catalogs 


Build up a file of catalogs pertinent 
to your particular company. If you're in 
the truck/trailer business, that might 
mean a set of catalogs on fittings, 
manholes, or valves—but not the same 
ones that a plumbing or steamfitting 
outfit would have. 

Include technical bulletins and data 
sheets that are really meaningful, and 
not just promotional puff pieces. Check 
all these materials at some predeter- 
mined frequency, to make sure that they 
are the latest editions of each supplier's 
literature. 


Commercial Data 


Arranged by commodity category 
for quick reference, your library or 
information center should include factual 
data that are purchasing’s specialty: 

Current leadtimes. 

eProspects for long-term future 
availability. 

eDistributors who handle particular 
manufacturers’ goods. 

eSources that could conceivably 
produce a part. 

eBackground data on suppliers— 
financial status, equipment and its 
condition, production specialties, or 
managerial quirks. 

eCurrent scores, by suppliers, for 
on-time delivery and on-the-mark 
quality. 

eStandard packaging quantities. 

ePotential substitutes (possibly a 
set of equivalency tables obtained from 
manufacturers or distributors). 

Vendors who have already proven 
their stuff on trial orders of similar 
requirements, and may be ready for the 
big time. 

Prototype specialties. 


Samples 


lf one picture is worth a thousand 
words, a real-life sample can be even a 
better investment when engineers want 
to scrutinize something. So smart buyers 
keep these types of samples on hand: 

eDifferent materials. 

Various shapes and forms. 

eAlternate finishes (possibly with an 
indication of price premiums for the 
glossier ones). 

eColor swatches or chips, i.e, for 
molded-in pigmentation of plastics or 
surface coverage of paint. 
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Not getting the replacement bearings you need when you need them can be downright 
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He can survey the equipment in your plant, then stock the right bearings for you. So 
you save on inventory. 

He can even conduct special clinics to help your people make sure the Timken bear- 
ings you buy deliver all the performance they were designed to give. So you save on 
maintenance. (You could even wind up replacing fewer bearings.) 

Talk to your Authorized Timken Bearing Distributor today. And turn those can't-get- 
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The Timken Company, Canton, Ohio 44706. 
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To stay on top, Reliance’s Electrical Drive 
Group ventures into new technology 


Good communications is the 
key to all new product programs. 
Marketing objectives are generally 
the starting point. You don’t want 
engineering designing mechanical 
marvels that are duds in the 
marketplace. Neither do you want 
to run into eleventh-hour snags 
because some special component, 
which no one bothered to tell pur- 
chasing about, wasn’t available. 

Good representation is the 
other key to a successful new 
product program. 

At Reliance’s Electrical Drive 
Group, for example, marketing, 
R&D, QC, engineering, and 
manufacturing are all represented 
on the new product team. So is 
purchasing. In fact, the purchasing 
rep practically eats and sleeps 
with the team. 

“That’s where he spends 90% 
of his time,” says purchasing 
manager, Bill Grabert. 

Grabert wanted purchasing 
“up in the front end of the 
business.” Some years back, 
Grabert came to the conclusion 
that purchasing was the last on 
the totem pole to find out about 
new product programs. 

But not any more, not since 
the team concept was established 
at Reliance. The team stays 
together throughout the life of the 
project. Not only is there a 
permanent rep from purchasing, 
but from time to time other buyers, 
who are commodity specialists, 
participate on the team. In one 
recent case a buyer, who knew the 


ins-and-outs of the transformer 
marketplace, joined the team for 
about two months. He brought in 
new suppliers that were able to 
recommend some changes on 
transformer design parameters, 
which netted a six-figure savings 
for the company. 

Let’s take a look at the recent 
team effort on single-phase, dc 
drives. “Surveys indicated that we 
were still the design leader,” says 
Jim Brennan, marketing manager 
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Product team meets 
marketing challenge 


at the Drive Group. “However, 
other manufacturers were catch- 
ing up, especially in price.” 

So marketing set up some 
objectives for a new family of 
drives. They had to offer more 
functions and be easily adaptable 
to customer needs. Marketing also 
insisted on a strong product 
identity; good looks wouldn’t hurt. 
Last but not least, the high level of 
reliability associated with Reli- 
ance drives had to be maintained, 
despite the fact that, with more 
features, the new drives would be 
considerably more complex. 

On the road. Some of the 
challenges facing the team are 


Staying on top: Reliance’s MinPak Plus single-phase, dc drive has more 
features and is more rugged and reliable than its predecessor. 
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perhaps best illustrated by the 
drive housing. Marketing wanted 
something good looking; purchas- 
ing a package that could stand up 
to the slings and arrows of 
shipping and handling. Mean- 
while, engineering was looking for 
a package that had good heat 
transfer characteristics. And of 
course the new housing couldn’t be 
more expensive to make than the 
original stamped metal enclosure. 

After much give and take, it 
was decided that the housing 
would be made of die cast 
aluminum with a cover made of 
reinforced plastic. An outside 
design firm was consulted for the 
right aesthetic touches. Good heat 
transfer was provided by the 
45-degree fins on the base that also 
enabled the drive to be mounted in 
either the vertical or horizontal 
position, a marketing plus. 

Buyers went on the road all 
over the country to find the right 
die casters for the job. What 
) ing was looking for was a 
die caster that could also do some 
machining. “That was a stumbling 
block for awhile,” says Grabert. 

Large scale integration. The 
biggest challenge though was how 
to build a drive with more features 
that would still be as reliable as its 
predecessors. How indeed; since 
the more complex a mechanism is 
the more chances there are for 
something going awry. 

To satisfy this seemingly 
contradictory requirement, the 
team had to venture into an area 
which, for the Electrical Drive 
Group at Reliance, was a new 
technology, one known as large 
scale integration (Ls1). Here again 
finding the right supplier was 
almost a feat in itself. Ls1 circuit 
technology is normally associated 
with high-volume production, and 
the Reliance team had trouble 
enticing suppliers with the 
numbers it was talking about, not 
hundreds of thousands of units, 
but 20,000, maybe 50,000 tops. 

“Most of the Ls circuit 
suppliers we talked to just weren’t 
interested,” says Grabert. 

Faced with this dilemma, the 


team was almost ready to make a 
compromise and consider a hybrid 
technology, which would have 
meant giving up some reliability 
as well as increasing production 
costs. Fortunately, before the 
whole idea of using LSI circuitry 
was abandoned, purchasing found 
a supplier on the West Coast that 
was interested in getting into the 
industrial arena. 

If purchasing hadn’t had 
someone “upfront” on the design 
team, if it had had to rely on the 
standard channels of communica- 
tion, Grabert believes that the 
whole design-to-production cycle 
would have been delayed for a good 
six months just sourcing some of 
these unique parts. 

Now, no one has to wait. 


Venturing into new technology: Large 
scale integration (LS!) circuit board packs 
more functions, improved accuracy, and 
reliability into a compact, space-saving 
package. 
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Package deal: There were a lot of parties to satisfy in the design of the housing and 
cover of the dc drive. The original enclosure was made of stamped metal; now the 
enclosure bases are made of cast aluminum. Covers are molded of glass-reinforced 
plastic. Raised rails are designed to prevent accidental brush-up against critical 


knobs and switches. 
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‘Texas rancher 
frustrated with the 
high fatality rate 
among his live- 4 
stock on long | 
sea trips came to us . 
with a problem. 

“Can you” he 
asked, “fly my 7,000 polled Herefords from 
Fort Worth to Punta Arenas, Chile?” 

“Why not?” we said, and the 
wheels started turning to get the first ever 
major cowlift off the ground. 

Working with the U.S. Government, 
we designed the world’s first sophis- 
ticated livestock transportation system. 
And we flew 7,000 Herefords to Chile 
without a hitch. Suddenly, we were 
the world’s largest air transporter of live- 
stock —and we still are. 

Our charters work harder for you. 
When you charter one of our planes, you 


get the whole plane. To use like it’s your § awkward or breathing 

own. Io make your own schedules to ease load, if there’s a way to 

time, inventory and money crunches. fly it, we'll find it. 
Transamerica 


For more information, write Transamerica Airlines Carg 


if there’ Saway 
to fly. it we'll Ii find it. 


_ _ Different planes give us 
VF» Solutions to different 
Z >» 
f problems. 

| Transamerica Airlines 
-@ Super Hercules can fly up to 
™ 50,000 pounds of odd-sized 

freight almost anywhere — just 

give us 4500 feet of flat ground and we 
can land or take-off. Electras are good 
for smaller loads and short to medium- 
range trips. 

Our long-range DC-8s, 
DC-10s and our new 747s‘ @ 


provide the large capacity ~ a 


for the really big loads. Our 
é y 


37-plane fleet has a pay- 

load of over 214 

million pounds. | 
Whether it be an 

oversized load, a deli- ~ 

cate load, a perishable, 


Airlines/Cargo 


0, PO. Box 2504, Oakland, CA 94614, 


or call (415) 577-6205, Chicago (312) 992-1157, New York (212) 632-2781, Houston (713) 443-7550. 
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STRATEGIES 


A tormula can finesse 


inventory price hedging 


By Rebecca Lipman / Economics Editor 


Loading up on bargains can bolster profits 
if some rules-of-thumb are tempered with 
market and company insights 
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Sure it’s a buyer’s market. But 
what’s uncertain is how much 
to take advantage of it. 

The buyer’s company also 
faces a period of weak demand. 
So-called bargain-priced goods 


could just sit on the shelf and erode 


what could already be a weakened 
financial situation. But judicious 
inventory investment could add to 
the bottom line. And then the 
company would have lower cost 
materials to support the demand 
out there and be ready for the 
upcoming recovery. 

To add finesse to this 
perplexing situation, purchasing 
at Ferro Corporation, Cleveland, 
has translated the decision to price 
hedge with inventories into 
mathematical terms and loaded 
them into a computer. “The 
mystery or doubt as to what to do 
has been taken away,” says Frank 
Francioli, manager, corporate 
purchasing. Now when pP.M.s at 
Ferro are faced with the option of 
bringing in additional materials at 
an attractive price or before a price 
hike, they have “the ability to call 
up and get the rate of return and 
the potential savings” for a range 
of amounts. 

The formulas and documenta- 
tion that goes into this system are 
too complicated to set down here. 
But Francioli points out that “it 
boils down to some very simple 
rules-of-thumb.” 

eThe larger the savings 
between the cost of buying and 
storing at the lower price versus 
the cost of buying at the higher 
price, the larger the potential 
contribution to profits. To quickly 
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Rules-of-thumb 


(continued) 


figure the most profitable amount 
to buy, take the percentage change 
in price and divide it by the 
monthly cost of carrying inventory 
and then buy enough to bring 
stocks to that level. Example: The 
price is expected to go up 9%, 
carrying cost is 3%/month, and 
there’s a one-month supply in 
stock. Since three months’ supply 
is the optimum inventory level 
(nine divided by three), you would 
buy two months’ worth. 

eThe point after which the 
inventory investment would yield 
your company no profit is where 
the cost of holding equals the 
potential price-savings advantage. 
That is reached at roughly double 
the optimum level. In the simple 
example above, a six-month supply 
would yield the company a slight 
profit; a seven-month supply 
would be no profit; eight months’ 
would lose money. 

©The larger the price break, 
the larger the potential savings. 
But in a weakening market the 
larger price break also carries a 
larger risk. To take full advantage 
of it chances are that a sizable 
amount of inventory would have to 
be brought in. 

eThe more it costs to store an 
item, the less of it you would want 
to buy in order to take advantage 
of any given price discount. High 
carrying costs quickly cut into any 
savings of using inventories as a 
price hedge. 

Sound too simple? “If someone 
brought the simple formulas to me, 
I'd have trouble believing them,” 
says Francioli. But purchasing sat 
down with a mathematician at 
Ferro’s tech center and “went 
through the pains of proving each 
element” of the complex formulas 
and double-checked them with the 
simple ones. So now buyers at 
Ferro can make quicker, more 
intelligent decisions confidently. 

‘Not a routine.’ The decision 
to hedge with inventories unfortu- 
nately is not as straightforward as 
math equations. “It’s not a 
routine. The optimum savings 
point is only a starting point,” says 
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‘ment decision. It shows how 


How much would 
you buy? 


You receive a notice that an 
item bought in production 
quantities is going up in price 
10% next month. A month’s 
supply of the item now costs $1 
and to store it one month costs 
2% or 2¢. What action would 
you take? 

lf you could plug into the 
computer at Ferro, below is a 
sample printout that would : te / 
guide your inventory invest- i a 
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Besides the formulas, buyers have to 
“apply the human element” and “use 
market awareness,” says Francioli. 


your inventory investment 
would impact the bottom line of 
the company. 


Month’s Costat Carrying Cost at Rate of 
supply old rate charge Investment newrate Savings return 
1 $1 $0 $1.00 $1.10 $ .10 10% 
2 2 02 2.02 hier .18 9 
3 3 .06 3.06 3.30 24 8 
4 4 12 4.12 4.40 .28 7 
5 5 .20 5.20 5.50 .30 6 
6 6 .30 6.30 6.60 .30 5 
7 7 42 7.42 7.70 .28 4 
8 8 56 8.56 8.80 .24 3 
9 9 72 9.72 9.90 18 2 
10 10 .90 10.90 11.00 10 1 
11 11 1.10 12.10 12.10 0 0 
12 12 1.32 13.32 13.20 —.12 —1 


lf saving dollars were the only concern, you should buy enough to have five 
months’ supply on hand before the price rises. That’s where your greatest dollar 
return would be. At five months’ supply, the savings in the cost of buying and stor- 
ing at the lower, old price versus just buying at the new, higher price is the greatest. 
Remember, you may want to buy more or less than that based on company and 
market factors. In order not to lose company money, the limit would be a 10-month 
supply. Any more and the cost to beat the price hike is equal to or more than the 
cost at the higher price. 

The formulas that produced the table above are ones only a mathematician could 
appreciate. But here are some definitions explaining the columns of numbers that 
should provide a framework for purchasing strategies. 

Months’ supply is the standard definition: the amount in stock a given rate of 
shipment, usually the current rate. This translates the amount of inventory from 
volume or dollars into the length of time it will siton the shelf—an important criteria 
of its cost. Thinking in terms of months’ supply also forces a buyer to think long- 
term since it builds in an assumption about future shipments. 

Cost at old rate is the obvious cost—the outlay of money—to bring the goods in 
before a price change. The math is simply the number of months’ supply multiplied 
by the cost for each. For example, a three-month supply costs $3. 

Carrying charge is the cost of holding these items, a less visible cost. Notice that 
the carrying charge accelerates as more is put in stock. That’s because each addi- 
tional item sits on the shelf longer, compounding the cost. For example, if you buy 
two months’ supply, one is used right away and the other is stored a month. Tocon- 
trast, a four-month supply consists of one part stored three months, another stored 
two months, another stored one month, and one part used right away. 

Investment is the total cost to buy at the lower price. That is the dollars spent 
both to procure the items and to store them. . 

Cost at new rate is the cost to buy at the higher price. In this example if you 
waited until after the price rose, a three-month supply would cost $3.30. This is the 
basis of comparison to judge whether the “investment” is a prudent one. 

Savings is the difference in cost between the investment and the cost at new 
rate. At first, savings increase. Eventually, it gets to the point where the com- 
pounded carrying costs overtake the price savings benefits. 

Rate of return is the cost savings divided by the cost of materials at the old price. 
This is a yardstick to compare this investment in inventories with other invest- 
ments, say in money market instruments. In our example, while five or six months’ 
supply represent the largest savings, five months’ supply is more profitable deci- 
sions since its return is higher. 
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DRIV-LOK 
Pins, Studs, Keys 


When you specify fasteners for metal or plastics, get an engi- 
neering sample from DRIV-LOK. Send a print or sketch, and you'll 
receive unbiased aid from the only manufacturer of a 
complete line of Pins, Keys and Studs to approved A.N.S.1. Standards. 


GROOVED PINS — solid holding action resists shock, 
vibration, fatigue; 8 standard types in wide 


selection of materials and finishes. 

‘SPRING PINS — economical and self-locking; meet or 
exceed all applicable specifications; 
chamfered for easy insertion 
MACHINE KEYS — no head, no taper keys to your 
specifications for materials, configuration, 


KNURLED PINS — both diamond and straight knuris 
- with variety of end configurations. 


BARBED STUDS — unique design of impressed barbs 


DRIV-LOK inc. 


1140 Park Ave., Sycamore, Iii 60178 
Phone: 815—895-8161 
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STRATEGIES 


Inventory hedging 


(continued) 


Francioli. P.M.s, in deciding how 
much is actually purchased, have 
to “apply the human element” and 
“use market awareness.” 

In many cases it takes 
forecasting to anticipate the price 
rise that sets the inventory 
decision in motion. Then buyers 
have to size up the outlook for the 
company’s end-use markets. “If it’s 
a sharply falling market, it’s 
senseless to buy ahead. Then you 
want to work hand-to-mouth,” 
says Francioli. At the other 
extreme are critical materials. If, 
for example, a single source is 
curtailing production, “you may 
want to go beyond the optimum 
savings point to insure that the 
material is in house.” 

Internal situation adds limita- 
tions. Cash position or storage 


‘if it’s a sharply falling 
market, it’s senseless 
to buy ahead.’ 


space could restrict the amount of 
inventory to be brought in. And 
that’s why the decision to buy 
additional inventory is made 
among purchasing, production, 
marketing, and inventory control. 

But having formulas and 
computer capabilities at its 
fingertips has “strengthened pur- 
chasing’s position on this kind of 
decision,” says Francioli. Instead 
of just reporting that a price will 
go up by so much, purchasing can 
say that the price is moving up by 
so much and we should be doing 
this, with this kind of a result. By 
doing so, the company sees 
‘purchasing is not merely a 
service, but a major contributor to 
making our company competitive 
in today’s market.” 

While these procedures are 
used most often to buy ahead of a 
price increase, they can also be 
applied to other decisions that 
compare an old price to a new price 
before inventory is brought in. 
Examples: taking cash discounts, 
altering payment terms, buying on 
consignment basis, and purchas- 
ing in bulk quantities. 


At last a disposable wiper that 
can handle oil and solvents... 


Kimtex™! 


Melt-blown polypropylene fibers are the reason why Kimtex® 
Shop Towels perform like no disposable wiper has ever 
performed before. This unique patented material was scien- 
tifically developed to clean thoroughly on all heavy duty 
jobs. That means Kimtex absorbs oils and solvents more 
effectively than cloth. That's right! Superior absorbency 
plus freedom from contamination enable Kimtex to outclass 
cloth shop towels on such tough jobs as cleaning machin- 
ery, tools and assembly parts. 

And employees like the feel and cleanliness of Kimtex shop 
towels because of their softness and flexibility. Of Course, 


KIMTEX shop towels ... | 
the heavy duty wiper of = 


tomorrow — today! & - 


you also take advantage of their disposability. No more 

cloth towel collecting, laundering or monthly rental fees. 
Performance, economy and convenience are 
yours with Kimtex shop towels. 
For complete information and free samples, call 
the toll free number below. Available packaged 
and in rolls to fit Kimberly-Clark dispensers. Kimtex 
shop towels are a product of Kimberly-Clark 
Corporation, Industrial Wiping Products, 
Neenah, WI 54956. 


800/558-6402 
In Wisconsin call 800/242-6481 


k KIMTEX ts a trademark of Kimberly-Clark Corporation, Neenah, WI 54956 
€ 1980 Kimberly-Clark Corporation 
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Armco Alloy Bars in the 
large sizes you need 


We specialize in rounds 4" thru 8%" diameters 
What's this mean to you? 


It means that among a limited number of large- 
diameter alloy bar suppliers, you can look to 
Armco as a strong source. Consider also our alee 
large-bar inventory which can mean quick rp et: 
turnaround of your orders. | eA ae i 


Our Houston plant melts a broad spectrum 
of alloy grades —including the standard 
alloys, H-steels, boron steels, and many 
special grades like Armco* SSS 100° and 
NI-COP" alloy steels. 


Need aircraft quality? 
We're experts at that, too. 


In fact, our expertise has developed into 
perhaps the best technical assistance 
package available. Our engineers can 
assist in steel selection or in solving a 
special fabricating problem. 


Let us know your size and grade 
requirements. Our Houston Works is 
ready to help you. 


Digitize a ty GOOR le 


Armco Alloy Bars in the 
heat treatments you need 


We anneal, normalize, stress relieve, quench and 
temper, and precipitation harden 


How does this help you? 
It gives you access to the most complete 
heat-treating capability in the country. 


And our Houston location means year-round 
supply of heat-treated bars —with little fear 
of winter fuel curtailments. 


In a growing number of applications, heat- 
treated alloy steel bars may be the most 
cost-effective solution to meet design 
Standards. And when it comes to 
heat-treating facilities and technology, 
Armco Houston is second to none. 


Give us a Call at your nearest Armco 
Sales Office, or write for our brochure: 
Armco, Western Steel Division, 

Dept. H-60, 1455 West Loop South, 
Houston, TX 77027. 


ou? 
ARMCO Alloy Bars 
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JA Attention: Chartes Michels, Tet’! Mer. 
Deer ". Michels: 


The Sate < ene te atl OF Sy gears 066) Cee So well 
. te father, ts entertaining 
Rie Beletaa'sits sar sts 'of har Seve nave te Anortce 
Please acé as well for the effict and attention 
when livered peck te your office for 
i Bthtke wanes sat 
Again, thank you. 


> cerPresident, wate office 


orono.s | AA 


and Electronics tre 


Petewery ©. D979 


Pebruary 27, 1980 
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Burlington forthers Air Pretedt 
SAL BO, 42nd Street 
es ed 
Customer Service 
Attention: ‘©. Jey TWeesen Gurlington Worthern Air Freight, Inc. 
Mewport Beach, California $2660 
ear Er. Tromso, . 
er Airbill Ramber SEA 31668206 , 
Youd pecegt, effective response te Retorola’s reoeet regecet to recon : 
sign © critica] ehigawet of electronic eqaigment shipped by our Plant Gent lemen: 
im TR. Leeterdele, Ploride wee greatly appreciated. This shipeeet, bh 
@eetined for ome of cur covtomers is Vermont, «as urgently seated wo ES eS ee et ee ee “J 
met om cperetionsl exiqency end, since it Bad chipped by werface received CORRECT 10H this peent . oA 
carrier, there seemingly wae so possible way it could have reached the Vic 
Cuetener on time, Rowewer, through your cooperative efforts as well a Litecentrol was engaged in two back-to-back Industrial Bo 
these of Pilot freight Carriers personnel, the shipment was intercepted Shows, and were relying on Sarlington’s service to meet our x 
at Pilot's terminal ie Kernersville, Serth Carolina and arrangements made | 
with your cospeny for further shipment to Vermont by sir. MY 
* 
1 realioe the time aad effort thet was required to reconsign this shipment \) of the 4 
ant alee the Gieraptiwe tapect it would have om norms qperations. four «7 @atold lost sales et the secand show. } 
perecss) attention te this probles cemtsiboted meterially toward achiew- : ¥ 
ing te Geeleed remit - the eqeiyment was Selivered om time. This meant | I beltewe that some restitution should be sade for : 
© Greet Geel wet only to Noterols bet to cur customer as well Berlington's failure te move 399 from Seattle, . 
; Washington to Pittsbergh, Pa. wi two days. 
2 wanted te thank yoo persemelly foe « job well done. arlington Sorthers '/% 
shock’ be prowd te count you a ore of their eaployess. “ Don*t you agree that two days is sufficient tise? 
Yours wery truly, Very truly yours, 
Sore A 
wh A Lage 
Vice President 


— mo 
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We try to be perfect. 


Every year we deliver millions 
tof air freight shipments. And we 


“now every one is urgent. 


So we try to deliver on time, as 


loromised. For every shipper, 
every time. 

Often our people give 
shippers service that isn't just 
good, its spectacular. And as 
yOu can see, we get lots of 
Nappy letters. 

But even the best people are 
tonly human. And as much as 


we hate to admit it, it is humanly 


Oeteber 5, bere 


wr. Lerry L. Betherg, President 
BS Air Treiget 


Nobody’s perfect. 


possible to make a mistake. And 
when we do, of course, we get 
an unhappy letter. 

Then all heck breaks loose. 

Just one unhappy letter can 
cause frowns, phone calls, 
conferences, policy reviews— 
even a change in company 
procedure. 

We didn't get where we are by 
making excuses. 

Plane schedules may change. 
Weather may snarl. Traffic may 
jam. 

But people, not planes, deliver. pigitiz 


4 


Tm enteten, Ala, Wy taotrectal that tt be Wily 
=e — bli * 
1 Sat ey, 2utthe Ante, saly the shinper and the oe 


at . =e ee _ 


: yee 
» = oe eR Ue emcee aed ty 
Wary traly yours, Aer - | 
Lageme c0,. epeToCrY Drersves 4% nag 
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Mr. Larry 


Baeliaeran Baetheore 


aaa 


Burlington Northern 
Air Freight 
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WASHINGTON 


Fiscal 81 budget 


tipping toward the red 


By Daniel W. Gottlieb / Washington Editor 


Election year maneuvering will 
make it difficult for purchasing 
executives to forecast its impact 


WASHINGTON—President Car- 
ter’s fiscal 1981 balanced budget 
plans are out the window. With or 
without a tax cut, the budget for 
the fiscal year beginning this Oct. 
1 will be in the red $30 billion- 
40 billion if unemployment reaches 
9%, according to congressional 
budget experts. 

Depending on how virulent 
election year tax-cut fever be- 
comes, the fiscal ’81 deficit could 
run as high as $60 billion 
compared to estimates of a $47- 
billion figure for fiscal year ’80, 
congressional sources say. (Note: 
Congress had forecast only a $23- 


billion deficit in approving the ’80 
budget.) 

For purchasing, the threaten- 
ing tide of red ink means: 

1. Further upward pressure on 
prices and interest rates (as 
consumers spend their tax cut and 
Treasury dips more heavily into 
the money market to finance the 
deficit.) 

2. Probable delays in marginal 
company capital projects until 
management sees how good the 
tax cuts will be for business 
investment. 

The flip-flop of the fiscal ’81 
outlook from black to red ink in the 


U.S. government budget outlays and revenue 
($billion, rounded) 


Fiscal year 


1978 (actual) 


1979 (actual) 


1980 (Carter est., Jan.) 
(Cong. est., Jul.) 


1981 (Carter budget, Jan.) 
(Carter revised budget, Mar.) 
(Cong. budget resoution, Jul.) 


Surplus or 


Revenues Outlays deficit 


402 451 — 49 


466 494 — 28 


short space of six months has been 
caused by a number of factors: 

@As noted in PURCHASING’s 
Washington Outlook [PURCHAs- 
ING; Jun. 12, ’80; p. 35], Carter’s 
March budget proposal achieved a 
tenuous surplus by manipulating 
revenue and spending forecasts. 
These now have proven to be 
overly optimistic. 

eCongress’ rush to big money 
for defense ($5 billion more than 
Carter requested). 

®The unlikelihood that Con- 
gress will find more than a fraction 
of the $10.6 billion combination of 
spending cuts and revenue re- 
quired to balance the budget. (The 
biggest Carter revenue raiser— 
withholding on interest and 
dividends—is rated a nonstarter 
by tax-writing specialists in 
Congress.) 

Change in party roles. In 
the face of such deficit pressures, 
the Democrats’ twin advocacy of a 
balanced budget and a tax cut is 
hard to understand, except in the 
context of a recession in an 
election year. In a _ switch of 
traditional party roles, the 
Republican challenger led the way 
in proposing a tax cut stimulus to 
get the economy going. The 
Democrats in Congress panicked. 
They feared that the ball was 
being stolen from them. The 
question now is not whether or not 
there will be a tax cut, but what 
kind and when. (Only Independent 
John Anderson didn’t jump 
immediately on the tax-cut 
bandwagon.) 

The most important question 
for the economy may be when. 


Were the largest steel wire 
manufacturer in America, 
but thats not the only reason 

to look to Keystone Group. 


The advantage of offering a greater, broader 
line of wire and steel products is one reason 
three companies joined together in 1978 to form 
the Keystone Group.* 


After talking with you about 
your manufacturing require- 
ments it may be that Keystone 
Group MANUFACTURERS’ 
WIRE will edge out over all our 
other wire and steel products. 

Here’s where Keystone 
Group metallurgists shine. 
They'll consider all elements of 
your product and process — 
description, specification, and 
end use application. By working 
closely with you they'll deter- 
mine the very best wire selection 
in terms of size, grade, finish, 
cleaning and coating, thermal 
treatment, metallic coatings and 
packaging procedure. 


Now we find we're the largest wire specialists 
in America. Ready to meet your demands with 
one, or a combination, of quality wire and steel 


products that can dramatically improve your 
product or process. 


bef WI M49 


You could find that the 
finest quality about Keystone 
Group SPECIALTY WIRE is its 
dependability. 

Whether you are a jobber or 
end user, you can count on 
Keystone Group specialty wire 
for proven performance due to’ 
exacting temper, size and finish. 
Besides filling custom require- 
ments Keystone Group provides 
a host of specialty wires that 
have become “standards” in the 
industry. 


* MidSTATES Wire, Keystone Steel & Wire, 
and Chicago Steel & Wire 


Keyst 


Keystone Group HIGH 
CARBON WIRE excels at ex- 
ceeding the highest expectations. 
With high carbon wire tailored 
for severe forming, coiling, 
flattening, or rolling, the 
toughest applications are made 
simple with job engineered 
Samson® grade wire. 

Produced under stringent 
controls, Keystone Group offers 
a complete spectrum of high 
carbon wire compositions of 
physical and chemical properties 
to meet your needs. 


one 


_ 
aa 


rec 


Its just one of them. 


Imperial Brand is not just 
another WELDING WIRE. It’s 
the clean, strong, dependable 
welding wire from Keystone 
Group that can help you produce 
X-ray quality welds. 

Imperial’s straight-cut gas 
rods come in bare or bright 
copper finish for gas welding on 
ferrous base and other low 
carbon content metals, low 
alloy and low alloy-resulphurized 
steels. Gas-shielded automatic 
welding wire comes in bright 
copper finish for longer shelf 
life and for smooth feeding 
without flaking. 


You can look to Keystone 
Group for BAR PRODUCTS 
that are hard to find, one-of-a- 
kind, or run-of-the-mill. 

Whatever your bar product 
requirements, Keystone Group 
can fill the bill. From low carbon 
merchant bars to high carbon 
rail steel, to finished products 
for confinement and construc- 
tion, Keystone Group manu- 
factures a bar shape to meet 
your needs. Whether your order 
is for a common shape or one 
that requires custom tooling, 
you can consider Keystone 
Group as the single source for 
bar products that get the 
job done. 


Keystone Group also makes 
FORGING QUALITY STEEL 
for some of the toughest cus- 
tomers in the country. 

Steel with precise chemistry 
and grain structure. With speci- 
fied ductility, machinability and 
hardenability. With uniformity 
from melt to melt, bar to bar. 

In round-cornered squares 
up to 4”, 

Strict quality control 
measures are followed through- 
out the steelmaking process. 
Every heat of steel is monitored 
for quality with advanced 
vacuum spectrometer equipment 
to deliver forging quality steel 
that meets your every 
specification. 


Write or call and we'll be on our way to determining the best Keystone Group wire or 
steel product to meet your requirements for manufacturing or end product performance. 


THE INTEGRATED STEEL AND WIRE FACILITIES OF KEYSTONE CONSOLIDATED INDUSTRIES, INC. 


7000 S W. ADAMS STREET, PEORIA. IL 61641 / (309) 697-7020 
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Brass 


Ball Valves . 


Medium Pressure - 600 P.S.I. 


Double Female 


*402 
*402 
*402 
*402 
402 
402 
402 
402 


54 11 
57 14 
60 18 
63 22 
70 28 
73 35 
82 43 
82 50 


1/8" 
1/4" 
3/8" 
1/2" 
3/4" 


, 
1 1/4 
1 1/2 


“NPT 
NPT 
"NPT 


*These sizes also available 


in a panel mount 


configuration 


No. 401 
Male and Female 


1/8" 
1/4" 
3/8" 
1/2" 
3/4" 

1" 


401 
401 
401 
401 
401 
401 


54 11 
57 14 
60 18 
63 22 
68 28 
73 25 


No. 400 


Double Male 


400 54 11 
400 57 14 


400 
400 
400 
400 


60 18 
63 22 
68 28 
73 35 


Check our prices before you buy 


i Nw 14° o>. 2 PP “oO 


244 Paul Road Rochester New York 14624 
Telephone 716 328-4250 
Telex 97-8496 
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WASHINGTON 


Tax-cut bandwagon 


(continued) 


President Carter wants to delay it 
until Jan. 1. If the economy begins 
to turn around by then and the 
stimulus is on the higher side of 
the $20 billion-40 billion range of 
tax cut proposals being considered, 
the resulting stimulus could stoke 
the fires of inflation. That would 
be about as bad a case of timing as 
the Federal Reserve's use of credit 
controls earlier this year just as 
the economy was headed into a 
nosedive, many economists argue. 

If, on the other hand, the 
recession drags out into 1981, the 
makeup of the tax cuts probably 
will become more crucial. 

If Ronald Reagan’s 10% 
across-the-board cut for individu- 
als carries the day, for instance, it 
will eat most of the tax-cutting 
room and benefit business little— 
at least in fiscal ’81. By decoupling 
a one-year tax cut from his 
original three-year tax reduction 
package, Reagan may have 
undermined chances for giving 


Chrysler’s loan 
guarantee isn't in the 
regular budget now. 


business the long-term assurances 
it needs to take the plunge on 
investment, some business lobby- 
ists here feel. 

In the face of Reagan’s 
challenge, one congressional staff- 
er predicts that the Administra- 
tion will “lie like hell” in its 
economic forecasts upon which the 
Democrat’s tax cut proposals will 
be based. Thus the Administration 
can be expected to forecast a 
milder deficit and blame it mainly 
on recession-induced expenditures. 

In the wild and woolly days of 
election year politics, it will be 
hard for purchasing managers to 
forecast the impact of the fiscal ’81 
budget fight. Congress is slated to 
recess next month to go on the 
campaign trail. If the tax cut 
question gets too hot, the solons 
could (1) come back after election 
and pass a lame duck measure, (2) 
rush to get a tax cut on the record 


before Election Day (which Carter 
would probably veto if it threw the 
budget too deeply into the red), or 
(3) throw the hot potato to the next 
Congress. 

Option 1 might look good to 
the Democrats in Congress if they 
lost the White House to Reagan. 
Option 2 might look good if 
Republicans outmaneuver the 
Democrats and keep the initiative 
on tax cuts. Option 3 looks good to 
the Administration, which would 
rather not have its hands tied until 
the shape of the economy becomes 
clearer. 

Hard to swallow. Regardless 


. of what happens on a tax cut, the 


next Congress will have some 
pretty strong medicine to face in 
controlling government expendi- 
tures and their impact on the 
economy: 

eContinued inflationary pres- 
sure from energy, food, housing, 
and other prices not affected by 
recession. This will keep govern- 
ment handouts tied to rises in the 
Consumer Price Index and will 
force individuals into higher tax 
brackets. 

eThe Social Security system’s 
slow rolling into the red, unless 
Congress allows the big jump in 
payroll taxes scheduled to go into 
effect Jan. 1. 

eThe inevitable revenue loss 
that will be associated with faster 
depreciation writeoffs. Reagan’s 
plan, for instance, would cost the 
Treasury just under $50 billion 
annually by the time 1985 rolls 
around. There would be some 
offset from expected increase in 
economic activity, but not in 
tandem with the revenue losses. 

©The so-called “credit budget” 
outlays of the Federal Govern- 
ment, symbolized by the $1.5- 
billion loan guarantees for Chrys- 
ler. These aren’t counted in the 
regular budget now. Yet they 
represent a volume about one- 
quarter of the regular budget. 

“The unrestrained and unex- 
amined growth of [federal loan 
programs]...is cause for con- 
cern,” says a congressional budget 
office study. “Over the longer run, 
[these programs] may affect the 
structure of the economy in ways 
inconsistent with the efficient use 
of resources and continued growth 
in productive capacity.” a 


PURCHASING LAW 


Good faith _— buyer 
out of ‘requirements’ deal 


Requirements contracts are 
usually geared to a buyer’s needs 
during a specified time period, but 
that doesn’t mean such a contract 
can’t be linked to a single project. 
Then, if the project folds, the buyer 
may be off the hook. 

That’s what happened in a 
Washington, D.C. case, in which a 
company under contract to the 
National Parks Service agreed to 
purchase all its limestone for one 
project from a single supplier. 

The contract identified antici- 
pated needs as “crushed limestone 
of a specified depth to cover 
176,200 square feet.” But contract 
changes between the Parks Service 
and the prime contractor led to the 
elimination of limestone. When 
the prime contractor notified the 
supplier of this and walked away 
from the contract without placing 
any orders, the vendor sued. 

The supplier won in the lower 
court, which ruled that the deal 
wasn’t really a requirements 
contract, because the quantity was 
quite definite. An appeals court 
then ruled in the buyer’s favor. It 


TOR 


YOU SAID YOUD BUY BUTI DONT | 
ALL YOUR COMBS 
AND BRUSHES FROM ME! 


Recent legal decisions 


noted that the buyer had acted in 
good faith. It specifically denied 
the seller’s contention that zero 
demand is always disproportionate 
to a significant stated amount, and 
is hence unreasonable. 

Weaver & Associates, Inc. uv. 
Asphalt Construction, Inc. D.C. 
Circuit Court, Washington, D.C. 


Law gives nod to 
efficient distribution 


More proof that the law 
recognizes the efficiency of 
manufacturer/distributor setups 
comes from a recent U.S. Court of 
Appeals case. The case involved a 
manufacturer of windmills and 
pumps, selling through company- 
owned outlets and independent 
distributors. The distributors were 


appointed to serve specific areas,, 


and were discouraged from selling 
in one another’s territories. 

A disgruntled distributor 
objected to such restrictions, and 
sued. His claim: The manufacturer 
had the burden of showing the 
restraints were reasonable, be- 
cause it possessed substantial 
market power. 

Not SO, said the court. It =e 


NEED THEM 
ANYMORE |! 


the manufacturer’s distribution 
system was reasonable, meeting 
the standards of reasonableness 
laid down in the landmark case of 
Continental T.V. v. GTE Sylvania 
(1977): That is, the distributor 
system ensured maintenance of 
adequate stocks, and promotion of 
sales in assigned areas. 

In addition, there was no 
showing of an alternative means to 
maintain an efficient distributor 
system, nor indication that 
interbrand competition was 
harmed by the policy. 

Crowley v. Braden Industries, Inc. 
U.S. Circuit Court of Appeals. 


Risk of loss stays 
with goods until pick-up 


Sometimes a small “courtesy” 
afforded the other contracting 
party can cause a lot of grief to 
either buyer or seller. A supplier in 
North Dakota found this out when 
he allowed a customer to leave a 
quantity of purchased goods on the 
vendor’s property for a few days. 

During that time, the goods 
were severely damaged. The buyer 
refused to pay, claiming that the 
seller was responsible for risk . 

The supplier sued, but lost his 
case. Since the parties did not 
contractually agree on how risk of 
loss would be allocated, the 
Uniform Commercial Code (ucc) 
applied. Section 2-509(3) states: 

“In any case not within 
subsection (1) or (2), the risk of loss 
passes to the buyer on his receipt of 
the goods if the seller is a 
merchant.” 

The court noted that the 
supplier could have required the 
buyer to accept the risk of loss 
before allowing him the courtesy of 
the delayed pick-up. 

Martin v. Melland’s, Inc. Circuit 
Court of North Dakota. 


TWA Cargo: 


The freight system of tomorrow 
for todays shipping 


Me 


The world’s most advanced freight 
tracking system—TRAC*—uses a 
computer to locate any shipment at 
any point along its journey. But TRAC 
is just one feature of TWA's total 
professional shipping system. We offer 
a complete line of services to fly 
anything from flowers to guided missile 
parts. And with over 730 flights daily 
to 46 cities in the U.S. and 14 more 

cities in Europe and 
the Middle East, we 
fit your every ship- 
ping need. 

We'll fit your 
budget too. Com- 
pare our prices to 

the competition. Our NEXT FLIGHT 
OUT™ PAK, example, is the fastest, most 
economical way to send something less 
than 22 pounds. The “Pak” goes to any 
TWA city in the U.S. for a flat $25. NEXT 
FLIGHT OUT SERVICE is also available 
for small packages up to 50 pounds, and 
costs only slightly more than the “pak.” 


*Subject to flight availability. 


60 cities in the US. and abroad 


If you have larger freight that 


a 


requires special at- 
tention, theres TWA’s 
PRIORITY EXPRESS 
FREIGHT SERVICE. 
We load Priority 
Express Freight first, 
ahead of other freight, on the flight you 
select* So you know exactly when your 
freight departs and arrives—convenient 
for your truck to meet the flight. 

Or, if you prefer, we'll deliver your 
shipment right to your door. Our DOOR 
TO DOOR PICK UP AND DELIVERY 
SERVICE is available for any freight with 
TWA's trucking network throughout the 
major U.S. and European markets. 

And for regular commercial shippers, 
our CONTAINERIZED FREIGHT can cut 


You're going to like us 


Pye. 


"Raley 


needs. 


shipping and handling time, damage, 
and loss, and that means a cut in your 
total shipping costs. A variety of 
container sizes is available, for the 
small and large shipper. And our BULK 
AIR FREIGHT can be less expensive 
than highway shipping, because it 
saves days, not just hours. Reduce your 
inventory and warehouse 
costs. Give excellent 
service to your distant 
customers. 

To learn more 
about these and 
other services, 
just call your 
local TWA Cargo 
sales office, and we'l! 
send you our comprehensive, 
easy-to-use PRICING AND INFOR- 
MATION GUIDE, to help you meet 
your shipping needs. 


TWA CARGO 


UPS expands service 


NINE MIDCONTINENT STATES will be 
added to United Parcel Service’s 
Blue Label Air Service as a result 
of the passage of the Motor Carrier 
Act of 1980. 

Blue Label Air Service is 
similar to but faster than regular 
UPS ground service. It provides 
two—business-day service at rates 
as much as 70% lower than 
overnight package express service 
rates. 

States added are North and 
South Dakota, Nebraska, Colo- 
rado, Kansas, Oklahoma, Arkan- 
sas, Louisiana, and Mississippi. 
Service will also be expanded to 
include all of Texas. Interstate 
Commerce Commission _restric- 
tions had prevented ups from 
serving these areas in the past. 


No rubber stamp 


MEMBERS OF THE ICcc favor the rail 
merger movement as a means to 
strengthen the U‘S. rail network. 
However, recent remarks by 
commission members indicate 
that the cc will not automatically 
approve all rail merger applica- 
tions and it may push for 
“alternate” solutions to the 
declining health of the railroads. 


Rail rates up 


HIGHER RAIL RATES have been 
approved by the Icc. 

There were some exceptions, 
but generally the rates on traffic 
moving within the West were 


Truck tonnage 
(intercity, seasonally adjusted) 


American Trucking Assns. 


Truck tonnage down 
20% so far this year 


Trans) 


ortation 


By Thomas F. Dillon c.p.m. / Senior Editor 


increased 7.6% and rates on traffic 
moving within the South and 
between the South and the West 
were increased 3.8%. 

Rates on traffic moving within 
the East and between the East and 
the West were increased 7.6%. 
Rates on traffic moving between 
the East and the South were 
increased 3.8%. 


Truck hikes approved 


RATE INCREASES filed by the 
Middlewest Motor Freight Bureau, 
the Pacific Inland Tariff Bureau, 
and the Rocky Mountain Tariff 
Bureau were approved by the Icc. 
The Middlewest increase is 5% on 
less-than-truckload shipments and 
any-quantity shipments weighing 
less than 10,000 lbs. 

The PITB increase boosts 
minimum charges and rates on 
shipments weighing less than 
2000 lbs. by 7% and rates on 
shipments weighing 2000 lbs. or 
more by 3%. 

A 5% general increase was 
approved for RMTB carriers. 


Commuter cargo help 


A FREQUENTLY OVERLOOKED trans- 
portation service that has broad- 
ened dramatically with the 
deregulation of air cargo transpor- 
tation is the freight service offered 
by commuter airlines. 

They are now offering a 
brochure outlining cargo services 
available via commuter airlines. 
For a free copy, contact the 


Purchasing’s freight trends 


Rail ton miles 
(Billion revenue ton miles) 


Assn. of American Railroads 


Rail tonnage falis 
3% in first half 


Commuter Airlines Association of 
America, 1101 Connecticut Ave., 
N.W., Washington, D.C. 20036. 


‘Phone: 202-857-1171. 


North Atlantic rate war 


COMPANIES BUYING FROM European 
suppliers can cash in on the ocean 
freight rate war now taking place 
on westbound traffic. Rates are 
20% below what they were at the 
start of the year. 

Members of the Continental 
North Atlantic Freight Confer- 
ence—which includes such compa- 
nies as Sea-Land Service, Trans 
Freight Lines, United States 
Lines, Farrell Lines, Atlantic 
Container Lines, Dart Container- 
line, and Hapag-Lloyd—are now 
permitted by a change in 
conference rules to set rates 
independently. 


Help with hazardous 


ENVIRONMENTAL AND SAFETY De- 
signs, Inc., Memphis, Tenn., is the 
name of a new company set up by 
Wendell M. Knight, formerly head 
of the hazardous materials train- 
ing program at Federal Express. 

Services include programs to 
minimize the risk of hazardous 
material exposure and to insure 
compliance with hazardous mate- 
rials regulations. 

For more information, call 
901-372-7962; or write to Environ- 
mental and Safety Designs, Inc., 
P.O. Box 34207, Memphis, Tenn., 
38134. La) 


Domestic air rgo 
(Million revenue ton miles) 


Air Transport Assn. of America 


Air cargo tonnage off 
5% in first six months 
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aad parts, Ponucal on automatic, high ee. 
speed, modern equipment. ae 
Formed parts are manufactured with virtually 
no waste. They are stronger, due to the 
working of the material. In addition, they have 
excellent dimensional accuracy and high 
surface finish. 
Please allow our engineers to quote on your 
requirements. 
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Titanium mill shapes 


310 
(Dec. ’70 = 100) 


275 


240 


Capacity additions and abat- 


ing aerospace demand will 
stabilize prices in ’80, and 
could bring a 7% drop later. 


Metal office chairs 


“ (1967 = 100) 


220 


Construction weakness plus 
steel discounts should keep 
prices soft until early 81, 
when tags may rise 7-8%. 


Wire cloth 
275 


(1967 — 100) 


Prices are stable. Labor and 
transportation costs are up; 
material costs and import 
pressures have subsided. 


Source: Labor Dept. 
PURCHASING forecasts 


Pricewatch 


Ferrous scrap tags can only go higher 


FERROUS SCRAP: Prices, off 
30% from this time last year, 
continue soft as steel produc- 
tion and foundry output keep 
falling. 

Consumers with available 
cash are purchasing scrap as an 
investment, reasoning that prices 
can only go higher. 

To take advantage of current 
low price tags, some major steel 
industry buyers are changing 
traditional monthly purchase 
patterns and are buying as much 
as one year’s supply of ferrous 
scrap at a time. 

Increased installation of elec- 
tric furnaces, which feed on scrap, 
combined with continued overseas 
demand will soon put upward 
pressure on prices. A 10-15% hike 
by year-end is likely. 


BENZENE: Spot prices have slid 
into the $1.40-1.45/gal range, 
but transactions are almost nil. 

There’s a lot of conjecture on 
the future of benzene prices, and 
one theory sounds as good as any 
other in this kind of economy. Most 
sources say that further price 
erosion is unlikely, since no one is 
buying the aromatic at any price. 
Other analysts, though, note that 
refiners must keep moving all the 
benzene which is spilling out of the 
sluggish gasoline market, with the 
more aggressive oil men selling at 
whatever it takes to keep their 
market share. 

Best bet for buyers: Figure on 
spot prices dropping another 5-8¢ 
by next month, holding into 1981. 


POLYSTYRENE: List prices for 
general purpose resins have 
fallen to 46¢/lb, but will have to 
fall further to better reflect the 
current market situation. 

Some producers are still 
posting a 48¢/lb list, but quantity 
purchases are reportedly being 
made at about 42¢/lb—a 12.5% 
discount. The market has been 
staggered by the one-two punch of 
falling automotive and export 
sales. Competition is fierce. 


Integrated plants are using 
styrene production as a kind of 
sponge to sop up the overflow of 
benzene. Because their feedstock 
costs are rock-bottom, they’re 
happy to discount polystyrene just 
to move it. Nonintegrated produc- 
ers are countering with discounts 
of their own to preserve their share 
of the shrinking market. 

Because of this competitive 
situation, polystyrene prices could 
fall further, even if benzene prices 
level off. 


CONNECTORS: Already up 5-7% 
so far this year, prices could 
rise another 5% unless inflation 
levels out. 

Other raw materials costs are 
also rising, but nothing has 
affected the price of connectors as 
much as the unpredictable cost of 
gold. While a few manufacturers 
discontinued their precious-metal 
adders when gold’s price seemed to 
stabilize, most have held on to 
some form of a surcharge. In some 
cases, companies have switched 
from a gold adder system which 
was calculated at the time of 
connector shipment to an adder 
calculated at time of order. 

High costs for energy, 
petroleum-based plastics and other 
raw materials also are having an 
impact on connector prices. 


ZINC: With demand plummeting 
and production falling as a 
result, look for a leveling off in 
zinc prices over the next several 
months. 

Weakness in the automotive 
die casting market and in 
galvanized steel for construction 
has caused the suspension of a 
Tennessee mine development 
project and cutbacks in output of 
existing facilities as producers 
attempt to trim inventories. 

Shipments are off. For exam- 
ple, 32 million pounds of zinc and 
zinc-alloy castings were shipped in 
a recent month, down from over 47 
million a year earlier, according to 
the Department of Commerce. 
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New, ceramic coated KC910" boosts cutting 
speeds, reduces cycle times to deliver savings 
you can bank on. 


increased productivity is what KC910 is all about. Proven on actual 
jobs in test after test across the country, KC910 has demonstrated 

it can take the heat, to operate at speeds of 600 to 1200 sfm 

— and up — on both steel and cast iron. That means cycle times can 
be reduced to put more pieces on the floor each shift, 

and more profit in your profit picture. 

new ceramic coating and substrate make the 

. difference. Here's why: Unlike the 

ceramic coated inserts you may have 

been using — conventional metal 
cutting grades with a coating 
applied — KC910 has a substrate 
that is entirely new. It was 
developed specifically to provide 
solid metallurgical support for 

Our special aluminum oxide coating. 
This coating, in turn, provides superior wear 
resistance. The coating and substrate combined 
produce an insert that can predictably operate 
at higher cutting speeds — even through interrupted cuts. 
The end result is an insert that can deliver the kind of 

Kc910 — reduced cycle times that spell PRODUCTIVITY for your shop. 
where the savings are. test it yourself— and pull out all the stops. 
Your Kennametal Tooling Professional will be happy to help you 

set up a test. Run KC910 on one of your tough jobs. Run it 

against other coated grades, if you like. Then measure the 

jump in cutting speeds, and lower cycle time per piece. 

You can bank on the difference. 

Contact Kennametal Inc., PO. Box 346, Latrobe, PA 15650. 

Phone 412-537-3311. 
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DIAMOND® CHAIN OFFERS YOU: 


¢ QUALITY REPUTATION 


¢ PROVEN PERFORMANCE 


° SERVICE AND AVAILABILITY 


THE CHAIN OF PROVEN PERFORMANCE! 


DIAMOND CHAIN COMPANY 


402 KENTUCKY AVENUE _ P.O. BOX 7045 
e .. Amsted INDIANAPOLIS, INDIANA 46207 
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MARKET CONDITIONS: 
Pricing is tough 


Capsule. The market is favorable 
for buyers in every respect except 
price. Supplies are good-to- 
abundant; competition among 
resins is fierce, with new 
variations on nylon and thermo- 
plastic polyesters especially noted; 
but pricing is a tough nut. 

Detroit, despite its current 
depressed condition, remains the 
catalyst for the engineering 
plastics market. The lure of the 
large automotive market has 
encouraged resin makers to invest 
heavily in R&D, resulting in the 
appearance of many new resin 
variations. 


Price. At the low end of the scale, 
SAN resins are available at 
55-70¢/lb, and aBs at 75-95¢/lb. If 
price softening occurs this year in 
any engineering plastics, it ought 
to be these two. Sales were off 25% 
in the second quarter. 

Pricing has been character- 
ized as “erratic” for nylon, 
polycarbonate, and thermoplastic 
polyesters (PET/PBT) by plastics 
marketers. Buyers will find large 
variations in pricing depending 
upon quantity and quality. 

For the upper range of 
engineering resins, prices have 
risen steadily, up 20% last year 
and probably up more than 10% 
this year, despite lower demand. 
Tags for modified ppo (GE’s Nory]l), 
pps (Phillips’ Ryton), and polysul- 
fone (Union Carbide’s Udel) have 
been resistant to discounting. 
Quantity purchases can make a 
big difference, here, too. Amoco’s 
Torlon polyamide-imide is consid- 
ered relatively low-priced at 
$5.40/lb, but only in quantities of 
10,000 lbs. or more. In smaller 
quantities, the price cam go as high 
as $8.50/lb. 


Supply. Supplies of all engineer- 
ing plastics should be in balance 
through 1985. The tightness in ABS 
last year has eased due to a 
downturn in demand, and supplies 


will continue to be good, with 
Borg-Warner scheduled to open a 
70,000-ton/yr plant in 1982. Look 
for Monsanto to announce capacity 
increases, and for Mobil and uss 
Chemicals to consider expansions. 

Polycarbonate capacity has 
been expanded at GE and Mobay, 
with uss Chemicals and Dow 
likely to enter the market. 

Nylon capacity has grown ata 
slower rate (6.7% last year) than 
consumption, which was up 11% 
last year over 1978, but no supply 
pinch is foreseen. 


BUYING FACTORS: 


Substitutions 


Competition. While producers 
have held the line on pricing for 
the most part, they’re happy to 
lead buyers to less expensive 
resins as substitutes. Engineering 
plastics producers built their 
market by offering substitutes for 
metals. Now, they offer substitute 
resins as well. Examples to illu- 
strate how buyers can profit from 
looking for alternate materials: 

GE _ has a new thermoplastic 
polyester called Valox 325, which 
it offers as a replacement for a 
thermoset polyester/glass compos- 
ite. The new material has a higher 
dielectric strength, good heat and 
chemical resistance, and costs less. 

Huels Corp., a West German 
firm, has a new high-performance 
grade of nylon 12 that replaces 
nylon 11 in severe-duty hose 
applications and has a pricing 
edge. Du Pont also has a low-priced 
replacement for nylon 11 called 
Zytel ST-811. 

A rubber reinforced SAN, 
called Rovel, made by Uniroyal, 
can replace Pvc-cPvc vinyl con- 
structions in insulating applica- 
tions. The cost is the same, but the 
SAN gives better performance. 

Two resins that compete as 
glass replacements are Du Pont’s 
Lucite (and new Lucite SAR), which 
is an acrylic, and GE’s Lexan, a 
polycarbonate. 

The replacement of metals for 


Engineering plastics 


plastics continues, as well. A new 
polyphenylene sulphide resin, 
Phillips Chemical’s Ryton, is being 
used as a replacement for stainless 
in specialized valve applications. 
Du Pont’s glass-reinforced PET 
resin, Rynite RE, is expected to 
replace steel structural parts in 
automobiles, appliances, and office 
equipment. 


Suppliers. Major ass suppliers 
include Borg-Warner, Dow, Carl 
Gordon Industries, Mobay Chemi- 
cal, Mobil Chemical, Monsanto, 
and uss Chemicals. Dow, Mobay, 
Mobil, and Monsanto also supply 
SAN resins. 

There are 15 major U.S. 
suppliers of nylon, of which Allied 
Chemical, American Hoechst, 
Celanese, Du Pont, and Monsanto 
account for a major share. 

Thermoplastic polyesters 
(PBT/PET) are available in resin 
form from Celanese, Eastman 
Chemical, and Goodyear. Addi- 
tional suppliers: GaF and GE offer 
PBT only; and American Hoechst 
and Rohm and Haas offer PET only. 

Mobay and GE are the only 
U.S. producers of polycarbonate, 
but uss Chemicals and Dow will 
probably join them in the next few 
years. 


ABS accelerates 
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Source: Labor Dept. 


Prices for ABS resins have continued 
upward despite easing demand. 
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PERFORATED MATERIALS... 


VERSUS 
“EXPANDED” METAL 


CHECK IT FOR YOURSELF VY — "gtforated “Expanded 


One piece construction: uf a 
Solid margin around edges, if desired: Lil a 
Virtually unlimited selection of patterns: rv [] 
Solid areas within overall pattern: Ll C] 
Available in materials other than metal: il [] 
Sharp, unsafe edges: i@ Li 
Lower initial user cost (25% or more CJ Li 
Open Area): 

Lower total user fabrication costs: iv @ 
When it’s a choice between “expanded” TE PE nme 
metal or H&K PERFORATED MATERIALS, . WRITE FOR TOUR . 
there’s a big difference between “cheap” 

and “inexpensive”—in both the appear- : y¥ Phi pe . 
ance of the finished application, and your | —=§ wWo.95 ! 
actual cost of achieving a safe, attractive | 14-page PERMIS | 
end use. Prove it to yourself. Next time | ¥ Catalog of : 
you are thinking of using “expanded” | Perforated Metals - 


. available from 
metal, let H&K engineers quote you the warehouse stock . 


total price of perforating to your exact , i 
“final fabrication” specifications. tO ee eee 


ee | THE HARRINGTON & KING 
PERFORATING CO., INC. 


5622 W Fillmore St e Chicago, IL 60644 « (312) 626-1800 
3350 Old Tasso Lane « Cleveland, TN 37311 ¢ (615) 479-8691 
15 Essex Road « Paramus, NJ 07652 © (201) 368-1800 


1 ™ 
| ye = since 1883, the symbol of quality. service and dependability in the perforating industry 
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SEPTEMBER 1980 


29- Oct. 3: National Welding Sup- 

ly Association’s Annu- 

al Meeting, Atlanta, GA 
15-564-3484. 


OCTOBER 

14-16:1980 Products of Industry 
exhibit, Milwaukee Expo- 
sition Convention Center 
and Arena. Sponsor: Mil- 
waukee Association of Pur- 
chasing Management, Inc., 
P.O. Box 340, Milwaukee, 
IT 414-549-3532. 


15-16:1980 Fall Conference, 

Alameda Plaza Hotel, Kan- 
sas City, MO Sponsor: NAPM 
Chemical Group, 11 Park 
Place, New York, NY 10017 
212-267-3677. Contact: B. 
). Martin 816-761-2500. 


15-17:23rd Annual Internation- 
Conference and Tech- 
nical Exhibit Theme: “A 
2w Decade of Professional- 
ism Thru Education.” Bilt- 
nore & Bonaventure Ho- 
tels, Los Angeles, CA 
Sponsor: American Produc- 
tion and Inventory Control 
aciety, Inc., 2600 Virginia 
Ave., N.W. Washington, DC 
20037. Contact: Connie 
Beicher, 202-333-1660. 


19-21:2nd Annual Distributors 

Management Conference, 

Rosemont, IL Sponsor: 

aterial Handling Equip- 

ment Distributors Assn., 
312-945-5397. 


29:International Outlook 
and Forecasting Seminar, 
Los Angeles Bonaventure, 
Los Angeles, CA Sponsor: 
Cahners Publishing Eco- 
nomics Department, 221 
Columbus Ave., Boston, MA 
02116. Contact: Krystyna 
Gruszcynski, 617-536-7780. 
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Pick Up Your Copy. The solution 

to your part 
and supply needs is as close as your local 
NAPA Auto Parts Store. 

Building maintenance products. Tools. 
Production equipment parts and supplies. 
Health and safety products. And, of course, 
the vehicle maintenance items NAPA is 
famous for. 

Plus, if any of these items isn’t already on 
the shelf, NAPA can usually deliver them 
overnight. And that should help any pur- 
chasing agent sleep a little better. 

It would take a book to list the breadth and 
depth of industrial supplies NAPA offers. So 
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It Would Take A Book To Hold All 
Of NA PAs Industrial Parts And Supplies. 
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we put one together. But we won't be fully 
satisfied till it’s sitting on your desk. And 
neither will you. 
Bring this coupon into your NAPA Auto 
Parts Store for a free NAPA Products 


for Industry catalog. 
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Basics for buyers 


By Somerby Dowst, C.P.M. / Managing Editor 


Writing can make the 


most of your message 


Effective use of the written 
word starts with understanding 
the unique advantages and 
disadvantages of this method of 
communication. You often gain a 
lot when you commit your message 
to paper—but there are hazards, 
too. Five benefits: 

1. A written message needn’t 
be immediate nor shot from the 
hip. You can take some time to 
compose your message—perhaps 
going through several rewrites. 

2. You can use the time gained 
to assure that your message is 
complete. With a lengthy oral 
presentation, you might require 
notes to do this anyway. 

3. Pretesting the message may 
be possible. You can gauge its 
impact on a small control group 
prior to general publication. 

4. It’s easy to reduce a written 
message to outline form, high- 
lighting only important points. 
Once you have given someone this 
kind of bare-bones synopsis, you 
can flesh it out orally later. It’s 
more difficult to reverse the 
order—amplifying spoken words 
with written ones. 

5. It’s also easy to reproduce a 
written message and file it for 
future reference. Despite audio 
cassettes and computer terminals, 
there’s no form of communications 
as conveniently packaged as a 
book, a report, or a letter. 

Here are three disadvantages 
to the written message: 

1. A whole generation has 
reached maturity since the advent 
of tv. Scratch a middle manager 
today and you'll probably find 
someone who was goggling at The 
Little Rascals when he should have 
been soaking up Robert Louis 
Stevenson. Result: A wholesale 
decline in reading skills. 

2. Written communications 
can’t be modified by facial 
expressions, gestures, or so-called 


body language. There’s no chance 
for a “When you say that, smile!” 
response. 

3. Because the written word is 
so easily reproduced and filed, it 
may become a matter of record 
when you don’t want it to. 

Here’s an eight-point checklist 
for effective writing, keyed to the 
five benefits and three disadvan- 
tages: 

1. Planning. Start by identi- 
fying the basic purpose of what 
you re going to write. Do you want 
to authenticate something with a 
collection of facts, or motivate 
someone to take action? Who will 
the reader be? What is his 
background? How can you grab his 
interest? 

2. Checking. You don’t have 
to do it on every casual letter, but 
you will want to dot the i’s and 
cross the t’s on messages pertain- 
ing to contract terms or technical 
specs. If your message is a 
response, have you answered all 
questions or provided all facts 
requested? Are there similar 
writings on file that you might use 
as a model? 

3. Testing. If you’re preparing 
a form letter for all vendors, ask a 
selected few for comments on it in 
draft form. On important one-shot 
messages, ask one of your peers to 
look at it. That makes him your 
editor. If you self-edit, be tough. 
Remember that editors represent 
readers, not authors. 

4. Outlining. Use an outline 
for starters, even when the 
finished writing is to be a full 
narrative. And test the outline. 
Check that it’s a logical presenta- 
tion of your ideas. Rewrite the 
outline before you start writing 
the piece, if necessary. 

5. Packaging. That means 
organizing. Get right into what 
you have to say, without a lot of 
blather. If you’re making a 


recommendation, state it at once. 
Ditto a benefit you may be offering 
in return for some action. On long 
reports, consider using a table of 
contents for an overview; an 
appendix for statistics. 

6. Simplifying. Make it easy 
for the reader. Assume he’s busy 
and overworked. Use short words, 
sentences, and paragraphs. Stick 
to active verbs to keep the reader 
awake. Avoid jargon that may be 
unfamiliar to those outside a 
particular industry. 

7. Personalizing. Shoot for a 
conversational style that simu- 
lates a face-to-face meeting. Don’t 
be afraid to split an infinitive or 
end a sentence with a preposition. 
Steer clear of formalities such as 
unnecessary capitals on words like 
“company” or “purchasing,” or 
quote marks around breezy 
expressions. 

8. Repenting. If you look at 
every written message through the 
reader’s eyes before you send it to 
him, you may never have to say 
you're sorry. Sometimes writing 
an irate letter to vendor or 
requisitioner is a form of 
primal-scream therapy. But that 
doesn’t mean you have to mail it. 
Take a cooling-off period. isl 


Editor’s note: Somerby Dowst's 
new book, More Basics for Buyers, 
is now available. Send prepaid order 


to Kim Gorton, PURCHASING 
Magazine, 221 Columbus Ave., 
Boston, MA 02116. Price is $14.95. 
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Many processors of edible oils, syrups and marga- 
rines find Tetko monofilament filter fabrics are im- 
portant aids to obtaining product purity and clarity. 
With micron-rated mesh openings, these fabrics 
can remove particulates at the exact level required. 
That’s their critical function. And there are several 
“fringe benefits’, such as the convenience of or- 
dering filter bags and elements already fabricated 
by Tetko. Also, these fabrics impart no odor or taste 


Fabric stamping operation. Belt fabrication. 


Filter cloth and V-belts. Screen cloth grommeting. 


Filter Fabrics Ald 
Edible Oil Purity 


' 
‘ 


to processed liquids. Another benefit, realized by a 
large food processor, was higher rotary filter ca- 
pacity after conversion to Tetko fabrics. 


Whatever your filtering, sifting, classifying or strain- 
ing application, it’s our job to help. And we’re 
ready, with the industry’s largest selection of syn- 
thetic fabrics and wire cloth, plus a U.S. Fabrication 
Plant to create exactly what you need. 
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Filter leaf cover. 


Wire cloth slitting operation. 


Write for Your Tetko Catalog Now. 


TETKO we 


PRECISION WOVEN SCREENING MEDIA 


420 Saw Mill River Road, Elmsford, New York 10523, Telephone (914) 592-5010, Telex 13-7331 


For more information circle 68 


© 1979 Tetko Inc 


Grinding belts get 
kudo on curves 


WORCESTER, MASS.—These new 
flexible belts do a superior job of 
grinding and finishing contoured 
metal parts that are offhand 
ground over soft contact wheels, 
says Norton. Metalite R227, R282, 
and R225 belts are made with 
P-grade aluminum oxide abrasive 
and are available in grit ranges 
P60 through P400. All feature a 
new Norlok belt joint for extra 
strength and smooth operation. 
Norton Co., 1 New Bond St., 
Worcester, Mass. 01606 
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Energy-saving 
motor from Delco 


DAYTON, OHlO—Delco is the 
latest motor builder to join the 
energy-efficiency bandwagon. The 
GM division recently introduced 
its E? motor line (that’s superscript 
two as in E=mc’). The totally 
enclosed, fan-cooled E* motors are 
available in 4- and 6-pole ratings 
in % hp through 125 hp, which 
should satisfy a wide range of 
applications. GM, Delco Products 
Div., Dayton, Ohio 45401 
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a built-in spacer. 


The big head on insert provides a large bearing surface. It also serves as 


Threaded insert is 
a blind rivet, too 


PARSIPPANY, N.J.—Here’s a rose 
of a fastener from Avdel. If 
anything, this blind threaded 
insert with large flange is 
versatile. Although its primary 
function is to provide captive 
threads in materials too thin to 
support threads, it can also be used 
as a rivet. Moreover, the head of 
the fastener becomes a built-in 
spacer in applications where parts 
must be joined without actually 
touching each other. 

In blind installations, the 
large flange TSN fastener can be set 
in place quickly by one worker, 
from one side of the workpiece, 


using standard tools. Even un- 
skilled workers will be able to 
achieve perfect results, says Avdel. 

Standard large flange inserts 
are available in steel—cadmium or 
zinc plated—in the following 
thread sizes: 4-40, 6-32, 8-32, 
10-24, 10-32, %-20, %e-18, and 
¥%-16, all classified 2B after 
installation (i.e., suitable for most 
general purpose applications). 

Large flange TSN inserts in 
special bodies, head styles, thread 
forms, and materials are also 
available. Avdel Corp., 50 Lacka- 
wanna Ave.,Parsippany, N.J.07054 
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Catalog 79: — 
64-page Big Bearing Design Guide 
The definitive book on big bearings. How, where and 
why to use them. How they work and what they do. 
How to select and specify. Types, sizes and multi- 
load capacities. Lists many models in stock for 
immediate delivery. 

Write Rotek Incorporated, Aurora, Ohio 44202. 
Phone: 216-562-3111, Ext. 123. 


ee 


Diameters to 600" aa 


The big bearing people 
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HAFTS & 


to your specifications 


@ Consistent High Quality ¢On Time Delivery 
e Competitive Prices Sole Source 
Responsibility 


We specialize in splined, ground, 
keywayed, threaded and gundrilled shafts. 
Sizes: 1” to 8” diameter ®Up to 84” long 


Made from bar stock or forgings in carbon, heat 
treated alloy or stainless steel. 


Challenge our capabilities. Write or call today. 


g The U.S. AXLE COMPANY, inc. 


PO Box 496, Industrial Highway, Pottstown, 
Pa. 19464 Phone: (215) 323-3800 


i] We have sales representatives throughout the 
United States and Canada. 
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New literature 


Shock resistant cyanoacrylate is slow curing 


CYANOACRYLATE ADHESIVE boasts very high shock resist- 
ance on metal, plastic, and hard rubber bonds. Slow- 
curing CA-9 is recommended for wire tacking and coil 
terminating uses with the firm’s surface activitator. 3M, 
223-6NE, 3M Center, St. Paul Minn. 55101 
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Compound has high electrical properties 


LIQUID POLYURETHANE casting compound is formulated for 
excapsulating and potting reed switches and other stress 
sensitive electrical components. System 97 resists eviron- 
mental aging, stress, heat, and moisture. NL Chemicals/ 
NL Industries, P.O. Box 700, Hightstown, N.J. 08520 
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Pop-off relief valve keeps the pressure off 


RELIEF VALVE protects against excessive pressure buildup 
in a pneumatic circuit or system. Recommended for small 
compressor tanks and similar equipment, the rvo1 has 
relief capacity of 45 scfm at 100 psig. Parker Hannifin, 601 
S. Wilmott St., Otsego, Mich. 49078 
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Plastic strapper offers economies 


POWER STRAPPER is an economical substitute for manually 
applied string, twine, tape, etc. Model MA straps packages 
from 3" wide x %" high-24” x 24”. The portable unit uses 
Contrax plastic strapping. Signode Corp., 3610 W. Lake 
Ave., Glenview, II]. 60025 
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Versatile duplicators for metal and plastics 


BENCH MODEL duplicators are designed for straight and 
contoured cutting of both sheet metal and plastics. 
Capacities include nibbling and slitting as well as 
template design and reproduction of finished blanks. An 
8%" recessed throat allows for both internal and external 
cutting. Fenway Machine Co., Inc., 1910 North Marshall 
St., Philadelphia, Pa. 19122 
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Lift truck line includes 60 models 


INDUSTRIAL TRUCKS are described in four color-illustrated 
brochures covering over 60 different models. Basic specs are 
provided for pneumatic/gas, diesel, cushion-electric, and 
pneumatic/electric types. Toyota Industrial Trucks, v.s.a., 
Inc., Box 6225, Carson, Calif. 90745 
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Perma-Thread* 

Helically coiled, stainless steel 
wire-wound threads, standard or 
locking. Strong, lightweight, mini- 
mum boss requirements. Bulk or 
strip feed. High speed tools 
available. 


If you've been buying all of your 
inserts from a sole source, you're 
missing the benefits of good old- 
fashioned American competition. 
There's nothing like it to keep the 
three basics in line — quality, 
delivery, price. 

Now, if we were your big, long- 
time sole source for inserts, we 
might not be extolling the virtues of 
competition. But let’s face it, we 
are the competition. 

And here are some very good 
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Highest resistance to torque-out, 
pull-out. Solid, one-piece steel. 
Vertical locking keys prevent 


rotation from torsion or vibration. 


reasons why you should take a look 
our way: 

Quality. We have one of the 
broadest and best lines on the 
market. All Microdot inserts are 
made to exacting tolerances and 
comply with all appropriate Mil 
specs. The line is tops, absolutely 
second to none. 

Delivery. We've enlarged our 
plant, added a customer service 
computer system and havea team of 
outstanding pros on our service 


staff to stay on top of every job 
in our plant. We deliver. 

Price. We're competitive. Very 
competitive. Which means a fair 
market price. However, if you 
haven’t shopped around for inserts 
lately, you can’t really know just 
what that means. 

But that’s very easy to remedy. 

How to start shopping. Call 
(714) 870-6650. And let us do for 
you what competition is supposed 
to do. 


_ Doesn't having 
ust one source scare 


you a little? 


Complete catalog and poster size Insert Selection Guide available on request. 


Y) 
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MICRODOT INSERTS 


A MICRODOT COMPANY 
800 So. State College Bivd./Fullerton, CA 9263) 


rey] IDMLIA ORIG CercnomrTraaperp aA ANNAN 4°" 


Whether it’s Designing 
Your Next Moulding, or 
Building You a Precision 
Metal Fabrication... 


Over 70 years of precision metal 
fabrication and roll form manufac- 
turing gives us the “know-how” 


tion. Our modern equipped plant 
has over 600,000 square feet of 
production facilities. Let us quote 
on your next job. . . write for 
brochure. 


EDanistrom 


Manufacturing Company Incorporated 
443 Buffalo St., Jamestown, N.Y. 14701 
716/487-0111 
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Der 


dirt y word ! 


* The estimated annual loss to the U.S. due to occupational 
dermatitis is around one-quarter of a billion dollars. 


We offer the only Total Skin Care System to help prevent the loss of 
profits due to dermatitis. Comprised of more than 27 proven 
products and dispensers, our system is backed by 50 vears of 
experience and a network of independent, local, stocking dis- 
tributors. Talk with us today. We can analyze each area of your 
plant and provide specific recommendations. 


Your SBS Independent Distributor 
can help... 
@ in more ways than one. 


the 4! SUGAR BEET PRODUCTS COMPANY 
Since 1906 Of industry SAGINAW. MICHIGAN 48605 U S A 
Subsidiary of 
CHEMICAL BY-PRODUCTS LTD. 
THE ANDREW JERGENS COMPANY TORONTO. ONTARIO MOW 224 CANADA O:999 


* Source: Occupational Health and Safety Magazine, 1976 
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We have the ‘Know-How 


that will assure you quality produc- 


ture 


Universal lube for mixed fleet maintenance 


SYNTHETIC LUBRICANT is suitable for gasoline and diesel | 
service. SE-CD is a premium sAE-30 lubricant formulated . 
for better fuel economy, engine performance, and corrosive 
wear resistance. Emey Industries, Inc., Dept. 257, 1300 
Carew Tower, Cincinnati, Ohio 45202 
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Respirable particle control system 


PARTICLE CONTROL system removes respirable dust down to 
0.5 microns and smaller. It provides energy savings by 
returning conditioned air back to the work area. Each 
installation is tailored to particular requirements. Tek- 
span Inc., 4110 Romaine St., Greensboro, N.C. 27407 
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New generation of pilot-operated valves 


PILOT-OPERATED directional valves feature wet armature 
solenoids for freedom from external leakage and longer 
service life. The %” interchangeable DG-8 and DG-H8 
valves replace the firm’s 06 and HO06 units. Sperry 
Vickers, 1401 Crooks Rd., Troy, Mich. 48084 
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Insulating tape guides cover a wide range 


ELECTRICAL INSULATING tape guides cover nine products 
developed for pc board applications and 33 different vinyl, 
glass cloth, polyester film, Kapton film, Teflon, and similar 
types. Borden Chemical, Mystik Tape Div., 1700 Winn- 
etka Ave., Northfield, [1l. 60093 
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Smaller materials handlers are economical 


MINI-HANDLERS designed for more modest materials 
handling requirementS come in gasoline or battery- 
powered 1200-lb. and 1500-lb. capacities. All four models 
use pneumatic tires for smoother ride. Toyota Industrial 
Trucks, 1041 E. 230th St., Box 6225, Carson, Calif. 90745 
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Tough laminates are asbestos-free 


HIGH PRESSURE laminates are asbestos-free and recom- 
mended for use as compressor rings, rotor vanes, thermal 
insulation, etc. Asbestos-replacement materials with- 
stand 350°F for extended periods, 400°F intermittently. 
Spaulding Fibre Co., Inc., 310 Wheeler St., Tonawanda, 
N.Y. 14150 
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We offer this cost-saving 
alternative to machining 
cold-rolled stock... 


~ ...to help you 
build your 
product ren 


Have you been machining an intri- 
cate shape from cold-rolled stock? 
Then a cold-rolled special shape from 
U.S. Steel can very likely reduce both 
your machining cost and your scrap 
cost—if not eliminate them altogether. 

Our cold-rolled special shapes 
come in a wide variety of profiles, odd 
or symmetrical. An existing one may al 
ready approximate the finished shape 
of your product. If not, chances are 
good that we can produce one that 
does. 

How can you find out? That's easy. 

We'll analyze your prints—free—to 
see which approach will be most effi- 
cient and economical: use of one of ot 
standard shapes...or design of special 
rolls to produce a custom shape. (In 
most cases, the added cost of the spe- 
cial rolls is more than offset by your 
lower manufacturing costs.) 

Our special shapes have been a 
boon to fabricators of everything from 
wood chisels to cable hangers...knives 
to bearing races...towel bars to sliding: 
door bolts. 

We supply them in low-carbon, 
high-carbon, alloy and high-strength/ 
low-alloy steels, usually in the same 
range of tempers as cold-rolled strip. 

They're just one of the ways we ve 
found to serve you better. Because we 
want you to feel assured that—with us 
as your supplier—your products are o 
to the best possible start. 
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CUSTOM-MADE 
SPANTEK 
EXPANDED METAL 
BLANKS-TO-SIZE 


Spantek Blanks-to-Size are custom engineered and manu- 
factured for your product. The right size. The right shape. 
All rectangular blanks are produced with safe “bond” 
edges. The cost? No more than stock warehouse sheets. 
Available in all basic expanded metal patterns and many 
custom patterns. Phone or write for details, costs and 


 Spantek 
inc. 


1520 South 5th St., Hopkins, MN 55343 + (612) 935-8431 
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Catalog. 


Rectifier/chargers are more efficient 


STATIONARY BATTERY rectifier/chargers feature controlled 
ferro-resonant regulation for 30-40% more efficiency than 
conventional SCR or mag-amp types. GFF units are 
available with 12V, 24V, 48V, 120V, and 240V dc 
outputs, single, or three-phase inputs. All may be ordered 
as a battery charger or eliminator for utility, telecom- 
mmunication, or industrial battery systems. Gould Inc., 
2050 Cabot Blvd. West, Langhorne, Pa. 19047 
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No-skive hose for high pressure 


HYDRAULIC/PNEUMATIC control hose needs no skiving 
before fitting attachments. Designed for medium- to 
extremely high-pressure requirements, it is ready for 
assembly as soon as it is cut to length. Parker Hannifin 
Corp., 30240 Lakeland Boulevard, Wickliffe, Ohio 44092 
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Repair program designed for dock seals 


DOCK SEAL maintenance program repairs damage from 
high tonnage truck and forklift impact, weather, and 
vandalism. The firm offers a complete inspection and 
recommendation for repairs carrying a one-year warran- 
ty. Weather Shield Corp., 1689 Main St., Buffalo, N.Y. 
14209 
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C-Face mount clutch/brakes 


OIL SHEAR clutch/brakes are now available in NAMA/AGMA 
standard C-Face mounts. Posidyne systems eliminate 
complicated alignment problems and the need for other 
motor supports. Force Control Industries, Inc., 3660 Dixie 
Highway, Fairfield (Hamilton), Ohio 45014 
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Non metallic strapping offers economies 


POLYPROPYLENE STRAPPING is an economical substitute for 
steel and nylon in automatic high speed equipment and 
manual tools. Dura-Strap’s break strengths range from 
145-170 lbs.; splitting/tearing resistance is high. Dynaric, 
Inc., 560 Sylvan, Englewood Cliffs, N.J. 07632 
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Bulk hot melt adhesive stays open longer 


ELASTOMERIC HOT-MELT adhesive bonds immediately or up 
to three minutes after application. Applications range 
from cotton duck canvas to plastics, metals, and neoprene 
rubber. E-3857 is roll-coatable and nontoxic. 3M, 
223-6NE, 3M Center, St. Paul, Minn. 55101 
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DOESN'T GET ALL FIR 


Hydraulic systems in hazardous areas can often spell trouble. But CITGO 
Glycol FR-40 XD hydraulic fluid doesn't pose the fire danger that other 
hydraulic fluids do. Its special water-based, fire resistant formula “snuffs out” 
potentially dangerous ignitions. It carries the approval of Factory Mutual and 
meets U.S»Steel Requirement No. 171. 


Work& well under pressure. 


FR-40 XD is designed especially for extreme pressure and overload ee 
conditions, such as die-casting operations. Laboratory tests have shown « 
it to haa down average ring and vane wear to under 100 mgs* 

ompetitively priced, FR-40 XD has a 20-year track record of meeting the 
standards for lubricity, corrosion protection and overall performance requir 
by today’s high performance hydraulic systems. 


Our base stocks ensure your supply. 
Cities Service is one of the country’s major 
producers of e glycol base stock. And Pe a 

that meangyyo a dependable’source you 3 # 
can count On. 
If you'dike to know more about FR-40 XD. gf fs : 


. 


check with your local Cities Service distributor m. 
or call us at (918) 561-2770. Or write Jim Webe 
at Cities Service Company, First Place, Box 30 


Tulsa, Oklahoma 74102. Ask him about our = *. +i Pe 


Preventive Maintenance Program. too. It's free. 


a 


> tet, 


er aot: 
*ASTM Procedure D 2882-70 requires that tests be run at 3 oe Di. 
equivalent to 150°. overload. >" 


New products 


Safety lock won’t open 
while hook is under tension 


SELF-LOCKING safety hook attaches 
loads securely during lifting. The 
Kuplex hook is made of forged alloy 
steel and uses a stainless steel spring 
for long service life. The spring- 
actuated latch is opened easily by the 
operator as load is attached, but closes 
and locks automatically as the load is 
lifted. Acco Industries Inc., 101 
Oakview Dr., Trumbull, Conn. 06611 
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Leelee) socker screws 


13. Unbrako Shoulder 
Screws 


1 Undrako Hex Key Kits 


nN Pi self-locking fasteners 


nm 


Unbdrako Stainless 


Stee! Socket Screws 
. Set Screws 


Ww 


Unbdrako Flat 
Head > ne 
Screws 

Unbrako Dowe 
Pins Standard 


and pull-out 
types 


6 Unbrako gee 
Pressure Plugs / 
Oryseal and 
Level Seal’ aiso 2 Unbrako Microsize 


Teflon’ coated Socket Screws THE RELIABLE ONES 


= 


"REG TM In Stock, Every Listed Catalog Size, 


Plus 5000 Special Sizes 
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12 Tru-Flex’ all metal prevailing torque 


11 Unbrako Socket 
Head Cap Screws 


10 Unbrako Square Head 


9 Loc-Wei’ 
screws with 
fused on 
locking 
element 


Socket 


te ' 8 Unbrako 
t 
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Socket Screws 


Mini shaft couplings 
stocked for fast delivery 


MINIATURE FLEXIBLE couplings are 
shipped from stock in a bore size of 
0.120”. Specially bored couplings in 
diameters from 0.0903”-0.1255” are 
shipped in one to two weeks. The 
FC-4’s torque rating is 7/05 oz.-in and 
it withstands a parallel offset of 
0.0035” or arc bend of 6.3° for a rated 
life of 100 million cycles. Servometer 
Corp., 501 Little Falls Rd., Cedar 
Grove, N.J. 07009 
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For Packaging 


Wirebounds can solve 
storage problems 


WIREBOUND PALLET boxes offer an 
efficient means for handling and 
storing parts and finished goods. Two 
eight-page booklets describe operating 
procedures for getting the most out of 
existing storage and handling facili- 
ties. Subjects include advantages of 
wirebounds, bulk storage techniques, 
and in-plant handling applications. 
Wirebound Box Manufacturers Assn. 
Inc., 1211 West 22nd St., Oak Brook, 
Ill. 60521 
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_THE PROBLEM SOLVER for P/M Parts to meet 
3 your application needs. 


Orrie Barber, our talented Plant Manager for 
sintered P/M products, has an excellent track record 
as an innovator in solving application problems for 
our Customers. 

His ingenuity in designing special tooling 
frequently results in cost savings. His experience 
covers a broad range of applications . . . enabling us 
to help you make sure the bearing or part as designed 
is proper for its application, as well as economical 
to produce. 

Currently, Orrie has been named as a potential 
candidate for the “Distinguished Service to Powder 
Metallurgy” award to be issued by the Metal Powder 
Industries Federation. Well-deserved recognition! 

We produce Bunting® sintered P/M parts to 
precision tolerances for assembly without machining 
costs. Available in various ferrous and non-ferrous 
alloys in sizes from one ounce to 65 Ibs. Call us 
about your needs. An NL Bearings Sales Engineer 
will be glad to discuss your application with you — 
and bring you the best solution from Orrie Barber, 
the problem-solver! 


NL Bearings/NL Industries, Inc. 
P.O. Box 934, Toledo, OH 43694 
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mm Bearings 


New expanded production | Save with stock sizes 
Bunting Bronze Bars = Bunting Bearings & Bars 


Keep our size list handy! 4 


| poe Hundreds of sizes offered in Bunting Standard Stock Bearings and 
Now you can get Bunting quality bar promptly from local distrib- Bars give you superior quality in ready-to-use form at moderate cost. 
utors. Hundreds of stock sizes, tubular and solid in Bunting 932 hy 
(SAE 660) Bronze Bars and Alloy 954 Aluminum Bronze Bars. C finished cast bronze bearings. 


0 si il-filled P/M bronze bearings. 
Continuous cast up to 105” length for Alloy 932; up to 145” oO phi ‘wi stock. , 
length for Alloy 954. Centrifugally cast up to 27” 0.D. Also custom- 


; C1 aluminum bronze continuous cast bronze bar. 
made sizes and.alloys. Write for new brochure No. 77-A. CO centrifugal and continuous cast bronze bar. 


NL Bearings/NL In ies, Inc., P.O. Box 934, Toledo, OH 43694. Call your local distributor or write for catalog. 
: ida i NL Bearings/NL Industries, Inc., P.O. Box 934, Toledo, OH 43694. 


imu Bearings i iin Bearings 
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New products 
Neoprene mini V-belts 
outlast urethane types 


MINI V-BELTs are designed for compact, 
low hp drive requirements. UFL belts 
are made of neoprene, metric-sized and ates emt 
available in almost any length and i 

width. Form-ground construction ee 
permits higher operating temperature | 
ranges and higher shock loading 
resistance compared with urethane 
belts. Dayco Corp., 333 W. First Ave., 
Dayton, Ohio 45402 


Regulators 
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Large-port fitters, 
regulators and lubricators 


5 | 
DON T GAMBLE INDUSTRIAL FILTERS, regulators, and 
WITH LOW CC ARBON lubricators are available in large 
(1%"-1%" prr) port sizes. Catalog FRL-4 
WASHERS IN YOUR provides ful! technical specs, dimen- 
si <a sional data, and descriptions of 
HIGH STRENGTH + ry replacement parts. Filters have one-qt. 
FASTENER ) ai -. W7 ee and lubricators offer a choice of 
ha we -0z., two-qt. or two-gallon bowls. 
ASSEMBLIES C7. ~-&- Scovill Manufacturing Co., Schrader 
va “Oey Bellows Div., 200 West Exchange St., 
Akron, Ohio 44309 
To provide industry with its introduces its new 
first washer product MIL-CARB® high-strength For your copy circle 173 
specifically identified for hardened washers in U.S. 


positive compatibility with Standard and S.A.E. sizes 
high-strength bolts and nuts _‘ from 1/4” through 1-1/2” 
. Wrought Washer bolt sizes. 


TO IDENTIFY WITH COMPLETE INTEGRITY... 


high-strength round washers are 
“Double-Identified” with Wrought 
Washer's distinctive and patented 
nubs on the washer O.D., allowing —— 
a visual check even after 
assembly ... Plus a permanent Office copier is 
mark stamped on the surface. a quick study 

PLAIN PAPER copier delivers 15 copies 

per minute from originals up to 11” x 
Ey". Automatic cassette paper feed 
allows a wide choice of copy sizes. The 


WRITE OR CALL FOR CATALOG & PRICES DC-161 has an automatic toner control 


for accurate reproduction of blacks, 
whites, halftones, and fine lines. 
Stationary top allows easy copying of 
thick bound and oversize materials. 
Mita Copystar America, Inc., P.O. Box 
fay 1149, 158 River Rd., Clifton, Nw. 
2100 SOUTH BAY STREET « MILWAUKEE, WISCONSIN 53207 2 07014 


PHONE (414)744-0771 « TWX 910-262-3101 | 
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Used to be, there was one great 
big problem with buying “M Series” 
connectors. There was only one 
supplier. 

But now there's a second source 
with first-line quality. The Cannon® sone 
CM Series rack and panel con- 
nectors. Completely intermateable 
and interchangeable with the "M par a bly ee 
Series: From sockets to pins to 
housings to accessories. And 
they're in stock ready for delivery 
Le : right now. 
oe | | SO let us be your second source. 
For the CM Series catalog call your 
nearest Cannon sales office or 
contact ITT Cannon Electric, a 
Division of International Telephone 
and Telegraph Corporation, 666 E. 
Dyer Road, Santa Ana, California 
92702. For fast relief call (714) 
90/-4700, Ext. 2633. 
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Digitized 6 gOANNON with Cannon. 
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cut your costs... 


CAST —_ = 


e Use Precision Shell Process Rather ThanInvestment! 


BRIGHT ACID copper plating process is designed for high 
* Cast In Detail Rather Than Machining Later! speed plating. Deca-Lume yields brilliant, highly leveled 
deposits at current densities as much as 25% higher than 
earlier processes without burning. M&T Chemicals Inc., 
Rahway, N.J. 07065 


e Cast Rather Than Fabricate! 
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Investment casting capabilities detailed 


INVESTMENT CASTING services are outlined in a new 
brochure. Equipment includes semiautomatic wax injec- 
tion machines, steam autoclaves, air melt casing, and 
preheat ovens. In-house drilling and tapping are included. 
Fansteel, 810 Lawrence, Dr., Newbury Park, Calif. 91320 
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Tool steel service saves money 


TOOL STEEL service provides a pre-machined product free of 
any decarburization, scale, and surface defects. As 
minimal machining is required, user can buy sizes closer 
to final part dimensions and pocket the savings. Crucible 
Specialty Metals, Box 977, Syracuse, N.Y. 13201 
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... with Aluminum Match Plate’s precision shell 


molding techniques, which can reduce machining costs 


while improving surface finish and overall quality to an ni ti 

amazing degree thus lowering your end product costs. Copper nickel-tin alloy debuts 

This sophisticated yet highly economical process can SPINODAL ALLOY 770 is designed for high performance 
produce close-tolerance castings which greatly reduce, connector applications. The 77% copper, 15% nickel, 8% 
or often eliminate, subsequent machining or finishing tin alloy boasts greater fatigue strength and corrosion 
operations. resistance than beryllium copper alloys. Handy & 


Project Search assists Aluminum Match Plate customers Harman, 850 Third Ave., New York, N.Y. 10022 

with the design and engineering of parts in order to ae 
realize maximum savings of this type. And costs can be For more information circle 178 
cut even more dramatically if precision shell molded 

castings are used to replace formerly fabricated parts, SS 

and/or lost wax investment type. 


Aluminum Match Plate’s modern facility is equipped to Snagging grinder can’t overspeed 


produce shell castings from an enormous variety of ; 
aluminum or copper base alloys, and to Military Specs. FOUNDRY GRINDERS in over 75 styles and models are 


Permanent mold and sand casting are also available presented in 12-page brochure SM-80. Featured is a 
where conditions dictate. g heavy-duty variable speed snagging grinder designed to 


’ eliminate overspeeding. U.S. Electrical Tool Co., 5928 
These and other advantages of Aluminum Match Plate’s SB eest ; 
precision shell molding techniques are fully described Hamilton-Cleves Rd., Miamitown, Ohio 45041 


and illustrated in a new 8-page brochure available for For more information circle 179 
the asking. Write. Or for even faster service, phone! 


ALUMINUM MATCH PLATE CORPORATION | “°'@IN9 Tod handles difficult assignments 


ARC WELDING electrode joins dissimilar metals and 


Subsidiary of Frontier Bronze Corporation hard-to-weld steels. It is recommended for repairing 

P. O. Box 206 — 1500 Military Road cracked crusher rolls, surfacing valve seats, and similar 

Kenmore, New York 14217 tough applications. Nassau Research Corp., P.O. Box 175, 
716/873-7054 1471 Jersey Ave., North Brunswick, N.J. 08902 
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e’d like to show you 


ow to meet the new 
sarmonized Standards 
d take the red tape 
t of exporting” 


erold Siegler, President 


If you are exporting a product anywhere in the world 
that must be plugged into an outlet, it could cost you 
time, money, sales and embarrassment if the power 
cord fails to meet that country’s “standard.” You can 
not afford to be wrong. 


The solution is amazingly simple. One phone call to 
J. PHILLIP INDUSTRIES will solve your dilemma, im- 
mediately, whether your destination is America, Europe, 
Australia or other countries. We have the right answer 
and the right connection for you. 


Chances are the approved domestic or foreign power 
cord you need is in our stock and available for imme- 
diate delivery. J. PHILLIP INDUSTRIES, the prime 
source for power cords for anywhere in the world, 
wants you to remember-no order is too small. Call 
us today. WE SPEAK YOUR LANGUAGE 


J “Phillip Industries, Inc. 


= 5709 Northwest Highway 
Chicago, Illinois 60646 
312/631-8480 TWX 910-221-5273 


WE DELIVER CORDS WHEN YOU NEED THEM 


Let our Cord &xpertS 
Solve your Export Drobicm 


5715 


Our Cords Meet The New Harmonized Standards Of The World 
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Number 3 In A Series 


LOOKING FOR STRONG, COST EFFICIENT, 
LIGHTWEIGHT MAGNESIUM DIE CASTINGS? 


Halo Lighting Division, McGraw Edison Co. wanted to reduce the 
weight of their Euro Vienti Maxi™ and Midi series lampholders— 
newest additions to the Halo Power Trac® line. Halo required 
lighter components which would maintain structural rigidity, and 
which could be produced to precise tolerances. 


Chicago White Metal Casting, Inc., responded to these require- 
ments providing Halo with exactly what they wanted: a strong, 
lightweight, magnesium die casting, at a competitive cost. 


WHY MAGNESIUM? 

This material proved to be the logical choice for it is the lightest 
of all structural metals, with comparable mechanical properties 
of aluminum and a proven weight advantage. Magnesium die 
casting alloys display exceptional dimensional stability with high 
elastic energy absorption characteristics providing exceptional 


CHICAGO WHITE METAL 
CASTING, INC. <>. 


See our Bulletin in the 1981 Thomas Register 


impact strength and dent resistance. High thermal conductivity 
permits rapid heat dissipation, especially important where prod- 
uct applications generate high temperature. And magnesium, 
even in the ‘“‘as cast state’, provides corrosion resistance com- 
parable to that of mild steels—IN TOTAL, A COST EFFICIENT 
METAL. 

For magnesium, aluminum and “thin-wall’” zinc die casting, 
Chicago White Metal Casting, Inc., is recognized as an industry 
leader. Our skilled engineers can assist you in designing strong, 
cost-efficient die castings for your applications. Along with sec- 
ondary machining and finishing capabilities, you can be assured 
of total single source service. 

OUR CONCEPT—TOTAL SERVICE TO THE CUSTOMER 

For the complete Chicago White Metal story, call, or write for a 


copy of our new brochure. 
aN 
| 
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RT. NO. 83 and FAIRWAY DRIVE BENSENVILLE, ILLINOIS 60106 PHONE 312/595-4424 (ane 
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Lightweight: % weight of 
aluminum, “% weight of zinc 
... Simply stated, magnes- 
ium’s weight advantage 
produces more die cast- 
ings from an equal weight 
of metal. 


Wall thickness: Chicago 
White Metal’s use of the hot 
chamber die casting process 
will result in lower porosity 
and thinner wall design; 
castings displayed, .045 
wall thickness. 


High thermal conductivity: 
provides for rapid heat 
dissipation. 


Finishes: Magnesium 
components take an ex- 
cellent paint finish as 

well as a variety of ways 

to protect against corrosion, 
improve wear and abrasion 
resistance. 


Machinability: Magnesium 
has long been recognized 
as the easiest of all struc- 
tural metals to machine and 
is the “standard” of the 
cutting tool industry. 


Production/die life: Molten 
magnesium does not react 
with die steels, providing 
longer die life and increased 
productivity. Because of low 
erosion, 2 to 3 times the die 
life is realized when using 
magnesium die cast alloy 
rather than-aluminum. 


Solder mask won’t 
stain or blush 


UV-CURABLE SOLDER MASK for fabricat- 
ing pc-boards cures to a tough adhesive 
film. pcM-100 is a_single-package 
screenable ink that is compatible with 
all types of high-resolution screen 
printing equipment. It resists fluxes 
and solvents without staining or 
blushing and may be easily machined 
or repaired. 3M, Dept. EP80-9, P.O. 
Box 33600, St. Paul, Minn. 55133 
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CALL DELIA FOR 
906. 


AIR FREIGHT TO 10,000 
COMMUNITIES ACROSS THE U.S.A. 


See that Delta map below? You can ship just about anything, big or small, 
between any Delta cities shown. That covers over 10,000 communities in the 
USA. You can ship door to door. Or airport to airport. And because Delta has 
1500 take-offs daily, Delta can frequently give your shipment same-day 
delivery. For full details, call your local Delta air cargo office. e 
Delta is ready when you are’ er 


_ 


ries A DELTA 


SYSTEM ROUTE MAP 


Full line of spherical 
roller bearings available 
SPHERICAL ROLLER bearings are offered 
in cylindrical bore sizes from 20mm to 
240mm. Many sizes are available with 
tapered bore, circumferential groove, 
and lubrication holes in the outer ring. 
Features include brass and/or steel 
cages and an integral center flange for 
positive roller guidance. RHP Bearings, 
Inc., 200 Clearbrook Rd., Elmsford, 
N.Y. 10523 
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Fasteners roll formed 
in larger diameters 


COLD FORMING capabilities of special 
precision components and threaded 
fasteners range up to 1%” diameter 
and 14” long. Taptite thread-forming 
fasteners can be made in diameters to 
1”. Strux clinch studs, designed to 
eliminate assembly problems associat- 
ed with weld studs and swage bolts, 
are available in %” diameter. Textron 
Inc., Camcar Div., 600 Eighteenth 
Ave., Rockford, Ill. 61101 
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Thrust ball bearings 
in wide range of sizes 


THRUST BALL bearings are offered in 
bore sizes from 10mm-530mm and a 
choice of pressed steel or machined 
cages. Separable design permits 
housing and shaft raceways to be 
mounted independently. The bearings 
come in 13 different series, depending 
on load ratings, seating arrangements, 
and single or double-direction designs. 
sKF Industries, Inc., 1100 First Ave., 
King of Prussia, Pa. 19406 
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Steel-backed self-lube 
bearings are rugged 


SELF-LUBRICATING bearings handle 
loads to 100,000 psi/fpm and compres- | 
sive strength of 44,000 psi. DU 
steel-backed bearings handle speeds to 
1000 sfpm without lubrication or 2000 
sfpm with lubrication. They operate 
effectively in a temperature range of 
—328-536°F. Their prre-lead reser- 
voirs and overlays provide a continu- 
ously self-restoring low friction 
' bearing surface. Garlock Bearings ' 
| Inc., 700 Mid Atlantic Parkway, : 
Thorofare, N.J. 08086 . 
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Since 1912, Waukesha Foundry has been an industry leader 
in the formulation and production of a full line of commer- 
cial and superior quality castings in corrosion-resistant 
ferrous and non-ferrous alloys. . . including stainless steels 
and non-galling metals. 


SERVICE 


From engineering consultation to finished castings, 
Waukesha is responsive to customer requirements for 
prompt deliveries and service. 


FACILITY 


A skilled work force of 500 in fully-equipped facilities featur- 
ing all modern casting processes are available to meet your 
exacting needs. 


cya, | PEOPLE 


DIE-CUT FOAM is coated on both sides Trained and experienced sales and technical personnel 


with pressure-sensitive adhesives for a | 
ae’ range of holding, joining, throughout the nation are ready to help you with your next 
casting problem. 


| 
laminating and cushioning applica- | 
tions. Bradyfoam can be die-cut to SEND OR CALL FOR INFORMATION 
| 


almost any size and shape, in 2”, “eo”, 
and %” thicknesses. It eliminates the 
need for chemical fasteners, messy 
contact cements, drying time, and 
thermosetting. W. H. Brady Co., 2221 | 
W. Camden Rd., P.O. Box 1231, : 
Milwaukee, Wis. 53201 
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ABEX CORPORATION 
1300 Lincoln Ave. e Waukesha, WI 53186 414/542-0741 


| 
| 
| 
7 
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Universal tapping spindles 
are accurate performers 


TAPPING SPINDLES with Morse or Jacobs 
taper mounts adapt to all types of 
machines with reversing motors, 
including N/C equipment with tapping 
cycles. The small diameter tools have a 
short, fixed stroke to control thread 
depth with high accuracy. Capacities 
up to 1%” are available. Tapmatic 
Corp., 1851 Kettering St., Irvine, 
Calif. 92714 
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Economical rough-milling 
cutters are introduced 


| 

| 
MILLING CUTTERS feature three index- | 
able carbide inserts in negative ;: 
radial/axial rakes. The 2” diameter 
Econo-Mizer has an integral 1%” 
shank and a %” integral shank model | 
is available for use on machines under | 
10 hp. The 5” diameter shell mill uses a 
“K” mounting and features five 
indexable carbide inserts in negative 
radial/axial rakes. Valeron Corp., 
31100 Stephenson Highway, Madison |}, 
Heights, Mich. 48071 | 
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Miniature & Instrument Ball Bearings... 


NMB offers a broad variety of 
precision bearings, from standards to 


sa7 PBlIBCHAS'MGE 


sophisticated specials — each designed 
and manufactured to meet exact 
specifications and assure the highest 
level of performance. 


So whether it’s standards or 
specials, small quantities or production 
in the thousands, NMB is the best 
guarantee of meeting all precise bearing 
requirements. 

Send for our wD 
Short Form 
Catalog. 


D NMB Corporation 


9730 Independence Avenue, Chatsworth, CA 91311 
Telephone: (213) 341-0820 ¢ TWX: 910-494-1232 
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Tungsten carbide drill 
line is extensive 


SOLID TUNGSTEN carbide drills come in 
four standard series and 323 sizes for 
precision metalworking. Series 300 
straight flute drills are for hard and 
abrasive materials. Series 305 gp twist 
drills are for nonferrous materials. 
Series 310 spade drills are for shallow 
holes or spot drilling case hardened 
surfaces. Bay State Carbide Drill 
Corp., 126 Merrimac St., Newbury- 
port, Mass. 01950 
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New products 


Pushbuttons easy to sub 
for snap-in rocker types 


PUSHBUTTON SWITCHES are compatible 
with standard snap-in rocker mount- 
ing holes. This allows use on panels 
originally designed for rocker switch 
mountings without costly retolling. 
The pushbuttons are recommended for 
use on major appliances, computers, 
motor vehicles, test equipment, etc. 
They are available with ac and ac/dc 
current ratings to 20 amps. Eaton 
Corp., 4201 N. 27th St., Milwaukee, 
Wis. 53216 
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Prototype molds cut 
part evaluation costs 


TEMPORARY MOLDS permit economical 
testing of plastic materials and 
finished gearing parts designs. 
Temp-Molds are priced according to 
specs and have ranged as low as 
$500-1000. They are made for molding 
nylon, acetal, polycarbonate, pheno- 
lics, and other materials. Turnaround 
typically is six-eight weeks. Gear 
Motions, Inc., 415 Boston Turnpike, 
Shrewsbury, Mass. 01545 
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of experience to work designing and 


Custom Molded 


GEARS 
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Many designers find it advantageous to call upon WINZELER to produce 
gears and related parts from tooling made to their specific needs. WINZELER 
has the knowledge, expertise, and capability to solve difficult gear train 
design problems. Using the latest reciprocating screw molding presses 
equipped with a unique control to achieve constant, uniform part size... 
coupled with modern inspection equipment . . . and rendering unsurpassed 
service and quality workmanship ... WINZELER offers you custom molded 
gears and parts that are just right for your product. If you have a gear 
problem, put WINZELER’S 30 years 


— 


" 


en. 


Send for 
Free Catalog 


inzeler 


Manufacturing & Tool Company 
7355 W. Wilson Ave. « Chicago, Ill. 60656 
Area Code 312/867-7971 
‘Precision Made Stamped and Molded Gears” 


producing gears for you. 
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You would expect the nation’s No.1 
contract producer of centrifugally 
cast products to offer you highly 
developed technical skills, 
thoroughly modern machining, 
computerized quality control. 

We are and we do. Plus, the 
broadest alloy selection HM bronze 
@ stainless steel Misuper alloys. 


The Strongest Force in Centrifugals. 


WAUKESHA, WISCONSIN 53187 414/544-7755 
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Brillion’s unique “in-the-making” quality 


control program monitors quality from raw 
materials through all phases of the foundry 


process—your assurance of consistent relia- 
bility in castings. This commitment is built on: 


e Flexible core capability. 
e Complete metallurgical and lab facilities at each plant. 


e Cost reduction review as an integral part of our quotations. 


e Casting design and pattern engineering assistance. 
e Plus a fleet of 50 semi-trucks for prompt delivery. 


...in GRAY IRON castings 


e Mold Blower—330 MPH —18 x 18 flask 
e Matchmaster— 240 MPH—24 x 24 flask 
e Unit 266—70 MPH—34 x 37 flask 

e Unit 722—100 MPH—30 x 34 flask 

e Shell Mold—3400 MPD—16 x 20 plate 
e |jron Grades—G 3000 to G 4000 

e Casting Weight Range—5 # to 250 # 

e Melting— Five 9 ton and one 15 ton 


induction furnaces w/preheaters 
e Capacity —700 tons per day 


Cup-style tool grinders 
boast high removal rates 


GRINDING WHEELS are said to more 
than double normal material removal 
rates. AGB diamond wheels for carbide 
steels and BsG wheels for tool steels 
come in grit sizes from 60-400 mesh. 
The cup-style wheels also feature 
reduced spindle power requirements. 
Exclusive resinoid bonds boost heat 
dissipation and wheel corrosion at 
high in-feed rates. Elgin Diamond 
Products Co., 366 Bluff City Blvd., 
Elgin, Ill. 60120 
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...in DUCTILE IRON castings 


* New Modern Facility of over 98.200 sq. ft. 

* Vold Blower—330 MPH —18 x 18 flask 

* Matchmaster— 200 MPH — 24 x 24 flask 

* Ductile Grades 60-40-18, 65-45-12, 80-55-06, 
80-60-03, 100-70-03 

* Casting Weight Range—5 # to 150 # 

« Melting—Three 23 ton furnaces w/preheaters 

* Capacity—300 tons per day 


Bulletin 275 gives you the complete Brillion story. 
Write for your free copy. Or ask a casting specialist listed here. 
BRILLION IRON WORKS, Dept F-490,_ Brillion, WI 54110. (414) 756-2121 


NEW YORK CITY &LONGISLAND SOUTHWESTERN NEW YORK, 


KANSAS, MISSOURI & 


Art Specialty Corp. 
P.O. Box 303 

Floral Park, N.Y. 11001 
Ph. (212) 343-6228 


NEW YORK—(except Chautauqua 
and Cattaraugus counties) 

Casting Techniques Corp. 

9 Arrowhead Way, South 

Fairport (Rochester), N.Y. 14450 

Ph. (716) 223-4125 


Casting Techniques Corp. 
Bayberry Office Bidg. 

Liverpool (Syracuse), N.Y. 13088 
Ph. (315) 652-8500 


EASTERN PENNSYLVANIA, 
NEW JERSEY & MARYLAND 

The Castings Co., Inc. 

P.O. Box 27064 

Philadelphia, Pa. 19118 

Ph. (215) 233-2724 and 247-2272 


(Chautauqua and Cattaraugus 
counties), WESTERN 
PENNSYLVANIA & 
EASTERN OHIO 

Sesco, Inc. 

1545 W. 38th Street 

P.O. Box 3516 

Erie, Pa. 16508 

Ph. (814) 866-2856 and 866-5975 


MINNESOTA, NORTH & 
SOUTH DAKOTA 


Larson-Bossert & Associates, Inc. 


4124 Quebec Ave., North 
Minneapolis, Minn. 55427 
Ph. (612) 533-6622 


TEXAS, OKLAHOMA 
ARKANSAS & LOUISIANA 

Russell H. Norman 

Manco Metals, Inc. 

4000 North Freeway 

Suite #103 

Houston, Texas 77022 

Ph. (713) 691-0851 and 691-0852 


BRILLION IRON WORKS 


A DIVISION OF BEATRICE FOODS CO. 


SOUTHERN ILLINOIS 
Frank May Co.., Inc. 
699 Rue St. Francois 
Florissant (St. Louis), Mo. 63031 
Ph. (314) 921-4300 


MISSISSIPPI, TENNESSEE, 


ALABAMA, GEORGIA & FLORIDA 


THM Company 

584 Shades Crest Road 
Birmingham, Alabama 35226 
Ph. (205) 823-1565 
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A-C welder offers 


stepless current control 


AC TRANSFORMER welding machine 
features stepless current control, easy 
arc starting. The 500-amp Bumblebee 
II has a maximum open circuit voltage 
of 75 volts ac for superior arc starting 
and arc stability for most a-c 
electrodes. Its design provides dead- 
front protection against accidental 
output shorting from its front 
panel-mounted insulated weld output 
receptacles. Airco Welding, 575 Moun- 
tain Ave., Murray Hill, N.J. 07974 
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i JAM-PACKED WITH PRACTICAL INFORMATION 


FOR PURCHASING MANAGERS AT ALL LEVELS 


The companion text to 
the popular BASICS FOR BUYERS 


by Somerby R. Dowst, C.P.M. 
Managing Editor, Purchasing Magazine 


TABLES 
showing pros 
and.cons of TABLE OF CONTENTS 
various con- pases 
tracting plans, Ore ne ae 
ant ee Bo real- reales and Negotiations 
life tradeoffs. doo : 
. on” Vendor Relationships 
Part Three 
In-House Relationships 
Part Four 
ACTUAL The Buyer and Value Analysis 
DATA SAMPLE Part Five 
gathered by BOOKLETS Training and Development 
SAMPLE g 
Purchasing FORMS used by real compa- Part Six 
Magazine, give the nies to welcome Purchasing By Objectives 
covering mat- suppliers and 
ters such as accep- reader ideas explain their 


on systems to 
adopt for per- 
sonal use. 


tance of perform- 
ance-measurement 


unique Oppor- 


standards within the buying firm. NO RISK OFFER! 


purchasing. 


b 
f 
g 
Not a revision, but rather an accompanying volume to BASICS i 
FOR BUYERS, Dowst's 1971 smash which has gone through 8 | 
printings since publication! This book, like his first, offers readersa fj 
store of solid information on how to get the best value from every i 
purchase they make for their company. i 
But MORE BASICS FOR BUYERS also considers the buyer's job in 
view of the turbulent economic events of recent years: the com- lt 
bined effects of the oil embargo, a period of double-digit inflation i 
followed by recession, and our recent energy shortage, which have §j 
thrust the purchaser's job into the limelight, causing itto become Jj 


more specialized — but at the same time opening up new a City, State, Zip 


opportunities. A: 

While BASICS FOR BUYERS emphasized systems within purchas- & %9"tre 
ing, MORE BASICS FOR BUYERS concentrates on the analytical 
nature of purchasing in today’s world, and also provides systems 
for handling that very precise task. 


1979/261 pages/hardbound/$14.95 


——— = 


Company 


Please send me ______ copy(ies) of MORE 
BASICS FOR BUYERS (1815822) at $14.95 each. 
| have enclosed payment. | understand that if | am 
not satisfied, | may return the book(s) within 15 days 
and receive a full refund. 


Make check payable to Purchasing Magazine. 
Attention Kim Gorton 


(Your signature required for processing of order.) 


Canadian and foreign orders must be prepaid in U.S. dollars. 


Purchasing Magazine 
221 Columbus Ave., Boston, MA 02116 
ee veal (ae 


oe fed. a ee 
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MADE- 
TO-SPEC 
FRICTION 

PARTS... 
DELIVERED 
ON TIME. 


Porter people welcome every 
opportunity to work with your peo- 
ple. Together, we can eliminate 
time-consuming false starts. We're 
experienced producers of precision 
friction parts and that is your advan- 
tage. For information, write 
Thermoid Division, H.K. Porter 
Company, Inc., Porter Building, 
Pittsburgh, PA 15219. 
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Compact wooden container 
offers shipping economies 

CUBICAL CONTAINER said to be an 
economical substitute for steel and 


fibre 55-gallon drums carries DOT 
certification for transport of many 


hazardous substances. The compact 


container consists of a wood frame and 
covering which supports a liner, if 
required. The firm offers free 
consultation and design services and 
can engineer designs for virtually any 
product. American Box Co., P.O. Box 


179, Fernwood, Miss. 39635 
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Electro-hydraulic lifts 
aid fork lift maintenance 


FORK LIFT maintenance chores are 


easier and speedier with electric- 


hydraulic Lift-A-Lifts. Available in 
capacities from 15,000-30,000 lbs., the 
lifts feature continuous fully automa- 
tic safety lock systems with vertical 
travel of 0-72”. Options include 
platforms for three-wheel trucks and 
an electric motor-transmission jack 


- device. Tilt-Or-Lift, Inc., 451 North 
_ Waldran, Memphis, Tenn. 38105 
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Black pan 
assemblies attractive 
CAPTIVE PANEL screw assemblies 


feature attractive black organic finish. 
Available in 4-40, 6-32, 8-32, 10-24, 
and %-20 thread sizes, the stainless 
steel retractable assemblies can be 
quickly flared into a hole in a door or 
panel. Type 51 self-captivating and 
Type 53 spring-ejected styles offer a 
choice of slotted or plain heads. 
Southco, Inc., Brinton Lake Rd., 
Concordville, Pa. 19331 
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Transmission redesigned 
for power lift trucks 
manual ran lift trucks feature 


manual transmissions redesigned for 
smooth shifting and reduced shock 
loading on gear teeth. Gearing 
between forward and reverse on the 
2000 - 6000 lb. capacity trucks has 
been changed to constant mesh from 
sliding mesh. Toyota Industrial 
Trucks, u.s.A., Inc., 1041 East 230th 
St., Box 6225, Carson, Calif. 90745 
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Because you 


_ It's no accident that Norgren is the leading name in pneumatic 
filters, regulators and lubricators. 


Norgren FRL's are specified more often than others because 
they continue to provide the benefits you need. Some examples: 


Filters. Over 98% of the entrained water in your compressed 
air system is removed by a uniquely designed louver section. 
Depth filtration is provided by our rugged sintered bronze element 
which will not collapse, and can be cleaned to extend its useful life. 


Regulators. The complete Norgren line lets you select the 
right regulator to fit your application. Precision control, high 
flow, feedback. panel mount...tell us what you need, we have tt. 


Lubricators. Select multi-service Micro-Fog or high-density 
Oil-Fog lubricators to meet your exact need. Both have auto- 
matic sensors to assure the proper ratio of oil to air. Ease of 
adjustment and simplified locking features allow precise 
control of lubrication. 


Specify with confidence. 
Specify Norgren. 


WORLD WIDE SALES AND SERVICE 


NORGREN 


C.A.Norgren Co., 5400 S. Delaware 
Littleton, Colorado 80120 
303/794-2611 


How the 
Titchener 
Difference 
helps produce 


lower costs, 
greater 
efficiency! 


It’s all right here 

in this 

free brochure! 

1. Case history examples of 
Titchener techniques in 
design and production 
of precision wire forms 
and welded assemblies 

2. Hints for designing with wire, 
sheet metal and tubing 


3. Descriptions of Titchener 
capabilities 


Send for your free copy of 
“Creative design and production 
through value analysis” today! 


TITCHENER 
EE gs 
ar, 


“ir 


E. H. Titchener & Co. 
Titchener Place 
Binghamton, N.Y. 13902 (607) 772-1161 
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Rugged duty 450-amp d-c 
welder power supply debuts 


CONSTANT VOLTAGE d-c welder is 
designed for rugged use in tank 
fabrication, automotive, shipbuilding, 
and construction applications. The 
450-amp rTc-LG’s solid state control 
components are housed in the firm’s 
Life Guard compartment for protection 
from the air stream and harsh 
environments. Arc voltage may be 
adjusted by a plug-in remote control 
pendant. Westinghouse Electric Corp., 
P.O. Box 300, Sykesville, Md. 21784 
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Card edge connector 

is very accommodating 

MASS TERMINATED card edge connector 
speed assembly operations. Designed 
for single-sided, 0.062” thick pc cards 
with circuit pads on 0.156" centers, the 
connector accommodates discrete wire 
or ribbon cable in AWG sizes #26 
through #18. Available in 3, 6, 9, 12, 
15, 18, and 20-24 positions, it comes 
with or without mounting ears. AMP 
Inc., Harrisburg, Pa. 17105 
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Flap : sheels provide 
smooth, uniform finishes 


ABRASIVE WHEELS are designed for 
blending spot welds and abraded 
weldments, hand polishing stainless 
steel, and finishing carbon steel parts. 
PGA wheels consist of coated abrasive 
flaps mounted at an angle in resilient 
adhesive to reduce shock and extend 
wheel life. PGCA wheels have 
interleaved flaps of Scotch-Brite 
non-woven abrasive material. 3M, 
Dept. IA80-22, 3M Center, Box 33600, 
St. Paul, Minn. 55133 
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Push k ater ‘icin sport 
high efficiency LED 


LED LIGHT sources are designed for use 
in computer equipment and peripher- 
als, standard panel mountings, and 
other areas where high visibility is 
critical. The 913 push button series is 
available with red, yellow, or green 
LEDs. They are priced at $3.12 in lots of 
1000 and shipped from stock. Switches 
are short-travel momentary type in 
normally open, normally closed, and 
two-circuit arrangements. Dialight, 
203 Harrison Pl., Brooklyn, N.Y. 
11237 
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When you buy custom gears, you expect quality. Illinois Gear has a tradition of producing top 
quality custom gears and a long standing commitment to investing in that tradition. Part of that 
commitment is to provide our craftsmen with the best in modern, efficient machines. Several of the 
more recent additions to our production facilities are pictured below. We know that custom gears of 
outstanding quality are the product of good people working with good machines. We are proud of our 
reputation. We will continue to give our customers the value, performance, and quality they’ve come 
to expect from Illinois Gear. 


ILLINOIS GEAR/Wallace Murray Corporation ¢ 2166 North Natchez Ave. ¢ Chicago, Illinois 60635 


New Liebherr crown hobbing machine for Turning shafts up to 96” in length is part of | The new Pfauter horizontal crown/taper hob- 
cutting spur and helical gears up to 36” the capability of this new 50 H.P. Lodge & bing machine is able to cut spurs and helical 
diameter, 2.5 D.P. and 18” face. Shipley, C.N.C. Turning Center. shafts up to 11.8” diameter and 30” face length. 
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New literature 


Multi-function turning Ro TA FC AE 
tools offer economies | ——. Tools for 


ECONOMY TOOLHOLDERS are designed & Combined Turning and 
for profiling and combined turning and Facing | | 
facing applications. A four-page | | | 
brochure provides engineering specs 
and pricing data on %”, %", and %%” 
:square shank sizes to accommodate 
55-degree and 80-degree diamond- 
shaped inserts. Holders have negative 
rake pockets and clampless Loc-A-Dex 
insert retention. Valeron Corp., 31100 
Stephenson Highway, Madison 


Heights, Mich. 48071 | | 
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THE PLATING DIGEST re 


One-stop shopping for 
4 plating, finishing needs 

ph PLATING DIGEST provides 296 pages of 
data covering virtually any product 
requirements in the metalworking, 
plating, and finishing fields. Included 
are a broad line of anodes in copper, 
platinum-plated titanium, pure metal, 
silver, and solder alloys. It also 
features expanded stainless steel, bare 
drawn and thermocouple wire, and 
nickel plating material. GsP Metals 
and Chemicals Corp., 2535 E. 28th St., 
Los Angeles, Calif. 90058 
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Your Search 
For All Types Of 
TUBULAR 

RIVETS 
Stops Here 


DELTAWELD sunset i 
Since 1903, American Rivet has worked with 
industry in providing tubular rivets to solve 
thousands of fastening applications. 


This experience combined with modern 
manufacturing facilities assures you of getting 
exactly what you need with the quality and 
delivery to meet your most demanding pro- 
duction schedules. 

But above all, you’ll appreciate working with 
friendly and knowledgeable people who are 


eager to help you solve your 

fastening problems. It all adds @ 
This Is 

count on. - 


up to one source you Can 
American 2== 
RIVET Co. Inc. This colorful bro- 


chure will bring 
you all the facts. 
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Versatile welders offer 
wide voltage ranges 


SOLID STATE welding power source 
offers a wide voltage range for 
semiautomatic welding on thick or 
thin gage materials. Bulletin DW 
provides full specs, duty cycle charts, 
volt-amp curves, and optional accesso- 
ries for 450-amp and 650-amp dc 
constant potential models. Both 
handle short circuit transfer, spray 
transfer, flux core, submerged arc, and 
air-carbon-arc cutting. Miller Electric 
Mfg. Co., P.O. Box 1079, Appleton, 


eo GAGS & 3S K—,, oom Wis. 54912 
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11330 W. Melrose St., Franklin Park, IL 60131 
Phone: 312/455-3150 


OoQ0WP —)54 8°39 ODP 1W® 
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Four ways to cut costs 
on O-ring applications 


On static sealing applications, you can save money 
four ways by replacing O-rings with Goshen Rubber 
Tetraseals®. And they'll give you better performance as 
well as economy. 

The four ways? Anywhere a static ID or OD seal is 
assembled (1) on a rod or (2) in a bore. Or, wherever a 
face seal is used with a mating flange or component in 
Sip a ere an assembly that is subject to (3) internal pressure or 

ere (4) external pressure. 
A Tetraseal is a circular, elastomeric seal with a 
Square cross section. It is specifically engineered to be sub- 
stituted for the O-ring, using the same standard gland 
dimensions and the same materials and compounds. And the 
wider sealing surface provides greater seal reliability. 

It’s simple to replace an O-ring with a Tetraseal, 
because Tetraseal dash numbers are the same as AS 568A 
O-ring dash numbers. And when you do so, you get better 

| performance and longer sealing life, generally at lower cost. 
Gland » are Find out more. Write for a free copy of the Goshen Rubber 


Width 
4. Face seal, external pressure Tetraseal catalog. 


Width Depth 


3. Face seal, internal pressure 


GOSHEN RUBBER 


Goshen Rubber Co., Inc. 
1525 S. 10th Street 
Goshen, Indiana 46526 
Telephone: 219/533-1111 
TWX: 81 0/ 290-099 
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PERFORATED METAL 


ROUND + SQUARE + SLOTTED + DECORATIVE 
SCREEN PLATES + CARBON STEEL 
STAINLESS + ALUMINUM + BRASS, ETC. 


STOCK SIZE SHEETS OR SHEARED TO YOUR SIZES 


SAME DAY SHIPMENT FROM THE 
LARGEST STOCK IN THE “HOLE” COUNTRY! 


GET THE ‘“‘HOLE’’ STORY ON 
PERFORATED METAL + EXPANDED METAL 
WIRE CLOTH + BAR GRATING 
GRIP STRUT SAFETY GRATING 


CALL OR WRITE FOR OUR NEW CATALOG AND STOCK LIST 


WAREHOUSE STOCKS CLEVELAND @ CHICAGO @ DALLAS @ TAMPA 


McNICHOLS CO. & 
5501 Gray Street / Tampa, Florida 33609 | == 
813/876-4100 —— 
CALL TOLL FREE 
800-237-3820 (In Florida) 800-282-6600 
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New Large Diameter 
Wheels Roll Easier 


New Colson 6-inch wheels handle loads up to 250 
pounds per caster. Larger diameter offers greater 
rolling ease even on carpet. Two top plate sizes and 
square stem models fit most equipment. These 
models can replace more expensive casters in 
many applications. Send for free brochure. 


3700 Airport Road 
(GOSH MD sees 
(501) 932-4501 
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New literature 


Wirebound containers save time and labor 


WIREBOUND BOXES are designed to cut handling, shipping, 
and storage costs. Series 203 booklets describe how 
wirebounds can produce savings in assembly time, 
packing labor and storage and shipping space. The 
eight-page illustrated booklets also include users’ tips on 
cost-cutting procedures. Wirebound Box Manufacturers 
Assn., Inc., 1211 West 22nd St., Oak Brook, Ill. 60521 
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Braided, molded, and sheet packings 


MECHANICAL PACKINGS line includes eight nonasbestos 
products. A 16-page brochure describes properties and 
advantages of 33 types of braided, molded, and sheet 
packings available. Chemplast, Inc., Seal and Packing 
Div., 19 Walnut Ave., Clark, N.J. 07066 
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Redesigned casters more attractive 


LIGHT/MEDIUM duty casters are redesigned for more 
attractive appearance and added strength. Catalog sheets 
describe features, top plate options, and available 
accessories. Ordering information also included. Jarvis & 
Jarvis, Palmer, Mass. 01069 
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Chemical and weather-resistant work suits 


WET WEAR SELECTION GUIDE matches chemical and 
weather-resistant clothing to the particular requirement. 
Price ranges, fabrics, and performance advantages are 
detailed. Edmont-Wilson, Division of Becton Dickinson 
and Co., 1300 Walnut St., Coshocton, Ohio 43812 
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Mechanical adjustable speed drives 


ADJUSTABLE SPEED drives come in %-50 hp ratings, output 
speeds from 4200-1 rpm and in five speed ranges. 
Polydyne II’s advantages and features are detailed in 
brochure GEA-10327a. General Electric Co., 705 Corpora- 
tions Park, Scotia, N.Y. 12302 


For your copy circle 272 


Flexible couplings are very accommodating 


FLEXIBLE COUPLINGS guide speeds selection according to 
hp, torque, speed, stiffness coefficients, and flywheel 
effect. Bulletin 102720 shows how E-Z Flex couplings 
compensate for angular and parallel misalignment, etc. 
Dayco Corp., 333 W. First Ave., Dayton, Ohio 45402 
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WRESTLING WITH DESIGN, 
PRICE AND DELIVERY? 


If you think of Stackpole as just 
another source of carbon and 
electronic Components and ma- 
terials, you’re Overlooking one of 
our most important products. Help. 
Stackpole can help you avoid 
your worst headaches. We can 
meet your specs from Our stan- 
dard stocks or turn around fast on MB — 
custom work. Our delivery is .6—l Oath i- 
among the best. And our prices </// adh 
won't Snap your budget. 

For Over 70 years, we've been 
deeply involved in machine de- 
sign, product engineering and 
materials application while focus- 
ing on your price and delivery 
concerns. AS yOu Can see in Our 
“Stackpole,” our Components and 
materials are found in the prod- 

ucts of leading manufacturers 
worldwide—in the automotive, 
entertainment, Communications, 
recreation-equipment and appilli- 
ance industries. So the next time 
you're wrestling with a problem 

in one of these product areas, look 
to Stackpole. Carbon and graphite: 
automotive, fractional-horsepower, 
railroad and other industrial carbon brushes; molded and extrud- 
ed carbon and graphite products; seal and packing materials; 
Carbon fibers and our new Stackfoil™ Switches: slide, rotary, rocker 
and Keyswitches; keyboards and custom switches. Resistors: 
fixed-composition, Carbon-film, metal-film and special-purpose 
resistors, thick-film resistor networks. Ferrites: ceramic perma- 
nent magnets, magnetizable powders and soft ferrite Cores. 

Get to Know Stackpole better. Write for our new brochure, 

or call Dauer Stackpole, Corporate Marketing Manager, 

The Stackpole Corporation, a 


(814) 781-1234. Get to know us;|We-can help. 


CC pial Cle 
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New literature 


Mercury lamps lower plant lighting costs 


MERCURY LAMPS for a wide range of inplant and outdoor 
requirements are presented in a six-page brochure. 
Higher light output reduces number of fixtures required 
and also lowers maintenance and replacement costs. GTE 
Lighting Products, Danvers, Mass. 01923 


For your copy circle 205 


Energy-saving air cylinder available 


AIR MOTOR’s energy-saving benefits are detailed in 
28-page catalog cyL-1. An air cylinder with integral valve 
and speed regulators, it uses less air each cycle than a 
conventional valve/cylinder installation. Schrader Bel- 
lows, 200 West Exchange St., Akron, Ohio 44309 
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Four chain hoists loaded with features 


AIR-POWERED chain hoists feature load limiting safety 
devices, heavy-duty explosion-proof motors and disc-type 
brakes. A 16-page brochure covers hoisting speed, lift, and 
minimum headroom for %-3-ton models. Eaton Corp., 
Hwy No. 1 North, Forrest City, Ark. 72335 
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Price reduced on electronic package coolers 


INVERTAFANS/INTERVERTABLOWERS cool electronic pack- 
ages where neither dc brush airmovers nor ac power 
can be used. A new brochure describes operating features 
and economies, including a 20% price reduction. EG&G 
Rotron, Custom Div., Woodstock, N.Y. 12498 
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Control valves offer drop-tight sealing 


CONTROL VALVEs for raw water service, oil, water, and 
soluble oil are described in Catalog scv-3. The 600 psi to 
6000 psi valves, in port sizes from %” - 3”, also handle 
many air and inert gas applications. Schrader Bellows, 
200 West Exchange St., Akron, Ohio 44309 
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Tapes and dispensers solve problems 


PACKAGING SYSTEMS for carton and bag sealing, combin- 
ing, attaching, and specialty packaging are presented in a 
new brochure. Charts guide selection of tapes and 
dispensers for specific needs. 3M, Packaging Systems Div., 
Dept. PS80-38, Box 33600, St. Paul, Minn. 55133 
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MOBILE UNITS 


DSI mobile offices have solved space problems for 
hundreds of companies from Amtrak to Xerox and 
industries from highway construction to space technology. 
Used as in-plant offices, job site trailers, small office 
additions, mobile laboratories, display units, change 
rooms, guard houses, commercial and industrial banks, 
emergency offices, and much, much more. 

DSI units offer you the capability to expand facilities in 
record time. Add a unit or an entire complex in days. By 
connecting DSI single units of varying sizes, working 
space can be expanded or contracted with accordion-like 
ease. Strength and quality of construction 
enable the units to be used as permanent or 
temporary structures. 


oe mm ee ee ee ee ee ee Se ee ee 


149 PILIRCHACSING SEPTEMRER 4 1080 


Name 
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Company — 
City 
Telephone/Area Code 
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If you are interested it's as simple as picking up the 
phone or mailing us your request for your Mobile Catalog. 
Attach business card or complete below. 


Call toll-free 
800-523-7918 


In Pennsylvania 
215-581-0400 
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DESIGN SPACE 
INTERNATIONAL 


PO. Box 7100, Bala Cynwyd, PA 19004 
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| eS A GELCO COMPANY 
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The last word in small iron 
Castings Is actually two: 


LANCASTER MALLEABLE 


Hand-casting craftsmanship perfected over seven Lancaster Malleable ... Put “the last word” first 
decades. Uncompromising precision ensured by in-  onyourlist. 

house patternmaking. A hard-won reputation for quick, 
accurate order filling and delivery. 

These are what make Lancaster Malleable “the last 
word” in the small casting field. And the first name you 
should remember when you need small, thin-section 
castings—from a few ounces to 20 pounds—in any 
quantity. 

Our one-batch melt, slow-anneal process yields fine 
ferritic and pearlitic malleable iron castings of consis- 


tent high quality—and significant savings over compa- LANCASTER MALLEABLE 
rable ductile iron products. You get parts that areeasy CASTINGS COMPANY 


on your machinists and their tools. You get what you 


need when you need it. Lancaster PA 17601 + 717/397-2436 
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Quality - Delivery + Reliability 


Pearlitic Malleable Iror 
Die Head Casting 
Weight: 6.1 Ibs 


Highest quality 
and uniformity in 
production quantities 


Gear's 
big world of 
small gears 


FINE, INTERMEDIATE 
AND COARSE PITCH 


Straight, spiral and zerol gears— 
sprockets—pump gears—pre- 


loaded gears—rachets—clutches 
—clusters—shafts—lead screws 
—worm gears—internal gears— 
splines—racks—other precision 
components. Sizes from 120 to 


| = a. — , —<— 7 a " di 
eS 8 dp ... from ¥e” to 10” diameters Lightmetal materials 


—all materials. 


Whether you need hundreds or thousands, G.S. will meet your handling equipment 


production schedules, and from the raw blank to the finished : 
gear, you get the combination of advanced equipment, skilled dail inks rveati Uae nad al eh MATERIALS HANDLING equipment for a 


production people and stringent quality control procedures. xe wide range of industrial requirements 


Our gear oriented engineering staff will gladly help you with . . 2 
your specific need. Send drawings and specifications or com- 18 presented in an eight-page 


plete description. Sy ehh condensed catalog. The line ranges 
SEND FOR BROCHURE ff Se ee from hand trucks and floor trucks to 


production euiities feel | mobile loading ramps, safety equip- 
—photos of gear samuel ment, and hydraulic elevating trailers. 
ee othe am aye a Magline Inc., 503 South Mercer St., 


* quality control chart 


31 W. Medi ill. —AGMA standards > Pinconning, Mich. 48650 
iret one 2 nn eee chart— equip. list. ? 
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Six-step program lowers 
® floor maintenance costs 


FLOOR MAINTENANCE system lowers 
floor maintenance costs and makes 
cleanups easier. A six-page, color- 
illustrated brochure outlines a six-step 
program designed to keep all sorts of 
plant floors clean economically. The 


Within the power of your imagination is a form, shape and size 
of miniature tubing, waiting to be discovered. And if Uniform Tubes 
doesn’t already make it, just snap your fingers and we’ll meet the most 
exacting requirements you can dream up. It’s our way of supporting 
you in turning fantasy into fact. 


At your command, we’ll be happy to send you our design guide, firm offers floor sweepers, scrubbers, 
selection guide or a meticulously detailed primer on tubing. and coatings. Tennant Co., P.O. Box 
1452, Minneapolis, Minn. 55440 
UNIFORM TUBES, INC. ...a UTI company 
(@ COLLEGEVILLE, PA. 19426 + Telephone: 215/539-0700 
TWX: 510-660-6107 Telex: 84-6428 
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MARSON’S GOT THE SYSTEM: 
QUALITY FASTENING TOOLS 
& RIVETS AT THE RIGHT PRICE. 


<> Sebi riveters with a broad ; 
” choice of rivet setting abilities, ys tag 
from the industry standard HP-2° (89000) to the rugged Big ta 
Daddy”, capable of setting up to 1%” all steel, by hand. Plus 
a rugged line of power riveters. Marson blind fastening tools 
offer price/performance for productivity. 


THE RIVETS. Marson’s Klik-Fast® and Klik-Twins® = 
two-part blind rivets are the preferred fastening | 
system, the choice of professionals. For hard 
and soft materials, for thin and thick applica- 
tions, Klik-Fast rivets are vibration and tamper 


resistant. > 
Send for Marson’s easy- ss 

=e to-use actual size rivet chart. 

MO) Quickly match desired size, healt yay 

HH designation and material combination. AN 

FREE. Just write to Marson Corporation. 


MARSON CORPORATION 
Fastener Division 

a Subsidiary of Swingline Inc. 

130 Crescent Avenue, Chelsea; MA 02150 
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This oil resistant hose is 
made by the CONCURE® 
continuous process...SO you 
get long, unbroken lengths. 
Multi-spiral construction keeps 
it flexible even in extreme 
temperatures and the tough 
cover resists abrasion, cracking 
and weather checking. 

Application Engineered Flex 
Strength hose offers working 
pressures that remain constant 
through all sizes. For complete 
information, write to Thermoid 
Division, H. K. Porter Company, 
Inc., Porter Building, Pittsburgh, 
PA 15219. 
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New literature 


Que 


Engine Bearings 


Extract more service from 
diesel engine bearings 


USEFUL TIPS for extending the service 
life of diesel engine bearings are 
provided in a 20-page booklet. 
Common causes of premature failure 
are discussed, including fatigue, 
cavitation, aeration, overheating, 
along with suggestions on how they 
can be avoided. Ask for booklet 
PEDPOOO2. Catepillar Tractor Co., 
Parts & Service Sales, AB5D, General 
Offices, Peoria, Ill. 61629 
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THE CLEVELAND STEEL TOOL CO. 
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Punch and die 
line is extensive 


STANDARD PUNCHES and dies are 
offered in round, square, oblong, and 
hexagonal shapes. Catalog 16-A 
details round punches in sizes from 
52"-1%6" and oblongs in sizes from 6” 
x 1” to %e” X 1%". A handy chart lists 
stock punch and die part numbers used 
on specific manufacturers’ ironworker 
machines. Cleveland Steel Tool Co., 
474 East 105th St., Cleveland, Ohio 
44108 
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Diamond-brazed tip inserts 
boost machining capabilities 


POLYCRYSTALLINE DIAMOND brazed 
inserts permit an economical shift to 
nonferrous exotics, abrasive alumi- 
num alloys, and nonmetallics without 
the expense of complete retooling. A 
new manual details 10 sizes of 
triangular-shaped, and 13 sizes of 
square-shaped inserts. It also provides 
machining data for a wide range of 
materials. Valeron Corp., 31100 
Stephenson Highway, Madison 
Heights, Mich. 48071 
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Carbide cutting tool 
line is expanded 


METALWORKING PRODUCTS catalog 
describes carbide and ceramic inserts, 
toolholders, boring bars, milling 
cutters, and carbide end mills. The 
100-page catalog features several 
recently introduced products, includ- 
ing coated grades, H.I.P. inserts, and 
bumpy and wavy chipbreaker inserts. 
Sumiden Carbide America Inc., 5627 
Howard St., Niles, Ill. 60648 
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PLAN NOW 70 ATTEND 


Western New England 


INDUSTRIAL & BUSINESS 
TRADE SHOW 


Wednesday, October 8 thru Friday, October 10, 1980 
Springfield Civic Center, Springfield, Mass. 


Co-Sponsored by 
GREATER SPRINGFIELD CHAMBER OF COMMERCE 
PURCHASING MANAGEMENT ASSOCIATION OF WESTERN NEW ENGLAND 


THE RIGHT SHOW ... THE RIGHT PLACE ... THE RIGHT TIME 


See ... a vast array of the very latest ideas, products and services for business and industry ata time 
when you need it most. . . Here’s a partial list of Exhibitors: 


AAA Plastics « ABC Protective « AFC Corporation + A.M. International « AMTRAK « A.R.1. Business Products « Al-Joy 
Corporation « All Rite Tool Co., Inc. « All-Stainless « Altek Manufacturing » Associated Electric » Avis Rent-A-Car + Bay 
Banks Valley » Blue Cross-Blue Shield » Boston Grate » Broadway Springfield Office Supply « Arthur Brown Photo 
Service « Burroughs Corporation « Edward L. Canter, Inc. « John F. Chick, Inc. » Commercial Scale « Compudata « Conrail 
¢ Consolidated Group Trust « Cooperating Colleges of Greater Springfield » Cormier Associates « A.B. Dick « Dittman & 
Grier » Donovan-Mayflower « Driver Leasing Service. Inc. »« Enerpro « Entropy Controls » Fenwal « Good-as-Gold Coffee « 
Louis A. Green & Co., Inc. « Greenough Paper Co. » Hampden Color & Chemical Co. + Hardigg Industries » Harrison 
Harries « Harvard Group of Companies « Hooker Transmission « Hope Company « Houdaille Industries « International 
Trade Services « J & J Associates » Kalamazoo Engineering « Keystone Battery Corp. » Kimball Companies « Larkin 
Associates « Liberty Cash Register « Mass. Department of Commerce » Maybury Associates » Merrimac Industrial 
Sales - Micro Brush « Moore Business Forms « Murmac Manufacturing Co. « National Telephone « New England Safety 
Shoe « New York Life Insurance « Daniel O'Connell's Sons Inc. + Office Products. Inc. « Olympic Instant Printing « Otis 
Elevator » Owl Labs + Personnel Pool of Springfield « Peter Pan Bus Lines + Pinkerton, Inc. « Preferred Plastics, Inc. « 
Progressive Plastics « RCA » RCA Communications Systems « Rent-A-Tool « Richco Products « Rolm of New England « 
Russell Engineering & Supply « Sani-Mate Supply » Shawmut First Bank « Simmonds Investment Casting » Spectrum 
Electrostatic Painting + Springfield Wire, Inc. « Standard Industrial Supply « Stanley Home Products « St. Pierre 
Manufacturing + St. Regis Paper (Corrugated Div.) « Thermal Equipment + Third National Bank « Tuscarora Plastics « 
Unipac — Division of Corrofab « Veritech « Westvaco — U.S. Envelope » Word Communication Systems 


TAKE ADVANTAGE OF THIS RARE OPPORTUNITY TO SEE IT ALL! 


Fill in and return this form and we will send you free admission 
SEM { NARS ees credentials and full information on the Show prior to opening. 
Extensive, meaningful seminar programs by top Se ee ee 


speakers on such topics as economic forecasting, 8 WESTERN N.E. INDUSTRIAL & BUSINESS TRADE SHOW 
energy-saving devices, government electric E c/o Cahners Exposition Group 
power and energy policies, and operational f= 2214 Columbus Ave. 
methods, just to name a few. ; Boston, MA 02116 
B Name 
ee ae ' 
SHOW HOURS . cate 
Wed., Oct. 8 ....10 A.M. to 6 P.M. ;.” ios 
Thurs., Oct. 9...10 A.M. to 8 P.M. “Beets 
Fri., Oct. 10.....10 A.M. to 6 P.M. GN eer ATE eects FP 
B PHONE AREA CODE___ NUMBER 
AIEEE SORE een te RR A OEE ee ee 


CAHNERS EXPOSITION GROUP 221 Columbus Ave. * Boston, MA 02116 * 617-536-7780 
The Largest Trade and Consumer Show Producers in the United States 
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Make your problem 
our problem 


Finding a reliable source for a large selection of label print- 
ing supplies isn’t as difficult as it sounds. We carry a com- 
plete line of quality printing paper, gummed, ungummed 
and pressure sensitive, in a rainbow of colors. Or, we can 
provide labels custom printed to your specifications. We 
also have plain or die-impressed stencils, a wide range of 
printing inks, even marking pens. 


Weber’s business is solving labeling problems. We can 
provide a no-obligation audit of your present labeling sys- 
tem and show you how a Weber in-plant label printing 
system can save you time, trouble and money. 
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We ber The Labeling Specialists 


711 W. Algonquin Rd. Arlington Heights, |L 60005 
Telephone (312) 364-8500 


Materials handling hand 
trucks detailed 


HAND TRUCKS in steel and aluminum 
are presented in 32-page catalog 780. 
Full specs are provided for two-wheel 
hand trucks, as well as platform 
trucks, drum handlers, appliance 
trucks, and special designs. Harper 
Trucks, [nc., P.O. Box 12330, Wichita, 
Kans. 67277 
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Walkie stackers navigate 
uneven floors easily 


HEAVY-DUTY articulated walkie stack- 
ers offer 3000 lbs. capacity at a 24” load 
center, lift heights to 130”, and 24-volt 
power. A four-page brochure provides 
spec charts, dimensional drawings, 
and an aisle planning guide. The 
double reduction spur gear drive unit 
operates in an oil-filled sealed housing. 
Entire power unit is articulated for 
positive traction on uneven floors. 
Crown, New Bremen, Ohio 45869 
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With Customized 
Steel Pails! 


Step #1. Consider the 
Many Cost-Cutting 
Features Offered by 
the Steel Pail. Step 
#2. Then specify the 
options that meet 
your specific product, 
cost, performance 
and packaging 
requirements, ... and 
Presto: You've Got 
Yourself a Customized 
Shipping Container! 


PUT A 
PROFIT 


ING Here’re Just a Few of 
the Many Steel Pail 


Benefits that Can Help You Put a Profit in your Packaging: 


e COST CONTROL — You pay only for the features 
you select! No waste! 

e WIDEST CHOICE OF DESIGN FEATURES — Sizes, 
gauges, fittings and types of pails to make your 
package fit your needs precisely! 

e DECORATION — Steel pails offer dazzling colors 
and designs to individualize your package... 
advertise your products, tool 

e BEST PRODUCT PROTECTION TO AVOID 
COSTLY LOSSES — Wide choice of linings. No 
problems with permeability or hi-lo temperatures! 
No stress cracking! Safer! 


i Get the full story, Just write the Steel 


nm Shipping Container Institute, 2204 Morris 


Avenue, Union, N.J. 07083. 
‘New Steel Containers Ship Best” 
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New literature 


Polyester, steel, nylon strapping compared 


POLYESTER STRAPPING is matched against steel and nylon 
competitors on cost and strength bases in a new brochure. 
It covers nine different sizes with break strengths from 
350-1150 lbs. 3M, Dept. PS80-25, P.O. Box 33600, St. 
Paul, Minn. 55133 
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Electric motors save energy 


ELECTRIC MOTORS through 250 hp require less energy for 
efficient operation. Brochure GEA-10493A describes Tri- 
Clad 700 totally enclosed fan cooled, dripproof and TEFc 
severe duty models. General Electric Co., Distribution 
Services, 705 Corporations Park, Scotia, N.Y. 12302 
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All-weather work garb resists chemicals 


PROTECTIVE CLOTHING handles all temperature extremes. 
A new brochure rates Wet-Wear 700’s resistance to a wide 
range of chemicals and shows fabric construction features. 
Edmont-Wilson, Division of Becton, Dickinson and Co., 
1300 Walnut St., Coshocton, Ohio 43812 
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“TOTAL SOLUTION” 
Perforators 


Diamond Manufacturing Company 
Diamond can provide the ‘Total Solution’ to your 
EVERY perforating need with: 


e High-speed computerized presses that perforate up 
to 600 strokes per minute 


Let the “Total Solution’”’ 
work for YOU! 

Call toll-free today at 

800-233-9601 

(in PA call collect 717-693-0300) 
Diamond 

| © Manufacturing 
Company 

P.O. Box 174, Wyoming, PA 18644 


e Advanced computerized too! and die facilities 


e A fleet of dependable trucks to assure 
on-time delivery without damage 


e 24-hour quotations by phone or mail 
e important services, such as roller 
leveling, shearing, slitting, 


re-coiling, fabricating, and 
much more. 
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UNIVERSAL ELECTRIC 


is now in 7 of every 9 American homes. 


Universal Electric fractional horsepower 
motors have become a major force in the 
appliance industry. Over 500 original 
equipment manufacturers regularly 
specify U.E. motors for products such as 
furnaces, room air conditioners, ven- 
tilators, garage door operators, pumps 
and other residential and commercial 
applications. 


Universal Electric motors are custom 


designed to meet the specific per- 
formance and energy demands of 
each original equipment application. 
They are available in conventional and 
Energy-Efficient construction, and are 
tailored to suit your space and mount- 
ing requirements. 


If your current product design calls 
for a motor in the 1/170 through 
1-horsepower range, Universal Electric 


Company can be a reliable and competi- 
tive supplier. With four domestic plants, 
plus extensive foreign operations, 
Universal produces millions of units 
per year. Whatever your motor require- 
ments, shouldn't you put U.E. to work for 
your company? 


Write or call today for details. 
Telephone 517/723-7866 


UNIVERSAL ELECTRIC 


A Corporation of 
Imeco Electro 


300 East MainStreet 
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New literature 


Flax packing handles high pressures 


WATERPROOF HYDRAULIC flax packing is recommended for 
high pressure, slow speed reciprocating equipment. Data 
sheet PH-460 lists asbestos-free C-240 wpn’s temperature, 
pressure pH, limitations, and typical applications. 
Johns-Manville, 1601 23rd St., Denver, Colo. 80216 
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Computer supply lines are expanded 


COMPUTER SUPPLIES catalog runs the gamut from magnetic 
media and word processing supplies to printer ribbons and 
programming aids. New crt work stations and binder 
storage systems also are described. Uarco Inc., West 
County Line Rd., Barrington, Ill. 60010 
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Wall chart aids power source selection 


POWER SUPPLY WALL CHART features a universal 54” floppy 
disc drive unit plus other new items. Input and output 
voltages, package size, and other data are provided for 
these and many standard items. Semiconductor Circuits, 
Inc., 218 River St., Haverhill, Mass. 01830 
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Coalescing oil removal filters are efficient 


OIL REMOVAL filters feature a high efficiency coalescing 
design. A new brochure lists the advantages of patented 
pleated elements. Filters come in %"-2” pipe sizes and flow 
capacities of 4-300 scfm. C. A. Norgren Co., 5400 S. 
Delaware, Littleton, Colo. 80120 
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Industrial grade aerosol products described 


AEROSOL ADHESIVES and chemicals for bonding, cleaning, 
lubricating, rust prevention, and packaging applications 
are presented in an eight-page brochure (z-acLc). 3M, 
Adhesives, Coatings and Sealers Div., 223-6NE 3M 
Center, St. Paul, Minn. 55101 
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Preassembled tubing bundle system debuts 


TUBING BUNDLE system for instrument and sample tracing 
lines eliminates problems associated with field installa- 
tion and system malfunction. A new brochure details 
applications and construction features. Raychem Corp., 
Chemelex Div., 2555 Bay Rd., Redwood City, Calif. 94063 
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Power brushes, buffs, and aerosols detailed 


INDUSTRIAL BUFFs and buffing compounds are featured in a 
112-page catalog. Full specs also are provided for 
expanded lines of paint brushes, stencil inks, graffiti 
removers, and pc board brushes. Osborn Manufacturing 
Corp., 5401 Hamilton Ave., Cleveland, Ohio 44114 
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Stud receivers 


THIN-WALL stud receivers hold a variety of components to 
studs, shafts, axles, rivets, dowels, or pins. A two-page 
data sheet describes typical applications and design 
features. Eaton Corp., Engineered Fasteners Operations, 
8700 Brookpark Rd., Cleveland, Ohio 44129 
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Flexibility built into circuit breaker line 


ELECTROMAGNETIC CIRCUIT breakers for rugged duty are 
presented in a 20-page brochure. Series trip, shunt trip, 
relay trip, auxiliary switch, auxiliary alarm switch and 
dual coil capabilities add flexibility. arrpax, Woods Rd, 
Cambridge, Md. 21613 
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Selection guide lists many marking inks 


MARKING INKS are matched to particular applications in a 
new selection guide. Stencil, marker, coder, duplicator, 
and label printer inks are listed by color, type of surface, 
and equipment involved. Diagraph-Bradley Industries, 
P.O. Box 520, Herrin, Ill. 62948 
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Call on Stalwart to help solve your design 
problems in extruded, molded and bonded- 
to-metal parts of natural or synthetic 


ms rubber compounds that will meet. all 
w industrial, automotive and military specifi- 
w w cations. 


STALWART RUBBER CO. 


A Division of Blasius Industries, Inc. 
14622 Ravenna Rd., Burton, Ohio 44121 
(216) 564-9000 


For more information circle 114 


GATLINBURG 

WALNUT... 
It’s Steel... 
It’s Laminol! 


sion me 


i-S-GLOTH.. .. 
It’s Steel... 
It’s Laminol! 


IT’S LEATHER . . . 
It’s Steel... 
It’s Laminol! 


Prefinished Laminol: 
Designer sophistication 
in stéel and aluminum. 


Laminol eliminates any hard choice be- 
tween the functional malleability of 
steel and the design charisma of woods, 
leathers, and fabrics . . . because here 
the virtues of each have been melded 
into a single product of uncommon ver- 
satility. American Nickeloid’s vinyl- 
metal laminates have been devised to 
serve in a host of capacities . . . to 
heighten the sales allure of appliances, 
electronics, auto interiors, restaurant 
equipment, displays, and office fur- 
nishings. 

American Nickeloid’s Laminol is 
more than a material . . . it is amethod, 
offering the economy of steel or alumi- 
num base and the simplicity of forming 
and assembly without post-finishing or 
painting, freed from ecological and pol- 
lution problems. 

The range of available finishes is vir- 
tually limitless. Kaleidoscopic color 


choices embrace the popular earth 
tones, much in demand for household 
appliances. The fashionable Gatlinburg 
walnut leads off our extensive library of 
woodgrains. Or you can go for the com- 
fortable appeal of leather, the delicate 
touch of silks, ultra-contemporary 
metalic fleckings, basketweaves, or 
rough- hewn **wood shed"’ sheathings. 

Laminol is durable; its bond thwarts 
peeling and shrinking, it withstands 
abrasion and corrosion. Available in 
sheets or coils, in a wide range of 
gauges and sizes. Our strategically lo- 
cated representatives will work with 
you in selecting the form which best 
suits the needs of your particular appli- 
cation, the requirements of your form- 
ing equipment. Test samples? Gladly. 

Write or call today for your copy of 
our comprehensive new technical book- 
let. 


American NICKELOID Company @ 7 Main Street, Peru IL 61354 
Telephone 815-223-0373 e Plants: Péru-H°o and ‘Walnutport, PA 
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FOR FIBER GLASS 
REINFORCED 
PLASTICS 
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MFG UNION CITY OPERATIONS can assist you in any step of your 
manufacturing. MFG offers economical customized molding of fiber glass 
reinforced plastics (FRP). To meet your manufacturing volume needs, MFG 
has available Matched Metal Die Molding, Hand Lay-Up and Spray-Up 
Open Molding, Resin Transfer Molding, and Cold Molding. 


From concept to production, MFG UNION CITY OPERATIONS is the 
forerunner in versatility, precision, and quality in manufacturing fiber glass 
reinforced plastic products. MFG UNION CITY OPERATIONS, 

THE MANUFACTURER’S MANUFACTURER. 


G= MOLDED FIBER GLASS 


UNION CITY OPERATIONS 
55 P FOURTH AVENUE ® UNION CITY, PA 16438 ® 814/438-384) 
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IF YOUR SPRING 
ISN’T IN OUR SPEC 
CATALOG, WE’LL 
SEND You THE AUTHOR. 


A Compression Springs 


Call EAST (203) 582-6354; 
SOUTHEAST (704) 684-7820; 
SOUTHWEST (214) 330-8661; 
MIDWEST (312) 495-4771; 
WEST (213) 323-4833; 

or write: Bristol, CT 06010 


We've cataloged over 5400 
spiral and flat spring designs 
and have 30 million in inventory 
at 6 regional locations, ready to 
ship within 24 hours. If we don't 
have your spring, we'll design it. 


Assogiated Q\ BARNES 
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Waste disposal service 
keyed to EPA regulations 


WASTE-DISPOSAL techniques and proce- 


dures for compliance with latest EPA 
regulations are discussed in a new 
booklet. The firm offers free consulta- 
tion and, if required, will send an 
industrial engineer to the plant to help 
develop a viable program. Booklet 
details a solvent disposal and 
replacement service for customer- 
owned machines. Safety-Kleen Corp., 
655 Big Timber Rd., Elgin, Ill. 60120 


For your copy circle 231 


Hazardous duty motors 
delivered off-the-shelf 


EXPLOSION-PROOF motors are stocked 


for fast delivery. Catalog MS126B 
describes single and three-phase, 
C-Face and foot-mounted models that 
are C.S.A. certified and/or UL listed for 
hazardous locations Class I, Group D 
and Class II, Groups E, F, and G. 
Single phase motors in %-2 hp ratings 
and three-phase motors in %-10 hp 
ratings are shown. Doerr Electric 
Corp., P.O. Box 67, Cedarburg, Wis. 


53012 
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The 
Obvious 
Solution... 


when 
there is a 


Use it... it’s in your plant! 


1980 

U.S. 
INDUSTRIAL 
TELEPHONE/ 
ADDRESS 
DIRECTORY 


Provides addresses and 
telephone numbers for over 
40,000 listed industrial sup- 
pliers. Major manufacturers 
list local sales offices, 
distributors, trade names 
and toll-free numbers. 


New and improved- 
product announcements 
and brochures are 
encased in this easy 
reference file for your 
review. 


1980 

U 8 a 
INDUSTRIAL 
PRODUCT 
DIRECTORY 


Find new, alternate or addi- 
tional sources. Major sup- 


pliers provide detailed prod- 


uct information, models, 
specifications. In conve- 
nient easy-to-use- 
alphabetical order by prod- 
uct category. 


Obtain valuable catalogs. 
Over 5,000 descriptive 
listings of available 
literature, available free of 
charge. Keyed to Reader 
Service card. 


1980 

U 8 o 
INDUSTRIAL 
DIRECTORY 
INFO 

CARDS 


Six times a year, U.S. In- 
dustrial Directory provides 
these handy postage-paid 
reply card mailings to 
buyers and specifiers for 


| INFORMATION | 
| _ CARDS 
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1200 Summer Street / Stamford, Connecticut 06905 / Telephone: 203-327-2450 


a Cahners Publication 


need to buy. 


their use in obtaining addi- 
tional product information. 
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When your design 
calls for 

precision 

gearing, 


Double Diamond precision custom-cut 
gearing is produced by Richmond Gear in 
small-lot or large-scale production runs. 
Engineered to your design, cut from quality 
raw material. And competitively priced. 
Available in a wide variety of types and 
combinations. Let us prove that we're 
geared to handle your gearing needs. 
We’d welcome your inquiries. 


RICHMOND GEAR / Wallace Murray Corporation 
751 South “‘O”’ Street, Richmond, Indiana 47374 


<> RICHMOND 
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WallaceMurray 


Bellows seals stocked 
for OEM requirements 


BELLOWS SEALS protect axially moving 
rods from entry of foreign substances 
and climatic conditions. Catalog 310 
provides 44 pages of data on materials 
selection, application ranges, and 
recommended installation practices. 
Engineering drawings demonstrate 
the wide range of sizes and styles 
maintained as list items for OEM 
requirements. Simrit Corp., 1245 Rand 
Rd., Des Plaines, [ll 60016 
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OEM machinery conduits 


_ and fittings detailed 


ELECTRICAL CONDUIT and fittings for a 
wide range of OEM machinery 
applications exceed OEM codes and 
standards. A 44-page brochure pro- 


' vides full specs and prices for 


liquid-tight conduit, liquid and 


| ground-tight fittings, strain relief cord 
| grips, hubs, conduit bodies, pulling 


elbows, and many other items. 
O-Z/Gedney, Main St., Terryville, 
Conn. 06786 
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Space Cloth for coarse, 
heavy-duty screening; 
available in most metals. 


Metallic Filter Cloth— 
woven firmly and uni- 
formly for maximum 
performance; in a wide 
range of weaves and 
meshes. 


Sieve Cloth—a select 
wire cloth; available in 
several metals. 


Woven Wire Mesh with 
the accuracy and dura- 
bility for most screening 
applications; made in 

all metals. 


Tensil Bolt Cloth—a 
production sifting stan- 
dard; lightweight stain- 
less steel. 


You name it...we make it! In any metal, 
weave or mesh...any size, shape or type 
fabrication. ..for any application. All 
designed to precise specifications, made 
to the highest standards of accuracy 

and quality—and backed by 64 years of 
experience and incomparable service. 
For the whole story, send for our catalog 
#WC510 today. 


ewark 


WIRE CLOTH COMPANY 


351 Verona Ave., Newark, New Jersey 07104 
Telephone: 201-483-7700 * TWX: 710-995-4500 
REPRESENTATIVES) YN\PRINCIPAL ChTIES 
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New literature 


Lip-type U-seals for hydraulic equipment 


HYDRAULIC U-SEALS are designed for dynamic and static 
control of leakage in reciprocating equipment. Bulletin 
HC-296 describes temperature/pressure ranges and chem- 
ical resistance of the proprietary urethane material used. 
Garlock Inc., 1666 Division St., Palmyra, N.Y. 14522 


For your copy circle 249 


Hydraulic motors loaded with features 


BIDIRECTIONAL AXIAL piston hydraulic motors are offered 
in fixed and variable displacement models. Bulletin M-6 
describes features including low inertia, variable speed, 
hydrodynamic, or regenerative braking, etc. Oilgear Co., 
2304 South 51st St., Milwaukee, Wis. 53219 
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Check list speeds selection of oil seals 


OIL SEAL Quick-Check List provides 36 pages of data for 
proper selection for specific needs. PK-381 shows various 
designs by shaft size, bore, width, and mold number. Shaft 
surface speeds are charted by type and application. 
Johns-Manville, 1601 23rd St., Denver, Colo. 80216 
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Expanded line of switches available 


ROCKER, TOGGLE, and lever switches in wide variety meet a 
wide range of electronic and electrical needs. A 40-page 
catalog provides full specs on several series, plus 
hardware and accessories. Dialight, 203 Harrison Place, 
Brooklyn, N.Y. 11237 
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Power transmission products line extensive 


MECHANICAL POWER transmission equipment is presented 
in updated Catalog wap. Featured are several grades of 
FHP V-belt drives, timing and HTD belt drives, mechanical 
and electronic variable speed drives. T. B. Wood’s Sons 
Co., 440 North Fifth Ave., Chambersburg, Pa. 17201 
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Quartet of threadlocking fasteners debut 


THREADLOCKING FASTENERS in four sealant/adhesive for- 
mulations meet most industrial requirements. A two-page 
brochure lists seven advantages and 50 typical applica- 
tions for Dri-Loc fasteners. Lamson & Sessions Co., 2000 
Bond Ct., 1300 East 9th St., Cleveland, Ohio 44114 
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( INTERVAL TIMERS PROGRAM TIMERS ‘ 
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7 SEND FOR FREE 7 
| TECH MANUAL | 
7 FREE SAMPLES 7 
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j PROMPT ( 
| DELIVERIES { 
| PRECISION TIMER CO., INC. | 
\. WESTBROOK. CONN. 06498 ©. 203-399-6255 J 
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Made over here... 
for performance 
over there 


Meet a new foreign power: metric Bodine will keep your products 
motors from Bodine. The first Ameri- working as well over there as they 
can motors made to perform overseas. do over here. 

For 75 years, Bodine has been the Send for more information. At home 
leader in fractional horsepower or abroad, you can depend on Bodine. 


motors. And our experience shows 
in our new full range of 62 metric 
motors and gearmotors designed for 
220/240 V, 50 Hz power input. Each 
is engineered to meet most inter- 
national standards for safety and per- 
formance. And each delivers Bodine’s 
reliable, dependable operation. 


You'll also appreciate our foreign 
service. Our established international 
Distributor network ensures you a 
ready supply of Bodine products when- 
ever and wherever you need them. 


a Ely 


c Motors/Gearmotors 
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Small Motors, Gearmotors, Electronic Motion Controls 
For Seventy-five years, “the power behind the leading products?” 


2500 West Bradley Place 
COMPANY Chicago, 60618 USA 


Telephone 312-478-3515 Telex 25-3646 
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New literature 


Metric radial shaft 
seals meet most needs 


RADIAL SHAFT seals in a wide range of | 
metric sizes are offered in 20 different | 
designs and a wide range of materials. 
Catalog 100 provides 66 pages of specs 
on seals for transportation, materials . 
handling, machine tool, and similar ig 
applications. Simrit Corp., 1245 Rand 
Road, Des Plaines, Ill. 60016 
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Radial shafteeats 


leased to 


SySteM... 


materials 
preparation 


fasteners 


REED & PRINCE 
present 
the liGi22ai Fastening 


THE CONCEALED FINISH CONCEPT 
THAT SAVES TIME & MONEY. 


Kappet is a practical fastener 
system that allows you to: 


e rapidly assemble components 

e utilize least expensive 
manufacturing methods 

e use economical prefinished 


® minimize finish operations and 
e eliminate unsightly exposed 


e color coordinate finishes 
Write for complete information. 


REED & PRING 


REED & PRINCE MFG. C0., WORCESTER, MASSACHUSETTS 
Dallas, High Point, Los Angeles, San Francisco, Seattle, Jaffrey, N.H. 
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Standard and special 
fasteners for all needs 


INDUSTRIAL FASTENERS in wide variety 
are listed in a 66-page catalog covering 
over 5000 standard and specialized 
items. Photos and dimensional draw- 
ings show important design features. 
Tables list thread sizes, materials, and 
finishes available. Catalog runs the 
gamut from hexagonal head cap 
screws through thread cutting screws 
to SEMS, spring nuts, lock washers, and 
many more. Assembly Fasteners, Inc., 
6955 No. Hamlin, Lincolnwood, IIl. 
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Flexible magnetic sheet 
_and strip materials listed 


MAGNETIC SHEET and strip materials 
are available for a wide range of 
industrial requirements. Bulletin 
FPD-80-FP-1001 describes three varie- 
ties of flexible Koroseal products. Each 
is made in a wide range of sizes, with 
magnetic strength variable according 


_ to size. A special section on polarity 
_ systems details several possible pole 


configurations. BFGoodrich Co., Dept. 
1907, Bldg. 41-B, 500 South Main St., 
Akron, Ohio 44318 
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Tapered button shaft 


This “on-off" trigger switch for a sand blasting gun consists of two elements: a “button” or 
trigger with a varying diameter hole through the center and a threaded insert. The insert is free 
to slide along the tapered button shaft between the head and lower lip. But in the “down’ 
position, when the gun is not operating, the insert must provide a tight seal against the shaft. 
Sounds simple enough, and it is. What's ingenious is how ifs made. If's die cast in zinc, in 
one shot, movable insert and all! Only one company can do it, Gries/Dynacast, with its 
proprietary Intercast® process which cast-assembles parts, even moving parts, automatically 
during die casting. The zinc alloy used is Zamak 3. The only secondary operation required is 
plating. For aesthetics, the switch gets a thin coat of high-purity zinc. Previously, the button 
and insert were aluminum automatic screw machine products. A spring steel retaining ring 
kept the insert on the shaft. Intercasting the high-volume unit in one shot netted the customer a 
65% cost reduction. For more information about our parts consolidating, assembly die 
casting technique, send the coupon below. 


Precision die castings 
injection-molded plastics 

New Rochelle, NY 10802, 125 Beechwood Avenue (914) 633-8600 
Spartanburg, SC 29304 PO. Box 5473 (803) 576-0838 

Santa Ana, CA 92705, 1035 South Linwood Avenue (714) 972-2735 
Montreal (Lachine) Canada H8T 2K1, 2275-43rd Ave. (514) 636-4734 


ceslaeniaeenienieiaatentanianantaetentenaatanantiaenta 


Gries/Dynacast offers complete in-house facilities for producing injection-molded plastic parts and small, preci- 
; sion, zinc die castings — from tool design and production to all secondary machining, painting and plating 
operations. 


C) Please send Title Telephone 


| | 
literature. 

[ ferarure ; 

| 


CJ | can’t wait. 
Call me today. sree 
City State Zip 2 
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Small air compressors 
have big-machine features 


TANK-MOUNTED rotary screw. air 
compressors in 7'%-40 hp, 29-165 cfm 
sizes incorporate the latest features of 
‘the bigger machines. These include 
tapered roller bearings at both ends of 
the rotor shaft to absorb loads and 
maintain alignment, and two-stage 
inlet filters for longer compressor life. 
Joy Manufacturing Co., Oliver Bldg., 
Pittsburgh, Pa. 15222 
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One-hand rivet tool 
for heavy-duty work 
HAND RIVETING tool combines a light 
13% oz. of weight with heavy-duty 
performance with %e” steel rivets. The 
span between the handles of the 
PRG430 is narrow enough to permit 
one-hand operation. Riveter is 
equipped with interchangeable nose 
pieces; one for %2” and %” rivets, the 
other for 52” and %e” rivets. Emhart, 
poP Rivet Div., 510 River Rd., Shelton, 
Conn. 06484 
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Sticky-backed sanding 
blocks are handier 


SANDING BLOCKS have their own roll of 
sticky-backed adhesive for fast, easy 
changing of worn abrasive. Stikit 
Garnet and Tri-M-ite refill rolls for the 
blocks come in 2%” and 3%" widths in 
grades 100A through 180A for garnet 
and 100A-320A for Tri-M-ite. Blocks 
allow sanding in corners and on 
contoured or curved surfaces. 3M, 
Industrial Abrasives Div., Dept. 
IA80-18, Box 33600, St. Paul, Minn. 
55144 
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Wide range of washers for 
electronic applications 


ELECTRONIC HARDWARE line includes a 
broad array of D and square hole 
washers plus rectangular, square, and 
D-shaped washers. The selection 
includes a total of 96 different sizes. 
Materials include aluminum, brass, 
nylon, steel, and stainless steel. 
Samples are sent on letterhead 
request. Accurate Screw Machine Co., 
19 Baltimore St., Nutley, N.J. 07110 
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Fastening system cuts 
truck repair costs 


FLANGE FASTENING SYSTEM cuts truck 
maintenance costs by eliminating need 
for washers. The Liminator also 
eliminates the need for deburring, 
countersinking, and other hole prepa- 
ration operations. Inventory costs are 
reduced because the truck repair shops 
require fewer fastener grades, finish- 
es, and thread types. Lamson & 
Sessions, 2000 Bond Court, 1300 East 
Ninth St., Cleveland, Ohio 44004 
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Electric walkie stackers 
lift loads to 154” 


WALKIE STACKERS are available in five 
capacities from 1500-4000 lbs. with lift 
heights to 154”. Series WB counterbal- 
anced stackers operate on 24-volt 
power. Dual twist grip directional/ 
speed controls provide three forward 
and three reverse speeds. Standard 
features include dual tilt cylinders and 
full feathering throttle-type lift/lower. 
Crown, New Bremen, Ohio 45869 
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Custom stampings: 


the way 

to achieve 
structural 
integrity 
and reduce 


component cost 


There are many advantages that 
can lead to finished- part savings 
with cold-formed stampings. 

Stampings can be precision formed 
to your design requirements. They 
also can be flanged, dished, em- 
bossed, pierced, and slotted to 
eliminate costly machining opera- 
tions. Stampings are non-porous 
and lighter than castings. Unlike 
weldments, they're always identical. 
Stampings can nest to save on 
shipping cost. Requiring no surface 
finishing, they arrive smooth, ready 
for painting and final assembly. 

Commercial Shearing has special- 
ized in custom stampings for over 
60 years. With press capacities up 
to 2000 tons and bed sizes up to 
96” x 192”, we can cold form any 
part you may have in the medium- 
to-large size range. 


One piece instead of three 


This circuit breaker cover helped 
one manufacturer cut costs and 
improve production. Three separate 
reservoirs were combined into one 
and covered by this one-piece 
stamping. We cold form it in 34”, 
48", and 54” diameters from 304 
stainless and carbon steel. Center- 
to-center hole spacing is critical. 
The embossed flats are held to 
* ¥% degree. 


Cold-formed instead of 
hot-forged 


Energy savings added to the econ- 
omy of using custom stampings 
instead of hot-swaged tubing for 
this axle housing. Identical blanks 
are die cut from 10” x 61” x %" 
HSLA steel and cold formed to 
tight flatness and dimensional 


tolerances. As a stamping, different 
grades of material can be used to 
meet specific requirements. 


Improved performance... 
same price 


Now stamped from 12 ga. cold- 
rolled steel, this 26” x 12%” x 24" 
forklift motor cover replaced a 
similar plastic cowl which tended 
to crack and deform with impact 
or temperature changes. It’s stur- 
dier, fireproof, and costs no more. 


Style plus strength 


This snowmobile frame was one of 
the greatest die design challenges 
ever met by Commercial. We pro- 
duced the 32%" x 74%" x 6%" one- 


piece parts from 18 ga. cold-rolled 


steel. Each part was embossed for 
strength and pierced. Some holes 
were flared. A hemmed edge added 
rigidity and eliminated spot welding. 


Send us a print 


If you’re designing a part that re- 
quires 20 ga. to 1%” material, we'd like 
to work with you. There’s a good 
chance that a minor dimensional 
change could allow us to use existing 
die components and save you hun- 
dreds of tooling dollars. 

Send for our custom stamping 
brochure. Or, better yet, send us a 
print of your part. We'll check it 
carefully and send &@ 
you a quote. Write 
C.J. Butler, 
Commercial 
Shearing, Inc., 
Box 239, 
Youngstown, 
OH 44501. 
Phone: (216) 
746-8011. 


(ls) LOMMERCTIAL SHEARING, IVE. 
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Could you benefit in six ways 


from giving us your next 
‘design and make” project? 


Ask Ford Motor Company — when 
Ford invited Torrington Special Products to develop a 
new automotive steering U-Joint assembly, they 
needed a unit that would meet strict performance and 
safety standards, yet save weight. The result 

was a package of benefits: 20% lower unit cost, im- 
proved performance, weight reduction, high-volume 
output from two TSP facilities, a specialized stocking 
and delivery program, and easier installation. 


The Story — Torrington Special Products and two 
other companies developed competitive proposals for 
a new Ford steering intermediate shaft assembly. This 
critical component connects the steering column and 
steering gear of an automobile. A universal joint on 
one end accommodates the primary working angle be- 
tween column and gear: a rubber coupling at the other 
end isolates noise and vibration. 


Our Contribution — TSP sales and engineering per- 
sonnel worked closely with Ford to define the product 
requirements. After Ford evaluation of our preliminary 
ideas and final design, TSP was awarded the contract. 
Main components of the TSP assembly are fabricated 
of high-strength, low alloy steel stampings and cold- 
rolled bar, replacing heavier, more costly forgings. New 
press-fit and staked connections were created during 
the prove-out program and new assembly techniques 
with built-in monitors developed to assure reliability. 
Your needs are next — You may need something simi- 
lar for another automotive application, or something 
completely different. If it’s a high-volume OEM com- 
ponent or assembly . . . if you need “‘black box” origi- 
nal designs or redesign capability . . . if high quality 
manufacturing is involved, our total skills are waiting. 


For immediate help, call (203) 482-9511. 
Ask for one of our Product Managers. Or 
write for our new “Total Skills” brochure. 
The Torrington Company, Special 
Products Division, Torrington CT 06790. 


Ye. 


|) TORRINGTON SPECIAL PRODUCTS | 
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Metric motors 
FOR THOSE with multi-national 


Wires for submerged arc welding 


DATA ON submerged arc welding 
wires are detailed in a new 
catalog. Armco welding elec- 
trodes offer a select variety of 
compositions. Each solid wire 
electrode is designed to accom- 
plish a specific welding need. 
All Armco welding electrode 
wires meet the aws electrode 
classifications for submerged arc 


welding. Available in a wide 
range of diameters: Stocked 
sizes, in carbon and most alloy 
compositions, are %6”, %2", %%", 
¥g0”" and %a” on certain grades. 
12 pages. Armco, Western Steel 
Division, Dept. LH-1280, 1455 
West Loop South, Houston, 
Texas 77027 
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Selecting wire by AWS classification 
Comparison chart AWS A5.17 and A5.23 submerged arc electrode 
modes 


AWS 
Classifi- 


Keystone 


Page Penn-Dixie Reid- 


cation ArmcoHobart Linde (Mid-states) (Acco) (Enterprise) Avery 


EL 12 
EM 12K 
EB2 
EB3 
ENi3 
ENi4 
EF 4 
EF 6 
EM 2 


W-3 HB-20 29881 
W-1i — U515 
W-22 521 

W-19 

W-18 

W-15 

W-25 

W-24 


Specialty gases 


THIS DETAILED CATALOG on 
specialty gases is a must for 
those who work with or buy 
gases. Covered are both pure 
and mixed gases, along with 
extensive equipment informa- 
tion and metric conversion table. 
Easy-to-read guide also presents 
buying and ordering specifics. 
204 pages. Union Carbide 
Corporation, Linde Div., 270 
Park Avenue, New York, N.Y. 
10017 ~+For your copy circle 341 


needs, a metric motors catalog is 
available from Bodine Electric. 
It describes the company’s 
complete line of metric, torque, 
and gearmotors—all of which 
are designed to meet interna- 
tional as well as American 


W-1 HB-10 Linde 80 Imperial 60 AS-10 


SA-1 112 

AS-20 SA-2 120 
AS-5151 515 
AS-5212 521 


AS-8620 


Watch your temper 


A WALL CHART on tool steel 
tempering is available from 
Lindberg. More than 200 trade 
name steels, including stainless, 
are grouped according to both 
AISI and SAE classifications. Also 
includes Rockwell C hardness 
ranges, metallurgical analysis, 
and a hardness conversion table. 
Lindberg, A Unit of General 
Signal, 2450 W. Hubbard St., 
Chicago, Ill. 60612 
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safety and electrical standards. 
This comprehensive booklet also 
includes schematics, photo- 
graphs, and performance charts. 
20 pages. Bodine Electric 


Company, 2500 W. Bradley 
Place, Chicago, Ill.60612. 
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Guide to V-belts 


HEAVY-DUTY, banded, synchro- 
nous, V-ribbed, variable speed, 
and specialty V-belts are 
featured in Dayco’s latest 
industrial belt catalog. Gives 
belt sizes, stock and metric 
numbers, belt measurements, 
and recommended sheave types. 
A brand-name interchange plus 
a maintenance and trouble- 
shooting guide are also included. 
Dayco Corporation, Marketing 
Services, 333 W. First St., 
Dayton, Ohio 45402 
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Picking bearings 

THIS NEW brochure from sKF lists 
more than 60,000 bearing 
variations for virtually every 
type of application. Featured in 
this booklet is information on 
spherical, ball, taper, cylindri- 
cal, and mounted bearings in 
sizes ranging from %” OD to 86” 
OD, in weights from less than an 
ounce to more than six tons, and 
in dimensions common through- 
out the world. Also included is 
information on usage, locations, 
production, and quality control. 
20 pages. SKF Industries, Inc., 
Technical Publicity Dept., 1100 
First Avenue, King of Prussia, 
Pa.19406 For your copy circle 345 


Form-in-place gaskets 


SAVE MONEY and simplify part 
designs with formed-in-place 
silicone gaskets. GE’s new guide 
outlines specific joint design 
considerations for both wet and 
cured formed-in-place gasket 
methods. Many users report 
close to a 50% reduction in 
material costs by use of this 
method. 8 pages (Booklet 
cps-4128). General Electric 
Company, Silicone Products 
Division, RTV Products Dept., 
Waterford, N.Y. 12188 

For your copy circle 346 


Digitized by Na UO) US ic 


Purchasing 
221 Columbus Ave. 


Boston, MA 02116 
(617) 536-7780 TWX 710-321-0632 


Elisworth M. Brown, Publisher and VP 
Thomas A. Pilkington, Director of Sales and VP 
Harvey Solomon, Production Manager 
Kent |. Masclee, Marketing Services Manager 
Ann Etheridge, Business Assistant 
Advertising Representatives 
Atlanta (30342), Corporate Commons 

4651 Roswell Rd., N.E., Suite 201-C 


Miller and Tiliman,inc. ..... (404) 252-9588 
Chicago Area 
Hinsdale, IL (60521), 15 Spinning 
Wheel Rd.,Suite224 ......... (312)654-2390 


C.J. Frye, D.G. Prisble, Harold E. Scott, 
G. Whyte 


Cleveland (44115), 1621 Euclid Ave., 


Keith Bidg. 
D.T. Brickner ............. (216) 696-1800 
Denver (80206), 270 St. Paul St. 
A.Helmers............... (303) 388-4511 
Detroit Area 


West Bloomfleid, Mi (48018), 7459 
Middlebelt Rd., Suite 2 


J.B.Bennett.............. (313) 851-9095 
Houston (77098), 3930 Kirby Dr., Suite 350 

R.Schram ............... (713) 522-0821 
New England Area 

Boston, MA (02116), 221 Columbus Ave. 

G.P.O’Neill .............. (617) 536-7780 
New York (10017), 205 E. 42nd St., Rm. 1811 

R.Bondlow............... (212)949-4420 

A CarusO:).se622 s55osaces: (212) 949-4385 

J.R.Doran ............... (212)949-4393 


Pasadena, CA (91101), 465 E. Union St. 
The Clemens Company..... (213)681-8706 


Philadelphia Area 
Wayne, PA (19087), 999 Old Eagle School 
Rd., Suite 116 


K.G.Christman ........... (215) 293-1212 
Pittsburgh (15222), 355 Fifth Ave., Suite 1502 
W.L.Warren.............. (412) 281-8828 
Birmingham B3 1DW, England 
Kingsilea Press Ltd., Griffin House 
18-19LudgateHill ......... 021-2368112-3-4 
Tokyo, Japan 


Trade Media Japan, Inc. 

212 Azabu Heights 

1-5-10 Roppongi 

Minato-ku, Tokyo106 ......... (03) 585-058 1 


Circulation Department 
Purchasing Magazine 
270 St. Paul St., Denver, CO 80206 
E.Mosley................ (303) 388-4511 


Research Department 
Purchasing Magazine 
221 Columbus Ave., Boston, MA 02116 
lra Siegel, Vice President, Research 
Ee eee err eer re re yee (617)536-7780 


Direct Mail List Rental 
Cahners Direct Marketing Service 
5 S. Wabash Ave., Chicago, IL 60603 
GordonLevy.............. (312) 372-6880 


Purchasing Mart (Classified Advertising) 
Job Mart (Employment Advertising) 
Lynn George 
Manager of Classified Advertising 
1200 Summer St., Stamford, CT 06905 
(203) 327-6772, 327-6746 


¥SABP 


International Business Press Associates 


— mee £8 wee 8l-”l(<i— TL Ht Oe it = aes 2 e2enanpa» 4 ” a } 


Suppliers advertising 


in this issue 


A 
Albany-Pawtucket Fasteners 
Division................00008- +36 
Aldrich ChemicaiCo. .......... + 18B2 
Aluminum Match Plate ............ 124 
American Koyo Corp......... + Cover Il 
American Nickeloid Co. ........... 153 
American Rivet .................. 138 
Anaconda/Mili Products ............ 78 
Amrco/Houston ................. 92-3 
Associated String 
Barnes Groupinc. ............ +154 
B 
Bearings, inc...................... 40 
Blue Bell, Inc. Big Ben 
Division............. 2... cc eee 44 
Bodine Electric Co............ + 154A5 
Briilion Iron Works.............. + 132 
Burlington Northern 
Alr Freight, Inc. ................. 94 
Burndy Components ......... + 18A2-3 
Cc 
Capital Mfg.Co. ............. + 154B2 
Central CanCo................ + 86A8 
Chicago White 
Metal Castings ............. + 126-7 
Cities Services 
Lubricants .................. +119 
Classified Advertising ......... 159-161 
Colson Caster Corp. .............. 140 
Commercial Shearing, inc........ + 155 
Craftech Industries ................ 52 
Crane Plastics, inc................. 42 
D 
Dahistrom Mfg. Co.,iInc............ 116 
Dana Corporation............. + 20-21 
Delta Air Express................. 128 
Design Space Int’l................ 142 
Diamond Chain Co. ............... 106 
Diamond Mfg. Co. .............. + 150 
Driv-Lok inc. .............. 0c eee +90 
Duff Norton Co.................. 16-17 
E 
Eaton Corp. Fiuid 
Power Operations ............... 88 
Eaton Mtls. Handling 
industrial Truck .............. 54-55 


Edmont-Wilson Div. of 


Becton, Dickson &Co. ...... Cover Ili 
Elco industries, inc. ........... + 18A7 
Encon-Div. Valien Safety ....... + 18B4 

F 
Federal Mogul.................... 8-9 
Foremost-McKesson.......... + 30-31 
G 
GAF Corp. Acetylene 

Chemical ................... +133 
Gasser & Sons, Inc................. 62 
Gates RubberCo., The ............. 18 
Gear Specialties, inc. ........... +144 
General Electric 

Motors Division ................. 11 
General Magnipiate ........... + 18A8 
Goodall RubberCo................. 48 
Goshen Rubber ................ +139 
Gould, Inc. 

Electric Fuse Div................. 26 
Greyhound Package Express........ 68 
Gries/Dynacast 

(Gries Reproducer Co.)...... + 154A7 
Gulf Oli Corp. ................... 38-9 

H 
Handy & Harman................ +56 
Harrington & King 

Perforating Co., Inc. ............ 108 
HOUNOS . joie dee Sse weed + 156 
Holo-Krome Company.............. 70 
Hy-Alioy Steeis Co. ............. +110 


lilinols Gear 


Waliace Murray Corp. ......... +137 
international Packings 
Corporation ..... + 18A4, 18A5, 18A6 
International Paper Co........ + 86A1-4 
ITT Cannon Electric............... 123 
J 
Jacobson Fasteners Group ...... +102 
Jenkins Bros................. Cover IV 
K 
Kennemetal.................. + 104-5 
Keystone Group, The ........... + 96-7 
Kimberly Clark Corp................ 91 


Kleer-Vu Industries, Inc. .......... +74 


in this issue 


Suppliers advertising 


L 
Lancaster Malleable ............ +143 
Lapham-Hickey Steei Corp. ...... + 168 
Legris Iincorporated................ 98 
Little Giant Pump Co.......... + 154B3 
M 
Marson Fasteners .............. +145 
Martin Sprocket &Gear ............ 24 
McNichols Company.............. 140 
MFG Custom Molding Div. ......... 154 
Microdot inserts ............... +115 
Micro Switch A Div. of 
Honeywellint............... + 30-31 
N 
NAPA: 24603 c4 fe teeees be teers 109 
National Rivet & Machine......... +34 
Newark Wire Cloth Co......... + 154A3 
NL Bearings/NL Industries 

incorporated .................. 121 
NMB Corp. ...............00 eee 130 
Norgren Co.,C.A................ +135 

‘Nutting Truck & Caster............. 80 
p 
POCO dicncndkeeiicewamentee ds +98 
Parker Hannifin Corp. 

Seal Group ..................... 22 
Pheips Dodge Refining 

Corporation ............... + 154B1 
Phillips Chemical Co. ..... +132, 154B4 
Phiilips industries, J............. +125 
Porter Co., Inc., H.K. 

Thermold Div............... 134, 146 
Precision Timer Co.,inc. ...... + 154A4 
Purchasing Services & 

Consultants, Inc................. 57 

R 
Reed & Prince ............... + 154A6 
Richmond Gear 

Wallace Murray Corp........ + 154A2 
Riggs Tool Company............... 58 
Rotek, inc. ........... 0. ccc ees 114 
Ryerson & Son, Inc., J.T. ....... + 50-51 

s 
Safety Socket Screw Corp........ + 149 
St. Regis Bag 
Packaging Div................ + 168 


Scott Paper Co. Wiper Div. ....... 46-47 


Service Supply Co., Inc. ........... 120 
Sharon Steel Corp............. + 28-29 
Spantek ............. 0.00. cece 118 
Sperry Vickers Div. of 
Sperry Rand Corp................ 12 
Square DCo. .............. cee eee 4 
Stackpole Carbon .............. +141 
Stalwart Rubber Co. .............. 152 
Stauffer Chemical Co. ........... 86A6 
Steei Shipping Container 
institute ...................... 150 
Stockham Valves & Fittings...... +143 
Sugar Beet Products.............. 116 
T 
WOUKO:) oS oie als cocaine teens 129 
Texaco Chemical Company 
A Division of Texaco Inc. .... + 86A10 
Timken Co. Service Div. .......... +82 
Titchener & Co., E.H............... 138 
Torrington Co., The .......... 84, +156 
Transamerica Airlines.............. 88 
Trans Worid Airlines .............. 100 
TRW/J.H. Willlams................. 32 
U 
Uniform Tubes, inc................ 144 
U.S. Axie Company ............... 114 
United States Steel Corp......... +117 
United States Steel 
Chemical Division ........ + Cover Il 
Universal Eiectric Co. ........... + 151 
V 
Viking Pump Div. Houdalile 
Industries Inc. .................. 72 
Vogt Machine Co., Henry ........... 60 
WwW 
Waildes Kohinoor, Inc. Truarc 
Retaining Rings Div........... + 168 
Walworth Company .......... + 86A12 
Waukesha Div. Abex Corp. ....... +129 
Weber Marking Systems, Inc........ 146 
Winzeler Mfg. & Tool Co............ 131 
Wisconsin Centrifugal, inc. ...... +131 
Wrought Washer Mfg., inc........ +122 
WTC Airfreight.................... 74 
*Regionai Advertising 
+ Demographic Advertisers 


information Retrieval Card... . 171-172 


PURCHASING 
MART 


surplus spare parts 


SURPLUS 


Spare parts, electrical 
instruments, valves, seals, 
bearings and much more. 


For information write: Dow Chemical U.S.A., 
Investment Recovery, 47-P Building, Mid- 
land, Michigan 48640. Attn: D. E. Wilson. Or 
call 517/636-6267. 


DOW CHEMICAL U.S.A. 
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scrap buyer 


ATTENTION 
PURCHASING AGENTS 


Surplus goods, obsolete stock, 
warehouse closeouts. If you're 
cleaning out or simply cleaning up 
give us a call. Whether you need 
a full time system of disposal or 
merely a one time pick up we can 
help. We deal in all types of re- 
cycleble scrap, plastics, paper, 
electronics, etc. . 

RALCO INDUSTRIES, INC. 
Manville Hill Road 
Cumberland. R.!. 02864 
401-767-2700 
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WANTED! 
YOUR SURPLUS HYDRAULIC: 
e Pumps & Motors 
Valves 
Cylinders 
Hose & Fittings 
Filters 
Gauges 


INES: 

Diesel & Gasoline 
Accessories 

Power Transmission 
Roller Chain 
Sprockets 

Belts 

Pillow Blocks 
Transmissions 
Axles 


PROMPT ACTION—CASHI 
Wire—Phone—Write 


GROBAN SUPPLY honors INC. 
9300 South Drexel Ave.— Dept. PM 


Chicago, illinois 60619 
Telex 25-3009 
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e Bolte—nuts—washers 

e@ Electrical wire—emali motors 

® Al rg ace 

e Any light industrial or Agri items 


eocccccces cocce 


MAC’s INC. 
15 So. 21st Street Box 1919 
Fargo;-ND 58107; (701) 293-1197 
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CLASSIFIED apvertisinc Purchasing Mart 


CASTINGS 
Ductile, Steel, and Stainless Short- 


run, Prototype, Repair parts, Mining 
parts, Show Castings. 
HOLLAND ALLOYS 
4524 136th Street 
Holland, MI 49423 
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144 
IRON FOUNDRIES 


with open capacity 
IRON CASTINGS 
HOTLINE 
216-333-9600 


Iron Castings Society 
Cleveland; Ohio 
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GRAY IRON CASTINGS 


Small, ian” thin walled castings. High quality, 
fine fini close tolerance, easily machined. 
Jolt squeeze molding, electric melt. Low or 


high volume. 
FERROCAST, INC. 
20 Fair ST. 
Guilford, CT 06437 
(203) 453-2791 
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CASTINGS 


Ductile and Iron Squeezer work, 
Production work, Prototype, Repair 
parts, Mining parts, Show castings. 
KANSAS ALLOYS 
Asherville Rd. 
Beloit, Ks. 67424 
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NC TURNING & 
MILLING SPECIALISTS 


JAY-EM 
CORPORATION 


75 Marc Avenue 
Cuyahoga Falls, OH 44223 
(216) 929-4441 
30 Miles South Cleveland 


@® NC Turning 10” to 60” 


@ NC Vertical & Horizontal 
Machining Centers 


30” x 74” travel—40 tools 


Currently serving 
the aerospace, rubber, 
military & oil industries. 
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Here is the marketplace for indus- 
trial buyers & sellers. To run your 
ad call: 203-327-6772 or 203-327- 
6746. 


open time 
BRASS CASTINGS 


As cast or machined to your specifica- 
tions. 


We have open capacity in our modern 

brass and bronze jobbing foundry. Our 

facilities include: 

e All electric melting in 3 channel 
induction and 4 coreless furnaces. 

e Hunter 14 x 19 automatic molding. 

e B & P 1620 automatic molding. 

e Multiple jolt-squeeze matchplate 
molding. 

© Complete, high production, 
machine shop. 

We have a 50 year history of quality 

brass and bronze foundry jobbing. For 

a prompt quotation send your inquiry 

today, or call us to discuss your re- 


quirements. Sall Brothers Company 


A Division of Eclipse Inc 
2320 Kishwaukee Street 
PO Box 4055 

Rockford. Illinois 61108 


(815) 964-5687 
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wanted to buy - 


WANT TO BUY 
Wire, cable and cord sets Over- 
stock and surplus wanted Write— 
Wire—Phone Surplus Dept. 
DELTA WIRE & CABLE CO. 


1457 W. Diversy, Chgo. 
IL 60614 (312) 248-4676 
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contract work 
CUSTOM FABRICATION 


Sheet, plate, bar and _ structural 
components or assemblies com- 
pletely or partially fabricated in ex- 
tensively equipped 250,000 square 
foot plant. Complete facilities to 
handle any job 20 gauge to 3” 
plate—from shearing and burning 
through welding and finish paint- 
ing. NC Press work a specialty— 
your material or ours. Kirk & Blum 
Mfg. Co., 3109 Forrer St., Cincin- 
nati, Ohio 45209. (513) 351-1400. 
Jim Cloran. 
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Do you want to be noticed on the job? 


Do you want to be recognized by top 
management as a professional in your 
specialty? 

Do you want to contribute significantly 
to your company’s profits? 


Learn How. JOIN 


oN THE AMERICAN 
 g PURCHASING SOCIETY 
F P. O. Box 543 


WhDOOM & INTLORITY 


Lisle, Illinois 60532 
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screw machining parts. © 


equipment for sale 
(new— used— rebuilt) 
‘“‘When You Need It Yesterday” 


Vg” to 48” Valves-Strainers-Flanges 
Pipe sok a fe ret Joints 


Brass-lron-Steel-Aluminum 
Metropolitan Pibg. Supply Corp. 
5000 2nd St. L.I.C., N.Y. I110! 
Free phone: 800-221-9672 
From New York— 
Phone 212-EM-1-2111 
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ONE OF THE MIDWEST’S 
MOST COMPLETE 


AUTOMATIC SCREW 
MACHINE PLANTS 


1/16” to 6” capacity 


e Single Spindle Brown & Sharp Auto- 
matics from 1/16” to 2%". 


e 4-6-4 Multiple Spindle Acme-Gridley 
Automatics from 9/16” to 6” 


COMPLETE SECONDARY OPERATIONS 


"J. JESSEN 
M4 ss MANUFACTURING CO., INC. 
“TOTAL SERVICE FOR OVER 50 YEARS” 


1409 W. Beardsley « Elkhart, Ind. 46514 
219/295-3836 
Mail Address: P.O. Box 1727 « Elkhart, ind. 46515 
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ONE OF THE NATIONS 
NEWEST MOST MODERN 


AUTOMATIC SCREW 
MACHINE PLANTS 


MULTIPLE SPINDLE 
Acme and New Brittons 
9/16” To 1-5/8” 

4 to 8 Weeks Lead Time 
BRASS ONLY 


On Site Heat Treating 
Complete Secondary Available 


MARSHALL 
BRASS 


vo OF 


450 Leggitt Rd., Marshall, MI. 49068 
616-781-3901 
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TRANSFORMERS 


BOUGHT e SOLD « RENTED e REWOUND 


REDESIGNED e MANUFACTURED 

63 YEARS DEPENDABLE SERVICE 

America’s Exciusive Independent 
Transformer Service Shop 


The Electric Service Co. 


5320 bie ng Hey CINCINNATI, O. 45227 


513/271-1752 
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CLASSIFIED aDvertisinc Purchasing Mart 


CUSTOM METAL FABRICATIONS 
Complete capability from engineer- 
ing through assembly. Over 100,000 
sq. feet of modern facilities in- 
cluding the latest CNC equipment. 
Quantity fabrications with or with- 
out hard tooling. Press work to 250 
ton. Computerized production con- 
trol. Quality control program. Sig- 
nificant manufacturing economies 
from 62 years experience. Ask for 
quote and delivery on your job. 


MIDMARK CORPORATION 
Dept. PC, Minster, Ohio 45865 
Toll free 1-800-537-6679 
In Ohio (419) 628-2311 


For more information circle 368 


CNC TURNING WANTED 


16 years experience in NC ¢ We can economically 
produce 10 parts or 1000 © Production Machining 
© Short-Run Production ¢ Prototypes © In-House 
Mini-Computer Fully Equipped All secondary 
operations including automatic bar and chuckers 
© NC Milling © Cylindrical Grinding and 
Honing Facilities Available. 


Send Your Prints or Specifications for Immediate Quotation 


ae 
Grand Traverse Machine, Co. 


1247 Boon St., P.0. Box 948 
Traverse City, Ml 49684 


(616) 946-8006 
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(] Phone me with more information. 
(J Send me complete information. 
Name: 
Title: 
Company: 
Address: 
City/State: 


| would like more information about pla 
MART .. . the classified advertising 


Check below clip and mail this coupon. 


Mail To: Lynn George Manager of Classified Advertisin 


1200 Summer St., Stamford, Conn. 06905—or CALL: (203) 327-6772, 327-6746 


esta Arts oo 
Offers Money-Saving Tips 


A practical foursome of books by a graphic 
arts specialist of 40 years, provides the an- 
swers to all questions about copy, pasteup. 
printing and mailing for businesses of every 
size. These four books contain 165 ways to 
save time, money and frustration on catalogs. 
brochures, mailers, newsletters, and all print- 
ing pieces. Sales. office. art and production 
personnel will have complete control of all 
graphic arts. printing and mailing needs. For 
complete information about this valuable 
package write to HALLS OF IVY PRESS. 
Dept. D510, 13050 Raymer Street. North 
Hollywood. California 91605. 
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CUT-TO-LENGTH 

PINE &/OR HARDWOOD LUMBER 
Will take 3 & 6 month contracts on indus- 
trial packaging lumber from our Flora, Ms. 
mill-1 x 2’s to 6 x 12’s up to 20 lengths. 
Also put in a bandin roove. Contact: 

DOLLARMARK LUMBER CO., INC. 
P.O. BOX A FLORA, MS. 39071 
PH (601) 879-8851 
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NEED PRINTING? 


Buy direct from forms manufacturer black 
or blue image carboniess forms also 
Snap-A-Part unit sets. 


ED SCHWEIGER PRINTING FORMS 


95A Orville Drive Bohemia, N.Y. 11716 
Write for free price lists and samples. 
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Want to generate additional 
sales leads? Run your ad here 
for quality responses! Call Lynn 
George at 203-327-6772 or 203- 
327-6746. 


PALLETS 


8000 Pallets for Sale 
Size: 44” X56” X 4%” 


Telephone: 314-261-6151 
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an ad in the PURCHASING » 
n of Purchasing Magazine 
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film/data 
processing supplies 


SAVE ON SUPPLIES 
6 


ribbons, print wheels, flexible 
disks, typewriter ribbons and ac- 
cessories. 
® Prices are 
Compare! 


discounted—Do 


® Orders shipped within 24 hours. 
Satisfaction guaranteed 


PROCESSING SUPPLY CO. 


1242B Remington Road 
Schaumburg, IL 60195 
IL 312-884-7272 outside IL 800-323-4271 
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sees STEEL WANTED wees 
We will purchase 
EXCESS OR OBSOLETE STEEL 


Area | Code 216 wovintvld 
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BAANUFACTURERS & 
CONTRACTORS! 


We will buy your excess or obsolete steel 
and metal inventory in plate, structurals, 
beams, tubing, pipe coils, sheets, and 
shapes, any size, grade, or condition. 
GALAXY STEEL & TUBE, INC. 
800 een Road 
Glenview, IL 60025 312-729-3500 
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WANTED! 
USABLE COPPER 


MAGNET WIRE 


Call Mr. Kent 
312-267-9019 
AERO WIRE “inc. 
3902 N. Elston Ave. 
Chicago, Il. 60618 
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SURPLUS STEEL WANTED 


OUR AD IS SMALL 
SO WE CAN PAY YOU MORE! 


METAL EMPORIUM INC. 
230 Patton Avenue 
West Babylon, N.Y. 11704 
516-643-2242 
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Capabilities include spur, helical, splines, 
shafts, internal. We make our own blanks, 
50,000 sq. ft. plant. Good quality control, 
engineering, competitive prices. 

Send your prints for quotation to: 


JACKSON GEAR COMPANY 
221 Mill Ave. 
Brooklyn, Michigan 49230 
phone: 517-592-6021 
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DIRECTOR OF PURCHASING-MATERIALS MANAGER 
Aggressive director. purchasing. with 17 years 
experience, degreed and possessing C.P.M., seeking 
challenging position in purchasing or materials 


management. Achieved large cost reductions during 
past two years, negotiated many effective contracts, 
developed specifications and supervised department 
of 8 people. If interested, contact Thomas F Bonniol, 
1126 Vista Del Mar, Delray Beach, Florida 33444, (305) 
272-0494. 


POSITION WANTED 


Widely-known purchasing professional seeks 
to relocate in a new and challenging position 
due to reorganization. Over 20 years extensive 
and diverse purchasing experience. Served In 
executive capacity as State Procurement Offi- 
cer, County Government Purchasing Agent, 
Hospital Purchasing Manager, University Pur- 
chasing Agent, School Board Purchasing 
Agent, and in private industry. A frequent 
speaker, Consultant and author. Individual de- 
sires to utilize knowledge and energy In a 
strong and vigorous procurement environment. 
Age 41. Mobile. Direct all inquiries to P.O. 
Box 10501, Chicago, II. 60610. 


PURCHASING AGENT 
6 years experience Paper Packaging In- 
dustry, also Auditing, Accounting back- 
ground with Fortune 500 company. B.S. 
in Accounting and Business administra- 
tion. Age 39. Prefer St. Louis but will 
consider relocation. 
Box K-5 


PURCHASING PROFESSIONAL 


12 years staff and supervisory experience with 
documented achievements for Fortune 100 Co. 
as Buyer, Sr. Technical Buyer, Construction 
Contract Administrator and Manager—Corpor- 
ate Fleet Operations. B.B.A. degree, Age: 35. 


Box G-21 


Purchasing Agent—Materlais Manager 


6 years experience in raw material, MRO, 
inventory control in both manufacturing and 
corporate environment. Strengths include ne- 
gotiation, organization, materials management 
and communications. Master's degree. Prefer 
Fairfield County, Conn. and estchester 
County, NY locale. 
Box W-10 


BUYER/PA 
Eleven years experience in all phases of 
material activities. Experience includes pur- 
chasing for construction mfg. and warehousing 
operations and MRO supplies. Education/BS 
degree. Willing to relocate. Available im- 
mediately. 


BOX Q-1 


PURCHASING AGENT 


Desire management position. 6 years 
experience manufacturing and non-manu- 
facturing with multiple plant exposure. Product 
contacts include steel, fabricated metals and 
MRO. Familiar with material planning and 
traffic. Education: BA, A.S.C./Metallurgy, 
CPM. Willing to relocate. 
Box Y-2 


90,000 Purchasing Pros are 


reading this ad—would you 
like to meet some of them? 
Call Lynn George now—203- 
327-6772. She'll show you how! 
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Job scene 


Certification still pays off 


PHOENIX—An increasing num- 
ber of companies are using NAPM 
and apPics certification as a 
benchmark in how interested 
prospective employees are in 
their profession. 

“NAPM and APics both carry 
considerable value on a person’s 
resume,” says employment con- 
sultant Tom Salamone of F-0-R-T- 
U-N-E Personnel in Phoenix. “If 
an applicant has gone through 
the certification process, that 
demonstrates he’s serious about 
his profession.” 

In some cases, companies 
will accept a nondegreed candi- 
date with c.P.M. certification over 
a college degreed applicant. 
That’s because certification indi- 
cates that the potential hiree is 
more attuned to being a profes- 
sional in procurement and is 
familiar with proven purchasing 
techniques. 

Salamone says the job mar- 
ket for purchasing in Phoenix is 
“surprisingly good.” Opportuni- 
ties are particularly good in the 
electronics industry, especially at 
wafer fabrication companies. 

One example: A senior buyer 
of capital equipment for a wafer 
fabricator. Salary: $30,000. 

The job outlook in other 
cities: 

Houston. Still the hot spot 
for jobs, a shortage of qualified 
purchasing personnel here is 
driving salaries up. A lot of 
buyers are playing “musical 


Seattle: 
Aerospace, 
electronics 


Milwaukee: 
Metal 


fabrication Phi adeiphia: 14 
Elettronics, W 
co truction, 
ee en presring 
@ Electronics, 
mining Houston: 
Oil, gas 


chairs,” hppping from company to 
company jdepending on salaries 
offered. Opportunities are partic- 
ularly gopd in the oil and gas 
industried. 

One stot: Machined parts and 
maintenarce buyer. Pay: $25,000. 

Philadelphia. Hiring is still 
active in ¢lectronics, pharmaceu- 
ticals, and food, and surprisingly 
strong in |construction and engi- 
neering. ile jobs are fairly 
plentiful, mortgages are harder 
to come By. 

Newly created opening: Mate- 
rials manager for an electronics 
firm. Pay:\$50,000. 

Milwaukee. Job openings 
here range from low-level junior 
buyers to] purchasing managers 
and materfals managers. Because 
of the diversity of industry here, 
there’s always going to be jobs for 
purchasing people, according to 
John Hegkel of Management 
Recruiterg of Milwaukee. 

Examples of current open- 
ings: Two purchasing managers 
with at least five years experience 
needed by metal fabricators. Sala- 
ries range from $26,000-35,000. 

Seattle. People here are 
tending to| hold on to their jobs. 
Openings fare not frequent, de- 
spite healthy business in the 
aerospace and electronics indus- 
tries. | 

One rdcent opening for a mid 
level purchasing professional paid 
$18,000-24,000. 


—Terri Thompson 


PURCHASING (East Coast) 


Dir. Matis. — Electronics ...6+see2e+s+ TO48K 
Asst. Dir. Purch. ——T Hotel eeeeeeeee To 40K 
Purch. Agent — Chemicals ...+++++ TO40K 
Purch. Agent —_ Electronics eesveeeee To 33K 
Purch. Super. — PC Boards....++++ TO3IMK 
Purch. Mgr. — Steel eoeeeveeeeeeeve To 30K 


F-O-R-T-U-N-E (Fee Paid Agency) 
8501 LaSalle Road, Suite 306 
Baltimore, MD 21204 @ (301) 828-8282 


Purchasing Manager—Aerospace 30-40K; Buyer 
—Computer Peripherals 32K; Buyer—Com- 
puter cos., various locations, salary open. 


HARPER ASSOCIATES 
1618 Main St. 
Springfield, Mass. 01103 
MANAGEMENT CONSULTANTS 


PURCHASING & MATLS. MGMT. 
PROFESSIONALS 


We specialize in growth positions in the Pur- 
chasing & Materials field. if you are thinking of 


making a career move why not call us today? 


Dir. Matis., Instruments........ $45M 
Dir. Purch., Equip. Mfr. ........ $45M 
Matis. Mgr., Cap. Equip. ....... $40M 
Mgr. Pkg. Purch., Pharm........ $38M 
Supv., Purch/Stores ..........+ $35M 
Purch. Agent, Chemicals....... $31M 
P&IC Mgr., Process .......... $30M 
Project Leader, MRP ......... $30M 


K. J. RICKLIN 


Associates, Inc., Purchasing Division 
505 Fifth Avenue., NYC 10017 


(212) 599-0606 FEE PAID Agency 


MATERIALS MANAGEMENT/PURCHASING 
SPECIALISTS 


(Nationwide Search) 


Director Material Mgmt.-Medical Eqpt ... 

Purch. Mgr.-Government Regulations .. . 
Purchasing Manager-Sugar ..++«+e+e-s 

Material Manager-Foundry ...-«++eee-s 

Senior Buyer-Electronics ..++eeeeees 
Buyer/Administrator-Capital Eqpt ..... 
Purchasing Supervisor-ASPR, DAR .... 

Senior Buyer-Precision Castings ....++-s 
Purchasing Manager-Plastics ......+-s 
Buyers/Purchasing Agents-Many ..... $1 7-$30K 


All Fees Paid — All Replies Confidential 
Send resume to: 


F-O-R-T-U-N-E 
ASSOCIATES 


7315 Wisconsin Ave., Suite 416E, Bethesda, MD 20014 
or call an office listed below: 
(312) 467-9130 


Chicago, IL 

Columbia, SC (803) 782-2700 
Columbus, OH (614) 461-1848 
Hartford, CT (203) 522-1176 
Nashua, NH (603) 880-8880 
Sacramento, CA (916) 920-5560 
South Bend, IN (219) 291-7161 
Washington, D.C. (301) 986-9509 


Company Inquiries Invited 


Run your recruitment ad here 
for quality resumes. We close 
every other Wednesday at 
noon—Get positive results— 
Call Lynn George at 203-327- 
6772 or 203-327-6746. 


RECRUITMENT ADVERTISING JOB Mart 
positions available 


DIVISION PURCHASING 
ADMINISTRATOR 


Medium-sized chemical division of a 
corporation located in South Central 
U.S. requires experienced purchasing 
administrator. Experience in contract 
negotiations, systems and procedures, 
and planning desirable. Bachelor degree 
in chemistry, engineering and/or busi- 
ness preferred. Starting salary commen- 
surate with experience plus excellent 
benefits package including relocation 
assistance. Please submit resume 
including salary requirements to: 


VULCAN MATERIALS COMPANY 


PERSONNEL DEPT. 
P. O. BOX 7689 
BIRMINGHAM, ALA 35253 


Move Up In 

Purchasing Management 
We regularly have attractive 
openings for purchasing 
personnel in all sections of the 


U.S. and at all levels (salaries 
S15K-S40K).-Let us help you. 
Send resume and get a fast 
response from us! 


tn Willard Associates, Inc. a. 


Dept. H One Lincoin Center / Syracuse. NY 13202 


(315) 422-5111 (All Fee-Paid) 


Your Ultimate Choice 


BUYER 


MAJOR PROJECTS 
PROCUREMENT 
Salary area $26,000 


This international oil company will offer 
an unusually attractive salary and career 
opportunity to a person with at least 2 
years buying for refinery construction. 
They have a record of fast promotion 
from within. Enjoy demanding, fast 
paced, interesting work as amember of 
a highly professional projects team in 
the firm’s corporate office. 


For further information contact Jim 
DeForest or R. J. Curra at 


(713) 461-7777. 


ALL FEES ASSUMED BY CLIENT COMPANIES 


Ndi uve 


PERSONNEL SERVICES 


415 Houston Natural Gas Building 
1200 Travis © Houston, Texas 77002 
(713) 461-7777 


pend box no. replies to: PURCHASING JOB MART, 1200 Summer Street, Stamford, Conn. 06905 


PURCHASING/MATERIALS MANAGEMENT 
PROFESSIONALS & THE COMPANIES WHO 
HIRE THEM; an active search is on nation- 
wide to fill the following outstanding 
positions: 

Dir. Purch. Corp., electronics. ....+ + $75,000 
Dir. Matl's, capital goods ....++-+-+ $65,000 
Purch. Mgr., computer mfr... ... +» $55,000 
Mgr. Purch., integrated circuits .... $48,000 
Mgr. Subcontracts, peripherals. .... $48,000 
Mgr. Mati’s, MRP projects. ....+.+ ++ $45,000 
Mgr. Purch. consumer pkg .-++++-+ + $42,000 
Sr. Buyer, chemicals/stores ... + $40,000 
Subcontract Admin., avionics ASPR . - $37,000 


Call/Write: Jim Panos or Hy :isleeaials 


THE P & L GROUP 


366 N. Broadway Jericho, as 11753 
(516) 938-7337 e Paid 

CONSULTANTS TO INDUSTRY" 
NATIONWIDE 


SOUTHEAST 


Our 12 offices in NC, SC, GA, VA, and FLA 
specialize in Purchasing, Electronics, Elec- 
tro-Mech., and Engineering positions from 
16K to 35K. Aggressive, Confidential. Fee- 
Paid Service. Send resume with salary info 
to: Walt Loescher, BEALL a P.O. 
Box 4006-P Anderson, SC 296 


PURCHASING 
Purchasing Manager, electronics ..... +. To $55K 
Purch. Agent, Chem. Process Eqpt.....To 
Purchasing Manager, Electronics ..... . To $32K 
Purchasing Manager, Computer ......TO 
Buyer, Metal/Plastics ...+++e+s+e+0e+e+ TO$25K 
Buyer, Electronics .....++eeee8822 TO$22K 


F-O-R-T-U-N-E Personnel 
8 Woodlawn Green, Suite 133 
Charlotte, N.C. 28210, (704) 527-5610 


MATERIALS 
THE PROFESSIONALS 
een, Snes 
GROUP, INC. 

PROFESSIONALS 


Southwest/West 
P.O. Box 18:02 Las Vegas, NV 89114 
or Metro New York 
7 Stamford, (T 06905 
New Enga 


nd 
179 Allen St. Hartford, CT 06103 


Purchasing Dir—Electronics 55K; Purchasing 
Manager—Aerospace 30-40K; Buyer—Computer 
Peripherals 32K; Buyer—Computer cos., var- 
ious locations, salary open. 


HARPER ASSOCIATES 
1618 Main St. 
Springfield, MA 01103 
MANAGEMENT CONSULTANTS 


PURCHASING 
DIRECTOR 


Rockford, Illinois, population 147,000 
is seeking replacement for retired Pur- 
chasing Director. Applicants should 
have extensive experience in pro- 
curement of a wide variety of com- 
modities supplemented by experience 
in handling bids for construction 
projects and professional services. A 
Bachelor's Degree in business or re- 
lated field with professional (CPM) 
certification highly desirable. Salary 
$23,205 — $27,147. Send resume’s to 
Mr. Donald Fane, Chief Examiner, Per- 
sonnel Department, 425 East State St., 
Rockford, IL 61104. Resume's must be 
filed in this office before 4:00 P.M. 
October 3, 1980. 


EMPLOYMENT ADVERTISEMENT 


An Improved 


Job Mart 


Recruitment Advertising 
That Puts It All Together For You 


e SHORT LEAD TIME ¢ SELECTIVITY * SAVINGS 


PURCHASING Magazine adds a late closing form for JOB MART... an 
idea whose time has come. JOB MART is an advertising service for 
Positions Available listings. Here’s what’s in it for you: 


Short Lead Time Results From Late Form 


Closes 2 days before mailing date. No waiting 
weeks for replies because your ad reaches appli- 
cants fast. Better still, applicants reply fast. You 
have up to 6 minutes before closing time to place 
your ad via Xerox Telecopier. 


Selectivity 

Your JOB MART Positions Available listing talks 
to industrial purchasing managers and buyers. 
A one-on-one conversation in print. No super- 
fluous resumes. 


Savings 
Your JOB MART Positions Available listing costs 
you just pennies per contact. You don’t pay for 
fringe the way you do with high circulation 
newspapers. You're right on target. 


And, It’s In Purchasing Magazine 


A dynamic environment. More than ever, the best read magazine in the field 
... reaching over 90,000 purchasing professionals in over 50,000 buying 
locations in the United States. Published every 2 weeks. With more news 
to more purchasing professionals . . . faster! 


JOB MART Late Closing Form closes every other Wednesday 
at noon. Be one of the first to get positive results. Call or write: 


Lynn George, Manager, Classified Advertising 
Job Mart 

1200 Summer Street 

Stamford, Connecticut 06905 

Tel: (203) 327-6772, 327-6746 


Send box no. replies to: Lynn George, PURCHASING MART, 1200 Summer Street, Stamford, Conn. 06905 


Commodity leadtimes 
This month vs: Shorter Longer Same 
Month ago 32 20 69 
Year ago 99 2 24 
Biggest monthly increases (1, decreases 1 


(125 items in production quantities; % of buyers responding) 


over over 


15 6-10 11-20 21-30 30 Avg. Mo. Yr. 15 610 11-20 21-30 3 Avg. Mo. Yr. 
STEEL wks wks wks wks wks (wks) ago ago CHEMICALS wks wks wks wks wks (wks 
Plate 67% 31% 2% 0% 0% 45 3.7 6.1 Paint 86% 13% 1% 0% 0% 3.3 3.1 3.5 
Sheet & strip (HR & CR) 79 21 0 0 0 3.7 41 8.4 Pigments 78 22 0 0 0 3.7 4.1 48 
Sheet & strip (SS) 62 31 7 0 0 5.1 5.3 7.8 Refrigerants 94 6 0 0 0 2.8 3.3 3.8 
Galvanized sheets 67 33 0 0 0 43 4.2 6.9 Compressed Ss 98 2 0 0 0 2.6 2.8 2.7 
Precoated sheets 33 60 7 0 0 6.7 5.9 7 Solvents 98 2 0 0 0 2.6 2.8 2.9 
Bars & rods (HR & CF) 72 26 2 0 0 4.2 4.8 Plastic resins 89 11 0 0 0 3.1 47 5.5 
Bars & rods (SS) 71 29 0 0 0 4.0 5.6 + Plasticizers 80 16 4 0 0 3.9 5.1 4.6 
Strapping 95 5 0 0 0 2.8 2.6 3.4 Sulfuric acid 95 5 0 0 0 2.8 29 29 
Structurais 73 27 0 0 0 4.0 49 5.6 Nitric acid 93 7 0 0 0 29 3.1 2.5 
Tool steel 52 24 19 5 0 74 6.4 10.3 Hydrochloric acid 94 6 0 0 0 2.8 3.2 2.8 
Gray iron castings 19 62 16 3 0 8.7 96 11.7 Fatty acids 92 8 0 0 0 2.9 34 33 
Steel castings 7 49 41 3 0 11.2 144 14.4 Alcohols 96 4 0 0 0 2.7 5.0. 2a 
Ductile iron castings 9 55 36 0 0 10.2 97 126 Benzene 88 12 0 0 0 3.2 5.0 4.5 
Investment castings 8 22 54 8 8 149 118 13.7 Chlorine 91 9 0 0 0 3.0 3.2 2.5 
Forgings 7 52 17 17 7 11.9 13.6 13.6 Ethylene glycol 94 6 0 0 0 2.8 3.8 2.7 
Steel wire (incl. galv. 72 28 0 0 0 4.0 4.3 > Soda ash 89 8 3 0 0 3.3 3.7 48 
Carbon tubing 62 33 5 0 0 5.0 5.0 
Alloy tubi 39 50 11 0 0 6.7 yA = " 
ELECTRICAL/ELECTRONIC COMPONENTS 
Pressure gauges 54 39 6 1 0 6.1 6.6 
NONFERROUS METALS Temperature controls 34 54 12 0 0 ; ; 8.4 8.7 
Sheet & strip (cop./brass) 60 36 4 0 0 5.0 45 6.2  Instruments/gauges 35 52 13 0 0 7.1 72 9.0 
Bars & rods (cop./brass) 57 28 11 4 0 6.4 3.9 5.9 Chart recorders 41 38 21 0 0 7.3 75 9.5 
tubi 65 35 0 0 0 5.0 5.3 Lamps 84 12 2 1 1 3.9 3.5 43 
Bronze castings 12 59 29 0 0 9.5 9.1 10.7 Switches 56 36 7 0 1 5.7 60 7.0 
Copper wire & cable 62 38 0 0 0 4.6 6.1 8.7 Relays/solenoids 55 22 19 3 1 7.2 7.2 8.6 
net wire 40 60 0 0 0 5.8 8.5 9.6 Transformers 31 46 19 2 2 8.5 89 9.7 
Sheet & strip (aluminum) 65 26 9 0 0 5.1 4.7 7.0 Integrated circuits 37 29 18 11 5 10.4 104 145 
Bars & rods (aluminum) 81 16 3 0 0 3.8 44 6.1 Other semicons 44 34 17 5 0 7.7 9.1 9.7 
Aluminum wire & cable 45 45 10 0 0 6.3 6.6 9.0 Resistors 55 35 10 0 0 5.7 59 7.4 
Tubi aluminum 70 22 8 0 0 48 49 6.5 Capacitors 48 26 18 3 5 8.4 8.3 104 
Aluminum castings 23 50 23 0 4 9.4 9.0 11.5 _ Printed circuits 22 50 22 6 0 7.3 92 10.7 
Bars & rods (titanium 33 17 30 17 0 11.6 9.3 13.3 Connectors 60 23 3 7 7 7.8 89 7.9 
Zinc 60 10 20 10 0 8.0 38 66 
Die castings (all kinds) 27 50 23 0 0 8.2 9.7 11.0 
WOOD AND PAPER PRODUCTS 
Lumber 90 8 2 0 0 3.2 3.3 3.7 
== .  -<— o «4 © - 6 -..@8:. 04 7,4 Pale 93 7 0 0 0 2.9 29 42 
Structural steel, fabricated 23 70 7 0 0 73 60 7.2 ‘ndustiel crates o7 ss 9 o ° a 
Cans 58 25 17 0 0 6.1 44 63 Fiber drums 97 3 0 0 0 2.7 3.0 3.9 
Steel drums (shipping) 73. 27~C~*OSSCSSCSti 42 COMugated containers 94 S182 88 
Stampings 22 70 8 0 0 7.4 8.1 10.1 Multiwal! bags 63 31 6 0 0 5.0 5.1 8.3 
Chain 75 17 8 0 0 45 44 6.4 Kraft paper 86 12 1 1 0 3.5 4.4 6.0 
Jigs &ixturesO~“‘*‘NCOU~ANUatO. 0701 93 109 Printingpaper 8414 SS 82 
General machining 5338 3 0 ee ee =Follenietcs ULL 
Powder metal parts 6 47 41 0 6 12.1 115 12.6 
OFFICE SUPPLIES AND EQUIPMENT 
MECHANICAL/ELECTRICAL EQUIP. & SUPPLIES Envelopes & stationery 84 15 1 0 0 3.5 3.7 44 
ee TT -. _c ——_— —aao—a—a—s—as. er r 93 5 2 0 0 3.0 3.0 3.6 
Electric motors: fhp 43 34 19 4 0 7.8 7.8 8.9 Tab cards B4 10 6 0 0 38 41 48 
Elec. motors: 1-90hp_—Ss 347 2HOC(<i;;C‘CSCUCCUG US 8A Business forms 55. 44 i 0 0 50. 57 61 
Elec. motors: over 30 18 29 46 7 0 11.7 143 146 Office furniture 46 32 19 3 0 74 92 101 
Motor controls 47 25 25 3 0 7.8 75 7.8 —U—_  €§©§© 6S is «& x& + 4x88 102 "0" 
2 rr ee ee ee 2 © 6 © oY decces 
Gears 24 34 38 11 3 Ta 41a. Va 
Nonfriction bearings 36 39 11 7 7 9.7 86 15.4 
Screw machine 27 45 28 0 0 8.6 82 119 
Fausners, Ganderd e210 110 a7 a2 a5: PLASTIC AND RUSSERPRODyoTS 
Fasteners, special 21 54 23 0 2 90 103 123 — ' ; 
Pipe fittings TE 0s ee eee ee ee ee a 
Machine tools 48. 13 +10 "eee, ee ee ee ee 
Portable powertoos 90 6 2 #2 O 36 42 49 Plastic botties ST OS UCU CUC SOCOD CG 
Speed reducers 30. +43 ~~ «414 4 0 i rr ee ee ee a 
; rr 39 12 6 5 82 56 9.4 Seals and ri 70 23 7 0 0 4.7 47 68 
ropes per _#¢__#@_§_«_“"=s_ = tools 61 32 7 0 0 52 4.0 58 Conveyor belti 77 21 2 0 0 3.9 4.6 4.7 
Grinding wheels 57. 34 7 2 6 67 80 66 vers s a : ; : 5 ae 3 
Welding rods 89 11 0 0 0 3.1 2.7 2.8 
Lubricants 95 5 0 0 0 2.8 2.9 3.2 
Adhesives 91 9 0 0 0 3.0 29 3.9 GLASS AND CLAY PRODUCTS 
Glass parts 58 32 10 0 0 5.6 6.2 9.8 
Glass bottles 57 36 7 0 0 5.4 5.2 103 
MATERIAL HANDLING EQUIPMENT Refractories 44 40 12 0 4 7.4 73 12.4 
Cranes & hoists 22 33 28 11 6 12.2 11.7 16.0 Fiberglass 45 55 0 0 ) 55 50 88 
Lift trucks 10 50 23 14 3 123 124 14.1 
wonveyers ———_#4_S3_S}__@_*® “7 a = = = * ; LA A Pure hasing's Leadtimes may be eae Gy by other rtments. 


57 5.7 7.1 © 1980 PURCHASING Magazine 
Tena eerer (@rereteile 


Tons ? 


...it’s bad for your 
financial health, 
you know. 


Have Lapham-Hickey deliver exactly 
the specification steel you need 
—from our stock, 
just as you need it. 


LAPHAM-HICKEY STEEL 


STRIP STEEL SPRING STEEL 

Cold Rolled Strip Steel - All Tempers (Coils & Straight Lengths) Blue Tempered & Polished * Scaleless Blue & Black, Oil Tempered 
Cold Rolied Shim Steel (Coils & Straight Lengths) Cold Rolled Annealed - C1050, C1075, C1095 
C1005 - Widely Accepted Substitute For Electromagnet Iron (S.L.& Coils) C. R. Annealed Alloy - AlS! 8617/8620 * Hot Rolled Floor Annealed - C1095 

FLAT WIRE Hard Cold Rolled - C1075, C1095 « Largest Spring Steel Stock In The Country 
Cold Rolled Round Edge Flat Wire - All Tempers (Coils & Straight Lengths) 

STEEL TUBING 
TIN COATE D STRIP Cold Drawn Seamless Mechanical « Gold Drawn Seamiess JIC Hydraulic 

Cold Rolled Electrolytic Tin Coated (Bright & Matte Finish - Coils) Electric Resistance Welded (Rounds. Squares and Rectangles) 

BAR STEEL Drawn Over Mandrel Electric Resistance Welded 
Cold Finished « Alloy & Carbon Steel « Rounds * Squares * Hexagons * Flats Cold Drawn Resistance Welded JIC Hydraulic * Cold Drawn Butt Welded 
Centerless Ground * Turned & Polished « Drawn Ground & Polished Bundyweld Copper Brazed (Plain & Tin Coated - Staight Lengths & Coils) 


Turned Ground & Polished « Carbon Restored « Drill Rod « Flat Ground Stock Bundyweld Electric Resistance Welded (Plain & Tin Coated - S.L.& Coils) 


CHICAGO 
ST. LOUIS main office and plant NEENAH, WIHISC. . 
” plant and office 5500 West 73rd St. plant and office Ss 
th ao} 4 os Stipe one Chicago, Ill. 60638 944 ee eee Dr. a . 
*-° ridgeton, Mo. 63044 Phone: (312) 496-6111 -O. Box 
le Phone: (314) 731-1510 TW: Seana anas Neenah, Wisc. 54956 LAPHAM-HICKEY 
al Warren Rusgis, Branch Mgr. TELEX: 25-3007 Phone: (414) 725-858! 
Jerry Strnad « Gary Strnad Harry L. Ford, Branch Mgr. 
Steve Ford 


NATIONWIDE SALES COVERAGE 
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eElectric power output to be steady in ’80 
@Aluminum production is weakening 
eProductivity growth is in the doldrums 


Forecasts 


(1967=100) | 


Crude materials 
(excl. foodstuffs) 
| 


_ _ Natural gas sales | Crude petroleum production Electric power production 
(Tril. Btu) (rotat utility sales) | (Mil. bbI.) (Bil. kwh) (By utilities) 
7000~——- = 825 sae cay REVS fa —r 

| | 
5000- | 800 
3000 775 
1000 750 
1980 2 1978 | 1979 | 1980 | 1981 
Source: AGA - Source: Commerce Dept. Source:cCommerce Dept. 
Output per employee-hour Producer price indexes 
(Manufacturing sector) (1967 = 100) 
136 550 
| 
| 


128 250 
150 ree SS —Finished goods 
(excl. foods) wee aes 
124 
oa 0 
1976 1977 1978 1979 1980 | 1981 
Source: Bureau of Labor Statistics ‘ Source: BLS 
Chemicals production Aluminum production Steel production 
(Seasonally adjusted) (Primary. domestic and foreign ores) j 
(Thous. short tons) (Mil. short tons) 
1300 40 
35 
30 
25 
0 
Source: Federal Reserve Board | Source: Aluminum Assn Source: Commerce Dept. 
Gross national product Durable goods orders Imports/exports of goods 
($ bil.) ($ bil.) backlogs ($ bil.) (Inc. military) 
3300 290 130 
GN Backlogs 
2800 270-+(End of \ _ 110 


50 quarter) 


2300 90 
230 
1800 70 
1 
hi New orders 
1300 190 (Quarterly totals) 90 


Source: Commerce Dept. Source: Commerce Dept Source: Commerce Dept 
Railroad freight traffic Intercity truck tonnage Vendor performance 
(Class 1 railroads, revenue freight only) (Not seasonaliy adjusted) (2 Yo) ee Po aeabiai slower 
2607 Bil, ton-miles) 200 905 = 
240 180 70 
220 
200 os ri 
180 sal: 30+ 
0 0 0 


bee 1978 | 1979 : 
Source: ATA pi ; Source PMAC lm Oma a 


Forecasts: Cahners Economics Department 


~ Thisnew Truarc Ring:0- Mo con 
lower your assembly costs 30%-50% 


4 |: your specific production 
___| requirements.) | 
| Savings on the assembly 
| line are just — assemBLinG RING | 
_| one of the 
advantages 
you get when 
| you use Truarc 
retaining rings. 
These versatile, overtarere 
ate MANDREL . . . 
precision- 


AND THAT’S IN ADDITION 
TO THE SAVINGS YOU GET 
JUST BY USING TRUARC 
RETAINING RINGS! 


The Truarc Ring-O-Mat is 
an automatic, air-driven tool 
for mass-production 
assembly of retaining rings. 
It can be operated by 
unskilled labor at savings of 


Ae 


30% to 50% over | j :* engineered 
assembly with conventional a nest, brings the tool down fasteners replace 
retaining ring pliers. over the part and squeezes the _ bulkier and more 

The Ring-O-Mat is loaded trigger. The tool does the rest expensive fastening 
with rings supplied in handy of the job! devices. .give you 
tape-wrapped Truarc Rol-Pak® The Ring-O-Mat comes in 27 a more compact NAN 
cartridges and is suspended sizes for four different axial-tyoe design for savings in N ZEN 
over a work table or an Truarc rings and costs only size, weight and TH 
assembly station on a $1495. (If the standard tool energy consumption INTO GROOVE 
mechanized conveyor line. To won't do, our Engineering _. .and eliminate drilling, 
install a ring, the operator Department can custom-design tapping, threading and other 4 
merely places the work part in ring assembly equipment for costly machining. 


THERE'S A TRUARC TOOL FOR EVERY ASSEMBLY LINE 


PLIERS 24 
Want complete 


\ ie , — Information about 
, - “= the Ring-O-Mat 
and other Truarc 
assembly tools? 
Write today for 

a free copy of our 
128 page Truarc 
Technical Manual. 


ae 
ae: 


APPLICATORS 
AND DISPENSERS 


TRUARC, RING-O-MAT ang ROL-PAK . 47-16 Auste! Place 
are regisiered madera of Wakdes KIM Fy Waldes Kohinoor, Inc.:; ») “353 688 62h. 11101 
TRUARC RETAINING RINGS DIVISION Telephone 212/392-3100 
Flow mene Je fo—me fio <i--f- 4O¢ #§ 


Petroleum products prices 


Coal prices will grow at a faster pace 
eChemicals operating rates to dip mildly 
@Machine tool orders are bottoming out 


(Producer prices of refined products) 


(1967 = 100) 


Source: Bureau of Labor Statistics 


New plant and equipment 
expenditures 
($ bil.) (All industries) 


Source: Commerce Dept. 


Steel mill products 


imports/exports 


6000 re 
(Thous. short tong) 
pad LS, . 


Source: Commerce Dept. ; 


Machine tool new orders 


| 1979 | 1980. nH 
Source: TES 


Metals operating rates 


(%) (Previous low: 69.9% in 2Q '75) 


95 


1978 r 1979 | 19 980 


Source: Federal Reserve Board 


1981 


Electric power prices 


Source: BLS 


Industrial production 


(1967 = 100) 


Source: Federal Reserve Board 


Forging shipments, 


¢ mil.) new orders 
ail Be 

New nahn 
1000-4 


400-——Shipments 
oA : 
1978 | 1979 


Source: Forging industry Assn. 


Passenger car production 
(Mil. units) (U.S. plants) 


= —_ 


J 1981 


i 


1978 1979 | 
Source:MVMA 


Paper operating rates 


(%) (Previous low: 74.3% in 2Q '75) 


oe 


+ - — 
1978 | 1979 | 


__197 | 1980 | 1981 
Source: FRB 


Forecasts: Cahners Economics Department 


Coal prices 


Source: BLS 


Inventory to sales ratio 


(Manufacturing) 


(/S ratio) 
2.0 ot CSS 
1.8 
1.6 SS —=-= 
Current dollars 
1.4 }— | 
o—_—__— a _. n 
1978 | {1979 | 1980 q 1981 


Source Commerce Dept 


Iron casting shipments, 
unfilled orders 


(Castings for sale) 
(Thous. $hort tons) 


1500-—_—+- 


| i 
Unfilled orders 


1 ‘(End of quarter)” 


700-—}— 


~ 4978 1979 


Source: Commerce Dept 


Steel shipments to 
service centers 


(Mil. short tons) | 


Source Commerce Dept 


Chemicals operating rates 
(%) (Previous low: 66.8% in 1Q '75) 
92 


90 
88 


86 
84 


ans 
1978 | 1979 | 1980 | 1981 


Sour ce Fe” 
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Forecast data: Perry Patterson, director of economics, 
Cahners Economics Department. For information on how to 
subscribe to Cahners Early Warning Forecast Service, 
developed to help purchasing managers make their own 
forecasts of prices, leadtimes, etc., circle no. 339 on the 
Information Retrieval Card. 


The prime to be on a flatter decline 


Early Warning Indicator 


(End of quarter values) 


Source: Cahners Economics Dept. 


Cahners Early Warning Indica- 
tor has been climbing since early 
summer. So the economy-in- 
general is forecast to bottom out 
this fall. That would make this 
recession one of the shortest in the 
post-World War II era. But 
Cahners’ economists also expect 
the recovery to be more sluggish 
than usual. This indicator won’t 
break 100 until early next year. 


Paper and paperboard 
production 


(Mil, short tons) 


Source: Commerce Dept. 


Paper and paperboard produc- 
tion next quarter is expected to be 
5-6% less than fourth-quarter 
1979. As the economy rebounds, 
paper output is expected to post a 
2% gain next year. Most of that 
gain should come in the second 
half of the year. One of the first 
areas to tighten up is expected to 
be kraft paper. It went into this 
downturn with the least slack. | 
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Interest rates 


Average 
prime rate 


charged by” 7] 
— + 
ef ee ™~ 


Sources: Citibank, FRB, Treasury 


The prime interest rate in the 
next several months won’t be 
falling as dramatically as in the 
past few months. It is expected to 
decline to 9% by early next year. 
There will probably be some 
setbacks in that downward trend. 
Bond yields are expected to be on a 
flat-to-down slope. That should 
keep long-term rates slightly 
above shorter term securities. 


Container shipments 
(Corrugated and solid fiber boxes) 
(Bil. sq. ft., surface area) 
65 


Def Le 
95 
50 
0 
1980 


1978 | 1979 | 1980 


Source: Commerce Dept. 


1981 


Shipments of corrugated and 
solid fiber boxes are forecast to 
decline 4% this year, or about as 
much as the fall in total industrial 
production. A 2% rebound in box 
shipments in 1981 also should be 
matched by sluggish gains in 
economy-wide shipments. It will 
take most of next year for activity 
in box plants to work up to recent 
peak levels. 


a Ctceste-t- Ce ¢ 4ee8¢ 


Dow Jones industrial average 


(Closing prices on 20th of each month) 


Source: Dow Jones 


Dow Jones industrials are 
expected to rise to 950 by late this 
year and to break the elusive 1000 
mark by late next year. This will 
reflect increasing confidence in the 
outlook for business. During 1981 
profit margins should be expand- 
ing as sales accelerate and costs of 
doing business moderate. Stock 
prices are forecast to grow 10.5% 
during next year. 


Plastics production 


(Bil. Ibs.) 
10 


Sources: SPI, Cahners Economics Dept. 


Plastics resin output in the first 
half of this year grew 2% in 
comparison to first-half 1979. 
Remaining months of 1980 should 
record little or no year-to-year 
gains. Most markets, especially 
construction, will be cutting back. 
Next year plastics resin output is 
expected to increase 9%. That’s a 
more usual growth rate for this 
industry. 
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A. To be considered for your own personal copy of Pareisasing at no cost 
STOP just fill out this card and mail. 
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Edmont-Wilson gloves hold down the rising cost 
of leather and reduce glove costs as much as 83% 


-There’s nothing leather glove suppliers can do Edmont-Wilson gloves outperform leather in practically 
about the runaway cost of leather. But you can. every handling and assembly job now being done with 
Replace leather with Edmont-Wilson 3 leather gloves. 
vinyl-coated or NBR-coated gloves. They'll ‘ at 
you up to hres times the wear and cave up to 83% on Free Tips Booklet helps you hold down rising gloves 
(ry pair you buy. Designed for long wear and comfort, costs. New booklet provides valuable tips on glove usage, 
requisitioning, laundering, dispersement. For your copy, 
MPARATIVE COST INCREASES — 1974-1980 circle Reader Reply Card. Call your distributor if you 


would like to test Edmont-Wilson gloves on a no-risk trial 
basis. Or write Edmont-Wilson, 1300 Walnut St., 
Coshocton, Ohio 43812. In Canada, Edmont-Canada, 
Ltd., Cowansville, Quebec. 


Job-Fitted Personal Safety and Protection 
ig7A 1975 1976 1977 1978 1979 1980 Edi i iont “= Wilson 


DIVISION OF BECTON DICKINSON| AND COMPANY 


wright © 1980 Becton Dickinson and Company Hycron,\HynitSeams-Rite, Edmont8-D and Job-Fitted are trademarks 
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The nation’s most complete line } 
of industrial and commercial valves 


Seer ge JENKINS 
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Why buyers like the look of leasing 
What systems analysis can do for you 
Probing the pipe and tube market 


MI 48109 
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ROBERT B. STON 
GM takes 

: a new view 
Pe of suppliers 


Parallel Roller 


Rod Lever Arm 


The longer wires are 
easier to work with — 
makes insertion under 
the self-lifting terminals 


Cut wires a little longer 
than necessary—to the 
end of the receptacle 
wall. There’s no need to 
stagger lengths. 


; Get plug-in convenience in an enclosed 
precision switch—Type Y from Square D 
Company. 


Installation is easier and faster than with the 
non-plug-in types now on the market. This 
adds up to savings for OEM’s and users 
alike. Type Y switches have self-lifting 
pressure wire connectors on all terminals 
including the ground screw. A spacious 
wiring trough makes wire routing simple. 


Machine downtime for switch maintenance 
is drastically reduced. Only the switch 
receptacle is mounted and wired. If the 
switch unit needs replacement, no wiring is 
disturbed. The plug-in portion with its 
captive hardware is removed and a new one 
quickly plugged in. It’s as easy as that. 


Various actuators are available on the 
standard NEMA 1, 4 and 13 enclosures. 
(Non-plug-in NEMA 1 versions are also 
available.) 


Your nearby Square D field office can 
provide complete details on Type Y plug-in 
precision switches. Or write Square D 
Company, Dept. SA, Milwaukee, WI 53201. 
(414) 332-2000 


SQUARE J) COMPANY 


Wherever Electricity is Distributed and Controlled 
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Because the Square D 
plug-in design permits 
agenerous wiring 

, p\trough, Yuere’shenty of 
room to stuff @xcess 
Mire 


Purchasing’s 
HOTLINE 


BE ALERT TO SUDDEN DISRUPTIONS 
in truck service to your area, 
especially if you're far from a 
major hub. Many buyers report 
inbound truck traffic is falling 
off where common carriers can't 
depart with full loads. Trucking 
problems are recession-related. 
Big companies say business has 
fallen off 20-25% this year, worse 
than the railroad falloff. Look 
now for shipping alternatives. 


CONSIDER LEASING your own trucks. 
The Motor Carrier Act of 1980 has 
thrown the trucking industry into 
confusion. Result: carrier 
cutbacks and fluctuating freight 
charges (mostly up). Pitfalls: 
going with a small, cut-rate 
operator who could disappear by 
next week, and settling into a 
long-term contract with an 
established firm that could be 
driven out of business by a cut- 
rate operator. Leasing trucks of 
your own is one way to judge how 
fair your freight costs are. If 
it doesn't work out, you won't 
lose a large capital investment 
in equipment. 


EXPECT THE SLOW, STEADY SOFTENING 
of the tin market to continue 
because of reduced fear of an 
interruption of Bolivian supplies 
and because of surplus stocks the 
world over. The most recent 

price was slightly higher 

than six months ago, but on a 
downward course. If a new tin-less 
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steel beverage can coating process 
announced by U.S. Steel proves 
economically workable, 30% of the 
U.S. tin market could dry up. 
However, tin analysts aren't too 
worried yet, because other 
beverage can coating 
"breakthroughs" in the past have 
failed, they say. 


EXPECT A LITTLE firming in steel 
prices. Business is heading a tick 
higher. "Large numbers of plants 
opened after extended summer 
shutdowns, helping to stimulate 
business," notes Robert Welch, 
head of the Steel Service Center 
Institute. Lean inventories all 
the way down the line will aid the 
comeback. But it will be a slow 
one. Producers are testing the 
water by eliminating formal 4.5% 
discounts on sheet products Oct. 1. 
Prognosis: This one won't fly. A 
4% hike on structural and plate on 
Oct. 5, however, has a good chance 
of sticking. 


UNION CARBIDE has started up its 
new, 300-million-lb/yr Unipol 
plant at Seadrift, Texas. It 

is the first step in Carbide's 
plans to add about a billion lbs. 
of new low-density polyethylene 
capacity by 1983. Another plant 
1s being built at Taft, La., and 
will produce 500 million lbs/yr 
of LDPE. Both facilities use 
Carbide's new low-pressure 
technology, which drastically 
cuts energy and plant equipment 
costs. 


DON'T BE FOOLED by the apparently 
heartening economic news that 
predominated this quarter. Gains 
in statistics such as durable 
goods orders are upticks in a 
basically downward trend. The 
third-quarter reading of real GNP 
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Purchasing’s 
HOTLINE 


HOTLINE continued on page 5 


(due out in about a month) should 
record a 3-4% decline. The monthly 
gains recorded recently are merely 
the release of demand pent up 
during the disruptive credit 
controls period. Business remains 
at a low level. And since policy 
appears committed to curbing 
inflation, production will be 
trending down for several months. 
Tight control of inventories is 
critical. 


LOOK FOR BIG savings in formal 
vendor evaluation programs. 
Uniroyal Tire Co. instituted a 
computerized system last year. 
Result: Cost avoidance of $2- 
million this year. In the Uniroyal 
system, vendors are given points 
on the basis of quality, service, 
and price. Each area is weighted. 
The result is a numerical rating, 
with vendors organized by 
commodity. P.M.s can see where 
suppliers rank by using a computer 
terminal. "This has been a real 
breakthrough," says John Grant, 
P.M. at Uniroyal's Ardmore, Okla., 
plant. "We needed a tool that 
allowed us to work with the 
vendors in real specifics."' Many 
quality problems cleared up almost 
Overnight, says Grant. 


DON'T WAIT UNTIL THE SNOW FLIES 

to order lift truck and automotive 
lead-acid batteries. Production 

is extremely low now, and 
distributors are buying up 
manufacturers! stocks. That, with 
rising lead prices, could produce 
a crunch, at least until factories 
resume normal production. A long, 
cold winter is predicted. 


TRY TO CASH IN on airlines' need 
for assured shipping volume and 
reduced handling costs. To bolster 
business, some overseas airlines 
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are offering frdight contracts 


that guarantee yates for up to 
six months and reductions for 
shippers and receivers who can 
guarantee minimum tonnages. 

If such contract§ are successful, 
look for similariproposals from 
domestic air carfiers. 


BEFORE YOU SWITCH to gasohol, be 
sure to check tha type of alcohol 
that was blended with the gas. 
Unleaded gas with a 10% pinch of 
ethanol is the most popular form 
of gasohol. However, the auto and 
fuel industries now seem to be 
touting methanol-based gasohol. 
This fuel can play havoc with the 
rubber parts in the fuel systen, 
warns a major seal supplier. 
Pre-1978 cars are ‘especially 
vulnerable to nethpnol blends. 


( 


CONSIDER USING STOCK SPRINGS for 
various MRO needs. ‘Readily 
available through distributors, 
stock springs come jin a wide range 
of shapes and sizegq, and can often 
be used to keep madhinery running 
while an OEM part ils ordered. 
Stock springs can help reduce 
inventory costs by helping buyers 
avoid stocking expehsive custom 
replacement springs, In quantities 
up to 5000, stock springs are 
generally cheaper than custom, too. 


FT 
4 
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BE FRANK AND COURTEQUS in dealing 
with suppliers, and most of them 
will reciprocate. Thpt's 
according to initial) returns 

from a survey of the!|!salesmen who 
were nominated for PWRCHASING's 
1980 Top Salesmen competition. 
(See story in 8/21 idgsue.) "When 
I first started selling," says 

» "I had no idea how much 
easier problem-solvi 
with a pleasant but 
customer." 
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Management... ........ p46 
GM’s Poston gives plastics 
high marks as an automotive 
material. And, he notes, “pur- 
chasing sees no availability 
problems with it.”’ 


Purchasing topresident . .p21 
John A. Peterson, now presi- 
dent of Allied Chemicals’ 
Prestolite Battery Div., plans 
company changes based on 
what he learned as P.M. 


46 MANAGEMENT 


At General Motors purchasing is driving in the fast lane 
and Robert Stone is behind the wheel 


53 COST IMPROVEMENT 


Consultant Ernest Anderson discusses breaking away 
from generic profit improvement programs 
65 PURCHASING STRATEGIES 


Economic consultants who specialize in inflation 
forecasting are fast becoming the rage in purchasing 


POWDER COATINGS 


Powder coatings leave water-based paints in the dust 


POWDER METAL 


P/M tool steels take a big slice of the market 


75 PURCHASING LAW 


Anticipatory breach and repudiation need not cost buyer 
or seller a good night’s sleep 


79 TUBULAR PRODUCTS 


A carefree market exists for pipe and tubing but potential 
problems are smoldering on the sidelines 
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Long-range planning pays off 
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Figgie: Report to the top 
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Buyer war tactics 
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Reagan: A mixed breed 


35 NEGOTIATION OUTLOOK 
Use of competitive behavior 


39 INVENTORY OUTLOOK 
A-B-C analysis 


42 LABOR 
Reagan can’t convince unions 


87 TRANSPORTATION 
Options open for small packages 


91 PRICEWATCH 
Ceramic capacitors tags slashed 


95 MARKETPLACE 


Abrasive prices keep a stiff upper lip 


99 BASICS FOR BUYERS 
Measure purchasing performance 


19 Source Finder 
21 Fleets eye used cars 
21 Purchasing to president 


103 COMING UP 
Product industry exhibit 


107 NEW PRODUCTS 
Tri-wheel lift trucks 


131 APPLICATIONS DATA 
The basic switch 


134 JOB OUTLOOK 
Brakes on in Motor City 


137 LEADTIMES 
Now vs. a month ago; year ago 


142 FORECASTS 
/S ratios drift down 
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PURCHASING’s editorial staff 


128 BUSINESS MASTHEAD 
PURCHASING’S sales staff 


129 ADVERTISERS’ INDEX 
Advertisers in this issue 


132 PURCHASING MART 
Classified advertising section 


135 JOB MART 
Employment advertising section 


ONLY THE ARMY 
PUTS MORE PEOPLE IN 
Pahari THAN ARATEX. 
| ”_ 


ead 


Thousands of companies rely on 
ARATEX textile rental services —but not 
just for garments. 

Some companies depend on 
ARATEX to help them cut costs. To 
eliminate the expense of maintaining 
huge inventories of uniforms. 

thers call on us to help improve 
their public image and their 
employee morale. With stylish, yet 
practical on-the-job apparel. 

ARATEX is also a necessary part of 
“clean room” environments where 
even a speck of dust cannot be 
tolerated. And where flame and acid 
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retardant garments are vital for 
worker safety and OSHA compliance. 
The innovative ability of ARATEX 
isn't limited to garments alone. We are 
a leading supplier of towelling and 
other sanitary products. As well as 
a host of money-saving building 
maintenance products and services. 
ARATEX is thriving because, like all 
ARA services, it thrives on new 
challenges. Every day ARA serves 
over ten million people around the 
nation and around the world. And 
never stops looking to serve them 
better. 


For more information circle 4 


« Food and Refreshment Services 

« Distributive Services 

« Health Care Services 

¢ Textile Rental and Maintenance Services 
- Transportation Services 


For more information write: 
ARA Services, Inc. 
Independence Square 
Philadelphia, PA 19106 


Money supply 
(M1B) 
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Bureau of Economic Analysis 


eFed policy: a destabilizing influence 
¢Don’t expect widespread discounting 


Caution: 
Bumpy road ahead 


THE ECONOMY was just recouper- 
ating from the restrictive monetary 
policy shock of this spring when it 
was hit by a stimulative one. 
Sooner or later the Federal Reserve 
will have to throttle back to a re- 
strictive stance in order to keep 
inflation in check and restore cred- 
ibility. The forecast for output then 
becomes a zigzag pattern. This is 
in sharp contrast to the smooth 
winding down of the recession 
orderly feeding into a recovery 
which is the pattern that p.m.s 
have been planning for. What hap- 
pened this summer demonstrates 
that policy can’t be fine-tuned. The 
Fed, in an apparent effort to bring 
the money supply from below the 
target ranges, overshot the mark. 
Do policymakers have a chance to 
reestablish stable policy? Yes, 
“if within the next month or two 
the Fed can reverse course fast 
enough and stay at the top of their 
target ranges,’’ answers Robert 
Weintraub, staff director, House 
Subcommittee on Domestic Mon- 


etary Policy. 


INTEREST RATES 

The erratic monetary policy 
has been and will be primarily in 
evidence in credit markets. For the 


Corporate profits 
(Aftertax) 
($ bil., annual rate) 
160 


remainder of 1980, interest rates in 
general will follow the path of “‘a 
half circle, first up then down,”’ 
says Jeff Speakes, economist, 
Claremont Economics Institute. 
How volatile a particular rate will 
be will depend on the length of its 
maturity. Shorter term rates—a 
critical factor in inventory costs 
and planning—will have a higher 
amplitude. ‘‘They fell sharply this 
spring and have a longer path to 
climb,”’ says Speakes. He expects 
them to turn down in the near 
future and get down to 10% at 
year-end. In contrast, by then 
longer term rates—a determinant 
of capital purchases—are expected 
to stand at 12%. 


MATERIALS PRICES 

‘‘There won’t be anymore 
widespread discounting in prices,”’ 
says Richard Chamberlin, econo- 
mist, First Chicago Bank. That’s 
the message from the upward 
trend in basic materials prices 
established in June. The increase 
“is saying the deep slide in the 
economy has stopped and it is close 
to leveling off.’’ A government 
economist points out that ‘“‘market 
forces are at work.’’ He explains, 
‘Prices moderated so much it dis- 
couraged supply and helped to 
stimulate demand, especially 
export demand.’’ The result has 
been a refirming in price. There 
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¢eHousing on road to 1.5 million starts 
eSupply shows no signs of strain 


have also been isolated influences 
like the copper strike. 


CONSTRUCTION MATERIALS 
Unless an explosion in interest 
rates chokes off mortgage money, 
housing can be expected to follow 
through on its recent bid at 
recovery. ‘‘Even a decent gain 
would not be a rate that would 
cause buyers to run short of con- 
struction materials,’’ says Donald 
Straszheim, chief economist, 
Weyerhaeuser. He, like many econ- 
omists, is forecasting housing 
starts to average 1.5 million units 
next year. That would be a 25-30% 
improvement over 1980’s expected 
level. Straszheim says snugness in 
building supplies won’t be showing 
up until housing starts reach 
roughly the 2-million mark. 


SUPPLY OUTLOOK 

Even though the decline in 
business activity has become less 
precipitous, conditions are still 
weak enough to be opening up 
slack in capacity. “Strain on supply 
is nonexistent,’’ says Patricia 
Mosser, associate economist, Data 
Resources, Inc. pri’s ‘‘boom 
monitor’’ (designed to point out 
when demand is putting pressure 
on supply) “‘is still at recession 
levels.’’ Mosser expects it will take 
until next year before the monitor 
will reach an average level. Sf 
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HOTLINE 
Markets 


eMotor rewind may hurt efficiency 
eCorrugated inventories are up 
eStainless distributors see slump 


A try at stabilizing 
polyethylene tags 


SUPPLIES ARE trying to get a handle 
on prices for tppe film-grade 
resins. Earlier this month, Exxon 
and Dow set their list prices (Dow 
calls it a ‘‘selling price’) at 41¢/lb, 
in effect splitting the difference be- 
tween the previous list of 45¢/lb 
and the transaction price of 36¢/lb. 
Cities Service Co. was the first to 
follow the move. Suppliers hope 
with this move to keep LDPE prices 
from sliding any further. It may 
take months for the market to 
decide whether the strategy will 
work; even if more producers join 
in at the new level, some discount- 
ing seems sure to continue. 

Similar moves seem likely in 
the HDPE market. Even though 
industrial demand for high-density 
film has been softening this year, 
the food packaging market, which 
is far larger, is expected to finish 
1980 with a 5% sales gain. Using 
this as justification, producers 
likely will be pushing for a price 
increase. 


ELECTRIC MOTORS 
The first crop of energy- 


memcanemanerscce-saes IuStrial activity 


Weekly steel output 


(Thousand tons) 


1980 


American Iron and Steel Institute 


HIGHLIGHTS: 


efficient motors are old enough to 
be sent in for rewinding, and 
buyers say the early returns are 
disappointing. There are reports 
now that any electric motor is 
likely to be less efficient after re- 
winding. That’s the conclusion 
reached by some users of energy- 
efficient motors, who say perform- 
ance dropoffs of as much as 8% are 
likely. The problem stems from the 
way the rewinder removes the 
original windings. If the wires are 
burned off at too high a heat, or 
with too strong an acid, the 
motor’s stator core may be dam- 
aged, causing loss of efficiency. 
When sending any motor in for re- 
winding, buyers may want to 
stipulate that the rewinder follow 
manufacturer’s recommendations 
to the letter, in order to ensure 
minimum motor efficiency loss. 


CORRUGATED CONTAINERS 
Inventories of containerboard 
are building to comfortable levels 
at box plants and mills. Weeks-of- 
supply stood at 6.4 in June, accord- 
ing to the Fibre Box Association. 
Except for a one-month blip in 
January of this year, container- 
board inventories had not been 
above the benchmark level of six 


Kraft paper shipments 
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ePhenolics use rises, tags stable 
eRelay industry may face shakeout 
¢Cutting tool leadtimes improve 


weeks’ supply since Sept. 1978. 
This is a confirming indication that 
supply problems should be over for 
a while. Shipments of corrugated 
and solid fibre products are down 
about 3% so far this year compared 
to last. 


STAINLESS STEEL 

A few service centers may 
start building inventories before 
year-end, which could firm pro- 
ducer prices for sheet, strip, and 
bar products. Distributor inven- 
tories have been very low, and 
some say they don’t want to get 
caught short if business picks up a 
bit. But most centers aren’t ex- 
pecting a recovery in demand. 
Several stainless suppliers say 
they expect business to be off as 
much as 25% through the first 
quarter of 1981. Shipments of 
stainless products were down 15% 
for the first half compared to last 
year, according to aisi. Service 
center business in July was off 
even more—especially for those 
supplying the construction in- 
dustry. Discounting is prevalent 
for sheet, and many centers are 
working to expand their usual 
marketing areas in order to bolster 
volume. 


Chlorine shipments 


{Average tons shipped daily each month) 


The Chlorine Institute 
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PHENOLIC RESINS 

Demand for phenolics has in- 
creased thanks to renewed pro- 
duction of plywood, but the overall 
picture remains one of price soft- 
ness and overcapacity. As long as 
housing starts remain below the 
1.5 million annualized level, 
phenolic markets will be weak. 
Poor automotive business has also 
contributed to this weakness. Pro- 
duction capacity of phenol (the 
resin’s intermediate) still greatly 
exceeds demand. A similar situ- 
ation exists for benzene, which is a 
major feedstock for phenol. All 
these factors will contribute to con- 
tinued price moderation. The only 
factor working against buyers is 
the trend-bucking increase in 
phenol exports, up 17% from May 
to June, according to government 
figures. Export growth won’t be 
enough to mitigate all the near- 
term downward pressure on prices. 


ELECTRONIC RELAYS 

Costs have gone up 
significantly for relay manu- 
facturers due to escalating gold 
prices. Most have kept prices fairly 
stable, though, because of a slump 
in demand and hard competition 
among relay houses. Several 
producers rule out further price 
hikes this year, and say they might 
lower some tags if sales worsen. 
Many, for example, are willing to 
bargain over metal surcharges. 
Pricing is reportedly firmest for 
industrial relays, softest for 
consumer-related items. Because 
of the cost/price squeeze, a shake- 
out of suppliers is apparently 
under way. Wheelabrator-Frye has 
acquired Sigma Instruments, Mid- 
land-Ross has acquired Midtex, 
and Gould’s Allied Control 
subsidiary is reportedly for sale. 
Other acquisitions and mergers 
may be on the way, along with 
the closing of some marginal 
manufacturers. 


CUTTING TOOLS 

Leadtimes have improved in 
the last few months for most items, 
due to declining orders and an im- 


proved raw material supply situa- 
tion. The dollar value of new orders 
was $40.7 million in June, down 
from a high of $59.4 million in 
February. Order volume has not 
declined as much, since the dollar 
figure reflects the end of cobalt and 
moly surcharges. In many cases 
the surcharges had added 1% to 
the purchase price of high-speed 
cutting tools. Back when cobalt 
was fetching $40/lb on the spot 
market, there was a lot of talk 
about offering substitute alloys. 
So far, only Crucible has gone com- 
mercial with their cpm Rex 25, 
which can replace T-15 alloy. The 
company plans a replacement for 
M-42 alloy, which may be welcome 
news to buyers waiting out a 
6-month leadtime. 


PUMPS 

A prediction by Fluor Co. that 
as much as 30% of pump produc- 
tion may one day be dedicated to 
supplying the synfuels industry 
might make buyers gasp, but 
manufacturers say they’ll have the 
capacity. The technology won’t be 
new, say industry spokesmen, and 
the demand for equipment will 
actually help take up the slack left 
by the faltering nuclear industry. 
Pump shipments are expected to 
grow at a 3% annual rate through 
1985, according to a forecast by 
Frost & Sullivan, Inc. 


CASTINGS 

A softer market for carbon 
steel castings may result from de- 
clining production at U.S. railroad 
equipment manufacturers. Makers 
of rolling stock and locomotives 
report business is down. General 
Motors and General Electric, the 
only locomotive manufacturers in 
the U.S., say production is down 
20%. The industry is a major con- 
sumer of steel castings, and a 
reduction in order backlogs could 
improve leadtimes for buyers in 
other industries. According to the 
latest available Commerce Dept. 
figures, railway castings account 
for 45% of carbon steel castings 
order backlogs. = 
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More leadtimes on page 137 


Elliptical Reflector Lamps 


IPOER 


DOER 


from General Electric... 


This GE family of energy- 
saving lamps can save from 
20% up to 66% on power 
costs depending on applica- 
tion. Elliptical Reflector (ER) 
lamps from General Electric 
are shaped differently from 
standard reflector lamps to 
give better control of light 
in deep-baffle downlight fix- 
tures. They work differently, 
and they can make a big dif- 
ference in operating costs 
when used in such fixtures. 
The 50-watt ER lamp is 
our newest. It can replace 
150-watt reflector lamps in 


deep-baffle ceiling downlights OurER lamp, on the right, focuses 
its beam two inches ahead of the 
lamp, so less light will be trapped 
inside a fixture. More light gets out 
of the fixture and to the places you 
need it than with the standard 
flector flood (left), w 


and save two-thirds of the 
power cost, while giving as 
much as 70% of the original 
light— where you need it! 


put the light you need 
where you need it-and save up to 664. 


Or, replace 150-watt 
reflectors with 75-watt ER 
lamps from GE and cut watt- 
age costs in half—while getting 
about the same amount of 
light out of the typical down- 
light fixtures. Change the 150- 
watt reflector floods to 120- 
watt ER lamps to get more 
light—and still save money on 
electricity. 

If your building has 
deep-baffled ceiling down- 
lights, get the light you need 
and save money On operating 
costs with Elliptical Reflector 
lamps from GE. Call your 
local GE electrical distributor. 
Or contact General Electric 
Company, Nela Park, Dept. 
C-846, Cleveland, Ohio 44112. 
Phone: 800-321-7170 (in Ohio, 
dial 800-362-2750). 


We bring good things to life. 


GENERAL @@ ELECTRIC 
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price through 1980. 


Industrial price index 
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her chemical and energy 
fueled inflation 


Ferroalloys hit 
the doldrums 


FERROALLOY PRICES ARE FALLING, 
and even a rally in nickel prices 
may not last due to overall lack 
of demand. 

Shipments of specialty steels 
plummeted in the second quarter, 
and the industry is probably in 
for a slow-but-steady recovery. As 
a result, alloys used to make stain- 
less, tool steel, and high speed 
steels have seen price declines. 
It will probably be quite a while 
before buyers have to face sur- 
charges for cobalt and moly alloys. 

Nickel. Spot tags recently hit 
$3.10/lb, but mostly in reaction to 

tive activity. The list price 
of $3.45-3.50/lb probably will be 
unachievable through the first 
quarter of 1981; nickel stainless 
tags ought to reflect this situation. 

Molybdenum. Moly prices 
have been quoted as high as 
$8.10/lb in recent weeks, but most 
transactions are taking place at the 
$7.50/lb level, say industry 
sources. The copper strike firmed 
by-product producer prices for a 
while, but the settlement of the 
Climax contract and the lack of 
export interest offset the strike’s 
effects. 

Cobalt. Spot prices have been 
much lower than the Zaire-Zambia 
producer price of $25/lb. Some 
buyers are looking for the producer 
price to drop—but not until the end 
of the year because Zairean offi- 
cials pledged to retain the $25/lb 
ig 


Finished steel products 


First decrease since Oct. 1977; 
reflects lower flat-rolled tags 
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Purchasing’s price trends 
Price codes: L = List; D = Distributor; Th Transaction | 
Latest 


Higher caustic and sulfuric 
tags led t a steep increase 


Boures: Labor Dept. 


Month 6months Year 
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FERROUS (fob mill) price —_ ago ago ago 
Steel bar (HR carbon standard angles, ton, L) $ 382 $ 382 $382 $ 329 
Stee! sheet (CR, ton, L) 7 415 / 415 440. 415 
Steel strip (HR, ton, L) —- 350 ‘ "350  366~—t—“‘<‘i‘é SOO 
Steel plate (carbon, ton, L) 414 : 414 414 389 
Steel scrap (#1 heavy melt Pitt-Chicago avg, ton, T) 82.75. + 741.25 104 89 
Stainless (304 CR sheets, ton, T) 1293 3 t293 1298 1260 

NONFERROUS (fob mill) f 
Aluminum (unalloyed ingot, Ib, T) Pa) GB 685 63 
Copper (U.S. producer cathode, Ib, T) 98 1.00 1.20 .90 
Tin (U.S. composite price, |b, T) aes 7.78 ‘a 7.70 8.05 7.04 
Nickel (cathode, Ib, T) 3.475 | 3.475 3.25 3.05 
Lead (U.S. producer pig, Ib, T) 44 40 50 58 
Zinc (U.S. prime western, Ib, T) cn) 355 

WOOD (fob mili) yi 
Plywood (12” W. sheathing, 4-5 ply, 1000 sq ft, T) 224 22 203. —t—i‘« 28 
Lumber (2x4 hemi/fir, std & btr, 1000 bd ft, T) i a s 220 285, 

BOARD/PULP (delivered) 1 | 

| Linerboard (fourdrinier kraft, ton, L) 270/300 > 370 00 270 }§250 
Boxboard (white-lined recycled sheets, ton, L) - 330 330 330 330 
Pulp (bleached softwood sulfate, ton, L) ___ $19.50 $19.50 435 887 

ENERGY (delivered) ' 

Coal (Eastern low-sulfur bituminous, spot, ton, T) 24.50 24 ~ 23.50 
No. 2 fuel oil (tank car sales in NE, gal, T) 836 «836 791 
Natural gas (interstate, MCF, T) 1565 1.535 1.40 
Electricity (industrial demand in West, kwh, T) 047 "044 035 

CHEMICALS (prices: T) | 
Chlorine, iqd (North, freight equalized, bulk, ton) 140 14 148 
Benzene (Gulf Coast, barge quantity, gal) 1.50, 8 5 (1.75 
Ethylene (Gif Cst, cryogenic iqd, tank cars, |b) .23 225 21 
Sulfuric acid (100%, frt eq, trk Id, fob Chicago, ton) 70 4 2OSti‘é*S‘SOW 
Caustic soda, Iqd (N, dphm ard, frt eq, i, ; 

bulk, 50% basis, 76% NA;O, ton) 200 165 140 

PLASTICS/RUBBER Ff 
LDPE (liner grade, Ib, T) a ae 
PVC (general purpose, !b, T) 325 "33 355 
Polypropylene (general purpose, Ib, T) 335 35 355 
Polystyrene (general purpose, |b, T) 40 | ae. 
Conveyor belting (16” 3-ply rough-top, ft. D) 8.53 7.75 7.20 
V-belts (multiple B-60 industrial belt, each, D) 5.62 5. 5.14 

MECHANICAL COMPONENTS (prices: each) i 
FHP motor (2 hp. std NEMA, single phase, L) 64.34 60.70 60.70 —§7.24 
Radial ball bearing (db! shid, 25mm bore, 52mm OD, D) 4.27 427 °®#4«4381 ° #&# 3.42 
Valve (1” bronze gate, L) 21.10 21.10 20.10 19.50 
Machine screw (6D x %L, zinc-pitd carbon | oo 

steel, 1000 pcs, L) 4.85 4. 4.85 4.25 
Welding rod (E6013 electrode, 5/32x 14”,500 base,L) ——s—.397 397-3397 386 
ELECTRICAL/ELECTRONIC | 
Connectors (coaxial, UG1094, net each, . _ | _ ae s 
lots of 1000, L) 559 559 53 50 
Capacitors (ceramic, 5GA series, 1000 pcs, D) 58.21 58.21. 53.07 49.53 
MOS (16K ROM, net each, lots of 250-499, D) 13.29 13.68 13.68 13.05 
Relays (small plug-in, net each, lots of 50,000, L) 4.69 491 4.02 3.80 


¢ Eastman Kodak Company, 1980 


“That’s the delivery team with the new copier. 
But where will the trumpets be when it breaks down?” 


No trumpets with Kodak copiers. No rose 
petals, either. We simply deliver the copier, set it up 
promptly, and tune it to deliver what people call 
the best copies in the business. Then we train your 
people, and introduce our local folks: sales experts, 
and support and service specialists. 

Nothing unique so far, perhaps. The dif- 
ference is that all these people keep coming back. 
Because we regard every product with our name 
on if asa commitment to a customer. 

May we demonstrate? 

Write: Eastman Kodak Company, 
CD0415, Rochester, N.Y. 14650. 


Kodak copiers. You'll like our copy quality. ae 
You'll like our commitment, too. | 


i a “i 
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IS80 FESS 1980 , 
A 100-year Start on tomorrow ’ Kodak Ektaprint 100P8 copier-duplicator 


If you don’t need 


overnight, why pay for it? 


Same package shipped 


by UPS BLUE LABEL AIR 
Two Day Service. Cost 


"10.51 


A ten lb. package between 
New York and Los Angeles 
by overnight air costs about 


‘36.48 


TRACY ELECTRONICS, INC 
“+ od Street, New York NY. 10028 


Barton Supply Company 
1201 West Olympic Boulevard 
Los Angeles, CA 90015 


= 


United Parcel Service gives you 
an alternative to expensive over- 
night air delivery —Blue Label Air. 
It's the dependable two-day air 
service that can save up to 70% or 
more on every package you 
receive. And a tremendous 
amount of money at the end of 
a year. 

Blue Label Air is a service of 
UPS. So that means dependabil- 


ity...a service you can rely on. 
Orders are delivered right into 
your hands, at no extra charge. 
And each package is automati- 
cally covered up to $100 against 


Rate effective 5/1/80 


> — &e = © 
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TRACY LLECTRONICS, INC 
OT Wee 4 ed Sivewt. New Vouk NY POW 
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loss or damage. 

Remember, we're not asking 
you to forget about overnight air 
delivery. For truly urgent ship- 
ments, it's invaluable. But for 
those deliveries that can fit a two 
business-day delivery schedule, 
Blue Label Air is the money- 
saving alternative you've been 
looking for. And with our recently 
expanded service area, we're 
helping more people save more 
money every business day. 

Start saving today—Route your 
orders by Blue Label Air. 


UPS shippers receive automatic daily pickup service for a nominal weekly charge. 


The money-saving two-day alternative. 
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Inside Purchasing 


More on looking 
into the future 


Long-range corporate planning demands firm long-range supplier rela- 
tionships. In our Sept. 4 issue we demonstrated how these relationships 
and early purchasing-supplier involvement pay off on the design level. 

In this issue we look at that supplier-buyer relationship on a more 
intensive level. In our cover story on page 46, Robert B. Stone, executive 
in charge of purchasing activities at General Motors, discusses changes 
in corporate thinking at the world’s largest manufacturing company 
and how they affect purchasing. Specifically he stresses the importance 
of long-term supplier relationships and the part purchasing can play in 
plugging suppliers into corporate rap planning. 

Of course taking a bigger part in developing solid vendor relation- 
ships also requires a larger part of the purchasing professional’s time. 
In a story on page 53, consultant Ernest L. Anderson, Jr. examines how 
purchasing people can apply systems techniques to buying and make 
them pay off both in terms of reduced paper flow and better buying. 

On page 65, Economics Editor Rebecca Lipman examines the role of 
the economic consultant in purchasing planning. In an interview with 
Chase Econometric’s John Ortega, she explores the uses of outside con- 
sultants’ forecasts in developing parameters for escalator clauses, in 
measuring buyer performance, in discovering value analysis 
possibilities, and a host of other sophisticated purchasing strategies. In 
effect, the economic consultant has arrived on the purchasing scene just 
in time to help the astute purchasing manager with his increased 
purchasing involvement. 

In other significant coverage in this issue of PURCHASING: 

eHarry E. Figgie Jr., the colorful ceo of a-t-o Inc., explains why he 
insists that purchasing report directly to the top. (See Viewpoint on 
page 25). 

eMidwest Editor El Hoeffer looks at the tubular products market 
(page 79) and suggests why the current ease in the marketplace could be 
deceiving. 

eDr. Russell Decker gives some pointers on what buyers should do 
if they suspect that a supplier may not be able to perform on a contract 
(page 75). 

On page 19, Managing Editor Somerby Dowst outlines some of the 
latest approaches used by purchasing departments around the country 
to control “‘backdoor buying.” 

There are, of course, many more stories in this issue of PURCHASING 
than are mentioned on this page. Our point here is to emphasize that 
over the next few months you’re going to be required to do a great deal 
of long-range focusing—even as you wrestle with the more immediate 
problems. 


— Ver M ane 


LEASING 


Lending costs, cash bind 
boost appeal of leasing 


When faced with the decision 
* to lease or buy, more often than 
not a purchasing manager will 
choose to buy. However, leasing is 
gaining in popularity. In fact, just 
over 50% of buyers questioned by 
PuRCHASING replied that leasing 
has become a more attractive al- 
ternative. 

Record high interest rates last 
spring were drawing cards for 
leasing. Firms didn’t want to lock 
into those long-term rates to 
finance purchases. “‘It was worth- 
while to lease to wait for interest 
rates to come down,”’ says a divi- 
sion purchasing manager based in 
New Jersey. The recession’s stran- 
glehold on cash flow has become 
another reason to turn to leasing. 

Long-term trend. Leasing’s 
appeal has been growing for some 
time, PURCHASING’s survey found. 
Three or four years ago only about 
15% of the sample gave leasing a 
50% or higher probability of being 
selected instead of buying. Now 


about a third of the group gave 
leasing those high odds. 

There is no set procedure 
which yields the answer when to 
lease and when to buy. Only about 
20% of the purchasing profession- 
als surveyed reported that their 
companies had formal rules to 
guide the decision. 

How long the item will be 
needed was among the most fre 
quently mentioned criteria. The 
shorter a company expected to use 
the item, the more likely it was to 
lease. P.M.s review the contract as 
it matures. ‘‘When we’ve paid out 
45-50% of the total purchase price, 
I take a second look to see if we 
should take the option to buy,” 
says Donis Peterson, a purchasing 
agent in Utah. 

State of technology limits 
the longevity of the item. The 
faster improvements are intro- 
duced, the more likely a buyer is to 
lease. ‘‘We don’t want to have 
money tied up for an extended 


Lease vs. buy 
Critical factors to consider 


Interest rates 


How the item 
will be needed 


Cost of the item 


Cash on hand 


Company policy. 


Whether leasing 
is available 


State of technology 


25 


(% respondents) 


50 


Source: PURCHASING survey: Totals to more than 100% because respondents 


listed two or three factors 


period in what would be obsolete 
equipment,’’ points out a Missis- 
sippi P.M. 
Cost of the item. This seems 
to be leasing’s biggest drawback. 
The stream of leasing payments 
can add up to be more than the one 
time outlay to purchase. Don’t 
forget to translate the expense of 
leasing into present value terms. 

Maintenance service is 
usually better for leasing. Service 
contracts can be set up for bought 
items, but buyers point out that 
usually is profitable only when 
major repairs are anticipated. 
Bonus when you lease: Cash and 
storage space isn’t tied up stock- 
ing maintenance parts. 

Cash on hand. ‘With a mini- 
mum amount of money you can 
have expensive machines that 
allow firm to grow,’ says 
Robert Holt, a purchasing agent 
for a road maintenance equipment 
manufacturer. But he warns that 
‘“‘a company can easily overextend 
its payment-paying ability.”’ 

Tax benefits can fall both 
ways. Those opting for buying cite 
the advantages of depreciation and 
investment tax credit. Leasing can 
be charged off as an expense. 

Whether leasing is offered. 
Items for which buyers use leasing 
most often: autos, office equip- 


ment, lift trucks. —Rebecca Lipman 
STRATEGIES 

4 
Don’t loosen 


inventory reins 


Purchasing managers have 
won many battles to control 
inventories, but they haven’t won 
the war. 

With the recession more than 
half over, most companies have 
avoided an explosive rise in stocks. 
Still, the decline in sales has 
caused some unwanted inventory 
buildup. Economic conditions will 
make it difficult to work down that 
overhang—and easy to add to it. 


Inventories to head 
down, then up 


($ bil. change in 
business inventories) 


Source: Data Resources, Inc. 


The recession probably has 3-6 
months yet to run. The recovery 
after is expected to be subpar. 

Most forecasters expect busi- 
ness to be liquidating inventories 
into next year. What should buyers 
be doing to contribute to that 
effort? PuRCHASING posed that 
question to experts and consul- 
tants in the inventory manage- 
ment field and came up with the 
following list of strategies. Some 
are not new, but all are points 
where work can be redoubled. 

Communicate to all seg- 
ments of the company how their 
actions could cause overbuying. 
Ask marketing to give plenty of 
notice when products will be 
phased out, sales to doublecheck 
orders for potential cancellations, 
production to report schedule 
changes, and receiving to be wary 
of early or over-shipment. 

Shift the burden to suppli- 
ers. This will take some selling. 
But suppliers are hungry for 
business and can be convinced to 
make and hold items. 

Make the most of the 
sluggish conditions causing the 
inventory hassles. Since slack in 
supply will stay open and 
leadtimes won’t stretch out much, 
materials can be bought in small 
quantities more often. 

Review and refine MRP 
systems. One consultant points 


Business Report 


Current data and trends from Purchasing’s Leadtime Survey 


SUMMARY: Buyers continue to report shorter leadtimes and better 
pricing terms—the benefits of a soft economy. There is some apprehensive- 
ness about what will happen when the upturn comes, however. Producer and 
distributor inventories are very low, buyers say, and any strengthening of 
demand will rapidly empty the industrial pipeline. Uncertainty about the next 
few months has created other problems: As production requirements vacillate, 
some buyers find themselves simultaneously expediting small orders and 
staving off early deliveries. 


LEADTIMES: A real mixed bag, but mostly favorable for buyers. Of 
125 leadtimes tracked by the survey, 92 are shorter than they were a year ago. 
Where economies of scale require constant plant operation, leadtimes are 
shorter and overshipments are frequent, as producers try to duck inventory 
costs. Buyers say plastic resin suppliers are big on this tactic. But producers 
who can economically scale down production have done so, resulting in longer 
leadtimes and partial deliveries for some fabricated items. Leadtimes are 
longer this month for lift truck batteries (8.5 weeks, a 2.8-week increase), as 
demand picked up and producers got caught with low inventories. 


PRICES: It’s hard to get an attractive deal on small-quantity purchases, but 
pricing overall is definitely soft. With carrying costs moderating, buyers say 
they would like to buy in bulk, but don’t have the volume to justify it. Extended 
price protection is reported for steel mill products, as is heavy discounting for 
plastic resins and related chemcials. Liquid caustic tags are up, though. Prices 
for coated papers are apparently heading up again. Kraft paper tags, on the 
other hand, are soft everywhere except the West Coast. Ditto for corrugated 
containers. Brass mill products have been lower in price recently, as buyers 
kept their cool in the face of a lengthening copper strike. Other strike-affected 
metals (lead, zinc) have edged up a bit. 


INVENTORIES: |t looks as though buyers are having more success 
in cutting out the fat. This month, 56% say they’re decreasing inventories, com- 
pared to 60% last month; 35% are maintaining current low levels, against 21% 
in August: A mere 9% are increasing (last month, 11%)— some involuntarily, 
others due to bargain hunting. Expediting small orders and fighting early 
deliveries are of equal concern to many frazzled respondents. Low volumes are 
the problem. 


QUALITY: The percentage of incoming goods meeting quality specs 
fell slightly this month, to 91.7% from last month’s 92.2%, which was the 
highest ever recorded by the survey. Short-run fabricated items supplied by 
strained job shops are the most-cited problems. 


DELIVERY PERFORMANCE: On-time shipment performance de- 
clined to 83.9% from last month’s high of 86.3%. Low inventories at the sup- 
plier mean slower response time to orders. Partial shipments and back orders 
are cropping up for this reason. Buyers in the midwestern and northern states 
say freight rates are going up as much as 6%, and more increases are coming. 


out, “People become so involved 
with changing master schedules, 
they forget the basics of material 
requirements planning.” Variables 
that may have to be revised are lot 
sizing, leadtimes, and safety 
stocks. 

Keep closer tabs with how 
much is in stock. Don’t wait for the 
once- or twice-a-year count. Check 
what’s in the storeroom, especially 
“A” items, (or those items that 
represent the bulk of the 


inventory), against records on a 
rolling basis, or what’s called cycle 
counting. Also increase the 
frequency of receiving reports 
listing what’s in stock. 

Think long-term. The lull in 
business acitivity may give P.M.s 
the opportunity to inititate 
projects that will head off future 
inventory gluts. These could 
include standardizing parts, or de- 
veloping a company-wide parts 
numbering system. 


MSA tells how we lightened 


the load on your fireman's heart. 


A fireman's job is not easy. He carries a big 
load. In addition to the tools of his job, he is 
burdened with heavy boots, special protective 
garments, gloves, helmet. Perhaps the heaviest 
load of all is his self-contained breathing equip- 
ment. But it's a necessary tool of survival. 

Our mission, lighten the load. An important 
undertaking when you consider that of the 275 
firefighters who died in the line of duty during a 
two-year period, 116 (42%) of the deaths were due 
to heart attacks, according to figures compiled 
by the National Fire Protection Association. 

As a result of intensive research and develop- 
ment, a lightweight heart-saving solution evolved: 
the MSA Composite Cylinder. Made of aluminum 
and fiber glass instead of the conventional steel, it 
is almost 50 percent lighter. In addition, 
the new filament-wound cylinder is more dl 
corrosion-resistant and has a higher 
burst pressure than steel. : 

And it’s rugged. We tested it well 
beyond service requirements... % 
dragged it behind a speeding truck, 
banged it repeatedly against a 
cement wall. Made sure it could | j 
do the job... and cut the weight ae 
eight pounds while J 
doing it. %, 
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Creative, 
competent innova- 
tion like this is something you can expect in every 
MSA product. Over 4,000 in all. At MSA we put 
highly qualified people on every project, then 
back them up with first rate R&D and 
manufacturing facilities. The results show. 

Product innovation. Another reason why 
MSA has become the world’s most respected 
name in its field today. 

MSA, 600 Penn Center Boulevard, 
Pittsburgh, Pa. 15235. 


Make sure /check MSA 


MSA 


See grinding, 
milling and pumping can 
whip a belt to death. 


Unless it’s a Gates PowerBand: 


Heavy, pulsating shock 
loads and lateral vibrations 
can tear an ordinary single 
belt to shreds. And that’s just 
the kind of punishment belts 
suffer on crushers, grinders 
and pumps. 

The solution? 

Use several belts — joined 
together witha high strength 
tie-band. 

Gates PowerBand. 

It won't turn over in the 
sheaves and wear out 
prematurely like single belts. 
No matter what kind of shock 
loads you throw at it. 

There's no costly drive 
changeover with Gates 


PowerBand,either. We offer a 
wide range of sizes to fit 
virtually any existing 
multiple belt drive. 


So you can whip problem 
drives. Once and for all. 

For more information on 
Gates PowerBand and our 
complete line of heavy duty 
industrial belts, contact your 
Gates Field Engineer or 
Gates Distributor. 

The Gates Rubber 
Company, P.O. Box 5887, 
Denver, Colorado 80217. 


RubberEngineering at Work. 
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STEEL SURVEYS 


Inventories wane, 
but cutbacks continue 


CLEVELAND-— Inventory-cutting 
at service centers remains a top 
priority even though stock levels 
are starting to drop from levels of 
three months ago, according to the 
most recent Business Conditions 
report from the Steel Service Center 
Institute. 

More than 60% of the respond- 
ents say current inventory levels 
are too high for demand. That per- 
centage is down from the percent- 
age reported in June and July, but 
it’s still quite high. Inventories 
bulged a bit in June and July be 
cause of a normal seasonal slow- 
down in the steel industry, in 
addition to a recession-related drop 
in shipments. 

Stocks dip. Here’s a break- 
down in the inventory situation: 

eTwenty-nine percent report 
they have a 2- to 3-month supply 
on hand, up from 24% in July. 

eFifty-six percent report in- 
ventories in the 4- to 5-month 
range, compared to 57% in the pre- 
vious month. 

eThirteen percent say stocks 
are in the 5- to 6-month area, down 
slightly from the previous two 
months. (Negligible percentages 
report stocks at less than three 
months.) 


Stock levels 
remain steep 


(% respondents who say 
He deste are too high) 


Source: Steel Service Center Institute 


Forty-two percent of the re- 
spondents say stocks are 5-15% 
lower than three months ago. 
That’s more than double the same 
percentage for the previous month. 

Inventory strategies of steel 
service centers will be an important 
indicator of a change in the econ- 
omy. They deal with large numbers 
of buyers and sellers and are closely 
attuned to shifts in demand and 
stock levels. When Business 
Conditions report registers a sub- 
stantial shift in responses on the 
inventory plans question, it may be 
an early signal that the economy 
will begin to turn up. 

James R. Tams, vice-president 
and general manager of Earle M. 
Jorgensen’s service center in 
Schaumburg, IIl., says he favors a 
buildup in service center inven- 


Buyers’ outlook 
remains weak 


Business is weak and getting 
weaker, according to the NAPM Stee/ 
Survey. 

Eighty-five percent of the re- 
spondents say incoming orders are 
below levels needed for most effi- 
cient operations. None say orders 
are beyond capacity levels. Thirty- 
eight percent say orders should con- 
tinue to head lower. Just 9% expect 
a pickup, even though there’s 
normally a fall upturn in the steel 
industry. 

In other findings of the monthly 
survey: 

eSixteen percent say selling 
prices of their company’s own 
products are weak or very weak. 
That's the same relatively high 
percentage that’s been reported 
since May. None of the respondents 
describe pricing of their own 
company’s items as “firm”. The rest 
say pricing is “competitive.” 

*Slightly more than half of the 
respondents feel current inventory 
levels are too high for demand. None 
feel they’re too low. 

eVirtually no shortages are 
expected in the next six months. 


tories now to prepare for a sudden 
improvement in the economy. 
Otherwise, there could be spot 
shortages as mills call workers 
back. But Tams’ strategy appears 
to be in the minority at the moment. 

Less gloomy. But there is an 
uptick in overall optimism in the 
Business Conditions report. One 
out of four of the respondents ex- 
pect incoming orders to increase in 
the next three months. That’s up 
from just 11% in the previous 
month. However, the negatives in 
the report still predominate: Cur- 
rent average shipping levels remain 
substantially below levels of three 
months ago, more than three out of 
four service centers are operating 
at something below most efficient 
operations. —Douglas Smock 


1981 FORECAST 
Recovery to make 
a slow entrance 


In a _ recession, economists 
thoughts turn to the recovery. But 
forecasters aren’t on the same 
wavelength as to when the first 
quarter of positive growth will be 
recorded. Most often called: next 
quarter or first-quarter 1981. But 
the outlook is virtually unanimous 
that the expansion will proceed at 
a snail’s pace. 

Purchasing strategies won't 
have to change radically either. 
Disciplined planning will be 
needed to keep inventories to a 
minimum well into the recovery. 
But then again, scrambling to 
ensure supply won’t be as 
immediate a headache as in the 
past. 

The economy will seem to be 
more in limbo than in a recovery 
next year, according to the 
forecasts of the 42 economists 
making up the panel for Blue Chip 
Economic Indicators. The average 
forecast pegs growth in real GNP to 
only about 0.5% next year. The 
group’s outlook has become less 
robust as time has passed. Last 
spring the consensus was a 1% 
gain in 1981. 

Why the change in mood? 
“The severity of the second- 
quarter drop in real GNP and the 
drastic actions to restrict credit 


PURCHASING SEPTEMBER 18, 1980 18A1 


A new power plant needed 


7,155,862 feet of condenser ee 


That’s a lot of tube. What's more, it’s not just any 
tube, but Phelps Dodge Copper-Nickel. 

Dollar for dollar, this time-tested copper alloy 
transfers more heat than any other high corro- 
sion-resistant material. And, in condenser tube, 


that’s the name of the game. 

But responding to the heat exchange needs 
of electric utilities is not our only business. Our 
people have perfected Higher Performance 
Power Cable with longer design life for industrial 
wiring. Developed a linear paper-insulated mag- 
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net wire that’s now standard for many automotive 
starter motors. And introduced a Hi-Power FM 
broadcast antenna capable of radiating 400% 
more power per element 

All in all, each year, we transform into useful, 
innovative products about a billion pounds of 
copper mined by us, by others, and reclaimed 
from scrap. That's because people who depend on 
copper depend on us. For full information on prod- 
ucts mentioned, call toll free (800) 221-3333" 
Phelps Dodge—the time-tested name in copper. 

*Int NY ‘State, IGollect 212 775-1395 
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“The country’s largest stock of heavy wall pipe 
and tubing is your assurance of fast, reliable service 
every time you call.” 


We’ve made a specialty out of seamless carbon and alloy 
tubing and pipe. Every member of our service team has 
in-depth technical experience as well as price and availability 
information at his fingertips. So you can count on getting 
all the facts you need the first time around. 


For reliability, call the specialists .. . Specialty Pipe & Tube, 
Inc., Warren, Ohio 44485. Call toll free 800-321-7851. 

In Ohio, call collect (216) 399-3639. Long Beach, CA 

(213) 595-5593. Houston, TX (713) 629-8090. Charlotte, 
NC (704) 535-0110. 


Cy 


SP ECIALTY In stock sizes to 36” O.D. and up to 3” wall. 


PIPE & TUBE, INC. 


GD Member Stee! Service Center institute 
Subsidiary of Davidson Pipe Supply Co. 


“Call on our knowledge of heavy wall pipe and tubing... 
it’s a good match for our 25,000 -ton ready-to- ship inventory.” 


James Beatty, Sales Manager 


caused economists to become more 
conservative,” says Robert Eggert, 
head of an economics firm bearing 
his name and spokesman for the 
panel. Chances are the forecasts 
won’t get bullish since “the 
administration and its policies are 
conscious of the inflation factor. 
They can’t turn the spigots on,” 
points out Eggert. 

His own outlook of 1.5% 
growth in 1981 is on the high side 
of the range of forecasts. (The 
lowest is a decline of 2%.) Eggert 
figures that “when business and 
consumer confidence improves 
from the recent lows, there will be 
an increase in spending.” 

The weak shall lead. In that 
sense, the upcoming recovery is 
expected to resemble past ones. 
The sectors that led the economy 
into the recession, and are 
currently near their weakest 
levels, will probably be the first to 
improve. 

Consumer spending for dura- 
bles and housing get the bulk of 
the votes from the Blue Chip panel 
for the factors that will provide the 
most support to the economy next 
year. So markets p.M.s should be 
watching will be ones like steel 
and construction materials. 

Defense spending is another 
area that should help pull the 
economy out of the recession. 

But those sectors which only 
recently felt the effects of the 
recession still have some distance 
to fall and will be a drag on 
economic growth next year. 
Notably falling under this catego- 


Real GNP 
to inch upward 
Rick) ir 


1978 1979 


Source: Commerce Dept.; 
Blue Chip Economic Indicators 
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ry are business investment in 
plant and equipment, and net 
exports. 

Purchasing managers are 
more bullish about the economy 
than the professional economists. 
P.M.s expect industrial operating 
rates to pass 88% by early next 
summer, according to a recent 
PURCHASING survey [PURCHASING; 
Sept. 4, ’80; p. 14]. 


WIRE SURVEY 
Wire makers ready 
to meet demand 


Wire producers of all types— 
ferrous, nonferrous, and _ in- 
sulated—should be in a strong 
position to meet demand over the 
next few quarters, according to 
results of an industry survey 
conducted by Business Informa- 
tion Services, publishers of Wire 
Industry News. 

Among the survey’s findings: 

eThree-quarters of the 88 wire 
producers polled said thé$r levels 
of capital expenditure will either 
remain stable or increase for the 
remainder of 1980. 

eOf the producers, 83% said 
they are having virtually no 
problems obtaining raw materials. 

eLack of incoming orders was 
the business problem most often 
cited by the wire producers. 

Survey Editor Richard J. 
Callahan notes one potential 
problem for producers of insulated 
electrical wire. Now before a 
federal district court is a suit to 
determine if polyvinyl chloride 
(pvc) insulation was the cuplrit in 
the famous Kentucky country club 
electrical fire in which some 150 
people died. 

No PVC substitute. “There is 
simply no substitute for pvc,” 
Callahan says. Should use of the 
substance as a wire insulator be 
eventually banned, the industry 
could be thrown into turmoil. 

A majority of wire makers 
(62%) said profits during the 
recessionary first half of this year 
held steady or increased, while 
42% said they anticipate higher 
profits for 1980 than for 1979. 
Profits will be lower, according to 
38%, and 11% predicted they 
would hold steady. a 


ALUMINUM 


Lower shipments 
to distributors 


A7% decline in the amount of 
aluminum shipped to distributors by 
producers in 1980 is being forecast 
by the National Association of 
Aluminum Distributors. 

In 1979, according to a recent 
naaD report, a record 1.36 billion Ibs. 
of aluminum were shipped to dis- 
tributors, or 9.3% of total aluminum 
shipments and 14.2% of total 
industry shipments to distributors. 

This year, shipments are ex- 
pected to drop to 1.23 billion. Ibs., a 
reflection of generally poorer busi- 
ness conditions, the naap report 
says. Nevertheless, aluminum dis- 
tributors are expected to maintain 
their nearly 27% market share in 
1980. naap predicts its members will 
sell less sheet, extruded shapes, 
and pipes and tubes than last year, 
but more rod, bar, and wire. 

Total aluminum industry ship- 
ments last year were 14.6 billion Ibs., 
just shy of the record 14.7 billion Ibs. 
set in 1973. This year’s total ship- 
ments are expected to decline to 
13.6 billion Ibs. 


REGIONAL BUYING 
Recession? 
Not in Boston area 


BOSTON—Purchasing managers 
in the greater Boston area are 
benefiting from good business for 
their own companiers and from 
reduced leadtimes from their 
suppliers in other areas of the 
country. 

“Recession?” asks the head 
buyer of a diversified electronics/ 
consulting firm in Cambridge, 
Mass., in response to a question 
about the outlook. “We’re not even 
planning a slowdown.” 

Meanwhile, says James R. 
Billings, GTE Lighting Products 
Division P.M. and president of the 
Purchasing Management Associa- 
tion of Boston, “leadtimes are 
starting to loosen up.” 

Leadtimes falling. All 
Boston-area P.M.s interviewed said 
that leadtimes are now better than 
they were six months ago, with 
some notable exceptions: 

elntegrated circuits, a crucial 


commodity for Boston’s booming | 
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WAAIO keeps cutting tool inventories up 
to keep yours down? 


_—_—— Tt —_—— 
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Your VR/Wesson Distributor. 


~s tt 


He knows that when you carry a big inventory it 
can cause cash and obsolescence problems you 
don't need. That’s why he's ready with the cutting 
tools you do need to keep on making chips. And, in 
those rare cases when it’s called for, he can count 
on a fast assist from his VR/Wesson Field Engineer. 

Your distributor’s inventory of VR/Wesson inserts 
—carbides, ceramics, and the cast alloy, Tantung®— 
can handle any cutting job. Our 600 Series TiC 
coated inserts, for example, test-proved to give you 
lots more work pieces per edge. And depending on 
your needs, he can inventory tool holders and milling 
cutters for you. 

This quick-service capability pays off for you in 
any emergency. So why waste dollars for excess 
inventory, when he's glad to carry it for you? 

Emergency or not, it’s good to know that right 


That's who. 


at hand is VR/Wesson quality that helps you turn 
out better products, boost your productivity, and cut 
your manufacturing costs. 

When you need cutting tools, or engineering 
advice to help solve problems, call your VR/Wesson 
Distributor. For his name, contact us: VR/Wesson 
Division, 800 Market Street, Waukegan, IL 60085. 
(312) 689-5000. 


“Make a wise move. 
Call your VR/Wesson Distributor.” 
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Some buyers are paying big premiums 
for ICs, says David Kriz. 


electronics industries, are often 
difficult to obtain. “I know of 
people paying, say, $20 for a $2.50 
chip,” says David Kriz, purchasing 
manager for Bolt Beranek and 
Newman, a Cambridge, Mass., 
manufacturer of computer and 
communications systems. 

eOther P.M.s say power 
transmission equipment and 
pumps have long leadtimes, 
although replacement parts seem 
to be more available now. 

eBoric acid, a perennially 
difficult commodity, is still in 
short supply, reports the purchas- 
ing manager for a chemical 
manufacturer. 

eElectronic instrumentation 
devices are slow to be delivered, an 
indication of how strong the 
electronics industry is in relation 
to other industries. 

Prices still up. Prices, of 
course, continue to rise, although 
in the Boston area, P.M.s say that 
the price-rise curve appears to be 
flattening out. 

“The rate of increases has 
slowed down,” says BBN’s Kriz, 
“and there has been some 
flexibility in terms and conditions” 
from suppliers. 

James Campbell, purchasing 
manager at Amstar Corp., notes 
that some distributors have been 
willing to hold off on price 


Pittsburgh: Vendor 
com on is keen 


PITTSBURGH—Vendor marketing 
activity is stepping up here as the 
recession settles in. Purchasing 
managers, especially those whose 
activity is connected with the steel 
industry, believe the current slump is 
the worst in recent memory. 

Steps vendors are taking in- 


®Putting off price increases or, 
in some cases, actually dropping 
prices. For example, linerboard was 
scheduled to rise to $300/ton in 
June, but held at the old price of 


$270/ton. 
eBoosting delivery perform- 


ance. Buyers report leadtimes are 
still falling in Pittsburgh. 

@Reestablishing buyer contacts 
they had allowed to slip during peri- 
ods of strong sales. George Skirda, 
purchasing manager for St. Regis 
Paper Co.’s Pittsburgh operations, 
notes, “You're seeing suppliers you 
didn't see before.” 

Pittsburgh buyers are paying 
careful attention to their own inven- 
tories, since supply pipelines are in 
danger of drying up as manufactur- 
ers, vendors, distributors, and cus- 
tomers all try to shift the inventory 
burden away from themselves. 


increases. 

Another trend: “Distributors 
have been trying to cut 
inventories—like we have. Every- 
one is expecting éveryone else to 
stock for him,” Campbell says. 

Outlook strong. In Boston, 
the business outlook is for 
continued growth. Billings of GTE 
says he expects a tempoary 
slowdown in some segments 
during the third and fourth 
quarters of this year, reflecting the 
dropoff in construction contracts 
and auto output. But by the 
second-quarter 1981, Billings said, 
business should start returning to 
normal. 

One clue to Boston-area 
purchasers that business else- 
where is not as strong as it is here: 
the numbers of reminders sent by 
suppliers that reiterate payment 
terms. “There’s a great deal of 
interest in paying (suppliers’) bills 
on time,” says a P.M. A chemical 
buyer adds, “Suppliers aren’t 
dealing with people who don’t pay 
their bills.” —Thomas R. Temin 


RAILROADS 


ICC pushes 
for competition 


Rail rates may drop as a result 
of a recent ruling by the Interstate 
Commerce Commission which is 
aimed at reforming rate-making 
practices in the industry. 

The ruling in effect requires 
powerful rail rate-setting groups to 
reorganize under rules that will 
make the rate process more com- 
petitive. One of the offshoots may 
be increased competition among 
different routes between the same 
two points. 

In the traditional industry 
system, all roads servicing potential 
routes between two points could 
participate in a rate-making con- 
ference which would determine 
rates between the points. In its 
place, the 1cc is proposing a system 
which would require different rate- 
making conferences for each poten- 
tial route. 

Outsiders eliminated. In 
other words, the roads can still get 
together and discuss rates, but 
only when they have a direct inter- 
est in the outcome. 

The major rate-setting boards 
involved are the Western Railroad 
Traffic Association, the Traffic 
Executive Association-Eastern. 
Railroads, and the Southern Freight 
Association. In a system that has 
been informally in practice since 
the 1800s, these boards have dis- 
cussed and determined joint rates. 
Those rates have been legal, but 
could be challenged. 

Under the old system, roads 
had to file 30-day notice to the rate 
boards on all rate proposals. Now 
no notice is required, but rate 
boards may still exist and play a 
limited role in rate-setting. The 
definite shape of that role has yet 
to be determined. 

The icc is welcoming public 
comment through the end of the 
month on changes in the rail rate- 
setting process. Then it is expected 
to implement steps that will boost 
competition in the industry. 

One offshoot of increased com- 
petition will be the need for many 
companies to beef up their shipping 
departments to examine possible 
price breaks available on alternate 
routing. qi 
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Better bushing 
for 20% ao 


yr eer oeniats reason n to say “Copperweld” 


The experience of Jameson 
Corporation is an example of how 
manufacturers can save by working 
with the Copperweld Tubing 
Group when they need something 
special in mechanical tubing. 

Jameson, headquartered in 
Saginaw, Michigan, with facilities 
in three midwestern states, is an 
industry leader in contract 
machining and heat-treating. A 
significant part of its work is in the 
production of bushings for heavy 
load-bearing applications in 
construction and agricultural 
equipment. 

Working with the Copperweld 
Tubing Group, Jameson made a 
conversion from seamless tubing 


9 Copperweld DOM 1024 silicon- 


killed tubing as the bushing material. 

The result has been better 
quality parts at a significantly 
lower cost. 

The inherent concentricity 
of Copperweld DOM tubing 
reduces machining time, and tool 
life is increased. And the DOM 
tubing itself costs less than seamless 
to begin with. 

All of which averages out to 
a 20% savings. Savings which 
continue to mount as more and 
more bushing sizes are converted 


CePPEYWELD 
TUBING GROUP 


Two Robinson Plaza, Route 60, Box 60 
Pittsburgh, PA 15230 412/777-3070 


to DOM tubing. 

Besides producing a wide 
range of DOM tubing sizes in low 
and medium carbon steels, we now 
offer higher carbon and manganese 
grades than previously available, 
such as 1035 and 1024. In addition, 
ALDOM® alloy tubing is available, 
and we continue to proaress in 
the development of alloy tubing 
in such analyses as 4118, 8620 and 
8617 for specific customer needs. 

The Copperweld Tubing 
Group worked with Jameson 
Corporation over a four-year period 
to arrive at better products for 
less. We welcome the chance to 
dosthe same.with you. 

Firid- out 'more by calling us 
at 412-77 


PURCHASING PROBLEMS 


How to close 
the back door 


To find out the latest ap- 
proaches to controlling backdoor 
buying, we spoke with several P.M.s. 
Here’s what they had to say: 

eBring purchasing and engi- 
neering closer together physically, 
counsels George Horrocks, corpo- 
rate procurement manager for 
Compugraphic Corp., Wilmington, 
Mass. ‘‘We’re in the middle of put- 
ting up a new building that will 
centralize 15 engineering and four 
purchasing groups. By the time 
we're all in there together, backdoor 
buying will be a minor concern.”’ 

eIf a buyer is having problems 
with particular department heads, 
the p.m. himself can take over the 
commodities involved. That’s 
what T. P. Bullis, of Envirex, Inc., 
did about a year and a half ago at 
the Waukesha, Wis. subsidiary of 
Rexnord Co. 

“Tt was getting out of hand on 
maintenance and shop items,”’ 
says Bullis, ‘“‘so I took over MRO 
buying. Some department man- 
agers had all the usual reasons: 
emergencies, the claim that a buyer 
couldn’t really contribute anything. 
But I carry a bigger stick.”’ 

As part of the tightened con- 
trol, Bullis has arranged for stricter 
limits on the dollar amounts that 
maintenance managers can approve 
on requisitions. He has also seen to 
it that a higher management level 
—shop superintendents—reviews 
maintenance expenses. 

eIt helps to have purchasing’s 
mandate spelled out in a company 
manual, says H. L. Felton, pur- 
chasing manager for Budd Co. in 
Phoenixville, Pa. And it helps even 
more when there is top manage- 
ment support. 

‘‘Backdoor buying is tried 
rather regularly,’’ Felton says. 
‘‘We’ve got a lot of engineers here, 
but sooner or later they learn the 
rules. Many of these guys report to 
their own bosses, but ultimately 
we all report to the general man- 
ager.”’ (Felton reports directly to 
the G.M.). 

¢Stiffening the rules may be in 
order. J. K. Tomaseski, manager of 
purchases for Ferroxcube Corp. of 
America, says that the Saugerties, 


Why not painted steel? 


To Purcuasine: We would like a 
source for a 20-gauge steel witha 
rust-resistant coating other than 
galvanized. We would use it in 
500-pound coils by 5.394” wide. 
From a materials manager in San 
Jose, Calif. 

SOURCE FINDER: You may be 
boxing yourself in too much with 
those specs. How about stain- 
less, painted steel, or even 
aluminum? At any rate, it sounds 
like you’re talking about a service 
center product, and there are a 
number of good ones on the 
West Coast that could help you 
out. Here are a few to try in 
California: Ryerson, Emeryville; 
Reliance Steel & Aluminum Co., 
Fresno; Earle M. Jorgensen Co., 
Oakland; Chase Metals Service 
Inc., L.A.; U.S. Steel Supply, San 
Francisco; Ducommun Metals, 
San Diego; Metal Goods, Santa 
Fe Spring; A.M. Castle & Co., 
Sacramento. For other names, 
contact the Stee! Service Center 
Institute, 1600 Terminal Tower, 
Cleveland, Ohio, 44113. » 


To Purcnuasine: Where can / find 
sources of information to help 
me structure a price escalation 
clause that will minimize the cost 
of an item? From a senior buyer 
in Omaha. 

SOURCE FINDER: The escalation 
clause that will work to the bene- 
fit of the buyer (he will get a fair 
price) as well as the supplier (he 
will recover costs) is one that 
accurately describes the item 
under negotiation. The clause 
therefore should specify exactly 
such things as the base month or 
quarter, inputs covered and the 
weight of each to the total cost, 
and inflation measures governing 
the contract. For a more com- 
plete list of considerations write 
for Escalation and Producer Price 
Indexes: A Guide for Contracting 
Parties. \t’s available from Chief, 
Division of Industrial Prices and 
Price Indexes, Bureau of Labor 
Statistics, Washington, D.C. 
20212. It’s report #570. If the 
supplier will agree, you can limit 


the amount of escalation by writ- 
ing in a special clause saying the 
price cannot rise more than a cer- 
tain percentage or dollar amount 
in any given adjustment period. 
To arrive at that ceiling: Prepare a 
forecast of inputs in the escalator 
and multiply it by their weights 
and add it up. That can be a useful 
exercise in any case, since it will 
help you police the escalator for 
any unexpected or unwarranted 
increases. 


To Purcuasina:/ want to buy plastic 
resins in less-than-truckload quan- 
tities (500-10,000 Ibs.). Are there 
such places as “plastics service 
centers,” the way there are for 
steel? If not, any suggestions? 
From a purchasing department in 
Connorsville, Ind. 

SOURCE FINDER: There are 
plastics distributors, but most 
deal in semi-finished or finished 
products. Cadillac Plastics (head- 
quarters in Detroit) used to havea 
“Resin Express” service, but dis- 
continued it for lack of demand. It 
seems that most resin users do 
buy in bulk. What you’ll have to do 
is go directly to a producer; most 
will sell in quantities as small as 
300 Ibs. How receptive they are 
will depend on the resin you want 
and how often you’ll want’it. 
Some suppliers in your area who 
may be of help: Du Pont (800) 
444-9494, Rohm & Haas (800) 
523-4480, and tre Plastics (800) 
253-4890. 


Another PurcHasinG reader is 
looking for a market for scrap - 
gloves that contain natural latex, 
neoprene, and coloring com- 
pounds. The material is available 
cut up or ground into a fine 
powder. 

* * * 

If you’know of any sources 
for inquiries here, or have a sourc- 
ing problem, write to SOURCE 
FINDER, PurcHAsiNnG Magazine, 
221 Columbus Ave., Boston, 
Mass. 02216. All questions are 
confidential. Service is free to 
qualified readers. i 
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It's good business to use, consult, and depend on the Bell System Yellow Pages. 
The complete purchasing guide for American business. 
Take the first step. Let your fingers do the walking. 


Bell 
System 


Yellow 
Pages 


N.Y. firm is instituting a ‘You buy 
it, you pay for it’’ policy. 

A couple of engineers who over- 
stepped their authority by order- 
ing parts are already ‘‘sweating 
out’’ payroll deductions to reim- 
burse the vendors who shipped the 
goods. 

Backdoor selling is what 
makes backdoor buying possible, 
says Randy Strader, purchasing 
manager of Paxson Machine Co., 
Salem, Ohio. While he ‘‘will see 
anyone with a legitimate product, 
and give them a fair shake,’’ he 


feels that some companies encour- 
age their salesmen to bypass pur- 
chasing. ‘‘Once this has happened, 
that vendor will get none of my 
business.”’ —Somerby Dowst 


FLEET MANAGEMENT 
Buyers turn 
to used autos 


They’re a purchasing man- 
ager’s dream. Compared with what 
they replace, they cost half as 
much to buy and 40% less to 


From Purchasing to President 
Prestolite Battery names purchasing pro No. 1 


TOLEDO—John A. Peterson, a 
purchasing veteran, didn’t get to 
be president of Allied Chemical’s 
Prestolite Battery Division by 
working in a vacuum. 

At Prestolite, where Peterson 
was vice-president for materials 
management before being named 
president in May, purchasing is 
far from being a mere service 
department. It is involved in every 
major corporate decision. 

“The logic of doing anything 
with purchasing is a lot more real 
in our business,” he explains, 
“because our products are so 
materially intensive. Purchasing 
has more effect on the final 
outcome.” 

Prestolite makes a variety of 
lead-acid batteries for trucks, cars, 
boats, and commercial and in- 
dustrial vehicles. When Peterson 
joined the company as a produc- 
tion manager, he reported to the 
purchasing director, an unusual 
organizational setup. He was then 
promoted to purchasing director, 
before wrapping it all up as mate- 
rials management vp. Today, both 
purchasing and production report 
to that position. 

In the materials manage- 
ment concept, he explains, inter- 
departmental conflicts—such as 
one between purchasing and pro- 
duction over inventory, for ex- 
ample—are eliminated. Thus, 
“people in purchasing working in 
materials have more broadly 
defined objectives.” 

In other words, as Peterson 


worked his way up through pur- 
chasing, “I was really coming up 
through materials, so | already 
had a lot of involvement with the 
other departments. | was familiar 
with sales problems, plant opera- 
tions, cost structures.” 

Broad view. As president, 
Peterson says, he plans company 
changes based on what he learned 
as a purchasing manager. “What | 
have in mind undoubtedly comes 
from the purchasing background.” 

A buyer, he points out, has 
lots of contacts with vendors and 
their companies. “You see a lot of 
organizational structures, sales, 
product, and research approaches 
—more than you would working in 
a department without access to 
the outside world.” 

Result of this broader experi- 
ence: the ability to “pick and 
choose from a wide range and 
variety of business approaches.” 

Peterson was named presi- 


Smarter buying makes the reces- 
sion hurt less, says John Peterson. 


operate—and get the job done. 
Used cars, that is. According 
to a research conducted by Hertz, 
the automobile rental and lease 
giant, fleet managers are turning 
to used vehicles more and more 
because of their relative economy. 
In 1979, according to Hertz, 
741,000 used cars were purchased 
for nonpersonal use, up from 
672,000 the year before. That’s an 
increase of more than 10%. By 
contrast, new cars sold for non- 
personal use rose by only 2.5%, 
according to the Hertz figures. @ 


dent shortly before the economy 
turned sour, and sales, especially 
for auto new and replacement bat- 
teries, fell sharply. This was not 
long after Allied Chemical pur- 
chased Prestolite’s diverse parent 
company, Eltra Corp. 

Prestolite, Peterson says, 
keeps a sharp eye on new develop- 
ments in the electric car field, with 
plans to be ready to share in the 
market for electric car batteries 
when such vehicles finally be- 
come “commercially viable.” 

Smart thinking. Meanwhile, 
smart purchasing techniques 
have helped Prestolite weather 
the downturn. 

For example, “We make every 
effort to use consignment as a 
means of reducing asset invest- 
ment,” Peterson says, “and we’ve 
made meaningful inroads this 
way.” 7 

Another method is contract 
sourcing, where the central pur- 
chasing department in Toledo fig- 
ures total company needs for, say, 
lead or battery separators. Then, 
Prestolite’s eight manufacturing 
plants’ production people work 
out details. 

“The smart buyer has got to 
think on his feet, and seize oppor- 
tunities whenever they come.” 
He adds, “It’s a crying shame 
when buyers decide not to ex- 
pand their capabilities.” 

“The training for survival in 
purchasing,” the new company 
president says, “is helpful in ajob 
like this.” —Thomas R. Temin 
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Choosing the right copier for your requirements 
was not easy. You had to consider carefully copy 
volume, machine size, speed, duplexing, reduc- 
tion, collating, and many other factors. Now, only 
one important decision remains—which supplies 
to use. Thanks to Nashua, this choice is far 
easier. 

Using Nashua toner and other supplies is 
easy for two very good reasons. First is quality. 
Nashua’'s continuous manufacturing process and 
strict quality control assures you of toners with 
such consistent quality that we fully guarantee 
the results! The other reason is va/ue. Nashua 
toners and other supplies offer noticeable savings 
over supplies sold by the copier makers without 
compromising performance. 
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What's more, Nashua provides a complete 
line of toners and other compatible supplies for ~ 
most Xerox, IBM and Kodak copiers that deliver1 
excellent performance. And by relying on 
Nashua’s full line of toners and developers as 
well as fuser oil, paper, labels and transparencies 
you also get the convenience of just one order, 
just one invoice, just one dependable source. 

Ask any of the many copier users who 
rely on Nashua’s high-quality supplies. Then tall! 
to your local Nashua dealer. Or Nashua Corporas 
tion, Office Products Division, Nashua, New 
Hampshire 03061. Telephone 800-258-1724. 
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Strength/ Stretch 


New SuperStretch/90 protects your product 
from the time your shipment leaves the loading 
dock until it reaches its final destination. This 
high-strength film withstands the stress of irreg- 
ular loads, protruding separator boards and 
sharp objects — even loads which cause tear- 
ing in most other films. 


Conventional SuperStretch/90 


Conventional SuperStretch 
32 Pallets 40 A mcay 


SuperStretch/ 90 is a three-layer coextrusion that 
provides the superior stretch, toughness and cling 
properties not attainable in single layer films. 
Cling 

SuperStretch/90 retains superior cling throughout 
a wide range of temperatures. In fact, it will 
maintain cling at — 20°F., eliminating the problems 
of cold climates, cold storage and other 

severe conditions. 

Savings 

Because of its added strength, SuperStretch/90 
can be used in thinner gauges. Results: 

easier handling and more pallets per pound. 

This means you get a lower cost per pallet and 
reduced shipping costs. 

If you'd like to try 
SuperStretch/90 on your 
equipment, you may or- 
der just one pallet of film 

at the 25 pallet rate. We 
know you'll be pleased 
with the results. 
SuperStretch/90 — 

‘ bch. strength, stretch, savings 
— maximum efficiency for your packaging needs. 


SuperStretch/90 


St. Regis Flexible Packaging Division 
P.O. Box 225325 Dallas, Texas 75265 
(214) 421-4161 


FLEXIBLE PACKAGING DIVISION 


Viewpoint 


Harry E. Figgie Jr. of A-T-0, Inc. 


Purchasing should 
report to the top 


By Somerby Dowst, c.P.mM. / Managing Editor 


Purchasing’s potential for cost 
reduction is so great that the head 
of any buying group should report 
directly to the top brass. 

That’s according to Harry E. 
Figgie Jr., chairman and CEO of 
A-T-O, Inc.—who studied purchas- 
ing at the Harvard Business 
School (“because I knew I was 
going into sales”), taught purchas- 
ing at night while he was adding 
law and other advanced degrees to 
his M.B.A., and has been practicing 
his materials-oriented philosophy 
throughout his business career. 

“There are tremendous sa- 
vings to be made in purchasing,” 
says Figgie, who just may be one of 
the profession’s most articulate 
spokesmen. Citing his own nine 
years of consulting with Booz 
Allen and Hamilton, he notes that 
he was “almost immediately 
thrown into cost reduction”—and 
just as quickly told his associates: 
“You guys are looking at the wrong 
thing when you stress machine 
productivity.” 

Know priorities. Now, as 
then, says Figgie, the priorities for 
a cost-reduction study should be: 
No. 1, purchasing; No. 2, burden; 
No. 3, sales cost—followed by 
direct labor. 

Reason: “If I make a 10% 
improvement in direct labor, it 
means 0.6% to me. If I do it on 
materials, it means 5%. And I 
don’t have to spend money for new 
equipment to get that 5%.” 

Purchasing can save dollars in 
everything from redesign to 
inventory turns, says Figgie. “An 
intelligent purchasing manager 
can walk down the hall and 
suggest standardization or some 
other change to the general 
manager or engineer.” How about 
engineers who may be reluctant to 
add “or equivalent” to the specs 
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they write? “If you have the 
purchasing manager reporting to 
the highest level and in on skull 
sessions, all of a sudden you have a 
team buying for lowest cost.” 
Spot the targets. An A-B-c 
analysis is a must, says Figgie, 
both for inventory control and for 
zeroing in on _ cost-reduction 
targets. “Seventy-five percent of 
your dollars is probably in 5% of 
your parts. It doesn’t hurt to be 
knee-deep in C parts,” as long as 
you control the big-ticket A’s. 
Without such control, Figgie 
notes, “It’s like having 50% of your 
money in a checking account, and 


“There are tremendous savings to be 
made in purchasing,” says CEO Figgie. 


“if the P.M. reports to the highest level, 
you have a team buying for lowest cost.” 


trying to make money with the 
other 50%.” 

Once an A-B-C analysis has 
been completed, intelligent buying 
means looking for substitutions 
that won’t affect reliability, and 
for new vendors who can feed in 
such fresh ideas. “I want the good 
vendors to come in.” That’s why 
purchasing at each of the 37 A-T-o 
plants—has an open-door policy on 
initial sales visits. 

Suppliers who come up with 
good ideas, moreover, know that 
they'll be rewarded fairly with at 
least a share of the business. 

Hard-timing it. According to 
Figgie, recessionary times can be 
the most fruitful for creative 
cost-reduction work by purchas- 
ing. “A recession takes the rush 
off. It allows purchasing to go back 
to the technical people.” Instead of 
fire-fighting—pushing out orders 
and expediting just to keep up with 
a marketing forecast that may 
have been wrong to begin 
with—buyers have the time for 
shepherding standardization and 
substitution ideas. 

“This is one of the greatest 
times for purchasing to get into 
cost reduction.” 

In 16 years at A-T-o, Figgie 
has built it from a faltering, 
privately held outfit to a diversi- 
fied, multinational corporation 
with close to $700 million in sales 
(for 30-plus divisions including 
names like Rawlings Sporting 
Goods, American LaFrance, and 
Scott Aviation.) Throughout those 
16 years, the cEo has been putting 
his ideas about the importance of 
purchasing to practical use. 

At corporate HQ in Willough- 
by, Ohio, director of procurement 
Rich Bezjak reports directly to 
Figgie. The head of purchasing in 
every division, similarly, reports 
directly to the division president. 
Management training programs 
include a stint in purchasing. 

“Materials are where the 
dollars are,” concludes Figgie. 
Successful control of those dollars 
“is a function of making the 
purchasing manager a member of 
top management.” a 
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SUPER PLAT BOS 


Super Plate, the personification of a great 
re NEW product, is the most versatile and readily 
ss available maintenance and vehicle protection 
APPLICATIONS OF INLAND’S | problem solver you can call on. 


® | Acceptno substitutes! 


FEATURING SUPER PLATE. 


Bridge troubled ies - 
access areas with long- ce 
wearing super strong 4-WAY 
Plate. (High strength galvanized 
and weathering grades available.) 


Long wearing 
Inland 4-WAY 
replaces old railroad tie 
crossings. Great traction. 

3 patterns include large, 
heavy-duty lugs. 


4-WAY’s lug pattern provides great traction and takes severe 
forming for merry-go-round deck. 


Truck step doubles as tool 
box protected by Inland 
4-WAY. Easy formability, 
good looks. 


4-WAY'’s rugged pattern holds 
round items on weight scale bed. 
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4-WAY makes a great 
friction drive rim on cable 
> reel. 4-WAY’s 90° Lug Pattern 
provides uniform traction, easy 
fabrication as lugs prevent slippage in dies. 


| 3 attractive patterns 


21 thicknesses and 
de variety of 
Tough, weldable and super formable 4-WAY Plate hase Mah 
is an idea that holds water for a Logger’s fire truck. lengths and widths! Flexibility? 


4-WAY can be bent, punched, formed, 
drilled, cut, sawed and welded! 


Widely distributed! Readily available! 
Super Plate is super strong! Reach him 


fast through your steel 
service center or call Inland 
Steel at (312) 346-0300. 
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INLAND STEEL |... 
4-WAY°PLATE [east 
: IS NUMBER ONE. 


You’ve put it in its place. 


EXXPRESS 


NOW...The Unparalleled Story Of 
Progress and Growth In Piggyback Service 


The Graphs 
SPEAK 
For Themselves 


NUMBER OF SHIPMENTS HANDLED IN 
FREIGHT FORWARDER SERVICE 


1968 -= 100% 


TONNAGE MOVING 
IN FREIGHT FORWARDER SERVICE 
1968 = 100% 


el Ahh 


FREIGHT FORWARDING INDUSTRY 


1968 1969 1970 1971 1972 1973 1974 1975 1976 1977 1978 


CLIPPER EXXPRESS leads the freight forwarding industry 
in INCREASED number of SHIPMENTS 


FREIGHT FORWARDING INDUSTRY 


1968 1969 1970 1971 1972 1973 1974 1975 1976 1977 1978 


CLIPPER EXXPRESS leads the freight forwarding industry in INCREASED TONNAGE 


From the East and Midwest to ALL 
Points in California, Oregon, Wash- 
ington, Arizona and Utah. 

From ALL points in California, Ore- 
gon and Washington to ALL 
points in the Midwest and East. 
From selected areas in the Mid- 


west and East to Alaska and 
Hawaii. 


Over the years Clipper 
Exxpress has built a tradi- 
tion of excellence in per- 
formance on a nationwide 
basis that establishes a 
record of progress and 
growth that has been truly 
phenomenal. 


WESTBOUND ONLY TO ARIZONA/ UTAH 


Cl IPPER EXX PRESS 3401 West Pershing Road, Chicago, IL 60632 * Phone 312-376-7400 
SALES OFFICES AND TERMINALS FROM COAST TO COAST 
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By John F. O’Connor / Editorial Director 


Buyer tactics What are your most effective inflation-fighting tactics? We 
4 posed that question to several hundred of your purchasing 
in the war a. o— are their responses ranked in order of 
Fl a 4 estimated effectiveness. 
against inflation eGreater use of value analysis. VA was born in a purchas- 
ing department and it’s back home and more popular than ever. 
eTougher negotiating for more favorable terms. This is no 
surprise. It’s a natural for purchasing, can be started instantly, 
and requires no revamping of standard procedures. 
eTighter inventory controls. Again, no surprise— 
considering current carrying costs, the forcefulness of manage- 
ment mandates, plus badly sagging sales. 
eWider searches for more cost effective suppliers. This is 
a product of short- and long-range need for more efficient, reliable 
suppliers. It’s also a function of the extra time available dur- 
How your colleagues ing a business slowdown for such jobs as ferreting out new sources. 
rank the effectiveness eTougher cost/price analysis. Bad times are forcing even 
of their cost-cutting moves the foot draggers to use this one. 
Sere ee ee eSubstituting materials, components, or processes. This 
tactic flows naturally out of wider, more intense use of VA. 
eWorking in-house to better define needs. Your colleagues 
are focusing more attention on buy, don’t-buy, or buy-less deci- 
sions. Working more closely with requisitioners is the key to 
effectiveness here. 
eImproving the timing of buys. Two most common varia- 
tions: (1) synchronizing purchases with corporate cash flow to 
avoid high interest charges and other carrying costs or (2) timing 
buys closer to actual use—again to accelerate inventory turnover 
and avoid carrying charges. 
eWider use of systems or blanket deals and long-term 
What's different: contracts. 
A growing emphasis eMassing more volume with fewer suppliers to gain 
on long-term efforts purchasing leverage. 
eShaving leadtimes to get a faster inventory turnover. 
eMaking spot buys when bargains pop up. Note: Purchas- 
ing pros show increasing reluctance to jeopardize long-term 
supplier relations for a spot price break. Growing buyer emphasis 
is clearly on commercial marriages rather than one night stands. 
ePerforming more processes in-house. Considering the 
natural interest in keeping your own shop working, emphasis on 
the make side of make-or-by is no surprise. 
@More effective surplus disposal or salvage operations. 
eConsignment buying. Far more people are using it than 
admit it. Reason for the reticence: Vendors don’t want all their 
customers to know they’re making such deals with selected 
The only real measure 2ccounts. Buyers who win this kind of edge want to keep it, so 
is effectiveness they’re complying with supplier calls for confidentiality. Secrecy 
aside, vendors are using consignment deals to retain market share 
without cutting prices or to get on approved vendor lists. Recom- 
mendation: “Seek and see what happens.” 
Some 88% of respondents are counting on these tactics to 
produce an average inflation offset of 6% this year. And 42% 
say they’ll beat their targeted goals. = 
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After 100 


2ars, We 


youre looking for. 


As one cutting tool user put it: ‘In this business, you look for 
the right tool in the right place at the right time. Thats why 
I look to Butterfield.’ 


The right tool. 


Whether it's a drill, tap, die, reamer, end mill, cutter, hob, 
carbide or Special-T insert, it's the best tool money can buy. 

: Constructed from the finest materials, machined 
to precise tolerances and meticulously 
inspected to ensure the highest quality, the 
longest life. 


Standard or special, traditional or metric, 
the right tool for virtually every drilling, 
tapping, milling or turning application 
wears the Butterfield brand. 


The right place. 

Butterfield cutting tools are available wherever they re 
needed. From more than 360 local 
distributors across the country. Each 
one schooled in the particular 
needs of his customers. Each one 
maintaining inventories 

matched to local production 
requirements. 


The right time. 

Butterfield’s seven fully stocked warehouses support our 
distributors with a computer-based 
inventory control system. Even the most 
unusual standards become routine orders. 


The right tools in the right place at the right time. 


engineers, a comprehensive library of technical 
product coal spel and a century of 


aaiccococa 3 oOo. INS Ow) onwm aoc 


Backed by a statf of 39 factory-trained field application 


know what 


If these are the things you look for in a cutting tool company, 
look no further. Contact your nearest Butterfield distributor. 
Or write Butterfield, Athol, 
Massachusetts 01331. 


INDUSTRIAL 
DISTRIBUIORS 


LH BUTTERFIELD 


Litton Athol, Massachusetts 01331 
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Though precision designed and 
manufactured, a bearing stillisa 
wear-out component. Its job is to 
absorb wear and tear and shocks 
and loads of turning wheels and 
shafts. So they do fail, mainly 
because of faulty handling, mis- 
application and improper lubrication. 
We suspect this angular-contact 
thrust ball bearing succumbed to 
Super stress from a bad fit on the 


Ready for a bearing failure 
at 2:05 a.m. on December 24? 


shaft or in the housing—two of 
several application problems we call 
parasitic loads. We’re helping to see 
it doesn’t happen again. We feel 
bearing replacement doesn't stop 
with the sale. We want you to get full 
value for every bearing dollar spent; 
bearing and power transmission 
specialists at our more than 200 
sales/service centers can do just that. 
Call one today. 


Bearings, Inc. 


Corporate Office: 3600 Euclid Avenue, Cleveland, Ohio 44115 


Dixie Bearings, Inc. 


276 Memorial Drive, S.W. Atlanta, Georgia 30303 


Bruening Bearings, Inc. 


3600 Euclid Avenue, Cleveland, Ohio 44115 
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Reagan: 
Populist or 
conservative? 


Behind the rhetoric 
lles a pragmatist 


Pius: A relaxed 
operating style 


Minus: A relaxed 
method of operations 


Washington outiook 


By Daniel W. Gottlieb 


Would Ronald Reagan stick to fiscal conservatism once 
elected or would he reflect former New Deal ideas? It’s a 
complex question. 

Reagan’s small town background and his image of America as 
a “shining city on a hill” make class politics alien to him. He’s for 
big business and the little guy at the same time. 

Receiving the most attention is his proposed 30% across-the- 
board cut in tax rates. The reasoning behind the proposal is 
that the cuts will get the economy moving toward rapid 
growth again and this, in turn, will generate more than the 
revenues lost to the reduction in rates. 

Can such tax cuts be made while boosting defense spending 
(which he also favors)? Somewhere the numbers will probably 
have to give. The question is: Where will they give first? 

Leaving aside the campaign rhetoric, Reagan has given clues 
to what he would really do. These are the most visible right now: 

Track record. As governor of California, he was generally 
rated as a moderate compared to his hardline campaign stance. 
(He boosted spending for higher education. His welfare reform, 
according to a nonpartisan Urban Institute researcher, appears to 
have reduced the caseload “perhaps 6%” below what it would have 
been.) ““What Reagan did in office didn’t always match what 
he said on the dinner circuit,” says one long-time Reagan 
watcher. “({He] was a pragmatic compromiser.” 

Leadership style. Given his charges of mismanagement and 
bungling by the present Administration, what qualities would 
Reagan bring to the Presidency? On the plus side: 

eStrong personal convictions about limiting the role of 
the federal government and shoring up America’s leadership in 
the world and the soundness and stability of the dollar. 

eA willingness to delegate, stay out of details, and not get 
involved in too many initiatives at one time. 

@Relaxed and excellent speech delivery—important for 
creating public support. 

eA general easiness and “nice guy” image with people— 
a plus for congressional relations. This could be a weakness if, as 
reported, he delays firing people. 

On the minus side: 

eA tendency to let his advisers fight out the issues too 
long, then rushing in with a last minute decision (ie., the 
vice-presidency choice at the convention). 

eA tendency to oversimplify positions and misstate facts. 
(Reagan aides report, however, that he is being more careful and 
doing more homework as the campaign progresses, avoiding his 
one-liners.) 

@A lack of familiarity with Washington’s ways, which may 
be overcome to the extent that he fills positions in the Administra- 
tion with the experienced Republicans he has surrounded himself 
with in the campaign. 

The big unknown factor: How will a 69-year old Reagan 
stand up under pressure and who will fill the power vacuum 
if he keeps a 9-5 schedule as he did at the California 
statehouse? These are the imponderables as Nov. 4 draws near. 
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NOBODY COVERS AMERICAS 
WORK FORCE LIKE BIG BEN 


No other brand of work clothes comes up to the Big Ben standard of quality —in materials or con- 
struction. That's why America has been sold on ‘Big Ben since 1915. And to help you sell your customers and 
keep them sold, we offer you a complete line in a wide range of colors. 

And we back up every garment with a full one-year warranty. Nobody else puts that much confidence 
behind their label. But then, nobody else has the Big Ben name to live up to. For the fastest, most convenient 
way to order Big Ben work clothes, call our toll free number: 800-334-0803 


© 1980 by Blue Bell, Inc. 
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SHOULDY 


You can shop for price on a 
small quantity order. But even 
the best bid may not be the 
best price. The way to cut 


metals cost is to shop for 


the most efficient coverage are protected against Peter A. Frasse & Co., Inc 
of your long-term needs. unanticipated shortages. New York Metro Area: 
Peter A. Frasse & Company Over the long run, that all (212) 925-2200 
can help. adds up to lowest cost. (201) 933-7700 

At Frasse, we work with Call your nearest Peter A. (516) 627-3332 
customers to schedule their Frasse metals center and ask (914) 476-5900 
total requirements, then plan —_—‘ to discuss your long-term Philadelphia: (215) 229-9900 
our buying and delivery needs. We can doa lot Cleveland: (216) 425-4911 
schedules to cover their of cost cutting Hartford: (203) 529-6861 
needs. Our customers get when we're Boston: (617) 435-6854 
lower overall costs, reduce working with eg Buffalo: (716) 876-4700 


their inventories and 


a whole loaf. “TE Syracuse: (315) 437-2951 
> 


eS 


Steel & Aluminum Bars and Tubing 


rassé 
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Pictured is a portion of the Port Everglades, Florida oil storage facilities. System 
wide, total storage capability is over 9 million barrels. 


When you need energy... 
Belcher can supply and deliver. 


Our storage capacity, transportation facilities and over 
65 years of know-how enable us to meet your energy requirements. 


Belchere 


Main Office/8700 West Flagler, RO. Box 525500, Miami, Florida 33152 — Phone (305) 551-5200, Telex Marine Sales, Towing and Supply 
— 51-9452, Cable/BelOilCo/Miami, Florida Marketing Offices and/or Terminals: AL-Mobile. AR-Helena, West Memphis. FL-Cape Ca- 
naveral, W. Palm Beach, Port Everglades, Miami, Port Manatee, Tampa, Pensacola, Tallahassee, Port St. Joe, St. Marks. GA-Savannah. 
MA-Boston. NJ-Bayonne. NY-New York. TN-Memphis. TX-Corpus Christi. Bunkering Ports: EAST COAST-Boston, New York, Port 
Canaveral, W. Palm Beach, Port Everglades, Miami. GULF COAST-Port Manatee, Tampa, Pensacola, Mobile, Pascagoula, Gulfport, New 
Orleans, Lake Charles, Port Arthur, Beaumont, Houston, Galveston/Texas City, Point Comfort, Corpus Christi, Brownsville. 

Units of The Coastal Corporation 
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More on 
wide-angle 
competition 


Take advantage of 
functional competition 


Make it easy for 
new ideas to flow 


Point systems help 
in making comparisons 


Negotiation outiook 


By Dr. Chester L. Karrass 


angle competition and how smart 
buyers could use these lines of © 

competitive behavior to bring good ~ 
results. Here are some more ele- 
ments of wide-angle competi- 
tion: 


Last time we talked about wide- fe Ft 


eFunctional level competi- ~~ Ae Pe a 
tion. During times of inflation, —Z- 48 


. 
many new companies come into L aOR, Nenana 
existence, each struggling for a "= 
toehold. They offer varying func- “Fa "| 
tions and support to attract custom- Via 
ers. Some merely sell, others sell 
and install, still others sell, install, 
maintain, and repair. They are all in competition in terms of 
function and price. Smart buyers take advantage of this 
functional competition to control prices. 

@Make or buy. The willingness to make or buy something for 
yourself is in competition with those who sell services. Thus, it 
makes sense to have a well publicized make-or-buy commit- 
tee as part of purchasing policy. Its very existence serves to 
keep prices down on many items. 

Technological competition. The economies of technology 
change rapidly in times of inflation. The buyer who follows new 
directions of technology and who knows where new plants 
and equipment are being built will gain a competitive edge. 

eEasy access and unsolicited bids. Make it easier for new 
vendors to meet your engineers and decision-makers. Encourage 
unsolicited bids. Shorten the vendor approval process and 
broaden design specs so other vendors are eligible to bid. 

eSecond sources. Nothing deters higher prices as well as the 
knowledge that another seller may get a larger share of your 
business. If you buy in large quantities, develop additional 
sources. This makes sense even if you have to pay a premium. 

eApples to apples. There are subtle differences in every 
product when one considers all the variations in specifications and 
service built into a proposal. This makes it hard for a buyer to 
compare apples to apples on a moderately complex procurement. 
On major subcontracts, one way to compare bids is a point 
system that gives different weights to various aspects of the 
buy. For example, price is given a weight as is specification, 
quality assurance, delivery, and support. Then each proposal is 
evaluated and compared on a weighted average basis. 

It’s a good idea to let one or two of your vendors develop 
a format and weighing system that will allow you to compare 
apples to apples. he 


Dr. Karrass specializes in negotiation, purchasing, and sales seminars. His 
12-hour Effective Negotiating video program is licensed by 136 of the nation’s 
500 largest companies. He is author of How to Fight a Price Increase, 
Negotiating Game, Give and Take, and How to Work with Your Employees to 
Improve Their Performance and Your Own. For more information on books 
and seminars: Karrass Seminars, 2066 Westwood Blvd., Los Angeles, Calif. 
90025 (213) 476-4554. 
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The Handy & Harman family 
of specialty manufacturing companies... 
making good products that become 


part of your good products. 


We're a family of companies worth knowing. 

Our parent company, Handy & Harman, was founded 
as a three-man precious metals operation more than a 
century ago, in 1867. Today we're a “Fortune 500” 
company, with a solid reputation as the U.S. leader in 
precious metals fabrication and refining. 

Over the past several decades we've grown in a new 
direction. We've become a family of specialty manufac- 
turing companies, with eighteen U.S. subsidiaries and 
divisions. Our products are now made of non-precious 
metals and plastics, as well as precious metals, and 
they’re used in virtually every manufacturing industry. 

Our companies are diverse, but share some important 
features. We all make industrial products—products 
that become part of your products. In the main, we 
make specialty rather than commodity products, 
whose production is likely to be measured in pounds 
or even ounces rather than tons. As you'd expect in 
this kind of specialty manufacturing, our companies 
are characterized by high engineering skills, advanced 
equipment and a faculty for innovation. We work 
closely with customers, from initial design to product 
application and follow-up service. 

This ad introduces you to our parent company and a 
number of our subsidiaries. In other ads in this series, 
you Il meet other companies in our family. 

We're a family worth knowing. Get to know us. 


Fi Handy & Harman 


850 Third Avenue, New York, NY 10022 + Telephone: (212) 752-3400 
36 PURCHASING SEPTEMBER 18, 1980 


The parent company: Handy & Harman 


Handy & Harman is the U.S. leader in the manu- 
facture of silver and gold alloys in mill forms, and 
refining of precious metals from industrial scrap. 

The Company's silver products include fine 
silver, sterling, contact alloys, anodes, silver braz- 
ing alloys, flake, oxide and powder. The fine 
silver and silver alloys are supplied as sheet, 
wire, rod, strip and grain. Gold products include 
fine gold, gold solders, and gold alloys in the form 
of strip, wire, tubing, powder, grain, circles, 
blanks and many special shapes. 

These products are widely used in metalwork- 
ing industries, especially electrical-electronic, 
automotive, appliance, aircraft, refrigeration and 
air conditioning, jewelry and silverware. 

A major service offered by Handy & Harman is 
its refining operation—the reclaiming of precious 
metals from industrial scrap to produce gold, 
silver and platinum of highest purity levels. 

Handy & Harman has manufacturing facilities 
and sales-service branches in key U.S. industrial 
centers, in Canada and in Japan. 
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Maryland Specialty Wire, Inc. 


Merit Plastics, Inc. 


One of a series 


Lucas-Milhaupt, Inc. 


MSW makes stainless and nickel alloy 
wire and high speed steels—for 
brushes, braiding, cable lashing, lock 
washers, nails, sponges, springs, twist 
drills, weaving, welding, wire rope and 
antenna whips. Special applications 
are found in the aerospace, automotive, 
energy, environmental control, petro- 
chemical, marine and medical fields. 
Conversion services are offered as well. 
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Merit is a full-range plastics processor, 
whose capabilities include extrusions of 
simple, braided and reinforced tubing; 
complex profile extrusions; metalwork- 
ing operations; injection molding; and 
sophisticated assembly. Merit’s mechan- 
ical controls, speedometer cables, vacu- 
um harnesses and components are widely 
used in automotive, appliance and 
outdoor power equipment industries. 
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Lucas makes preformed rings, washers 
and special shapes from all brazing and 
soldering materials—and supplies auto- 
mated preform placement devices as 
well. Lucas also designs and builds com- 
plete brazing systems, using automated 
components (drives, fixtures, flux and 
alloy placement machines, heating units) 
to tailor a system that corresponds to the 
production requirements of the user. 
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Rathbone Corporation 


Rathbone cold-draws profile shapes and 
pinion rod to customer specs from both 
ferrous and nonferrous alloys, in sizes 
1%" to %2"” OD. They are incorporated 
into precision mechanical devices, 
bearings, electrical-electronic products, 
office equipment, power tools and 
automotive products—when reduction 
in machining operations, in finishing 
time, or in assembly costs is desired. 


For more information circle 65 


Customet, Inc. 


~— 


Customet makes miniature and submini- 
ature stamped components for electrical- 
electronics applications. The company 
offers a total service—from prototype 
design to mass production of precision 
parts, and complex assembly operations. 
Typical parts include light-emitting 
diode frames (LED's), crystal bases, 
intricately patterned lead frames, TO-5 
eyelets, contacts, resistors and capacitors. 
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Daniel Radiator Corporation 


Daniel is a leader in the manufacture of 
radiator cores and complete radiators 
for the automotive aftermarket. These 
products, used for passenger cars and 
industrial applications, are sold to 
radiator shops coast to coast through a 
network of warehouses. Jackson Indus- 
tries, a Daniel division, makes tank 
parts, headers and brackets, as well as 
fan blades, clutch plates and gas tanks. 
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Have you thought of the money - 
you could save using the same oil 
two or three different ways? 

We did. 


Obviously, the greater number of 
lubricants you have to keep on hand, 
the more it’s going to cost you in 
storage and handling. 

But what if you had an engine oil 
that also served as a transmission oil! 
Or ascrew machine cutting oil that 
also lubricated the machine itself! 

At Mobil we've had years of 
experience producing lubricants 
that are truly multi-purpose. 
But the real trick is to know 
exactly how and 
when to use them. 

That's where our 
lubrication pro- 
gram comes in. 
We can develop 
one to meet 
your company s 
very specialized 
lubrication 
needs, showing 
exactly where 
you can double 
up, even triple up, on lubrica- 
tion—with considerable savings. 

For a booklet that covers this” 
in detail, write W. W. Horine, Mobil Oil 
Corporation, 150 East 42nd Street, 
New York, N.Y. 10017. 


If we can't save you money, 
we don't deserve your business. 


Mobil 
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Inventory outiocok 


By Norman Kobert 


volume relationship of inventory 


More on A-B-C Most buyers understand the price/ jem 


inventory control 


Analysis indicates 
areas of opportunity 


Keep an eye on 
“passed-through” value 


Timing should be 


keyed to the inventory 


items. But A-B-C analysis of in- 
ventory management includes | ~ 
more than a simple value-to- | — 
usage breakdown. Among other} ™ 
approaches: SRO 
©Stratification of on-hand> 
inventory balances. The inven-[|  — 
tory asset is a cash investment) = © 
of descending magnitude. By} ~ 4 
stratifying that way, you create} ~~ 
opportunities for freeing cash. oie 

Obviously, inventory value for kes 
two parts worth $10,000 has inher- 
ent opportunities for savings greater than for parts with a 
combined value of $215. A 50% savings on the second inventory 
can be offset by a 1% savings in the $10,000 inventory. So, if your 
goal is inventory reduction with conversion to cash, the A-B-C 
analysis indicates areas of opportunity. 

eStratification on a cost-times-usage basis. Inventories 
can be categorized by the need for controls, diligency of 
controls, management time utilization in improving the 
inventory picture, and the criteria for determining the 
frequency and cost of reporting. 

A cost-usage A-B-C analysis may stratify stocks in ways that 
do not seem normal, but which help with those control criteria. 
Often, in fact, you may find an item you’d categorize as “C” 
moving up into the “A” classification. 

For instance, a cost-usage analysis might stratify a 2¢ item 
used 50,000 times as an “A” entry ($0.02 x $50,000 = $1000) while 
a $2 item used only 50 times falls into “C” ($2.00 x 50 = $100). 

What happens, however, is that the “passed through” value 
(instead of the normal unit-price value) determines the areas to 
emphasize for bargaining with suppliers on price and terms; 
spending management time on improving communications, timely 
actions, reporting, etc.; reevaluating procedures for receiving, 
storing, moving, picking, verifying, billing, and packing; deter- 
mining the areas for inventory standardization and commonality 
analysis; and establishing inventory turnover goals. 

Obviously, the standard approach to A-B-C analysis, that 
is, breaking stocks into their relative position based on unit costs, 
does not work all the time. Nor should it be blindly followed. 
The timing of A-B-C analysis and the specific nature of the 
categories, should be keyed to the changing nature of the 
items in your inventory. Only then can you make the informed 
judgments necessary to control inventory sizes. 


Norman Kobert is a principal of N. Kobert and Associates, Fort Lauder- 
dale-based management consultants. A specialist in managing the inven- 
tory asset, Kobert has conducted numerous in-plant and public seminars 
on inventory management, and has written many articles for professional 
and business journals. His latest book, Inventory Strategies, is available 
from Boardroom Books, 500 5th Ave., New York, N.Y. 10036. Price: $50. 
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mover. 


End the bottleneck with our crowd-mover towel service. 


Selfold towels dispense as a full 
sheet, people see right away how big 
they are. So they're less likely to take 
two or three. That can save you paper. 
And money. 

Put a crowd-mover to work for you. 
Call the Fort. Dial (312) T-H-E-F-O-R-T. 
And we'll show you how to end the 
restroom bottleneck. lan 
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Fort Howard Paper 


Green Bay, Wisconsin 54305 


Call the Fort 


Call the Fort is a service mark of Fort Howard Paper. Dial (312) T-H-E-F-O-R-T 


lf your restrooms fill up quickly, like 
at halftime at a stadium or shift change 
in a plant, Fort Howard can help 
speed things up. 

Our self-dispensing folded towels 
are the fastest way to dry hands. 
People can take one and step aside to 
use it. So several people can dry 
their hands at the same time. With no 
long wait in line. 

Our Selfold, towel service has a 
built-in economy feature, too. Since 


hard nosed protectors Labor 
for pipe ax 


ends? 


Unions view Reagan 
as one to shun 


Gone are the days when a clear distinction could 
be made between Democrats and Republicans on 
economic policy. The words conservative and liberal 
mean less and less every four years. 

Nevertheless, big labor—in particular the 
AFL-c1o—still sees its goals and aspirations best 


Ca lu S served by a Democratic president. 
p g One veteran AFL-CIO official pointed out several 
‘ has ‘em * Reaganesque beliefs that are anathema to labor. 
‘ : cine coisa eneri mien Ronald Reagan supports, for example: 
} protects beveled weld edges of eRight to work legislation. 
| fending tara ancueeae eApplication of antitrust laws to big labor. 
‘S Nose bead gives added impact eSub-minimum wages for teenaged workers. 
j) orsormleinletl shi Besides, “we feel we can bring more influence to 
damage.In4sizes  & bear on a Democratic president than on a Republican 
for wall thicknesses 99 ° 
3 18" to 1.00”. one,” the official says. 

* millions of parts for ‘off-the-shelf’ shipment = Reason: Labor still has plenty of clout in congres- 
FREE LITERATURE <3: sional elections. Whether it’s the Democrats or the 
FREE SAMPLES GoP in the White House after Nov. 4, odds are the new 
CAPLUGS DIVISION, Protective Closures Co., Inc. president will still face a Democratic Congress. 
Dept. 24A 2150 Elmwood Ave. , Buffalo, N.Y. 14207 
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major contracts expiring in October 
Contract | Number of 
expires Industry Union workers 


sleeves for tubing 10" Gopper Multi 1700 
———— 
end protection? 10/1 poche, ae 3350 


Ohio Ferro- 
Alloys, Natl. 
Standard) 

10/1 Metal forgings Steelworkers 1250 
& stampings (USA) 
Commercial 
heering) 

10/1- Aircraft (Lock- Machinists & 48,800 

10/12 heed, Boeing, Autoworkers 
McDonnel (IAM, UAW) 
Douglas) 


10/5 kien nee a 3000 
ne ughes 
Caplugs Tool Oo)” 


has ‘em * 10/5 Machinery Machinists 1500 


(Koppers) (IAM) 
ee ee 10/15 Miningmach- Steelworkers 1950 
tubing dlamators from 3" to inery ( ngersoll- (USA) 


He Snug friction grip nee Rand) 
ee Eons eo 10/25  Wiringdevices Machinists 1950 
= ania peal (Bendix Corp) (IAM) 


Stocked for imme- 
diate shipment. 10/31 


Copper extru- Mechanics 1400 
sions (Revere (MESA) 


*millions of parts for “off-the-shelf” shipment Copper) 


FREE LITERATURE <3: 10/31 Paper Paperworkers 1600 
FREE SAMPLES 2 (Am CanCo.)  (UPIU) 


CAPLUGS DIVISION, Protective Closures Co., Inc. 
Dept. 14, 2166 Elmwood Ave., Buffalo, N.Y. 14207 
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Let General Electric show you how high-efficiency motors 


can squeeze more profits from your plant operations. 


Any manufacturer serious about improving 
company profitability should consider General 
Electric Energy $aver motors. Because the cost 
of energy is soaring too rapidly to risk wasting it 
on motors that could drain your profits. 


Instead, ask for the standard-setters. The 
fact is, GE Energy $aver motors deliver high- 
efficient performance we think is unmatched. 
And consider this: a point or two of efficiency 
improvement could save you thousands of 
dollars in energy costs for just one motor. 
That’s a small fortune on a plant-wide basis. 


Consider, too, that the lowest selling price 
doesn’t always mean the lowest total cost. 
You have to include many other factors like the 
real cost of power, true life-cycle costs and the 
discounted rate of return. That’s exactly why 


GENERAL @@ ELECTRIC 
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GE Energy $aver motors can be a profitable 
investment. 

Let us prove it to you. Send in the coupon 
today for a free copy of our booklet, “How 
Energy-Efficient Motors Impact Your Profits.” 


APPROX. ANNUAL POWER COST 


Send to: General Electric Company, Section 295-02, Schenectady, 
New York 12345. 


< 

! 

i Show me how to make my plant 

| more profitable. 

i ENERGY 
SAVER 

i MOTORS Send me a copy of your Energy $aver motor booklet, “How Energy- 
| Efficient Motors Impact Your Profits." 

i 

| 

NAME 

| TITLE/COMPANY 

| 

| ADDRESS 

CITY STATE ZIP 
TYPE OF MANUFACTURING 

i 

j 

| 

| 

| 
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The 16-lb. copier paper that races 
through high-speed copiers. 


- aR ee 


To keep your high-speed copier running at its best, Our 16-lb. paper is light on your wallet, too. It gives 
you need a copier paper that runs best at high speeds. you more sheets per pound. Because you buy paper by 
Our 16-lb. Hammermill Fore Xerocopy for the Xerox the pound, you save every time you buy. (You can even 
9000 Series is the lightweight copier paper made Save on postage because your mailings will be lighter.) 
specifically for high-speed copier/duplicators. Maybe Try 16-lb. Hammermill Fore Xerocopy for the Xerox 
that’s why it’s already building such a great track record. 9000 Series. Available from Hammermill Merchants in 
Hammermill 16-lb. Fore Xerocopy is stiffenoughto —_ over 135 major cities. It’s a winner. 
speed through high-speed duplicating systems like the Call toll-free 800-621-5199 (in Ill., 800-972-5855) for 
Xerox 9200 and 9400 smoothly and consistently, copy free samples and the name of the nearest Hammermill 
after copy — for trouble-free performance that lets you Merchant. 
stop worrying about costly copier downtime. 


With our 16-Ib. Hammermill Fore Xerocopy you'll Let Hammermill 
get a minimum of 100 sheets in each collating bin — ten d th rk 
guaranteed. And its high opacity lets. you print on both FORE “XEROCOPY Ws ome paper WOrkK. 


sides of the sheet. 
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In Detroit, purchasing 


gets on a fast track 


Building the new cars at General Motors 
will challenge buyers and their suppliers to 
set up relationships that once would 


have been unthinkable 


DETROIT—At General Motors, the 
purchasing department simultane- 
ously is: 

eTrying to set up relation- 
ships with suppliers in North 
America that will provide not only 
materials and components to U.S. 
assembly lines but also millions of 
dollars in R&D commitment and 
equipment investment. 

@Pushing procurement opera- 
tions virtually into every corner of 
the world, as GM for the first time 
gears up to challenge Ford’s 
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“Aluminum has lost its market in 
Detroit. Steel is the most ef- 
fective way of getting weight out 
of a car,” says Heimbuch. 
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overseas dominance among U.S. 
carmakers. 

eStruggling to evaluate the 
business side of a confusing and 
complex array of new products 
coming on for automobile manu- 
facture, from steel/plastic lami- 
nates to stamped engine blocks. 

@Managing a series of make- 
or-buy decisions that are falling 
increasingly on the side of buy as 
GM seeks to maximize economies 
of scale on production lines while 
at the same time spreading the 


Purchasing sees no availability 
problems with plastics, 
“provided sufficient leadtime 
is given,” says Poston. 


risk of capital investment. 

New industry. ‘We are 
completely redoing an entire 
industry,” sums up Robert B. 
Stone, executive in charge of 
purchasing activities for General 
Motors. 

He is referring, of course, to 
what the automakers are doing to 
meet something Detroit calls CAFE 
(k4-FAY), an acronym for Corpo- 
rate Average Fuel Economy, which 
are the standards imposed af- 
ter the 1973-74 oil embargo. 


Shortages in electronics may force 
automakers to source at ‘“‘second 
and third level suppliers,” says 
Deico’s Costello. 


The 1985 standard is 27.5 
mpg as the combined average for 
the range of cars sold by a 
company. That compares to 19 
overall in 1979. 

But there’s more than 
government-mandated CAFE at 
work in Detroit. There’s also 
growing consumer demand for 
fuel-efficient cars, a demand 
triggered by prospects that gas 
will be $2/gal no later than the end 
of 1981. 

Not the end. Says Stone of 
the 1985 standards, “We know 
that’s not going to be the end of it.” 
Even without legislation, the 
public will pressure for fuel 
economy. “Yet,” says Stone, “we'll 
still have to put in enough size and 
comfort to give the people what 
they want in an automobile. You 
can’t run this whole country in 
little two-seaters.” 

It would appear that 
downsizing—where engineering 
was king—has gone about as far as 
it can go. The major strikes from 
now on will center in the material 
area—either outright material 
substitution or finding lower- 
weight variations of traditional 
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“‘We’re completely redoing an 
entire industry to meet mileage 
standards,’ says purchasing 
chief Stone. 


metals as was done with high- 
strength low-alloy steels. 

In this environment, the buyer 
and his vendors will be king. 

The supplier has become so 
important, in fact, that GM in 
general and Stone in particular 
are working hard to overcome the 
automotive industry’s reputation 
for being excessively hard-nosed 
when dealing with suppliers. Now 


in the new environment, 
the buyer and his vendors 
will be king. 


the emphasis is on cooperation, 
joint R&D, and long-term contracts, 
out as far as ten years. 

Desire to change. “If there 
has been a short-range, pull-and- 
push, in-and-out kind of philoso- 
phy that suppliers have felt, I hope 
we are changing that,” says Stone. 

GM’s expansion into interna- 
tional markets has brought a few 
lessons home to Detroit. “We can 
learn from the Japanese that 
long-term relationships are good,” 
says Stone. “The family-of- 
supplier concept makes a lot of 
sense ... You just can’t beat down 
or push down the profits of a viable 
company and expect it to stay in 
business for you and to do the R&D. 

“We are moving toward 
multi-year agreements in order to 
make these relationships profita- 
ble. In our end of the business, 
there isn’t a better time for 
purchasing people and suppliers. 
The receptivity of the company has 
never been keener” to classic value 
analysis, such as ideas for ways to 
cut costs or cut weight. 

Stone is caught in the middle 
of two conflicting pressures. On 
the one hand is GM’s desire to use 
to full advantage its enormous 
economies of scale as the world’s 
largest carmaker, a desire that 
could push the company toward 
centralization in manufacturing 
and purchasing. 

On the other hand is the 


company’s commitment to the 
individuality of its five car 
divisions: Cadillac, Chevrolet, 
Pontiac, Oldsmobile, and Buick. 

Dirty word. “Centralized 
purchasing is a dirty word around 
here,” says Stone, yet there are 
many aspects of his operation that 
come close to being centralized. 

For example, corporate pur- 
chasing sets up buying teams for 
certain raw materials like steel 
and nonferrous metals that are 
bought by all of the car divisions 
and where obvious volume- 
discount benefits are available. 

But these are not called 
national contracts. That term is 
reserved for “indirect” items, 
described as services and materi- 
als that do not wind up in GM 
products. 

Corporate purchasing also 
coordinates regional purchasing 
operations. 

There is no question, however, 
that GM is committed to a highly 
coordinated—if not centralized— 
approach to its business. In the 
early 1970s, GM restructured its 
management to ready itself for the 
changes it saw coming. A key 
element in that reorganization 
was the establishment of the 
project center. 

The center is a group of 
experts: from all areas of the 
corporation—design, manufactur- 
ing, engineering, assembly, cus- 
tomer service, marketing, and 
purchasing—whose job it is to 
shepherd each new car throughout 
its development. The idea is to 
eliminate redundant work by the 
various divisions, keeping manu- 
facturing costs down while main- 
taining the separate identities of 
the car divisions. 

Material relationships. Pur- 
chasing’s input is to assess the 
business outlook for the materials 
under consideration: basically, 
price and supply. 

“We do things like look at two 
materials that might be closely 
competitive in cost now—like 
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Assess the outlook 


(continued) 


stainless steel vs. brass for small 
bearings,” says Mary Ann Ritter, 
manager of purchasing forward 
planning and research. 

“The question is: Will they 
remain in the same relationship or 
will they switch? We give the 
people on the value analysis team 
our estimates.” Purchasing for- 
ward planning makes extensive 
use of computer models to plot the 
future course of the myriad raw 
materials GM buys. 

Division leaders. Within the 
project-center concept, each GM 
car division is responsible for the 
ongoing development of a specific 
part of a car. For example, Buick is 
the lead division for brakes; 
Pontiac for air-conditioning and 
heating systems. Vendors with 
ideas for a certain part of a car go 
to the purchasing department at 
the appropriate division. 

At the campus-like GM 
Technical Center in suburban 
Warren, Mich., a grass-and-tree 
think-tank atmosphere prevails as 
engineers like Irvin E. Poston and 


Roger A. Heimbuch pour over the 
many materials and technologies 
available to them. Here’s some of 
what’s happening: 

@A steel/plastic laminate (two 
sheets of steel with a laminated 
core of plastic) offered by National 
Steel as a material to rival 
aluminum. 

eA lightweight four-cylinder 
stamped steel engine, offered by 
U.S. Steel, which is a possibility 
for small cars like the two-seat 
“commuter” car GM and other 
automakers are developing for the 
mid 1980s. 

@eAn array of new plastic 
technology that is boosting resins’ 
star in Detroit. For example, 
reaction injection molding (RIM) of 
urethane parts that are tough, 
flexible, and easily painted. 

Procurement concerns. 
Poston, who is responsible for 
plastics applications, and Heim- 
buch, whose field is metals, say 
purchasing concerns figure signifi- 
cantly in their considerations. 

For example, Heimbuch says 
aluminum has lost part of its 
market in Detroit because of cost 
factors. As aluminum prices went 
up, he says, “we see a declining 
amount of interest in the 
corporation in the material. Steel 


is now the most effective way of 
getting weight out of a car.” 

Plastics gets high marks from 
Poston as an automotive material. 

“The purchasing people have 
not expressed any concern to us 
about availability, provided suffi- 
cient leadtime is given,” he says. 
Where plastics have problems in 
Detroit, it’s not in the procurement 
area: it’s in the engineering area. 

More, faster. “We are work- 
ing on technology to make more of 
these parts faster,” says Poston. 

To a large degree, material 
selection at GM has been firmed 
up, at least out to the 1985 model 
year. Says Frank Daley, director of 
manufacturing development: 

“In the 1980 model year, our 
typical GM car—we call it our 
composite car—contains 200 lbs. of 
plastics, 130 lbs. of aluminum, 
1900 lbs. of steel, and 515 lbs. of 
cast iron. The average shipping 
weight of the composite car is 3230 
lbs. By 1985, we expect our 
composite GM car will be using 
somewhere between 220 and 300 
Ibs. of plastics, 145-200 lbs. of 
aluminum, some 1600 lbs. of steel, 
and around 300 lbs. of cast iron. 
The average car could have a 
weight of as little as 2730 lbs.” 

But Stone points out, “We’re 


‘World car’ demands high-volume assembly 


General Motors has a lot riding 
on something called the “J” car, an 
automobile designed for world 
markets. The car is expected to be 
unveiled about the middle of 1981. 

Until recently GM has not worried 
much about offshore markets, leaving’ 
them to Ford and to the European and 
Japanese automakers. Meanwhile, 
GM concentrated on the home market 
where it commands nearly 60% of 

— total sales of domestic cars. 

Declining in the U.S. 
have changed all that. New car sales 
at home are expected to 
upwards at a clip of about 2-3% a 
year. Growth of international markets 
could be up to three times that pace. 
So GM is eyeing international markets 
hungrily. 

Too many variations. GM had a 

_ world car before, called the “T” car. 
But it didn’t work well. “There were 
too many variations,” says Ivan A. 
Deveson, general director of interna- 
tional purchasing operations. 

The true world car must have a 
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high degree of commonality in its. 
major components in order to achieve 
manufacturing economies of scale. 
Yet it must be adaptable to the: 
demands of the different national 
markets 


That's no easy task. The differing 
demands can make design of a world 
car incredibly complicated. France 
wants yellow headlights; Japan, a 
protective shield under the catalytic 
converter. Australia plans to continue 
using leaded gas, and that requires a 
thermal reactor for emissions control 
instead of a catalytic converter. 

It's true, says Deveson, “these, 
are among the forces working against 
commonality.” But he sees true world 
standards beginning to evolve. GM is 
doing what it can to help the process. 
“We are challenging nationalized 
standards where we believe they are 
unjustified.” 

Same principles. Meanwhile, 
GM is applying what it has learned 
about coordinating the activities of its 
five car divisions to the international 


arena. Coordinating activities in a 
dozen countries is different than doing 
the same thing in five divisions, but 
the principles are the same. 

The key principle is high-volume 
assembly. GM may assemble its 
world car in the country where it will 
be sold, but manufacturing operations 
will be centered where the greatest 
economies of scale can be achieved. 

Says Deveson, “The economic 
advantage of high-volume manufac- 
ture ,of a transaxel in Japan and an 
engine in Australia and a control arm 
in Canada, despite the logistic costs 
of getting those parts around the 
world, is economically the way to go.” 

Meanwhile, purchasing has gone 
international as well. “We used to 
source pretty much on a country-by- 
country approach,” says Deveson. 
“The man in Timbuktu sourced for 
Timbuktu and pretty much inside the 
borders. That can’t possibly work: 
anymore. Today, we get quotes 
across national boundaries from 
worldwide suppliers.” 


never going to get where 
everything is completely set. 
There’s so much engineering and 
so much technical innovation 
that’s still needed.” Reliance on 


supplier innovation will increase > 


over the next 15 years. “We do not Oo ae bo) iia ate tEA 6. -: ORp 
have all the ideas at GM.” ee ee ea 
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Supply hitches are bound to pop 
up, no matter how careful purchas- 
ing is about forward planning. One 
key touch-and-go supply area may 
be electronics. 

Concedes Robert B. Costello, 
director of purchasing and produc- 
tion control at GM’s Delco 
Electronics division in Kokomo, 
Ind., supply problems “may force 
some people to second and third 
level suppliers, and then we'll 
have to pull them up to our 
standards.” 

Foreign suppliers are a 
growing factor in Delco’s procure- 
ment plans. Already more than 
half of GM’s passive components 
like resistors and capacitors— 
about $100 million worth—are 
Japanese-made, and Delco is 
actively looking for vendors in 


: The average GM car will have shed 500 pounds in five 
Europe. Reliance on offshore years, says manufacturing development’s Daley. 


vendors “doesn’t concern me as 
long as we stay within the 
industrialized world,” he says. &@ 
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“We are challenging nationalize 
standards where we believe they , 
are unjustified,” says Deveson. Future price and availability of materials for automobiles is the 
concern of purchasing research’s Mary Ann Ritter. 


WE'RE THE 
PAINT AND 
MAINTENANCE 
BRUSH PEOPLE. 


We make a full line of quality maintenance products. 
Paint brushes. Paint rollers. Squeegees. Brooms. Dusters. 
Scrubbing brushes. Aerosols. Everything you need to keep 
your facilities and equipment clean and well groomed. 

And we and our distributors keep enough of our — 
products in stock at all times to fill your orders promptly. 

When it comes to maintenance products, we’ve got 
what you need. 

Contact your Osborn Distributor. He'll prove it to you. 

The Osborn Manufacturing Corporation, 5401 Hamilton 
Ave, Cleveland, Ohio 44114. 216/361-1900. 
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“We said it eight years ago and it’s 
even truer today. ‘You simply can't beat 
Sharon Quality Custom Alloy Steels,” 


Frank P. Oldham, President, Oldham Saw Company, Inc., Burt, NLY. 


“We've been putting our family 
name on blades for more than 120 
years* We're proud of the 
reputation for excellence that 

we ve earned through the years, 
and we protect it by continuing to 
insist on the finest workmanship 
and the highest quality steels 
available; Oldham declared. 


“Thats why we start with a Sharon 
custom chrome-nickel-moly alloy, 
carefully monitor each production 
operation, and finish by electrically 
chrome plating every blade to 
prevent rust, and give the blade 


an additional hardness that results 
in up to a 300% greater life before 
sharpening is required. 

“Why Sharon?’ Oldham continues. 
“Because we make the broadest 
range of blades in the industry 
and their Customer Technical 
Service people have always 
worked alongside us in engineering 
the special steels required for 
specific applications. And they are 
constantly developing the alloys 
we need to improve our product. 


If you want the last word in alloy 


steel technology, and the kind 
of constant technical attention 
that keeps you a step ahead of 
competition, let us know. Simply 
contact Dept. AA, Sharon Steel 
Corporation, PO. Box 291, 
Sharon, PA 16146. 


*Today Oldham industrial blades are made under 
the company-owned U.S. Saw Corp. label. 


SHARON'STEEL 


AN \NVEe COMPANY. NYSE 
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Profit improvement pays 
off in systems analysis 


Consultant Ernest Anderson explains 
why more and more purchasing 
departments are taking a new ‘logical’ 
look at their operations and cutting 


the piles of paper 


As little as a year ago, 
materials availability was all 
anyone heard. Today, whenever 
purchasing people gather, the 
conversation turns to PIP (profit 
improvement programs) and ways 
to reduce costs and improve the 
bottom line. 

Yet, one of the most dramatic 


Ernest L. Anderson Jr. is president 
of Anderson Associates, Inc., an 
Orlando, Fla., based management- 
consulting firm specializing in 
purchasing and related fields. 
Formerly director of purchasing for 


areas for profit improvement— 
reducing the cost of acquisition— 
often is overlooked by purchasing 
professionals. Why? According to 
consultant Ernest L. Anderson Jr., 
purchasing people are not systems 
oriented. ‘Their methods and 
procedures, which generate high 
volumes of paperwork that they 


both Brown & Sharpe and The Carb- 
orundum Co., Anderson is the ori- 
ginator and major teacher/practi- 
tioner of systems contracting, 
speed order systems, and con- 
trolled order plans. Anderson, who 


are hampered with, were not 
developed by purchasing people. 
The procedures were imposed by 
finance or EDP people who often are 
not purchasing oriented. They 
design systems with their own 
interests preceding all others.” 

The fact is, very few purchas- 
ing people apply cold system 
analysis to their acquisition cost 
areas. They moan about the 
paperwork and controls involved 
in the flow of material, and 
complain about the high cost of 
processing an order, but do little 
about it. 

Anderson’s advice: Forget the 
mumbo-jumbo of the systems 


has written and lectured extensive- 
ly on purchasing systems, has been 
called the number one purchasing 
consultant in the U.S. Beginning 
next month, Anderson joins Pur- 
CHASING as a contributing editor. 


Synthecure’ 
eneral purpose hose 


offers more for your money. 


Durability and easy handling. 
BFGoodrich Synthecure hose is reinforced with 
polyester cord to make it stronger and last longer. 
It has a spiral reinforcement. So it’s probably 
the most flexible hose you can buy. Yet it has 
better dimensional sta- 
bility, and improved 
coupling retention. 
It’s more stable under 
pressure. 


Long lengths for 
economy. 

_ Synthecure is made in 
lengths up to 700 feet. 
That means fewer 
soy pea so you ae 
Bynthecure hose is fexible, bends easi- time and money. It’s 
al acai ymere cured straight to resist 


coiling in use — so it’s easy to handle. 


Complete line. 

Synthecure hose is available in a wide variety 
of styles to serve nearly all general-purpose 
applications: 


e alr 

e petroleum — including oil and gasoline 
e agriculture 

e water 

e mild chemical-handling 

e welding gases 


Priced competitively and available now. 
Call your local BFG distributor. He carries a 
full stock of hose for immediate delivery. He’ll 
help you select the right hose, cut it to your 
specifications and couple it, if needed. 

Or contact The BFGoodrich Company, Indus- 
trial Products Division, 500 South Main Street, 
Akron, Ohio 44318. 


gdgletal 


MANAGEMENT 


Analyze the system 


(continued) 


“specialists” and learn how to 
analyze your systems yourself. 
“Anyone capable of doing the 
purchasing job can analyze the 
systems and revise them. All it 
takes is a dose of good, solid, 
common sense. What’s more,” he 
adds, “the benefits in terms of 
lower costs of acquisition and 
possession are such a major 
contributor to profit improvement 
that the P.M. who avoids systems 
isn’t doing his job.” 

Anderson should know. He is 
the leading purchasing consultant 
in the field, and has long 
advocated the systems approach. 
He is the originator of systems 
contracting, speed order system, 
controlled order plan, and a host of 
similar sophisticated buying tech- 
niques. His client list reads like a 
Who’s Who of American industry. 

Actually, analyzing a system 
isn’t difficult at all. “Systems 
analysis and systems design 
basically are simple common sense 
procedures,” says Anderson. 
“You've just got to change your 
thinking a bit and learn how to do 
a little selling,” he says. 

Get rid of duplication. The 
way to approach systems work, 
stresses the consultant, is the 
same way you eat an elephant— 


one bite at a time. Take one piece - 


of your acquisition system at a 
time, and search out the reasons 
why you are doing what you are 
doing. Wherever you have duplica- 
tion, eliminate the least efficient. 
Before you know it, you'll have 
changed from a seven-part p.o. 
that generates as many as 21 
pieces of paper to a speed order 
system that generates only five. 
Why is amount of paper 
generated important? Simply 
because as paper increases so do 
the people and/or time required to 
handle it. It is precisely the paper 
and the people that drive the costs 
of acquisition up. To demonstrate 
how simple this all really is, 
Anderson suggests taking a hard 
look at your acquisition system. 
But, he cautions, forget about 
flow-charting. “By nature and 


training, most purchasing people 
find flow-charts intimidating.” To 
be sure, flow-charts are a good tool, 
but flow-charts are not systems. 
They are merely pictures of 
systems. And you can draw a 
simpler picture, which you can 
relate to more easily, by collecting 
the forms you use. 

Anderson suggests getting a 
big piece of wallboard and tacking 
a copy of every form involved on it. 
If a multiple copy form is used, put 


‘The P.M. who avoids 
systems isn’t doing 
his job.’ 


up all copies, fanned out. “If you 
have a typical system, the board 
will be covered with about 14 
pieces of paper, 8 or 9 of 
which you have some direct control 
over. Recognize that your system 
may generate only 9 or 10 
total parts, or as many as 20 or 
more, but the 14 used in our 
illustration are typical.” 

Now look at the system. For 
openers, you may want to analyze 
MRO orders first, and raw material 
orders later. At the top you'll have 
a two-part requisition form, a 
seven-part (if you are _ typical) 


“ARE YOU CREATING UNNECCESSARY PAPERWORK ?” 


purchase-order form, a four-part 
receiver, and a packing slip. You’ll 
also have a page copy of the 
purchase-order log. (Note that 
each order is written four times: 
Requisition, purchase order, re- 
ceiving report and log.) 

“For each of these pieces of 
paper ask ‘What is done with this? 
What is it used for?’ If any of it 
serves no function, get rid of it. If 
any of it duplicates any other part 
of it, eliminate the least efficient. 
If you have to handle any of them 
more than once, find a way to 
eliminate the additional times you 
handle it.” 

That, in a nutshell, is systems 
simplification. To understand how 
easy it is, examine where each 
piece of paper goes and whether 
there’s anything that can be 
improved. 

The path of the p.o. The 
requisitioner fills out the requisi- 
tion form, obtains approval, and 
sends it to purchasing. The buyer 
does his work and sends it to a 
typist, who types a _ seven-part 
purchase order. Then the p.o. and 
the requisition go back to the 
buyer who reviews them, and signs 
the p.o. One copy of the requisition 
is sent back to the requisitioner 
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Stainless —largest plate and coil inventories in the service Aluminum—sheets, interleaved, packaged, banded and 
center industry. Big stocks of carbon and alloy plate too, stacked for s@cure-shipment! Aad as the large photo 
over 55,000 tons up to 14” thick indidates, targe iventories of Carbon sheet and coil 


* . St eee Sie pa — <i i a 
Tubing—more than 1,700 items in stock. Plus complete 


stocks of pipe including industrial plastic. Hot rolled and 
cold finished bars in all sizes and types. 
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Now you can 
approach 

zero inventory 
and still have all 
the steel and 
aluminum 

you need. 


Think about it. 


When you draw on our stock of 600 million 
pounds of steel and aluminum in 20,000 
grades, shapes and sizes, you can conserve 
capital and keep your cash flowing. 


Because when the metal you need is in our 
inventory, it doesn't have to be in yours. 


And when you buy from Ryerson, you get 
all the benefits of single-source purchasing 
from the nation’s largest supplier of steel, 
aluminum and industrial plastics. You save 
time and paperwork—often reduce invoiced 
prices when we can combine shipments for 
quantity discounts. 


We can supply all the standard items, structural 
shapes, plate, sheet and coil, bars, tubing, 
pipe, alloys, stainless, aluminum, industrial 
plastics. Plus some a bit more unusual 
including: forged steel bars up to 20 inches 
in diameter; special duty plate steel for 
pressure vessels. And %-inch coil we can slit 
to your specs or level and shear to any length. 


So why not use our stock to keep your 
inventories at the safe, economic level. Give 
the Ryerson service center nearest you a 
call today. 


rio Ryerson 


an Inland Steel company 


We don't think you should 
change grease. At least, 


Gulfgem grease provides _life at elevated tempera- 

long life protection even tures and/or high speeds, 

in severe service. and where contact with 
Gulf has developed a water is likely. It does not 


contribute to bearing noise. 
And it has outperformed 


new grease especially for 
ball, roller, and other anti- 


friction bearings which has lithium complex greases 
run in tests at 10,000 rpm and calcium complex 
and 350° F under light load greases in difficult appli- 


for over 1300 hours. That's 
five times longer than the 
failure point of some com- 
petitive polyurea greases 
we tested. 
The Gulf patented 

ary! diurea thickener in 
Gulfgem provides long 


cations. Longer life for the 
grease can mean longer 


not for a long, long time. 


life for your bearings. 
Gulfgem is especially 
suited for pre-packed and 
sealed-for-life bearings, 
and bearings in applica- 
tions where heat can build 
up, such as the dryer roll 
bearings in paper mills 
where high moisture and 
heat exist. For your grease 
lubricated bearings that 
need a tough lubricant, 
ask your Gulf pro about 
Gulfgem. Or write: 
Gulf Oil Corporation, 
P.O. Box 1563, Houston, 
Texas 77001. 


Ask the pro from Gulf. 
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Path of the p.o. 


(continued) 


who files his copy with a copy of 
the p.o. Right off, three people 
have handled the same piece of 
paper (the requisition two times 
each, and two people have handled 
the p.o. twice.) 

“We could live with that,” 
Anderson admits. “It’s inefficient, 
but not enough to matter, 
particularly if that’s all there is.” 
The “fun” starts when you track 
down where all the copies of the 
p.o. go, and what’s done with them. 

Parts one and two (original 
and acknowledgement copy) go to 
the supplier. Copy three goes to 
accounts payable. Copy four goes 
to the purchasing alphabetic file. 
Copy five goes to the purchasing 
numeric file. Copy six goes to the 
requisitioner with his copy of the 
requisition. Copy seven goes to 
receiving. “That’s for an ‘efficient’ 
and average system. In some cases, 
you still have 8 or more—all the 
way up to 17 copies to worry 
about.” 

The order goes out, the goods 
come in, and receiving generates a 
four-part receiver. One copy goes 
to accounts payable, one copy goes 
with the goods, one goes to 
purchasing, and one is kept with 
the packing slip in receiving. 

“At this point, each order has 
been written 3-4 times not 
counting backorders. This is 
considered a fairly efficient 
operation by average standards.” 

Without any sophistication, 
you can eliminate much of this 
paperwork. With a slightly higher 
degree of attention you can elimi- 
nate nine. Here’s how: 

eThe original is mailed to the 
supplier for obvious reasons, but 
why mail confirming orders? 
Suppliers don’t want them (ask 
your suppliers) and you just waste 
a 15¢ stamp, a 10¢ envelope, and 
handling with each one mailed. 

@Review the percentage re- 
turn of the acknowledgement copy. 
At best, only about 35% of the 
suppliers acknowledge orders. And 
when they do, many use their own 
acknowledgement form, not yours. 
Those who do acknowledge orders, 
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never seem to be the vendors you 
have trouble with anyway. “The 
acknowledgement copy serves 
absolutely no purpose and should 
be eliminated,” says Anderson. 
ePurchasing files are redun- 
dant. Why are you maintaining 
both an alphabetic file and 
numeric file? Your department 
only uses one of them. “And while 


you're at it, design the purchasing, 


The ‘un’ starts when 
you track down where 
the p.o. copies go. 


receiving and accounting files to 
be arranged in a terminal-digit- 
sequence system...the fastest, 
most efficient file system ever 
devised.” About the only reason for 
two files in purchasing is in case 
the requisitioner has a question, 
and doesn’t have the p.o. number 
because he lost or never kept his 
copy. “But your job is to source and 
price goods, not do somebody else’s 
paperwork. Impose the right 
discipline on requisitioners and 
throw out the alphabetic-file 
copy.” Specifically, any requests 
for information must refer to the 
purchase-order number. 
@Requisitioners don’t need 


copies. Requisitioners are sent 
copies so they know purchasing 
placed the order. “What do they 
think we do, throw them in the 
wastebasket?” What requisition- 
ers do need is a p.o. number. 

eThe accounts-payable copy is 
ticklish. The controller says he 
needs one, but if you check out 
what happens to it, the answer is 
“nothing.” “That copy is put in a 
file, and nothing happens to it 
until an activity—such as a 
receiver or an invoice—hits it.” Ifa 
commitment p.o., receiver, and 
invoice all came together at the 
same time, that copy would be 
unnecessary. 

Right there four pieces of 
paper have been eliminated with 
nothing but the application of 
common sense. By a similar 
process, you'll readily see that the 
multiple copies made in receiving 
can also be reduced. 

Speed order system profile. 
“At this point,’ notes the 
consultant, “it may be clearer to 
take a look at a speed order 
system. By working backwards, 
everything falls into place.” 

A speed order system will 
result in an acquisition system 
comprised of five pieces of paper. 
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We offer you these opportunities to increase 


efficiency, productivity and morale. 


Republic storage systems are 
designed to make the fullest, most 
efficient use of available storage 
capacity and deliver the lowest cost 
per unit stored. In simple backroom 
storage, complicated industrial 
storage, or sophisticated mezzanine 
installations. For large or small 
systems, manual and/or automated. 
Including compatible shelving for 
computer-controlled storage/ 

_ retrieval system for security-conscious 
installations. Profit-saving oppor- 


tunities to meet modern storage needs. 


A full line of Republic shop 
equipment can help keep your work 
and workers efficient and productive: 
work benches and cabinets; tool 
stands and carts; shop desks, racks 
and special cabinets for flammable 
storage. 

Republic steel lockers offer a range 
of types, sizes, accessories and 
colors to satisfy virtually every cloth- 


ing storage need. Standard lockers 
with over 80 years of Republic 
Steel’s locker experience. Expanded 
metal lockers combine maximum 
ventilation and strength to stand up 
to locker room abuse, moisture, and 
odor problems. And, Republic’s 
MONDRIAN*...the most advanced 
locker available today. A clean, crisp, 
innovative design, modernistic 
recessed handle, flush fronts and 
bold colors for an exciting modern 
office or plant clothes storage 
facility. 

And now, QSLockers in your 
choice of 6 sizes and 21 styles to 
meet your “I’ve-got-to-have-lockers- 
today” needs. Furnished in a neutral 
color, Republic’s QSL fits with 
almost every decor. 

Republic’s unique MPC System 
provides an efficient, economical 
and morale-boosting customized 
work station for assembly line or 
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shop. A strong, durable free-standing 
frame and a variety of easily mounted 
accessories, offer the flexibility and 
adaptability to meet the personal 
needs of individual workers - and 
the unique work station requirements 
of each production step. 

Seize the opportunity now for 
profit making in the future. Write for 
information about all Republic 
industrial products. Republic Steel 
Corporation, Industrial Products 
Division, 1038 Belden Avenue, N.E., 
Canton, Ohio 44705. Or call your 
nearest Republic Distributor. You'll 
find him in the Yellow Pages. 


*MONDRIAN is a trademark of Republic 
Steel Corporation. 


SHELVING @e LOCKERS 
SHOP EQUIPMENT 
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Speed order profile 


(continued) 


Those five will handle requisition- 
ing, ordering, receiving, and 
accounts payable and will provide 
all financial controls necessary. 

The reason this can be done is 
simple. The paperwork involved in 
doing the job is no more difficult 
than the job itself. Someone in the 
plant wants some widgets, so he 
asks the buyer to get them. The 
buyer contacts a supplier and says, 
“Send over some widgets.” The 
supplier sends the widgets and 
gets paid for them. That’s not a big 
deal except for the high volume of 
paper generated. 

The speed order system 
starts—and ends—with a five-part 
requisition/purchase order which 
is handwritten. The requisitioner 
fills it out, keeps the last copy for 
his files, and sends the rest on to 
purchasing. As far as_ the 
requisitioner is concerned, there is 
nothing new or different to be done 
from what he did before. He fills 
out the form just the same as he 
used to fill out a requisition, gets 
the same approvals, and sends it 
on to purchasing. In an emergency, 
if he calls a supplier and verbally 
orders goods, he doesn’t even have 
to call the buyer for a p.o. number. 
It’s already on his form. 

The buyer adds prices, if 
necessary, signs it, and gives it to 
the purchasing clerk who adds the 
supplier’s name, address, code 
number, etc., with an address 
plate. Note that the buyer handled 
the order only once and review is 
not necessary: the speed order 
system cut buyer handling 50%. 

If this is a confirming order, 
the original (with minor excep- 
tions) gets thrown away. If not, the 
original is sent to the supplier. The 
second copy goes into the 
purchasing, terminal-digit file. 
The two remaining copies go to 
receiving, where they are also put 
in a terminal-digit file. 

When the goods come in they 
are counted, and the goods and 
supplier’s packing list are sent to 
the requisitioner. The two copies of 
the speed-order form are signed 
and dated by the receiver. One is 


“THE CONTROLLER SAYS HE NEEDS THE ACCOUNTS 
PAYABLE COPY,... BUT IF YOU ASK HIM WHAT HE DOES 
WITH IT, THE ANSWER (5 ‘NOTHING’. ” 


sent to accounts payable. The 
other goes to purchasing to clear 
its open-order file. The receiver 
copy is filed in a_ closed, 
terminal-digit file and the original 
purchasing copy is discarded. 

The accounts-payable copy is 
put in a file (again, terminal digit), 


A purchase-order log 
has no place In a 
speed order system. 


to wait for an invoice to arrive. 
When the invoice comes in, the 
copy is pulled, matched to the 
invoice, and paid. 

The best controls. “Notice 
particularly what accounts pay- 
able has. One piece of paper with 
the requisitioner’s signature, 
approval signatures, buyer’s sig- 
nature, and receiver’s signature. 
The best possible controls are 
dissemination of signatures—as 
opposed to dissemination of paper, 
the old way—and the speed order 
system provides it.” Anderson adds 
that the only reason for all those 
other pieces of paper in the 
traditional system was to gather 
those signatures together in order 
to justify payment of an invoice. 


(Note: If you’re on computer, send 
the original purchasing copy to EDP 
to put the material on order and 
send the receiver-purchasing copy 
to EDP to take it off or update 
inventory.) 

There’s one other step. There 
is no place in a speed order system 
(or any other sane procedure) for a 
purchase-order log. “In theory, 
every p.o. issued or voided is 
controlled. But when’s the last 
time your log was audited? And, if 
it was audited, what does it prove? 
Only that a p.o. is missing. It’s a 
needless document—get rid of it!” 

All purchasing systems analy- 
sis and simplification is as simple 
as a speed order system. “The 
secret is to take a step-by-step look 
at what you are doing... . And 
ask the right questions: What 
happens? Why? Is there a simpler 
way to accomplish the same task?” 

Naturally, there will be 
objections raised when you start on 
this process. That’s why, Anderson 
insists, systems is a selling job. 
“You have to be able to show the 
people involved that this is a 
better way, that it will make the 
job easier.” Indeed, selling a 
system may be the hardest part of 
the job. x 
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Run with Springhill 


Do you think you can run with 
Springhill” eight hours straight? 
Thats what many of our biggest 


in-house printing customers can do. 


They can because International 
Papers premium Springhill repro- 
graphic paper has super quality 
and super versatility. 

So it has super flexibility. And 


super stamina! It can keep up the 
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pace without breaking down be- 
cause its built to run consistently. 


Youcan run andrun and run with it. 


We give you.a choice of two 
premium papers: 

|. Springhill Business Paper, 
which runs and runs in the most 
popular reprographic processes 
used today by inshouse printers. 


Digitized 4. Ne® ad i@proved Springhill 


‘ 


6 hours a day. 


High-Speed Copy Paper, which 
performs like a winner when you 
turn on the speed. And it works 
beautifully in offset printing, too. 


For short runs and marathons, 


youll want them both. Send the 
coupon now. Get a free Springhill 


sample for your own test run—and 


an “I Run With Springhill" T-shirt, 
a runaway value for gnly $1.98. 
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Springhill T-shirt-only runs you $1.98. 
2 Send free Springhill Business Paper for a test run— 
plus Springhill T-shirt(s): Small; _. Medium; 
I enclose a check made payable to “I Run With Springhill" for $ 
each T-shirt, including postagel!!) 0 Send free paper for test run only. 


Large. 
. ($1.98 


fe (| a | |i 
Company 

Address 

2 | ee, | | a ee! io 


INTERNATIONAL PAPER COMPANY 


~ OffaF expires January 31, 1981. 


x A) Send to:"I Run With Springhill,” PO. Box 711, Darien, Connecticut 06820 
= 
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Exposed surfaces coated 
inside & out on selected models 
with Polane B (polyurethane) primer. 
Additional heavy external coat of 
Polane B paint. 


High grade electrical - 
steel in rotor and stator. Zinc 
chromate paint coated. 


Double-shielded, vacuum-degassed 
steel ball bearings of electric 
motor quality. 


More copper in length 
than standard motors. 


Heavy-wall, cast-iron main 
frame and end frames. 


You’re looking at the workings of an 
energy-efficient industrial motor. But it’s 
not just any energy-efficient motor. It’s 
from General Motors—a leader in U-line 
industrial motors. You’re looking at a 
Delco industrial motor. The energy- 
efficient Delco E’. 

First off, the Delco E? can help you cut 
your energy consumption, depending on 
the motor you're presently using. That 
means it can help save you money. And 
we back that up by stamping on the name- 
plate our guaranteed min- 
imum efficiency, which is 
higher than the NEMA 
nominal efficiency. 

Plus, it’s built 
tough. General 
Motors tough. A 
rugged cast-iron 

frame houses 
plenty of active 
magnetizing 
material. And 
there’s more copper in 


An inside look at GM's 
newest factory worker. 


Delco E? 
U-line 
"ail ” Motors — 


4 HP through 
125 HP in 200, 230/460, 
460 and 575 voltages. 
4- and 6-pole ratings. 


length than in our standard motors. So 
it runs cool and lasts long. It’s built to 
work all the shifts. Everyday. 

And like the Delco T-line and Delco 
Large Frame Motors, the Delco E? is from 
a family with a reputation for reliability 
that goes back to the 1930's. 

It’s the newest arrival from the “Tough 
Breed” of motors from General Motors. 

For more information on the energy- 
efficient Delco E? Motor, check the 
Yellow Pages for your local distributor. 
Or write in care of: Marketing Manager, 
Industrial Motors, Dept. 194, Delco 
Products, Division of General Motors 
Corp., RO. Box 1042, Dayton, Ohio 


45401. Ask for 
Delco 


the £* Motor 

Catalog for facts Products 
on payback and 

management. 


Division of General Motors 
Dayton, Ohio 45401 


The energy-efficient 
Delco E?. 
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PURCHASING STRATEGIES 


Is there a consultant 
in your forecast? 


By Rebecca Lipman / Economics Editor 


Experts in forecasting prices can 
enhance purchasing’s efforts and 
then advise on ways to document 


the improvement 


BALA CYNWYD, PA.—As this 
issue hits your desk, many 
purchasing departments are get- 
ting ready to brief management on 
how much material and service 
costs will affect the company’s 
1981 expenses. 

And one of the service costs 
popping up more frequently on 


™~ 


. 


expense schedules these days is 
economic consultants—notably 
those specializing in inflation 
forecasting. Purchasing managers 
are being tapped for the once-a- 
year budget brainstorming task, 
and they are finding consultant’s 
price forecasts useful for this and 
for such additional tasks as: 


It’s the clients responsibility to translate the consultant’s forecast 
into one that fits his ‘unique set of circumstances,” says Ortego. 


eGetting leverage. 

eProposing fair escalator 
clauses and lean fixed prices. 

eMeasuring performance. 


eBecoming involved in strate- 
gic planning. 

eAdvising in new designs. 

eDiscovering value analysis 
possibilities. 

“Inflation forecasting services 
enhance but don’t replace internal 
effort,” says John Ortego, head of 
one such service—Chase Econo- 
metric’s Inflation Planner. “Three 
to six months out, purchasing’s 
forecasts are more likely to be 
correct than an outside consulting 
firm’s” because the department 


‘Three to six months out 
sensory he forecasts 
are more likely to be 
correct than consultant’s.’ 


has intimate knowledge of market 
and company circumstances. 

To keep the company competi- 
tive, purchasing is being required 
to forecast further and further out, 
sometimes as long as five years. 
That’s a professional forecaster’s 
forte. But it’s still the responsibili- 
ty of purchasing to take the “most 
likely, objective forecast of nation- 
al trends” worked up by the 
consultants and translate it into 
data to fit the company’s “unique 
set of circumstances.” That usually 
requires shifting the consultant’s 
outlook back or forth in timing or 
up or down in magnitude based on 
the historical relationship. 

Can’t just extrapolate. What 
all buyers have in common is the 
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Anyone can sell you light bulbs. 
The Duro-Test specialist also solves your lighting 
problems—and saves you money. 


The men and women sales repre- 
sentatives from Duro-Test can supply 
you with a lot more than light bulbs. 

They also provide valuable lighting 
information and expertise you just 
can't get from a distributor or retailer. 

They'll tell you which bulbs are 
right for your particular needs. They'll 
show you how to save money with 
energy-saving bulbs that last for years. 
And they'll show you how to get the 
quality as well as quantity of light you 


need. Where you need it. In your office, 
restaurant, hotel, factory, bank, store, 
hospital, school. You name it. 

They'll survey your lighting for 
comfort, efficiency and safety. And if 
you've a problem they can't handle, 
thev'll call on Duro-Test’s commercial 
engineers. They're the best in the 
industry. 

Duro-Test—the nation’s largest ex- 
clusive manufacturer of light sources 
—markets a full line of energy-saving, 


premium-life incandescent, fluores- 
cent and fail-safe vapor lamps. Prod- 
ucts include plant-growing lights, the 
industry’s greatest selection of decora- 
tive bulbs, and Vita-Lite® —the pat- 
ented sunlight-simulating fluorescent. 
Meet the Duro-Test lighting 
specialist. Write today to Dept. D, 
Duro-Test Corporation, BO 
North Bergen, Rath 
New Jersey 07047. 


INNOVATION 


Duro-Test Corporation, North Bergen, \ J. © Luxor Lighting Products. Inc., Empire State Bldg., N.Y. © Duro-Test Electric Ltd., Toronto & Montreal 
Duro-Test Int'l, Carolina, P.R. * Duro de Mexico S.A., Mexico City 
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PURCHASING STRATEGIES 


Internal effort 


(continued) 


need to cope with a heated, volatile 
price environment. In fact it was 
the first taste of unpredictable, 
double-digit inflation five years 
ago that caused Chase Economet- 
rics (which had been forecasting 
the general economy since the 


Bituminous coal, spot 
Natural gas 
Electric power, industrial 


Residual fuels 


Paper, excl. newsprint 
Paperboard, boxboard 
Corrugated shipping containers 


Chemicals & plastics 


Benzene 
Ethylene 
Propylene 
Toluene 
Polyethylene 
Polystyrene 
ABS resin 


Finished steel, composite price 
Hot rolled carbon bars 

Cold rolled carbon sheet 

Cold rolled stainless sheet 
Carbon tubing, seamless 
Malleable iron casting 


1960s) to develop the Inflation 
Planner Service. “In the 1960s you 
could just extrapolate trends” to 
get credible forecasts, says Ortego. 

But that’s no longer true. 
“Inflation psychology won’t be 
what it was several months ago, 
but inflation won’t be disappear- 
ing,” says Ortego. He is expecting 
industrial price inflation ‘to 
stabilize at a 10-11% annual rate” 
for the remainder of the year as 
business activity continues to fall. 


Cost outlook 


Quarter-to-quarter rates of change (%) 
1981 1982 


Early next year, business 
should begin to improve slowly. 
“There will be a modest abatement 
to about 9-10% toward the middle 
of 1981” as a temporary, cyclical 
rebound in productivity takes the 
edge off of labor costs. But in 1982, 
with the economy in its second 
year of recovery, “Inflation will be 
heading back up.” 

Individual markets will react 
differently in both timing and 
magnitude to these overall 


Annual index 
1979 = 100 
1980 1981 


101.2 
131.5 
118.1 
133.4 


107.2 
163.9 
129.6 
136.3 


Copper cathode, U.S. produced 
Lead, producer price 

Nickel, cathode 

Aluminum ingot, primary 
Aluminum shapes 


Arc welding rods 
Pumps & compressors 
Ball & roller bearings 
Electric motors 
Fasteners 

Job stampings, nonauto 


Electronic components 


Switches* 
Capacitors* 
Resistors* 
Printed circuits* 


Total manufacturing 
Paper 

Chemicals 

Fabricated metal products 
Nonelectrical machinery 


Transportation 


Rail freight 
Motor freight 


*Developed by Gnostic Concepts, Inc., Menlo Park, Calif. 


Source: Chase Econometric’s Inflation Planner Service. Chase 
Econometrics is an integrated economic —— 


serving clients around the world through its 


Planner Service provides forecasts, updated monthly, of more than 300 
industrial commodity prices. Supporting analysis includes forecasts of 


sis and forecasting firm 
offices. The Inflation 


magazine. 


energy, material, and labor costs as well as demand variations. 

For further information contact: John H. Ortego, Chase Econometrics, 
555 City Line Avenue, Bala Cynwyd, Pa. 19004; Phone: 215-8 ; or 
circle number 290 on the Information Retrieval Card in the back of this 
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THESE SOLVENTS CAN SAVE ENERGY AND IMPROVE PRODUCTS 


The molecular structure of Exxon’s ISOPARe solvents in C and E grades can lead to energy 
savings in olefin polymerizations. And their selective solvency, combined with mild odor 
and high purity levels, makes ISOPAR C and E solvents useful in polishes, cleansers and 
other proprietary products. Write for technical information if these products could help 
your company. 


.A GUIDE TO EXXON’S GREASE TECHNOLOGY 


You may be spending money unnecessarily if you’re carrying an inventory of special- 
purpose lubricants instead of one of Exxon’s multi-purpose greases. Available literature 
includes Data Sheets on our RONEXe MP, LIDOKe EP, and UNIREXe N greases and an 
up-to-date report titled ‘‘A Guide to Grease.’’ 


[NEW DIRECTORY OF AIRPORT FBO’S OFF THE PRESS 


If you’re a pilot, our updated directory of Exxon’s aviation dealers might help you plan 
refueling stops without wasting time, money or fuel. Single copies available on request. 


'WHAT’S IN A NAME? PRODUCT CATALOG HAS THE ANSWERS 


Some Exxon products are so aptly named their function is obvious. KUTWELL« couldn’t be 
anything but a cutting fluid and RUST-BANe obviously protects metals against corrosion. But 
how about ZERICE*s or VAN NAKTAe or ESTORe? What are they good for? If you want to be 
familiar with Exxon’s total line of petroleum products for industry, write for a copy of our 
catalog named, simply enough, ‘‘Products From Exxon Company, U.S.A.”’ 


-3 BOOKLETS TO HELP YOU SAVE PETROLEUM PRODUCTS AND MONEY 


‘*Industrial Fuel Conservation Through Energy Management”’ shows how energy audits can 
pinpoint needless losses and suggests ways to reduce waste...‘*Fundamentals of Boiler Effi- 
ciency’’ discusses the efficient care and feeding of boilers and process furnaces...‘*Tips on 
How to Receive Petroleum Products into Bulk Storage’’ tells how to avoid costly mistakes 
when you take tank car or truck transport deliveries. For copies of all materials offered in 
this newsletter. write: 

Exxon Company, U.S.A., Room 2997-F, Box 2180, Houston, Texas 77001 


PURCHASING STRATEGIES 


Rebound forecasted 


(continued) 


economic conditions. In 1981, 
“steel prices will be in a catch-up 
phase” from recent discounting. Its 
major customers—housing and 
autos—will be among the first to 
benefit from the recovery. To 
contrast, oil prices should be 
winding down from oPECc’s heavy 
hand last year—although the rate 
of growth will still be rapid. Other 
details from the Inflation Plan- 
ner’s forecasts appear on page 67. 
This is not high-powered data 
meant only for Fortune 500 
companies. Small companies are 
signing on with the Inflation 
Planner and similar consultants 
for “the cost of half a person’s 
salary. We become the company’s 
forecasting staff,” says Ortego. 
The whole company can share 
the information. The benefit: 
finance, marketing, planning, 
engineering, and purchasing are 


The entire company can 
share the consultant’s 
information. 


all mapping out strategies based 
on one consistent forecast. The 
heaviest users usually are pur- 
chasing managers. “They use it 
every day,” says Ortego. 

Purchasing’s report card. 
Forecasts aren’t made, implement- 
ed, and then forgotten. Consul- 
tants constantly refine and update 
their outlook as new information 
becomes available. Similarly, 
buyers should be monitoring 
forecasts of key purchases in the 
company’s budget “on a continuing 
basis, so you don’t have to do a 
one-time review,” says Ortego. The 
suggested table above could ‘be 
used for 1981. 

The table breaks out the 
forecast semiannually and would 
be updated quarterly. “Timeliness 
of updating depends on the 
philosophy of the company and 
commodities bought,” says Ortego. 
Frequently bought items, critical 
for production would be monitored 
quarterly or even monthly. Items 
covered by long-term contracts 


Purchasing department 


quarterly price review and forecast 
(% change) 


1980 
half yrs 
| iL 

Item A 
Actual 

Company 1H. 3.4 

Gov’t index 70-43 
Forecast—prepared on: 

Buyer’s 

Consultant 

One-in-use 


Cost planning system: 
All roads lead to purchasing 


1981 
half yrs 
| I 


11/80 
5.0 5.0 
5.8 3.8 
5.0 5.0 


1981 
half yrs 
IQ | 


Source:Chase Econometrics’ Inflation Planner Service 
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Missed 
the 


Purchasing 


we CEO REPORT 
What the 'SOs will 
demand of purchasing 


PURCHASING’s CEO Report 
is NOW available in a 24-page 
reprint. The economic, 
financial and management 
outlook for the eighties as 
seen by prominent CEO's. 
Just $3.00 per copy. Send 
check to: PURCHASING CEO 
Reprint, 221 Columbus 
Avenue, Boston, 
Massachusetts 02116 
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PURCHASING STRATEGIES 


Refine and update 


(continued) 


might be reviewed twice a year. 

Another way to present this 
information is graphically. Pur- 
chasing may want to track actual 
vs. estimated price changes for 
individual commodities or a 
weighted average of the total 
materials bill. The consultant’s 
computer can help make the 
updating easier, whether it’s done 
in the form of a graph or a table. 

This information should be 
distributed throughout the compa- 
ny. “It’s a rolling document, a 
moving comparison of how pur- 
chasing is doing.” It measures a 
P.M.s ability to not only call 
changes in the market but also to 
call the tune in getting better than 
average prices. 

This is more than an exercise 
in patting purchasing on the back. 
The flow chart on page 69 reveals 
purchasing to be at the focal point 
in the distribution of information 


‘Buyers have to show the 
red flag to marketing, 
manufacturing, and 
engineering.’ 


throughout the company. 

“Buyers have to show the red 
flag to marketing, manufacturing, 
and engineering,” says Ortego. 
Price forecasts have to be watched 
and experts consulted to anticipate 
unexpected changes in the market. 
Recommendations from buyers 
could lead to changing the price of 
the final product, altering stan- 
dard costs, substituting materials, 
or refinancing the project. 

Negotiating tools. Besides 
helping to keep internal opera- 
tions running smoothly, forecast 
consultants enhance purchasing’s 
position at the negotiating table. 
Besides numbers, price consul- 
tants provide written analysis of 
cost and market forces supporting 
the forecast. 

When a supplier sends a 
notice that price is going up, 
buyers can quickly check to see if 
it’s justified. If it is, then buyers 
have to judge whether or not 
market forces will mean “the 


ieee, Cee and his competitors have 


to swallow the increased costs.” 

A widely bought item where 
Ortego expects that to be true is 
corrugated and linerboard. While 
prices will be rising, “we will see 
1982 before the operating rate in 
that industry is high enough to 
justify full recovery of cost,” says 
Ortego. 

Buyers need the tools to be on 
the offensive in setting up 
escalator clauses. P.M.s have been 
resisting escalators since, in these 
high-inflation times, it’s uncertain 
how much an item will cost at time 
of delivery. But with the help of 
consultants, a buyer can himself 
propose an escalator clause with 
more accurate, certain results. 

Ortego cites a case where a 
purchasing manager saved the 
company $40,000 by turning down 
a fixed price and setting up an 
escalator. That’s not so unusual. 
“Frequently a fixed price is higher 
than escalated price,” says Ortego. 
He explains that a fixed price 
takes into consideration expected 
inflation and then adds a risk 
premium. 

A fair escalator clause is one 
that accurately reflects the item 
being bought. That’s in terms of 
what materials and labor go in and 
how weighty each one is. Wage and 
price information published by the 
Bureau of Labor Statistics are 
natural choices to tie clauses to. 
They are official numbers and are 
reported regularly. 

Besides being professional 
forecasters, consultants are ex- 
perts in the data. “It’s best to zero 
in on the specific index,” says 
Ortego. But he warns that some of 
the government price data “are 
highly suspect and I would advise 
clients not to use those. Backing 
up and using a more general one 
sometimes would be better.” 

Another shortcoming of gov- 
ernment data is they tend to 
reflect list prices. So under an 
escalated contract buyers could get 
burned when, like now, there is 
discounting in the market. Ortego 
suggests using the government 
indexes but “at time of delivery get 
a certification from the supplier 
that he is not getting discounts.” A 
buyer could doublecheck with the 
consultant for that market infor- 
mation. & 
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Looking ahead with 
one eye on the past 


We’re at that awkward time of the year again. 

We don’t know exactly how this year is going to end and already 
we're speculating about 1981. In fact, some purchasing analysts are 
still sifting through third-quarter financial statements for insights. 
One, for instance, reads these as the five most significant clues hidden 
in the financial boilerplate of the third quarter: 

1. Bottlenecks, not shortages, will be a major supply worry by 
mid-’81 as the result of overcorrections in production schedules and too 
much product line paring. 

2. Leadtimes will make little sense in the first half. Why? It’s acom- 
bination of scheduling problems and an unusually large amount of 
inventory in raw and/or semi-finished state. 

3. Price increases over the next 3-6 months will come mostly in 
the form of ‘‘nibbling at the edges of discounts and other goodies.” 
Rationale: Costs are still out of hand for many firms, but sales aren’t 
strong enough to support all-out price hikes. 

4, Watch transportation closely—especially trucking—for possible 
delivery problems by mid-’81. In the wake of recent deregulation, majors 
are writing off “‘worthless’’ rights. Next move will be revaluation of 
current operations and possible pruning back on some of the light 
traffic routes. 

5. Look for heavier top management emphasis on scheduling, 
purchasing, and inventory coordination. Third quarter was awash with 
foul-ups in this area. 

As for the year ahead, we do know a great deal already, and in a com- 
prehensive reading of ’81, Economics Editor Rebecca Lipman takes a 
purchasing manager’s reading (page 56); taps into the data bank at 
Data Resources Inc. (page 59) for a look at industrial goods pricesin’81; 
polls PuRCHASING’s panel of economic experts on directions in ’81 (page 
61); and pinpoints which are the important numbers to watch in the year 
ahead. (page 65). 

Digging further into some of the implications of a business upturn, 
PuRCHASING’s news staff has developed an upturn readiness report. 
‘‘How fast can suppliers respond to an increase in demand”’ is the 
subject of the report and some of the conclusions are sobering (page 14). 

In another peek at the future, Washington Editor Daniel Gottlieb 
examines the outlook for world trade in ’81 as the new set of GaTr trade 
rules start to take hold (page 71). 

On the legal side, Dr. Russell Decker examines some of the future 
problems purchasing executives can face as the result of ‘conditional 
sales contracts” (page 76). 

1981 is fast upon us, but prepare we must. That’s why we put special 
effort in this issue—to help in that preparation. 


SS i we Movs — 
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UPTURN READINESS REPORT 


Availability won't be a breeze 
despite sluggish economy 


Don’t be lulled into compla- 
cency by the general consensus 
that the economic recovery will be 
a slow one. 

No one is expecting a sharp 
turnaround in industrial markets, 
for sure. 

But there are several problem 
spots to watch. Across the 
industrial landscape, inventories 
are bone-dry. In chemicals, newly 
instituted inventory policies are 


News analysis: 


What a devil's advocate would watch 


No one is talking about the 
prospects of a strong economic 
recovery. But it's a possibility a 
purchasing manager can't ignore. 
As the saying goes: A buyer gets 
reprimanded for purchasing too 
much, but he gets fired for running 
out. 

Frankly, the odds are slim 
that a surge in output would cause 
widespread tightspots in supply 
anytime soon. In fact, economists 
would generally advise not 
worrying about snug capacity until 
late 1982. If challenged, a 
forecaster belonging to the 
consensus would go through the 
economy sector by sector and 
show that none holds out the 
promise for substantial growth. 

In the spirit of devil's 
advocacy, PURCHASING will go 
through a similar exercise, but 
present the possibilities of a 
robust rebound. Take note: The 
same factors that helped the 
economy fend recession in 1979 
(when most expected a downturn) 
and caused it to abruptly recover 
this year (when most expected 
recession to continue) could play 
a role next year. 

Government policy. On the 
fiscal side: The impact of the 
expected tax cut appears to be 
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causing delays of up to a week in 
receiving commodities that are 
normally available in 2-3 days. 
Whole plants and major pieces of 
equipment that have been moth- 
balled can’t be reactivated with 
the turn of a key. 

Consider the workforce. 
Labor is another important factor. 
Thousands of workers have been 
laid off—many of them with 
valuable skills. Laid-off workers 


modestly stimulative. Remember, 
the tax burden will automatically 
jump about $70 billion next year 
because of Social Security 
increases, bracket creep, and the 
“windfall profits” tax. If the 
government tries to offset that 
drag with a lump sum payment of 
even half the $70 billion, 
consumers and businesses will 
find themselves with more money 
to spend than they currently are 
planning on. 

On the monetary side: The 
Federal Reserve Board has 
demonstrated many times its 
inability to firmly control money 
growth. And a bulge, similar to the 
one last summer, could trigger a 
spurt in demand. 

Consumers. An analysis of 
the consumer's financial position 
reveals that savings need to be 
bolstered and debt repaid. But 
that has been the case for a few 
years. Only last spring’s heavy- 
handed credit controls (unlikely to 
be used again) caused a pause in 
retail buying. 

Worries that inflation is 
getting out of hand could cause a 
return to the buy-now-to-beat- 
price-hikes philosophy. The cur- 
rent modest growth in retail sales 
would shift into high gear. And 


may not be available in a hurry, or 
at all, if they have migrated to 
fast-growing regions of the 
country. This problem could be 
very acute in firms, such as jobs 
shops, which traditionally suffer 
from skilled labor shortages. 

Even though the economy 
remains sluggish, some warning 
signals are already starting to 
flash in industrial purchasing 
departments. 


Can the Fed hit 

its policy target? 
($ bil., seasonally adjusted) 
410 


Fed’s policy 
target 


Money supply 


380 
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Source: Federal Reserve Board 


since the consumer controls about 
two-thirds of the GNP, most every 
industry will feel the surge. Tip: 
Early indication of swings in 
consumer attitudes are seen in 
big ticket purchases like autos and 
housing. 

Capital spending. This 
sector is expected to conform to 
its usual pattern: Lag the 
economy as a whole, thereby 
partially offsetting gains in 


The basic track structure. 
All from CF&l. 


The key component, rail—produced 1 


carbon, HiSi® and CROMORAIL" grade; 
In lengths up to 82 feet. All roller straigh 
ened, all designed for critical applicatior 
including today’s high speeds and heav 
loads. 

And quality tie plates. High carbon stee 
hot worked. Also track spikes that are qua 
ity controlled to give you continuous an 
uninterrupted performance with automat 
spiking machines. 

Then there’s our Hi-Guard" rail ancho 
It provides consistent holding power—o 
initial application and on reapplication— 
meet your requirements. Hi-Guard’s uniqt 
configuration puts more bearing surface ¢ 
the toe and on the underside of the hool 
Its “dimples” on the bearing pads provic 
greater holding power. 

As an integrated steel company we cot 
trol every facet of production, from mine 
mill to you. Our objective is to give you 
superior track package, with single-sour 
responsibility. We think we do just that. 


You'll find our brand all over the West. 


CF&I Steel Corporation CF 
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Tubing design ideas 
from Superior Tube. 


Special wire-joining 
device proves beneficial 
in open-heart surgery. 


Heart surgery is easier today than it was years ago. Now, 


for example, surgeons use a special locking plate to join 
wire sutures instead of just twisting the ends together. 
The closures are stronger and less apt to break through 
the skin. 

The plates are cut from specially-shaped Superior 
Type 316L tubing. . . the cross section looks like eye- 
glasses. Surgeons insert the sutures, crimp the plates and 
cut the protruding ends flush. The union can take a pull 
up to the wire’s breaking point without coming loose! 


_ For our free Bulletin 46 — A Guide to the 
Selection and Application of Superior 
Tubing, write or call Superior Tube Co.., 
Norristown, PA 19404. (215) 275-2070. 
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Tubing is critical in 
brazing process for terminals to be 
buried under tons of concrete. 


When the cable’s going in underneath a nuclear reactor, 
there’s no chance to correct mistakes. So one manufac- 
turer of cable terminals gets it perfect the first time by 
brazing the nickel feedthrough terminals to an alumina 
ceramic insulator. 

Since uniform dimensions and surface finishes are 
critical to the flow of the brazing alloy, the terminals are 
made of Superior electronic-grade Nickel 200 tubing. 
Superior’s ability to supply contaminant-free tubing 
plays a key role in preventing a catastrophic seal failure 
later. 


(S?) Superior Tube 


The big name in small tubing 


Norristown, Pa. 19404 « West Coast: Pacific Tube Co. « Los Angeles, Calif. 90040 


~ 


— 
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POWDER COATINGS 


Outlook brightens for 


powder paints 


By El Hoeffer / Midwest Editor 


Better utilization rates and freedom 
from costly emission controls are tipping 
the scales toward powder’s favor 


Powder coatings can provide 95-98% utilization of the 
coating material, a great operating cost benefit. 


Powder coatings are now on 
the edge of the major takeoff 
predicted for them years ago. An 
alternative to solvent- and water- 
based paints, powder coatings may 
account for 20-25% of all coatings 
by 1985. One leading producer 
projects its powder coatings’ 
growth at 9-12% annually through 
the mid ’80s. Powder coatings’ 
current share of the market stands 
at about 10%. 

If the predicted growth in 
usage materializes, slightly more 
than 100 million lbs. of powder 
coatings will be used in 1985. 
Current usage is 65 million lbs. 

Growth outlook. The pri- 
mary factor in the growth picture 
is automotive usage. Automakers 
already use powder coatings on the 
underside of car hoods, door 
linings, and other nonappearance 
parts. Favorable results here are 
encouraging a look at other 
applications once considered liquid 
paint’s domain—e.g., use as a 
primer for body parts. When such 
applications will start up is 
uncertain; most coatings industry 
experts only say that it will be 
some time in the ’80s. 

The big contributors to growth 
are these benefits: 

eUnlike paint, powder coat- 
ings pose no costly emission- 
control problems. The EPA and 
various states have not only set 
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Epoxy is the popular 
powder 


thermoset 


Epoxy 
65% 


Epoxy-polyester 


5% 


POWDER COATINGS 


Growth in coatings 


(continued) 


stringent emission-control stan- 
dards but have also given 
indications that regulations will 
be more strictly enforced than in 
the past. 

eWith powders, 95-98% of the 
material ends up as coating. Even 
with optimum utilization, only 
30% of solvent-based paint be- 
comes coating. With the constantly 
rising cost of paint, powders’ high 
utilization rate will become 
increasingly enticing. 

Other benefits. Often, pow- 
der coatings provide a denser, 
more uniform finish with better 
edge coverage and wrap-around 
than can be obtained with paint. 
Some powders provide a more 
durable finish with greater chip 
resistance; others give premium 
toughness and chemical and 
abrasion resistance. 

Since powder coatings are 
premixed, they require less 
operational preparation—no mix- 
ing, reducing, or blending is 
required. Dry systems also mean 
easier cleanup of application 
equipment and less cleanup for the 
“paint” station. Safety concerns 
are few because powders are 
nonflammable and _ odorless. 

The drawbacks. With so 
many significant advantages, why 
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These fire extinguishe 


are powder coatings only on the 
edge of their predicted takeoff? 

Although ror has improved 
considerably over the past few 
years (payback in 9-12 months is 
common), higher cost of installa- 
tion is still a major obstacle to 
powders’ growth progress. 
Changeovers from wet to dry 
operations continue to be expen- 
sive because only some of the 
existing equipment can be re- 
tained. New guns and spray booths 
and a new collection system must 
be purchased. The equipment 
pieces likely to survive a change- 
over are substrate washer equip- 
ment, conveyors, and bake oven. 

A second big disadvantage is 
the impracticality of powders for 
those using a wide variety of colors 
or for those requiring frequent 
color changeover on a line. Color 
changes are time-consuming. If 
many colors are used, many booths 
are needed. 

Other disadvantages include: 

@Powder’s occasional inability 
to coat in deep recesses. 

@Potential difficulty in repair- 
ing (and recoating) a powder- 
coated part. 

@Questions on the ease with 
which powders can provide a 
metallic finish comparable to that 
achieved with paint. 

Powder coatings are used to 
cover a wide range of metal and 
glass products and some plastics. 
Steel and aluminum are the 
metals most frequently coated; 
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are coated with 
epoxy, a type of thermoset powder. 


plastics are limited to those that 
can withstand the 275-400°F 
temperatures necessary for curing. 

Two categories. Powder 
coatings are generally divided into 
two categories: thermoplastics and 
thermosets. Popular thermoplastic 
powders include polyethylene, 
polypropylene, nylon, and pvc. 
YY are used where heavy films, 
5-40 mils thick, are needed—for 
example on pipeline, guard rails, 
and playground equipment. Ther- 
moplastics are usually applied by 


the fluidized-bed method of 
coating. 
Thermosets are usually used 


to provide ‘cosmetic’ color. 
Epoxies, polyester-urethanes, 
acrylics, and epoxy-polyester 
hybrids are all in the thermoset 
category—with epoxies ranking as 
the most popular. Coating thick- 
ness runs 3-5 mils, but can be as 
thin as 0.8 mil. 

Thermosets are applied by 
electrostatic systems, 40% of 
which are automated. Electrostat- 
ic application methods include 
manual (hand-held gun), fixed- 
automatic (guns are stationary 
while parts move through booth), 
and reciprocating-automatic (both 
guns and parts move). 

In addition to the automotive 
market, powder coatings are used 
in the appliance industry and for 
aluminum extrusion coating. In 
fact, almost any part now coated by 
a wet coating could be a likely 
candidate for powder. & 
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Every day, 16,000 aluminum 
canisters move through the 
production line of the Kromex 
Housewares manufacturing plant 
in Cleveland, Ohio. 
And every day, each of those 
canisters is passed through one 
degreaser. Twice. 
Such a heavy degreasing 
requirement coupled with 
aluminum’s great reactivity could 
create serious solvent-breakdown 
problems. It could. But it doesn't. 
Because of a PPG solvent called 
Tri-Ethane 1,1,1-trichloroethane. 
Tri-Ethane has a unique 
ee ~ 3 stabilizing system that not only 
“lie Raa | , = allows the solvent to do its job, but 
also prevents it from losing 
stability due to repeated recycling. 
In fact, this stabilizing system 
makes Tri-Ethane so predictable 
that Kromex has simply stopped 
worrying about unscheduled 
production shut-downs caused by 
a degreaser going acid. 

Instead, theyve been able to 
work out a regular schedule for 
cleaning and purifying their 
degreaser. A schedule so reliable 
that it enables management to 
make very accurate estimates of 
annual met be 
PPG andits AT eee ae 
distributors—the GrimeFighters— 
can suggest a PPG solvent’ that’s 
just as effective for you. Write or : 
call us for the name and phone | 
number of your local distributor. 
wer—sS*~&PPPGG Industries; Inc: 
Chemicals Group, One Gatewa 
Center, Pgh., Pa. 15222 
(412) 434-313T- . 
*Tri-Ethane 1,1,1-trichloroethane, 


perchliorethylene, trichlorethylene 
and methylene chloride 
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The only holes in 
new Dura-lubes © 


are the ones we make. 


These engineered contin- 
uous cast iron tubes with 
their finer grain struc- 
ture give you a dense, 
uniform surface, easier 

to machine. With al- 
most no scrap. 


This is no ordinary 
tubing. It's Dura-Tube™ 
Made by our exclusive 
engineered process, giv- 
ing you the same advan- 
tages as continuous cast iron 
Dura-Bar®: a unique combina- 
tion of superior quality at re- 
duced costs. 

Not only that, but we trepan the bar, 
saving you the cost of an extra step in getting a 
tube to work with. 

Unlike sand or centrifugal casting, Dura-Tubes 
have no internal shrinkage, no porosity and no 
slag or carbides in the 1.D. So you avoid wrecking 
expensive cutting tools for every tube you 
machine. 

In addition to these advantages, Dura-Tube 
gives you matchless machinability. Its micro-struc- 
ture contains fine graphite with superior tensile 
strength and hardness. The graphite acts as a self- 
contained chip breaker and reduces horsepower 
requirements. 


It also eliminates de-burring. 
And when you add consistently 
high uniformity and density, 
the result is machining to 
higher tolerances. 
But one of the most dra- 
matic savings with Dura- 
Tube is reduced scrap. It’s 
as little as 0%, compared to 
as much as 6% with other 
Castings. 
Then add this: pound for 
pound, sand cast or centrifu- 
gally cast tubing can cost twice 
as much as Dura-Tubes. Plus 
the fact that with Dura-Tube your 
labor costs are lower, and you get a 
higher yield of finished products. 

If you make precision parts that must also stand 
up under tough, hard wear, you'll want to consider 
Dura-Tube. And you'll probably find it in the alloy 
you need in standard stock, in lengths from 12” up 
to 6 feet. Or we can make them up in special alloys 
to match your specifications. 

And remember this: there are no holes in the 
Dura-Tube story, except the ones we put there to 
help reduce your costs. Our brochure will show you 
how. A sample will help you convince yourself. Call 
(815) 338-7800 or write: Dura-Bar Division, Wells 
Manufacturing Co., 1800 W. Lake Shore Drive, 
Woodstock, IL 60098. 


The engineered continuous cast iron 
for high quality parts 
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POWDER METALS 


P/M tool steels are 


cutting into markets 


By Thomas F. Dillon, c.P.m. / Senior Editor 


Traditional advantages of powder 
metal are underscored when buyers 
consider alloy tool steels’ high 

cost and machining requirements 


Rising costs and uncertain 
availability of critical tool steel 
alloys coupled with recent develop- 
ments in powder metal technology 
are broadening the market for tool 
steels made from powder metals. 
This means shortened leadtimes 
and reduced prices for tool steels 
and products made from tool steels. 

As with conventional tool 
steels, P/M tool steels come in a 
variety of chemical formulas, each 
designed to meet specific tool steel 
requirements. P/M tool steels are 
available in bar stock, solid and 
hollow rounds, squares, and 
rectangles. P/M tool steel may be 
purchased in powder form, for 
compaction by the user; as stock; 
as almost finished parts, with the 
user providing the final finishing 
operations; and as finished parts. 

One example of the evolution 
of P/M tool steels and their ability 
to be formulated to solve current 
problems is CPM REX '25, a powder 
metal tool steel produced by 
Crucible Specialty Metals Division 
of Colt Industries. It was developed 
because of the cobalt shortage and 
is designed to replace cobalt- 
bearing super-high-speed steels 
used to machine materials that 
generate extremely high tempera- 
tures at the cutting edge. 


25 are expected to be broaches, 


form tools, end mills, milling 
cutters, reamers, and drills. It will 
also be used in machining 
operations requiring heavy cuts, 
high speeds and feeds, and for 
difficult-to-machine materials. 

Still more advantages. Even 
when the shortages and erratic 
price changes of alloys are put 
aside, P/M tool steels have 
advantages over tool steel forg- 
ings. One advantage is their 


uniform structure, critically im- 
portant in tool steels. 

In the conventional tool- 
steelmaking process, the alloys 
have a tendency to segregate into 
clusters of carbide. These clusters 
persist even after hot working of 
the ingot and billet. Carbide 
segregation can limit toughness, 
tool life, and grindability of the 
tools. Conversely, because of the 
methods by which P/M tool steel is 
made—each individual particle is 
formed before clusters have time to 
develop—carbide segregation is 
prevented. This means the P/M 
tool steels offer very fine carbide 
size and complete homogeneity 
both in the compact produced as 
well as in the bar stock and final 


i UF Uniflute cutter, made by Consolidated Metallurgical Industries, is an example 
Principal markets for CPM REX of acomplex tool steel part made via powder metallurgy process. Use of P/M 
eliminates some machining and cuts material used by 66%. 
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POWDER METALS 


Clusters prevented 


(continued) 


tools. The result is improved wear 
resistance, grindability, impact 
toughness, and cutting properties. 
Greater uniformity in the metal 
means longer tool life, less 
sharpening and redressing of the 
tool, increased edge life per grind, 
better surface finish, and better 
grindability of the tool itself. 

The density difference. The 
breakthrough in the production of 
P/M tool steels came with the 
ability to produce powder metals of 
greater density. Typical powder 
metal has a density of around 85% 
at best. The powder metals used to 
produce tool steels have a density 
of 98-100%, depending on the 
compacting process used. 

Dr. Kishor Kulkarni, Glidden 
Metals/scm Corp., a major tool 
steel powder supplier, explains 
that an important development is 
the availability of softer (finer) 
powders with reduced oxygen 
content. Such powders can be 
compressed to higher densities 
than conventional powders. 

Two methods are used to 
compact tool steel powders. One 


P/M tool steel parts 
and products 


P/M tool steels are now being 
used to make hundreds of 
_ products, including the following: 
Spade drills Guide rolls ) 
Knife blades — Master hobs 
Slotting cutters Rolling mill 
Insert blades Olls 
for gear cutters Slitters 
Reamer blades Paper punches 
Cutting tool and dies — 
inserts = —— Mandrels and dies 
‘Dies Ec ts —_ forcold extrusion 


ra Bushings : eer | 
Cams Taps 

Le the c centers End mills — 
Punches _ Form tools Birney: 
‘Twist drills” 
Shaper cutters 
Threading tools 


| ‘Shear Biadee 
Gauges 
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involves compacting the powder at 
room temperature. The compacted 
powders are then taken to a 
furnace and sintered at a high 
temperature. 

In the second method, hot 
isostatic pressing (HIP), the 
particles of powder are placed in a 
container or mold. The container is 
then placed in a chamber where it 
is heated to a very high 
temperature and then compressed 
under high pressure. The HIP 
method is used to produce 
near-net-shape parts for the 
aerospace industry. All major jet 
engine manufacturers in the U.S. 
are said to be using HIP parts. 

In the HIP method, since no 
sintering binder is involved, 100% 
density is achieved. 

The P/M edge. Traditional 
advantages of powder metal 
become even more important when 
the high cost of alloy steels and the 
difficulty of machining such steels 
is considered. Since parts produced 
by the P/M process can be formed 
to final or close to final shape, 
there is little scrap and little, if 
any, machining and grinding. 

P/M tool steel parts are being 
used in a variety of difficult 
applications. HTM, part of Amsted 
Research Laboratories, is making 
diesel fuel-injection pump cam 
rings from P/M tool steel. The cam 
ring is made of M2 high-speed tool 
steel. If this ring were machined 
from a solid bar, more than 50% of 
the original material would be 
scrapped. 

HTM is also. producing 
spade-drill preforms. Formerly the 
shapes had been machined from 
wrought bar stock high-speed steel 
by HTM’s customer. Use of P/M 
saves machining time and reduces 
high cost scrap. 

Some finer points. Experts 
contend that intricate shapes too 
costly to machine are ideal 
candidates for P/M tool steel. 
Multiple-action presses are availa- 
ble that can accommodate several 
operating levels, allowing produc- 
tion of complex parts having cam 
surfaces, gear teeth, splines, and 
nonsymmetrical configurations. 

One producer contends that 
the more complex the part, the 
greater the possible economies, 
especially where higher alloy 
materials are used. 


FOR BUYERS 


By Somerby R. Dowst, C.P.M. 
Managing Editor, Purchasing Magazine 


Jam-Packed with Practical 
Information for Pu: chasing 
Managers at All Levels 


Not a revision, but rather an accompanying volume 
to BASICS FOR BUYERS, Dowst’s 1971 smash which 
has gone through 8 printings since publication! 


While BASICS FOR BUYERS emphasized systems 
within purchasing, MORE BASICS FOR BUYERS con- 
centrates on the analytical nature of purchasing in 
today’s world, and also provides systems for han- 
avg that very precise task. 

79/261 pages/hardbound/$14.95 


Covers in Detail Six Key Areas: 
$ Contracts and Negotiation 

$ Vendor Relations 

$ In-House Relationships 

$ Value Analysis 

$ Staff Training 

$ Purchasing By Objectives 


pa aaa aCe 


J Please send me copy(ies) of MORE BASICS FOR 


BUYERS (1875822) at $14.95 each. | have enclosed pay- 
ment. | understand that if | am not satisfied, | may return 
the book(s) within 15 days and receive a full refund. 


Make check payable to Purchasing Magazine 
Attention Kim Gorton 


Name 

Company 

Address 

City, State, Zip 

MONQUNG cence ee 
(Your signature required for processing of order.) 


Canadian and foreign orders must be prepaid in 
U.S. dollars. 


Dar PURCHASING MAGAZINE 
221 Columbus Ave., Boston, MA 02116 
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PURCHASING LAW 


Get assurances when 


you suspect a breach 


By Dr. Russell Decker / Professor Emeritus of Legal Studies, Bowling Green State University 


Demand proof of performance 
if you fear a supplier is going 


to fail on a contract 


Uncertain times often make 
both parties to a contract nervous. 
The buyer worries that the seller 
won't perform. The supplier has 
doubts about being paid. But 
neither party has to lose any sleep 
over their concerns. The law 
provides an insomnia cure via its 
treatment of anticipatory breach 
and repudiation. 

This legal mouthful describes 
the situation where either buyer or 
seller indicates he is not going to 
honor the contract. Example: A 
supplier says flat out that he is not 
going to deliver contracted-for 
goods. That’s a repudiation of the 
contract. It’s also an anticipatory 


breach—one that occurs at once, 
even though the time for actual 
performance has not yet arrived. 

Even when the vendor is 
silent about not honoring the 
contract, the buyer may be able to 
claim an anticipatory breach. This 
will happen if the buyer has good 
reasons for suspecting nonperfor- 
mance, asks for assurances that 
the supplier will perform, and 
doesn’t get them. 

Get it in writing. The 
Uniform Commercial Code (ucc) 
says that when there are 
reasonable grounds for insecurity, 
the doubtful party may demand 
written assurances that the 


contract will be performed. Until 
he gets them, he can suspend his 
own performance if he hasn't 
already received his part of the 
bargain. The queried party has a 
reasonable time to respond, says 
the ucc, but it can’t take more 
than 30 days. Failure to react 
properly within this time results 
in a breach by repudiation. 

What constitutes reasonable 
grounds for doubt? As always, the 
ucc takes a business-oriented 
approach rather than a legalistic 
one. Typical situations that might 
impel a buyer to legally question 
the supplier’s performance: 

eThe buyer requires precision 
parts which he intends to use 
immediately on delivery, and he 
discovers that the supplier is 
making defective deliveries of such 
parts to another buyer with 
similar needs. 

©The buyer gets a report from 
an apparently trustworthy source, 
stating that the vendor has 
shipped defective goods, or is 
planning to ship them. 

Don’t forget, however, that the 
concept of anticipatory breach 
works both ways. If a supplier 
justifiably queries a buyer about 
his intentions to honor a contract, 
the buyer must respond within 30 
days. Otherwise, he’s guilty of 
breaching the deal in advance. 

Not surprisingly, vendors’ 
doubts are often financially 
related. Their questions may 
include demands for payment. A 
couple of cases illustrate this. 

The first case grew out of a 
series of contracts under which 4 
supplier was to furnish materials 
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GARDIAN 
GLASS 
FABRICS 
WORK LIKE 
ASBESTOS... 


GARDIAN 100% glass fabrics 
and products will not burn or smol- 
der. With working temperatures to 
1000°F, continuous, GARDIAN glass 
is ideal for high temperature appli- 
cations. CLEANGARD® and 
WELDGARD® treatments are stan- 
dard and many other special 
treatments are available for your 
special applications. For more infor- 
mation on the clean, colorful 
GARDIAN line, write Southern 
Textile Corporation, P.O. Box 32427, 
Charlotte, NC 28232. 


TEXTILE CORPORATION 
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PURCHASING LAW 


Breaching 


(continued) 


the deal 


to the buyer over several months. 
After the second delivery, the 
buyer refused to pay. He imposed 
conditions for payment that were 
beyond the scope of the contract. 


Among them, a demand that the . 


supplier get his father and brother 
to sell to the buyer on the same 
terms. 

The supplier refused to make 
further deliveries, and the buyer 
formally canceled the rest of the 
contract. The supplier then sued 
for contract breach, and the buyer 
counterclaimed for damages for 
the unfilled orders. The trial court 
ruled for the supplier, and was 
upheld on appeal. 

Forget the family. The 
demands of the buyer were 
unrelated to the contract, and 
showed a lack of good faith, said 
the court. The supplier was 
justified in suspending his per- 
formance without adequate assur- 
ance of the buyer’s performance— 
specifically payment for goods 
already shipped. The court treated 
the demand for payment, in fact, 
as a demand for adequate 
assurances. — 

The second case involved an 
equipment manufacturer (suppli- 
er) and the marketing outlet for an 
inventor (buyer). The manufactur- 
er was to produce the inventor’s 
device for gearing down a power 
source. When a dispute arose over 


insecurity must arise 
from some event occurring 
after contract-signing. 


the specs, the marketing outlet 
canceled its order, and the 
manufacturer sued. 

At the trial, a letter from the 
manufacturer, asking for an 
advance payment, was submitted 
as evidence. The trial court 
interpreted this as a demand for 
adequate assurances. This court 
ruled that the buyer’s failure to 
comply was an anticipatory 
breach. 

On appeal, the buyer won. The 
appellate court stressed that the 


right to adequate assurances 
arises only when some event has 
occurred, to give either party some 
feeling of insecurity. There was no 
such occurrence in this case, the 
court noted. The letter in question 
didn’t ask the buyer to post bond, 
or to make its books available for 
examination. It merely requested 
a large advance payment. It wasn’t 
a justifiable demand for assur- 
ances of performance. 

New limits imposed on a 


buyer’s credit line may also be > 


judged arbitrary in the eyes of the 


law. This is shown by another case 


which the buyer won on appeal. It 
involved a producer of synthetic 


industrial gems (supplier) and one | 
of its distributors (buyer). A | 
four-year contract went smoothly | 
But then the : 


for four years. 
supplier slapped a new limit on the 
buyer’s credit, and three months 


later refused to make shipments | 


without advance payment. The 
buyer sued. 

The trial court allowed the 
supplier’s counterclaim for dam- 
ages due to the buyer’s refusal to 
take deliveries on the new terms. 
This decision was reversed on 
appeal. The appellate court said 
that the supplier’s refusal to 
perform, unless the buyer complied 
with conditions beyond the 
contract, amounted to a repudia- 
tion. Upshot: The seller’s demand 
permitted the buyer to suspend his 
own performance without commit- 
ting a breach. 

Reversing one’s field. Keep 
in mind, however, that the ucc 
also provides for retraction of 
repudiation. A repudiation can be 
retracted at any time before the 
other party has canceled the 
contract, materially changed his 
position, or otherwise indicated 
that he considers the repudiation 
to be final. Retraction may be by 
any method which clearly indi- 
cates the repudiating party now 
intends to perform. But it must 
include any assurances justifiably 
demanded by the nonrepudiating 
party. 

Retraction restores the repu- 
diating one to all rights under the 
contract, with due allowances to 
the other party for any delay 
caused by the repudiation. But, it’s 
not always easy to change from 
black-hat status to white-hat. 
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to know the ave 
has 25 years 


When a lift truck is out of service, you need 
professional help. Fast. The kind of help Hyster 
dealers offer. 

Hyster dealers know from experience — an 
average of a quarter-century of experience —what 
it takes to keep those trucks running. 

Like parts support. The odds are better 
than nine to one the right part is already on your 
dealer’s shelf. 

Like trained servicemen. Even after years 
of experience, Hyster service people go back to 
school for every new model—and take refresher 
courses in between. 

Then there are your Hyster dealer’s mobile 
repair vans. They allow many repairs to be made 
right on the spot by a well equipped mechanic, who's 


This ts when it’s nice 


af 


e Hyster dealer 
experience. 


ready for instant action. 

And don’t forget Hyster Care. It’s the way to 
be sure your trucks keep on running by letting the 
lift truck professionals handle regular maintenance 
with a service contract. 

Finally, there’s the rental fleet. When your 
truck requires major work, your Hyster dealer can 
offer you immediate delivery of a rental truck to 
keep your operation going. 

Hyster is the only major lift truck company 
with more than 90% of its volume in lift trucks. That 
means your Hyster dealer’s service has to be good. 

, Why take a chance on your lift iy & be 
trucks? Choose Hyster. HYST=R 


Hyster Company, P.O. I rN al 


Danville, IL 61832. 


30x: 334, 


Hyster. The lift truck specialists. 


Goodbye, hot rolled. 


Hello, Brainard SUPER HIFLEX’ 
heavy-duty strapping. 


If you’re still using hot rolled strapping So get all the extra feet you can. 
because you need elongation, it’s time you Super Hiflex is edge-conditioned twice, 
switched to Brainard’s Super Hiflex. heat treated and lead quenched. It’s a 

You'll get elongation — guaranteed 9% precision product, made precisely for your extra- 
minimum. heavy applications. 

And you'll get a BRAINARD You can’t beat Super 


company. nyse  Hiflex for open-top car 

loading. Or for tying down heavy structures 

in a car or truck. Or for any other 
application where you need 

maximum strength and shock 

resistance in the strapping. 
Start using tomorrow's 

strapping today. 

To order your Super 

N Hiflex, contact Brainard 


whole lot more. 

This is high carbon steel, which accounts 
for the greater elongation. And 
that translates into shock resis- 
tance that meets or exceeds 
A.A.R. standards. 

You get unusually close 
gauge control, from .035” 
through .065?’ which 
means many extra feet 


. 


of strapping per Strapping Division 
hundred-pound coil. : . oe P. 6 Box 591, 
Remember, you pay Ji im e ». y Warren, Ohio 
for strapping by e- sa : 


. 44482. 
the pound, but : 


you use it by 
the foot. 
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TUBULAR PRODUCTS 


By El Hoeffer / Midwest Editor 


Availability tomorrow 
worries buyers today 


Reduced demand makes pipe and 
tubing a buyer's market now, 

but spot shortages and vendor 
changes could be on the horizon 


For the industrial and cPI 
buyer of pipe and tubing, the 
market is relatively free of 
problems. In today’s recessionary 
climate, supply is more than ample 
for most products and prices are 
stable—even weak in some cases. 

But this picture could change. 
Many oil country goods—seamless 
pressure pipe and tube in 
particular—are on allocation, and 
another market, oil and natural 
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Seamless tube supply could become a problem when 


gas gathering and distribution, is 
also very strong. Both of these 
markets are expected to remain 
hot at least until 1990. 

What has buyers worried is 
the general supply tightness that 
could result when mechanical 
seamless demand revives. This 
would force producers to determine 
how much billet to allot for oil and 
gas markets and how much for 
mechanical products. No one is 


industrial and 
CPI processing demand revives while petroleum markets stay strong. 


predicting a shortage of mechani- 
cal tubing right now, but no one is 
saying there will be plenty to go 
around either. 

Specialty pipe and tubing is 
another concern, Availability for 
alloying metals such as nickel, 
chromium, cobalt, and molybde- 
num is no problem now. But 
petrochemical and processing 
industries are increasing their use 
of high-alloy tubular products. 
This could tighten the supply and 
upset the current price stability for 
these alloys. 

Changing sources. While 
some buyers are working to parry 
these potential problems, others 
will be adjusting to a gradual shift 
in sourcing for the products they 
need. This is not a new trend but 
one that is accelerating. 

Tube and pipe is the most 
fragmented of all steel markets. 
Producers and distributors tend to 
focus on particular market 
segments and often on specific end 
uses. For economic reasons, many 
suppliers lately have narrowed 


.market niches even more to cover 


selected user needs more thor- 
oughly. The mills have done this to 
reduce production costs; distribu- 
tors, to reduce inventory costs. 
Overall supply is not being 
constricted, say officials. 

Part of the mill’s motivation 
for product paring has been the 
influx of imported pipe and tube, 
generally the most popular sizes 
and grades. As this bread-and- 
butter business is lost to overseas 
suppliers the domestic mills sales 
are consisting of more odd-size and 
short-run demand items. The 
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TUBULAR PRODUCTS 


Product paring 


(continued) 


result: Many mills are discontinu- 
ing items that are more costly to 
produce and concentrating on the 


more economical. This usually: 


means dropping certain diameters 
and wall thicknesses rather than 
an entire line or part of one. But 
now the buyer who needs those 
discontinued items has to track 
down a new source for his 
requirements. Luckily most items 
are still being made somewhere, 
and buyers just have to put up with 
the inconvenience of playing 
detective. 

The high cost of money is 
pushing distributors to keep 
inventories as lean as possible. 
Their buyers may not be as 
inconvenienced as mill buyers 
because distributors frequently do 
the detective work for them and 


fill part of an order by having the 


discontinued item shipped by 
another distributor. 

Familiar trends. The popu- 
larity of welded pipe and tube, 
especially drawn over mandrel 
(poM) tubing, continues. Some 
applications will always require 
seamless (those calling for alloy 
steel tubing), but the advantages 
of welded have enticed switchovers 
and new markets when possible. 
What are those advantages? 

eGreater concentricity. For 
many applications, concentricity is 
a critical property—such as those 
where dynamic balance is a factor. 
Because of its superior concentrici- 
ty, DOM tubing’s use in hydraulic 
and pneumatic cylinders, shafts, 
sleeves, spindles, and valve 
components is still on the rise. 

eCloser tolerances. This 
means less metal is necessary for 
many uses. In machining, for 
example, metal removal can be 
minimized to obtain the desired 
shape and size of the part. 

@Uniform wall thickness and 
smooth surfaces. Uniform walls 
permit better alignment of pipe 
ends, eliminate thin-wall areas, 
and, where pipe or tube is 
threaded, assure a uniform 
amount of metal under the thread 
root all around the pipe. Smooth 
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A.B. Murray Co., Inc. 
Complete listing of products and 
services. Circle 292 


Allied Tube and Cenduit 

Description and selection guide for 
proprietary galvanized steel tubing. 
Bulletin ATC-L-1114. Circle 293 


American Cast Iron Pipe Co. 

ACIPCO steel products, facilities, 
services, and materials. Bulletin ASP 
201-10/79-10M. Circle 291 


Armco, Inc. 

Welded steel tubing application and 
ordering data. Bulletin LE-3079. Circle 
294 

Explanation of stainless pipe and tube 
properties. Bulletin LA-2079. Circle 295 
Tubing selection and engineering 
design data. Bulletin LE-5173. Circle 
296 


Atlantic Steel Company 
ERW tubing. Circle 297 


Babcock & Wilcox, Tubular 
Products Div. 

Complete guide to understanding 
and selecting seamless carbon and 
alloy mechanical tubing. Bulletin 
T-407. Circle 298 

Full guide covering DOM tubing, 
Bulletin T-581A. Circle 299 
Comprehensive guide for welded 
mechanical tubing. Bulletin T-300. 
Circle 300 

Guide to steel tubing terminology. 
Bulletin T-17B. Circle 307 


Bundy Corporation 

Bundy weld tubing: The original 
double-wailed steel tubing. Circle 
302 

Electricweld: High-strength, low- 
cost, small diameter steel tubing. 
Circle 303 

Welded stainless steel tubing for 
corrosion resistance. Circle 304 

Bundy fabricating manual: How to 
design, cut, blend, and form small 
diameter steel tubing. Circle 305 


Carpenter Technology Corp. 
Finished tubular products: 
Explanation and guide to welded 
stainless and high-alloy pipe and 
tubing. Circle 306 


C. A. Roberts Co. 
Stock list of ferrous and nonferrous 
tubular products. Circle 307 


Chicago Tube & Iron 
Description of 
products. Circle 308 


Copperweld, Tubing Group 


facilities and 


DOM tubing: Sizes, ranges, 
technical data, charts of cost 
comparisons with seamless 


tubing. Bulletin 3W-2g -4/79. Circle 
310 


Pipe and tubing data file 


Peter A. Frasse & Co., Inc. 
Steel and aluminum 
inventory. Circle 311 
Carbon steel products. Circle 312 


Guyon Alloys 

Quality controlled alloy and stain-. 
less tubular products stock list 
(1979). Circle 313 


LaBarge, Inc. 
Stock list of products and services. 
Bulletin LTD-28-06/25 Circle 314 


L.B. Foster Company 
Steel pipe systems. Circle 315 


Midco Pipe and Tube, Inc. 
Description of tubular stock and 
related products. Circle 316 


North American Pipe & Tube, Inc. 
Mechanical tubing and heavy-wall 
pipe. Circle 309 


Plymouth Tube Co. 

Comprehensive descriptions of 
seamless and welded facilities, 
products, and services. Circle 317 


Quanex Corporation 
Carbon and alloy seamless 
mechanical tubing selector guide. 
QSG 3.0-80R. Circle 318 

Seamless and welded steel 


tubular 


pipe. 


‘PPC 5-77. Circle 319 


Republic Steel Corp. 

Guide and description of welded 
pipe products and applications. 
Bulletin Adv. 2442. Circle 320 

Guide to welded carbon steel tubing 
uses. Bulletin Adv. 2578a. Circle 
321 

Guide to process industries tubing. 
Bulletin Adv. 2250 R2. Circle 322 


Specialty Pipe & Tube, Inc. 

Specialty pipe and tube, Inc. stock 
list (Feb. 1978) and alloy stock list 
(1979). Circle 323 

Heavy wall? Circle 324 


Superior Tube Co. 

Properties, characteristics, and 
selection guide for carbon and alloy 
steel tubing. Catalog 33. Circle 325 


Tex-Tube Div., Cyclops Corp. 

This is Tex-Tube: Description and 
guide to line pipe, structural tubing, 
and polyethylene pipe. Circle 326 


Unarco-Leavitt Div., Unarco 
Industries 

Explanation and _ listing of 
proprietary Carbon steel 
mechanical tubing. Bulletin 
MP-1000 Circle 327 

Valley Steel Products Co. 

Full description of products, 
facilities, and services. Circle 328 
Wells Manufacturing Co. 

Dura-Tube: Description of 


proprietary cast iron tubing. Circle 
329 | 


The following catalogs and brochures are available from pipe and tubing 
manufacturers and distributors. To obtain your copy, circle the appropriate 
number on the Information Retrieval Card in the back of this issue. 
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| We try to be perfect. 

| Every year we deliver millions 
»: air freight shipments. And we 
NOW every one is urgent. 

2 9O we try to deliver on time, as 
yromised. For every shipper, 
very time. 

) Often our people give 

inippers service that isn't just 
©od, it's spectacular. And as 
ou can see, we get lots of 
rcappy letters. 

| But even the best people are 
raly human. And as much as 
xe hate to admit it, it is humanly 
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Very truly yours, 


f 
I 
eee 


February 27, 1980 

Customer Service % 
Burlington Northern Air Freight, Inc. 
Newport Beach, California 924660 * 
me: Airbill Wusber SEA 31668206 a 
Gent lemen: 5 

Wo were extremely disappointed in the lack of service { 
received in cennection with this shipment. ne | 


Litecontrol was engaged in two back-to-back Industrial *! 
Shows, and were relying on Barlington’s service to seet our é 
commitment . 


However, the shipment was aiedirected to multiple out 
of the way destinations which caused mech embarrassment and 
untold lost sales at the second show. 


en The nar 
This kind of service may Totes fel 
mentioning because it was 
Tok cua pestaten ww s 


I believe that some restitution should be made for \ ' 
Burlington's failure to move go A from Seattle, 
Washington to Pittsburgh, Pa. wi two days. 


Sincerely, 
Don't yoo agree that two days is sufficient tine? 
Very truly yours 
‘ L. C. Block, Manager 
Traffic § Distritution 
| 
| 
Lodi je 
& : ™ eee! “ewe «view en See OF be + Tea 
i 
a Industrial Sales Division we 
(TERM ATEOM AL BAMTET TUR 
October 3, Ivr6 february a2, 1078 
wr. Larry L. Rothberg, President we. 


: Larry Rodberg 
oY Air Peeight Rueliaetans Geethere 


Nobody’s perfect. 


possible to make a mistake. And 

when we do, of course, we get 

an unhappy letter. re 
Then all heck breaks loose. a 
Justone unhappy lettercan Burlington Northern 


cause frowns, phone calls, Aur Freight 


conferences, policy reviews— 
even a change in company 
procedure. 

We didn't get where we are by 
making excuses. 

Plane schedules may change. 
Weather may snarl. Traffic may 
jam. 

But people, not planes, deliver. Digiti 
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People, 
not planes, 
deliver. 


TUBULAR PRODUCTS 


Welded pipe, tube 


(continued) 


surfaces are free of pits, scars, 
scratches, and other blemishes. 
They accept paint or other coated 
finished more easily as a result. 

eAvailability. There are more 
producers of welded pipe and tube 
than of seamless. Including 
redrawers, there are 14 seamless 
mills. An estimated 125 mills 
produce welded. 

Seamless does retain some 
advantages of its own. Many 
companies prefer it to welded 
because it has a history of proven 
results for many applications. 
Seamless is available in a wider 
variety of chemistries and grades 
than welded. For heavy wall 
thicknesses (more than %" thick) 
or where pipe or tube must 
withstand temperatures of 
750°F, seamless must be used. 

Welded products are setting 
some performance reliability 
records of their own. Improved 
welding and sophisticated testing 
operations are routine at most 
mills; hydrostatic, ultrasonic, 
electromagnetic, and flux testing 
are conducted. This has boosted 


quality assurance toa high level. 
Requirements review. An 
increasing number of buyers are 
reviewing their pipe and tubing 
needs and are asking engineering 
to review specifications. The 
immediate purpose: to assure that 
welded pipe is included as an 
approved product. Here’s why: 
One of the most widely used 
specs is ASTM A-53 grade seamless 


Distributors’ share of 
market will increase 
in the ’80s. 


pipe or tube. Its major users are 
industrial and cpi plants and the 
petroleum industry. Some buyers 
are concerned over ASTM A-53’s 
future availability because it is 
also used for oil country goods 
markets. 

For most industrial applica- 
tions, welded A-53 performs as 
well as seamless. If both types are 
approved, buyers have a much 
wider sourcing base than before. 

One industry source warns 
that while A-53 seems to be a 
special case today, other grades 
could develop the same kind of 
tightness in the years ahead. 

Distributors’ role. Distribu- 
tors have an essential role in the 


pipe and tube market, accounting 
for 25-30% of the mechanical 
market and 45-50% of the pressure 
market. Many industry spokes- 
men, including mill marketing 
managers, believe these shares 
will increase in the 1980s. 

Industrial buyers have their 
choice of full line service centers or 
specialty houses. Full line vendors 
don’t carry the size and variety of 
pipe and tube stock that the 
specialty houses offer. However 
the buyer often can combine his 
tubular product needs with other 
metal requirements and benefit 
from a bulk order at one 
distributor. 

The advantages of the special- 
ty house are a higher level of 
technical assistance and special- 
ized services. Processing and 
fabrication services can include: 
welding flanges and base plates, 
painting (usually O.D.s), coating 
(usually I.D.s), sandblasting, 
beveling, grooving or cutting, 
threading, and deburring. 

Many specialty distributors 
also carry lines of related products 
such as valves, fittings, flanges, 
pumps, and seals. 

Oil country goods and the 
heating and plumbing markets are 
served by their own distributor 
systems. z 
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A step closer to solar energy; 
an INCOLOY alloy 800 boiler 
powered by the sun. 
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OOLOY alloy 800 tubing was se 
sed by Rocketdyne Division of 
*Awell International for the 

it absorber panels to han 
uzsuper-heated steam at 

O10° F. and 1500 PSI. 


. 
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If you've ever used a magnifying glass to burn a hole in a dried leaf, 
you know how the concept works: sunlight is concentrated into a small 
area to boost temperature. 

This concept was adapted by the McDonnell Douglas Astronautics 
Company for a Solar Electric System which uses a large field of mirrors to 
concentrate sunlight on a receiver/boiler at the top of a tower more than 
200 feet in the air. The tower requires 24 collector panels. Each panel 
contains 70 tubes of INCOLOY* nickel-iron-chromium alloy 800, and was 
developed by Rocketdyne Division of Rockwell International, a key sub- 
contractor in the project. The panels gather heat to turn water into super- 

heated steam which drives conventional turbine generators. A full-scale 
prototype is being tested at the Sandia Laboratories Solar Thermal Test 
Facility, Albuquerque, N. M. 
This is the first phase of a national program to generate electricity 
from solar thermal energy. The McDonnell Douglas system has been se- ny 
lected for a pilot plant being built in the California desert. It will be capable : 
of producing 10 megawatts of electricity. That’s enough electrical power fo 
service a population of 7,000 to 10,000. 
Use of our INCOLOY alloy 800 is no surprise. We've been involved with 
energy producing systems for over 50 years. Both fossil fuel and nuclear. Be- 
cause our materials are ideal in high-pressure, high-temperature, high-corro- 
sion applications, they'll be needed as we keep looking for practical ways to 
get all the energy we can from energy sources like the sun. Huntington Alloys, 
Inc., Huntington, West Virginia 25720. Inventor of high-nickel alloys. 
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ZA\ HUNTINGTON aLio’S 
INCOLOY alloys An §f9€0 company 
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A trailer piggybacked on a Union 
Pacific flatcar rides a system that 
delivers up to 280 ton-miles per gallon. 

A truck running on the interstate 
delivers less than 80 ton-miles per 
gallon of fuel. 

That’s an important difference 
for people who depend on intermodal 
shipping for fast, consistent per- 
formance as well as economical delivery 
of goods. 

It’s an important difference for 
everybody else, too. Because every 
trailer or container that rolls on rails 
instead of on the interstate reduces 
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fuel use and lessens our country’s de- 
pendence on imported oil. 

Intermodal shipping via Union 
Pacific makes sense for a lot of reasons. 
Consistent performance is one of 
them. Ton-mile efficiency is another. 
Energy conserva ~ helps us hold 
down the cost to you. 

Ask one of our specialists how to 
get the most out of intermodal ship- 
ping. Call them in Seattle, Portland, 
San Francisco, Los Angeles, 


UNION 
PACIFIC 


can handle it. 


Truck rates 
Overall 
1969 = 100 


Source: PURCHASING estimates 
Minimum charges 


1969 = 100 


300 


75 |'76|'771'78 


Source: PURCHASING estimates 


Rail rates 
1969 = 100 


0 


1979 
Source: BLS 


By Thomas F. Dillon c.p.m. / Senior Editor 


More rail contracts 


DON’T OVERLOOK the transportation 
version of “systems contracting” 
now being pushed by the 
Interstate Commerce Commission. 

Until 1978, icc considered 
contracts between shippers and 
railroads for special services at 
rates that varied from the norm as 
illegal per se. Since 1978, it has 
encouraged them. 

Some contracts call for a 
guaranteed level of rail service at 
a specified price for a specified 
time period. Others provide for 
special service, transit times, an 
assured supply of equipment, rate 
stability, etc. Some call for higher 
rates for premium transit time and 
penalize the railroad for poor 
performance. 

One actual example with a 
“systems contracting” flavor: 
Shipper agrees to route 90% or 
more of his freight from Peshtigo, 
Wis., to Fremont, Neb., via 
Chicago and Northwestern direct 
and to meet an annual volume 
requirement in exchange for 
reduced rates. If the volume is not 
met, additional charges are 
assessed by the railroad. 


Rail price index up 


DEPARTMENT OF LABORS PRICE 
INDEX for railroad freight is up 
again, rising from 279.7 to 282.3 in 
the latest month available. Index 
(1969=100) is up 19.4% from one 
year ago. 


New package service 
NEW ENTRANT IN SMALL PACKAGE 
express market, Burlington Air 
Freight, is using scheduled 
airlines instead of operating its 
own fleet of aircraft as some of its 
competitors do. Major competitors 
are Federal Express, Emery, and 
Airborne. 

Because of its ability to 
negotiate favorable rates with 
scheduled carriers, BAF says its 
rates will be consistently lower 
than the competition. Minimum 
cost for overnight delivery of an 
express package up to three 
pounds is $15.50, from $1.50 to 


$3.50 less than its competition. 
Discounts are available for 
multiple shipments. 

Service will focus on metropol- 
itan areas of 24 major cities 
throughout the country. 


LTL rate cut possible 


LOOK FOR MORE “rate restructur- 
ing” by motor carrier rate bureaus 
as truckers strain to cut costs. 

The latest example is a 
proposal by the Middle Atlantic 
Conference to reduce all less- 
than-truckload class rates by 10% 
if a shipper tenders two or more 
shipments at one time totaling 
5000 lbs. or more. At the same 
time, MAC wants to increase 
minimum charges and rates on LTL 
shipments by 5% if a shipper does 
not tender two or more shipments 
totaling 5000 lbs. or more at one 
time. 

MAC says the goal is to 
encourage shippers to make more 
than one shipment at one time. 


More rate flexibility 


INTERSTATE COMMERCE Commis- 
sioner Thomas A. Trantum says he 
has already noticed moves by 
carriers to take advantage of new 
flexibility, particularly in the rate 
area, now permitted by the Motor 
Carrier Act of 1980. Trantum says 
there has also been an increase in 
the number of motor carriers filing 
independent action rates. These 
are rates published for their 
specific account and not for the 
other members of the rate-making 
conference. Many carriers, he says, 
are offering discounts of 10-15% 
via these rates. 


Revised credit rules 


BUYERS WILL HAVE MORE TIME to 
pay freight bills if a proposal being 
considered by the Icc_ goes 
through. Current carrier credit 
regulations require that freight 
bills be paid within five days for 
rail shipments, and within seven 
days for motor carrier shipments. 
The icc is considering abolishing 
these regulations and letting each 
carrier set its own limits. eI 
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Master contro! panel for 
entire towline system. 
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see How Rapistan helps keer 


When Canale Engine by seven teams. The towline system's flexibility allows 
needed additional conveys carts to the seven each team to quickly adapt 
assembly capacity, they team work areas for for each specific request. 
acquired a plant in engine assembly. 36 work stations to 


Jamestown, New York. Flexibility is the key to completion. 

Rapistan joined theteam. success. The towline has 36 work 

The keytothe newassembly Eachengine moving down stations along the way. Latch 
system is a Rapistan in-floor the line carries its own shop relay logic tells the carriers 
towline conveyor with order of specifications. There when to move. As soon as 
2600 feet of continuous could be a mix of many the tasks for a given work 
towline track. Engines are orders. But the Rapistan station are completed, the 


.: 


myer. 


>” 


tt 
ae 


progressively assembled 


ummins hummin’. 


towline stop is released and We can help your Write for our brochure 
the cart moves to the next assembly operation. “How to buy a conveyor 
work station. Whether you build engines, system that works” or call 
Buffer zones help computers, bicycles, or some (616) 451-6525. 
production flow. other product, chances are Rapistan Division, Lear Siegler, Inc., 
If a work position is already Rapistan can show you the 720 Rapistan Building, 
occupied, a butter stop latest equipment and Grand Rapids, Michigan 49505. 
within the work station holds  ™aterial handling concepts 
the assembly cart until the to do the job more efficiently. 


Sunt And we'll provide a payback 
build position is clear. analysis to prove it. "Tee 


& 


A DIVISION OF LEAR SIEGLER, INC. 


International Resources: Toronto. Canada: Veghel. The Netherlands; Morangis. France; Milano. Italy: Badalona oe Birmingham. England: 


Monchengladbach, Germany: Budapest. Hungary: Yokohama. Japan: Mexico City. Mexico: Bogols, ¢ SeORPIT Xe aul Ot Caracas. Venezuela: 
Sydney. Australia. wiw, 
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We make tubular 
rivets by the millions 
and deliver on time 


Because we have multiple manu- 
facturing facilities with high speed 
heading equipment .. . because we 
have our own wire-drawing plant to 
control material quality...we can fill 
your large quantity rivet needs quickly 
and with consistent high quality. 

All standard sizes in semi-tubular or 
full tubular rivets...in steel, brass or 
aluminum. We offer sub-miniatures in 
a wide range of sizes and materials or 
we can provide special materials or 
finishes to meet your special require- 
ments. 


Just one opportunity to quote price/ 
delivery will prove we mean business. 
Write...or better yet...call for quick 
action: Townsend Fastening Systems, 
Townsend Division of Textron Inc., 
6600 South Oak Park Ave. Chicago, 
Illinois 60638; (312) 735-1134. 

A280N 


TOW 


Townsend Division of Textron Inc. 


Phenolic compounds 


265 
(1967 = 100) 


Some price weakening is 
likely, given soft demand 
and some market loss. Look 
fora 5% hike early in ’81. 


Steam coal 


(1967 = 100) 


Overall weakness ir indus- 
trial demand—for electricity 
and boiler fuel—should keep 
prices soft for a while. 


Copper wire and cable 


a (1967 = 100) 


210 


Wide fluctuations in wire 
and cable reflect copper 
prices. Expect hikes of 10- 
15% following labor pact. 


Source: Labor Dept. 
PURCHASING forecasts 
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How low will ceramic capacitor tags go? 


CERAMIC CAPACITORS: Re- 
duced orders and lower silver 
costs are resulting in some 
bargains. Prices are down as 
much as 20-40%. 

A slowdown in business which 
started in May combined with 
falling precious metal costs 
brought tags down for some 
monolithic ceramics during the 
summer. If demand doesn’t pick up 
soon, industry analysts expect 
price cutting to accelerate. 

While the military market is 
still strong, cap makers say 
long-term booking has weakened 
from automotive, consumer, and 
telecommunications markets. Jap- 
anese and American manufactur- 
ers, pressing for more market 
share from markets that are not 
growing impressively, are compet- 
itively cutting prices. 


HYDROFLUORIC ACID: Recent 
price increases of 8-10% are 
firm, thanks to high raw 
material costs and long-term 
shortages. 

HF producers cite extraordi- 
nary cost pressures: a 30-35% jump 
in sulfuric acid tags this year, and 
a 40-50% hike in the price of 
fluorspar, almost all of which is 
imported. Meanwhile, demand for 
HF acid held up better than 
expected during the first half of 
the year, and sales have only 
lately begun to slip. 

Supply will be a problem in 
the ’80s. Three U.S. producers 
have dropped out of the market 
since 1978. Of those remaining, 
only one—Allied—has new capaci- 
ty on tap. 


BONDED ABRASIVES: There’s a 
50-50 chance of another price 
hike this year, probably aver- 
aging 7%. If it doesn’t happen 
this year, it’s a sure thing for 
early 1981. 

The outlook is uncertain. 
Sales are down, but cost pressures 
are unrelenting. Chief of these are 
the rising costs of raw materials, 
energy, and labor. Producers 
raised prices from 6%-13% this 


spring—vitrified at the lower end 
of the range, rubber, and resinoids 
at the higher end. 

Prices for related products, 
notably coated abrasives, were 
increased twice this year, so it’s 
possible that bonded will follow 
suit since it shares the same cost 
pressures. However, the depressed 
market has made _ producers 
hesitant. While they may be able 
to hold off for the rest of this year, 
they will need price relief by next 
spring. 


MOLYBDENUM: Prices will re- 
main weak for at least 6-9 
months and then could shoot up 
if the government’s synthetic 
fuels program develops as fast 
as planned. 

A sharp spurt in moly prices 
in mid or late ’81 would carry with 
it prices of moly-bearing products 
such as certain stainless steels, 
lubricants, catalysts, and pig- 
ments. Right now moly prices are 
quite weak because of the steel 
industry’s deep rut. Spot market 
tags dropped more than 75% in 14 
months. 

But the situation could change 
quickly because of the new U.S. 
Synthetic Fuels Corp., which has 
authority to dole out $20 billion in 
subsidies for new plants that use 
large quantities of moly-bearing 
steels. New moly capacity will be 
coming on stream this year and 
next in U.S. and Canada, but it 
may not be enough to meet 
demand. 


OTHER FERROALLOYS: Combi- 
nation of ample supply and 
little demand points to contin- 
ued softness in prices. 

The key factor in the state of 
the ferroalloy market is the 
depressed state of the steel and 
foundry industries—the main 
consumers. 

One industry expert says, if 
recovery comes gradually, there 
will be no problem with supply. 
Prices for ferrochrome could top 
52¢/lb by year-end and free-market 
nickel should hold at $3/lb. s 
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People, machines, RASOO Capabilities 


computers and trucks See 


! can pret Th! 


moving every day 
to deliver your 
Reynolds Aluminum 
and stainless steel 
when you need it. 


A performance report on 


At Reynolds Aluminum inventory, pre-production, 


Supply Company, fast delivery, service and how 
delivery is as important as they can profit you. 
quality workmanship. Call for a copy: 

With our computer- ATLANTA, GA (404) 355-0310 
controlled inventory of BIRMINGHAM, AL (205) 591-2341 
aluminum and stainless CHARLOTTE, NC (704) 552-2568 
steel we can pull-out, load CINCINNATI, OH (513) 771-8940 


and deliver stock items in DALLAS, TX (214) 631-1860 
DENVER, CO (303) 399-2150 


time to meet your production FORT LAUDERDALE, FL (305) 772-6100 
schedule. And, with our FRESNO, CA (209) 268-7071 
extensive product lines, we can JACKSONVILLE, FL (904) 783-1950 
cover almost any size order of KANSAS CITY, MO (816) 842-2200 


sheet, plate, rod, bar, commercial and farm LOS ANGELES, CA (213) 726-7111 
LOUISVILLE, KY (502) 366-0314 
metal you need. 


MEMPHIS, TN (901) 363-3822 


Order something special, and we can handle NASHVILLE, TN (615) 242-3405 
that, too. Quickly. Our pre-fabricating ability lets us NEWARK, DE (302) 366-0555 
cut, shear, saw, slit, level and plasma arc cut NEW ORLEANS, LA (504) 733-6873 


ORLANDO, FL (305) 293-6430 
PHOENIX, AZ (602) 258-7121 
PORTLAND, OR (503) 233-4701 


special orders to save you time and money. 
Also, we'll warehouse your order and deliver it 


as and when you need it. A service which will RICHMOND, VA (804) 222-7100 
reduce your cost of possession. SAN DIEGO, CA (714) 262-8635 
Finally, we're competitive. Check us out and SAN FRANCISCO, CA (415) 648-0170 


SEATTLE, WA (206) 854-0260 
ST. LOUIS, MO (314) 344-0123 
ST. PETERSBURG, FL (813) 527-1123 


compare. You'll find we have what's good for your 
business. You want metal. You want action. 


Try the RASCO Hustle. TULSA, OK (918) 939-3305 


IK 


REYNOLDS 
ALUMINUM 


Supply Company 
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McMASTER.¢ A 
Supply Comp 
FO. BOX 4355 "CHCA, iii 


Serving industry since 1901 


Choose 
a chisel. 


We have 
the one 
you need. 


When you've got a job 
to do, having the right tool 
can make all the difference. 
That's why McMaster-Carr 

offers you such a com- 
plete line of individual 
products. Take chisels. 
We have over 200 different 
chisel types and sizes to 
choose from. For use on 
metal, wood, and masonry. 
Power, pneumatic, spark- 
resistant, and more. And 
you get the same broad 
selection with our thou- 
sands of other items. 
Because we want you to 
have the tools you need, 
and fast. That’s why most of 
the 110,000 items in our 
catalog are in stock ready 
to be shipped to you. So 
the next time you're looking 
for the right tool and you 
need it fast, reach for the 
McMaster-Carr catalog. 


The warehouse 
at your fingertips. 


McMASTER-CARR 
supply company 
P.O. Box 4355 

Chicago, Illinois 60680 

P.O. Box 54960 

Los Angeles, California 90054 
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MARKET CONDITIONS: 
Prices bear up 


despite sales slump 


Capsule view. The industry 
is hurting because its two most im- 
portant markets—metalworking 
and woodworking—are badly de- 
pressed. Sales are down about 
21%. Despite this supplier ma- 
laise, coated abrasives have not 
become a buyer’s market. Lead- 
times have returned to normal, but 
prices have not weakened. Two 
price increases have already been 
posted this year: a 10% increase in 
the spring and a 7% increase in 
June-July. For the most part, 


these increases have held. There 
are some exceptions reported— 
mostly due to long-term contracts 
which contain guarantees against 
prices escalation. However, even 
these are said to be open to renego- 
tiation. Occasionally some distrib- 
utor reportedly has put in a large 
stock of products at “‘old’’ prices 
and sold at these lower prices for a 
few months after the effective date 
of the increase. The high cost of 
carrying big inventories in the face 
of continued weak demand has 
kept this competitive practice to a 
minimum. 


Price outlook. The word here is 
iffy. No one predicts another price 
hike, but no one would be sur- 
prised if a third round was an- 
nounced by year-end, concede 
industry spokesmen. Reason: con- 
stantly rising costs, especially for 
raw materials. Backings and raw 
abrasives prices have continued to 
rise sharply all year. Most of the 
newer backings are made of petro- 
leum synthetics, which are increas- 
ingly expensive. Producing the 
abrasives themselves is an energy- 
intensive operation. 


Availability. No problem today 
or tomorrow. All commonly used 
products can be had off-the-shelf, 
and there’s no wait (3-4 weeks) for 
specials. Producers say there is no 


Coated abrasive prices climb on 


1980 


Source: Labor Dept. 


Coated abrasives 


shortage of principal raw materi- 
als and none is foreseen. 


BUYING FACTORS: 
More emphasis 
on productivity 


Suppliers. The leading producers 
are Carborundum, Norton, and 
3M, followed by a handful of 
smaller companies headed by 
Michigan Abrasives and Clipper 
Abrasives. Two German compan- 
ies, Hermes and vs, convert large 
rolis produced overseas to stand- 
ard products (belts, sheets, or 
discs). A few lines are marketed 
under private labels. An estimated 
85-90% of coated abrasives are 
marketed through distributors. 
Direct sales are limited to huge 
volume users such as the auto- 
makers and steel mills. Because 
coated abrasives are considered a 
‘disposable’ commodity  con- 
sumed in large quantities, com- 
petition for accounts is_ keen. 
Many suppliers offer plant survey 
and VA services. Benefits include 
possible standardization, which 
allows for buying in larger quanti- 
ties, and selection of products that 
provide greater productivity. 
Often increased productivity out- 
weighs the lower unit-price advan- 
tage of a standardized product. 


Technology. Major product im- 
provements are in the quality of 
backings and bonding. These have 
extended the range of coated abra- 
sives’ applicability—from provid- 
ing finer finishing work and con- 
tour polishing to tougher stock 
removal at higher rates. Longer 
belt life is an added benefit. Pack- 
aging for user convenience is an- 
other trend. Examples: pressure 
discs that can be dispensed from a 
‘pop-up’ box (like facial tissues), 
rather than stacked, discs and 
sheets in boxes that can be wall- 
hung for greater accessibility. 
Zirconia-alumina products con- 
tinue to enjoy increased usage for 
tough metal and other heavy-duty 
applications. x 
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“i GET THE PART ABOUT THE 
FIRST-CLASS IMAGE, BUT, KNOWING 
YOU SIR, THERE’S ANOTHER REASON 


FOR THOSE NEW TOWELS 


IN YOUR WASHROOM’ 


And, if they look No interfolded next 
closely, they’ llevenseethe towel hanging there, invit- 
name “Scott” on every ing you to take more. 
towel—the symbol of our Just this. 
pride in making our finest Then, every towel 
C-Fold for over 60 years. lives up to its statement. By 

VALUE: drying hands quickly and 
THE SECRET BEHIND —— fewer towels 
BRAND 150’S SUCCESS. er hand dry. And more 

But people will never eae ries per dollar. 
ao the surprising value nals fio valve. 

4 las 150 gives at And that’s why Brand 
; OU SEE, every Drdl 150 is the best-selling C-Fold 

Uh-oh. Now everyone 150 C-Fold makes a quiet towel of all time. 
will know. statement: It says: this is it. Try it for yourself 

There’s no secret to This is the one towel todry — Send be a free sample of our 
the good impression our your hands. Brand 150. Wet your hands 
Brand 150 makes. | and dry them with it. 

People will notice the One towel will tell you: 
personal luxury of getting this is the one towel for you. 
one towel that’s theirs For more reasons than 
and theirs alone. One that the obvious one. Now 
opens to just the right | 
double-thick size. 

They'll feel the 
smooth, soft texture. And 
the Perf-Embossed? finish 
that exposes more of the 
drying fibers. For more information circle 67 
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impression. money. Send me a sample 
of those 150's. 
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Scott Kero || Philarenhia P4 19113 
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“If you've got a high- 
performance hydraulic 


system, we've got the 
And, were 


oil for you. 
ready to prove it." 


“Sun has been working with hydraulics for a long 
time to develop state-of-the-art oils that anticipate 
advancing technology,’ notes Product Manager 
Tom Newingham. ‘We're ready with oils that are 
insensitive to metallurgy, oils that pick up water, 
oils that mix with water, oils that take high a 
temperature in stride, oils that meet turbine 
quality standards. You might say weve got an —". = 
oil for everybody's pump. And, you'd be right.” 

But how about the proof? “We've put together er 
this chart based on 16 operating characteristics! , SUN 
Wed like to send you a copy. 

Call or write. 800-523-0200 (except in PA: 
800-362-0210). Sun, Box 7438, Philadelphia, 
PA 19103. 
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Basics for 


By Somerby Dowst, C.P.M. / Managing Editor 


Don’t drag, or brag, 
down your savings 


Chest-thumping over every 
cost reduction isn’t smart; it can 
turn people off. But a complete 
aversion to publicity is equally 
bad. Best bet is to shoot for a 
middle-of-the-road approach in 
publicizing purchasing savings. 

Maybe you can accomplish 
this by recording—but not neces- 
sarily reporting outside the 
department—valid cost reduction 
achievements. This tactic enables 
you to keep some of your aces face 
down. Then you can turn them 
over when appropriate. 

What’s ‘normal?’ Even as- 
yet-undisclosed savings claims, 
however, must be authentic. They 
should represent accomplishments 
above and beyond normal purchas- 
ing duties. That’s why it can be 
dangerous to classify the methods 
used in winning cost reductions in 
bare-bone terms: “standardiza- 
tion,” “negotiation,” etc. 

Reason: Such activities should 
normally be part of purchasing’s 
routine. There may be nothing 
special about them. They don’t so 
much measure purchasing’s per- 
formance, as justify its existence. 

There may be cases where this 
is necessary. Example: A newly 
formed corporate purchasing de- 
partment that must document the 
savings it gains by consolidating 
plant or divisional buys. Perhaps a 
savings-category like “contract 
purchase” might be appropriate for 
such a group. Or there may indeed 
be something unique about a 
buyer’s efforts to standardize, 
bargain with vendors, or find new 
ones. Yet it may make more sense 
to categorize savings in other 
ways: by buyer, purchased item, 
end product, using department, or 
even supplier. 

Such cross-referencing can be 
helpful in at least 10 situations 
where disclosure of pertinent cost 
reduction successes might solve 


particular problems. You may 
want to show your aces when: 

1. You hope to expand your 
staff, or give them better 
equipment, so they can do even 
more in the cost reduction area. 
Citing actual examples of past 
savings, made by specific buyers, 
can be powerful ammunition in 
negotiating budget increases. 

2. Your existing staff is 
threatened with layoffs, or 
transfers to other departments. 
Again, call on evidence to show the 
lack of wisdom in stripping your 
department of experienced people. 

3. Backdoor buying starts 
to rise. Pull out the records on 
outstanding cost reductions you’ve 
been able to reap when you didn’t 
have to straighten out amateur 
buyers’ goofs. Knowing the 
departments where your cost- 
reduction plans have flourished 
will help. 

4. A new manager takes 
over in one of the operating 
departments. Be ready to show 
him what you've done for other 
groups, by reducing their total 
costs. Point out that you’d like to 
do the same for him. 

5. Headquarters purchas- 
ing wants to transfer an HQ 
buyer to the field, or vice versa. 
Either area can be a fruitful field 
for cost reduction. But again, 
individual buyers’ past accom- 
plishments should be factored into 
the decision of who goes where. 

6. You want to switch 
commodities around among 
several buyers, so that appropriate 
skills can be focused on new areas. 
That means knowing the buyers 
and the items and materials they 
purchase. More specifically, it 
means knowing who on the staff 
has done the most with cost 
reduction on what commodities. 

7. A project engineer or 
product manager needs help in 


meeting cost targets on a new 
end-product. If your records can be 
searched for savings already made 
on similar products, you'll be 
ahead of the game. 

8. Existing products are 
being redesigned to meet 
harshér competition in the mar- 
ketplace. Again, maybe you can 
use the same people to investigate 
new approaches, assess the need 
for tolerances, look into alternate 
ways of producing components, 
and examine assembly methods. 

9. Make-or-buy studies 
haven’t been done in a long 
time. If such studies are overdue, 
comparitive statistics on in-house 
vs. purchased costs may be out of 
date. They probably include a lot of 
fat on both sides of the ledger. That 
ought to be your cue to delve into 
your savings records. You may find 
an example that’s directly perti- 
nent to the current analysis. 

10. Supplier help is needed 
in attacking costs. You want to 
get vendors into the act. A few 
examples of red-hot past 
successes—especially any involv- 
ing other suppliers’ assistance— 
can put a real note of authenticity 
into promotional efforts such as 
form letters. gi 


Editor’s note: Somerby Dowst’s 


new book, More Basics for Buyers, 
is now available. Send prepaid order 


to Kim Gorton, PURCHASING 
Magazine, 221 Columbus Ave., 
Boston, MA 02116. Price is $14.95. 
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Clean y 


Tom Kelly, DuPont Technical Ma 


A FREON* solvent system is a wise 
choice compared to other cleaning and 
degreasing systems—because it com- 
bines high cleaning efficiency and safety 
with low total cost per unit cleaned. 
Here’s why: 

FREON solvents clean better...faster. 
They give you better surface wetting, 
better soil displacement, and better pene- 
tration into confined areas of the part 
being cleaned. 


FREON solvents are safe for people. 


FREON solvents have low toxicity ratings. 


They enable you to meet OSHA- and 
EPA-type regulations easily and 
economically. 


FREON solvents are safe for alumi- 
num, most plastics and rubbers. 
There's no inherent acidity problem with 
aluminum, so there's nc need for acid 
acceptors and chemical monitoring. 


Tom Kelly is one of DuPont's many technical 
specialists throughout the U.S. who can help you 
evaluate FREON in your cleaning process. 


with FREON solvent. 
trouble...and money. 


nager, can show 


advantages of FREON over other vapor cleaning preteei, 


FREON is safe with plastic and rubber 
parts, too, so you can clean a wider range 
of metal-nonmetal assemblies in one 
operation. 


FREON solvent systems save money 
in energy and solvents. Lower operating 
temperatures cut energy requirements... 
and when FREON is used in energy- 
recovery systems, requirements can 
often be cut in half again. There are no 
water treatment costs before or after 
cleaning. And recycling and re-use of 
FREON further reduce solvent consump- 
tion and cost per unit cleaned. 


The “Tom Kelly” in your area can get 

specific. Our representative serving your 
area is ready to help you evaluate FREON 
for your specific use. Write to us, describ- 
ing your cleaning needs. Du Pont Com- 
es 38011, Wilmington, DE 
19898. 


*Reg. U.S. Pat. & Tm. Off. 


REG Us par @ TM OFF 
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We've got it all 
together. 


Nicholson 
Nicholson wy Xcelite 


When you think of handtools, think 

Cooper. Because Cooper tools cover all 

your day-to-day needs. Because Cooper 

understands your special requirements 

-—and makes the special tools to meet 

them. Because the one name-Cooper- 

stands for all the leading brands of 

handtools in the industrial trade. Nicholson 
Look around and see! 


from Cooper The Toolmaker. 


(Ay) The Cooper Group 
COOPER | BOKER’ CRESCENT LUFKIN NICHOLSON WELLER WISS; XCELITE 
INDUSTRIES | 50 Box 728, Apex, North Carolina 27502 Tel: (919) 362-7511, Telex: 579497 
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29- Oct. 3: National Welding Sup- 
ply Association’s Annu- Bt 
al Meeting, Atlanta, GA 
215-564-3484. od 


cate heciladee of Industry Powe r d rives th at 


Exhibit, Milwaukee Expo- 4 

sition Convention Center | T | T y d 

and Arena. Sponsor: Mil- won e OU OWN. 
waukee Association of Pur- | 

chasing Management, Inc., 

P.O. Box 340, Milwaukee, 

WI 414-549-3532. 


15-16:1980 Fall Conference, 
Alameda Plaza Hotel, Kan- 
sas City, MO Sponsor: NAPM 
Chemical Group, 11 Park 
Place, New York, NY 10017 | 
212-267-3677. Contact: B. | 
E. Martin 816-761-2500. | 


15-17:23rd Annual Internation- 
al Conference and Tech- 
nical Exhibit Theme: “A 
New Decade of Professional- 
ism Thru Education.” Bilt- 
more & Bonaventure Ho- 
tels, Los Angeles, CA 
Sponsor: American Produc- 
tion and Inventory Control 
Society, Inc., 2600 Virginia 
Ave., N.W. Washington, DC 
20037. Contact: Connie 
Beicher, 202-333-1660. 


:2nd Annual Distributors 
Management Conference, 
Rosemont, IL Sponsor: 
Material Handling Equip- 


t Distributors Assn., | 
312-945-5397. eee eee Portable. Powerful. Built for complete utility 


29-Int is, ane and trouble-free service. RIDGID power drives. 

: n n ; : : - 

saul Focebaatitie Gelatin Everything you need for the bigger jobs in the 
Los Angeles Bonaventure, field or in the shop. Everything youd expect 
Los Angeles, CA Sponsor: from Ridge. 
Cahners Publishing Eco- tetas . 
nomics Department, 221 | | See your Ridge distributor for details, or 
Columbus Ave., Boston, MA write for literature. The Ridge Tool Company, 
02116. Contact: Krystyna AOO Clark Street, Elyria, Ohio 44036, U.S.A. 


Gruszcynski, 617-536-7780. 


Ridge Tool Subsidiary 
or nee Co 
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Our name is in your hands. 
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THE FRUITS OF OUR 


STEEL RESEARCH 
ARE YOURS 


FOR THE PICKING. 


When you've been in the alloy steel business as long as we 
have, you cultivate a wealth of steel know-how. 

The Timken Company believes in sharing this wealth. 

If you've got a tough steel problem, pick our brains. You might 
discover that your new problem is old hat to Timken Company 
metallurgists and engineers. 

Before you decide what material will be best for your product, 
bring us in. We'll work with you to find the Timken® specialty alloy 
steel that'll give you the best combination of performance and 
economy. 

When youre at the design stage, hear us out. Our people can 
help you get your steel exactly right the first time. So you don't have 
to fork out money for a second try. Or worse. 

Once you get a taste of the results our steel know-how can 
produce, you'll keep coming back for seconds. 

o The Timken Company, Steel Division, Canton, Ohio 44706. 
ett We bak Steel. As you like it. 
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REGISTERED TRADEMARK 


Each motor makes a lot of 


stops along our production line. 
So it wont stop on yours. 


Over 100 inspection stops. That's how 
many quality control checks every 


‘ «* Midas obs i 
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VISIEMENS-ALLIS/ 


single Siemens-Allis motor gets before 


it's ever released to the loading dock. 

But that’s not the only way we've 
become the dynamic alternative in 
terms of reliability and dependability. 
For example, we ve always used cop- 
per windings in all our motors. We 
know it’s the ultimate for dependable, 
efficient operation. 

Another safeguard against down 
time is our insistence on cast iron in 
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the motor frame, instead of less reli- 
able materials. 

The whole point is this. At 
Siemens-Allis, we share a long term 
commitment to building a motor that 
keeps your production line producing. 
Making you money, not costing you. 

Our motors are available now for 
immediate delivery. For more infor- 
mation, write Siemens-Allis Small 
Motor Division, 14000 Dineen Drive, 
Little Rock, AR 72206. Or call our 24- 
hour toll free number: 1-800-643-9902. 
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' Pipe sealant 
- Stops leaks 


NEWINGTON, CONN.—Loctite 
says it has found a solution to one 
of the costliest problems for the 
process industry—leakage. It’s an 
anaerobic pipe sealant, called pst, 
that can be used on practically any 
type of metal fitting, from copper 
and cast iron to galvanized and 
stainless steels. psT can handle 
almost any type of process fluid, 
including acid and caustic lines. 
Loctite Corp., 705 N. Mountain 
Rd., Newington, Conn. 06111. 
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Curved washers 
now in stainless 


BRISTOL, CONN.—Twenty-five 
stainless steel, curved spring 
washers have been added to 
Associated Spring’s sPEc line. 
Curved washers exert relatively 
light thrust loads, from 1-25 lbs. 
and thus are especially suitable for 
absorbing axial end play. Like all 
SPEC curved washers, the new 
stainless steel designs are supplied 
burr-free. Prices: $25.85-27.25/10; 
$20.70-52.10/1000 in quantities of 
10,000 or more. Associated Spring, 
18 Main St., Bristol, Conn. 06010 
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BATTLE CREEK, MICH.—Clark, 
one of the pioneers of three-wheel 
electric lift trucks in the U.S., has 


recently introduced its TM series. 


These tri-wheel electrics not only 
feature many of the latest 
advances in lift truck technology, 
but also pack a lot more muscle 
than previous models. 

For example, the TM 15S, the 
highest rated model in the new 
series, can lift a 3000-lb. load 130 
inches off the ground. (If you need 
to go even higher, it can lift 2500 
Ibs. to about 170 inches.) 

“The market has been consist- 
ently moving up in terms of load 
requirements; users want to lift 
heavier loads and store them 
higher,” says Mike Fatt, general 
product manager at Clark’s 
Industrial Truck Div. 

To provide the extra muscle, 


New Products 


Three wheelers 
are growing up 


Clark increased battery capacity 
across the whole TM series by 40% 
compared to previous models. And 
because the new trucks are 
heavier and will be moving bigger 
loads, power steering was made 
standard equipment, preserving 
the nimbleness normally associat- 
ed with three-wheelers. 

Other features enlivening the 
performance and maneuverability 
of the TM trucks are dual drive 
motors, sCR drive control, and a 
“tuneable” hydraulic system. 
Buyers can also choose pneumatic 
or cushion tires. 

There are three models to 
choose from in the TM series: TM 
10 (rated at 2000 lbs.); TM 12 
(2500 lbs.); and the TM 15S. Clark 
Equipment Co., P.O. Box 430, 
Battle Creek, Mich. 49016 
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New products 


Small precision parts custom-molded 


INJECTION MOLDING services house planning, preparation, 
and production under one roof. Key to economical 
performance is the firm’s use of small molds with 
production duplicated in 150 or more automated ma- 
chines. TLB Plastics Corp., Rte. 22, Brewster, N.Y. 10509 


For more information circle 151 


Cyanoacrylate adhesives are versatile 


ADHESIVE COMPOUNDS are formulated for bonding natural 
and synthetic rubbers, plastics, metals, wood, cork, and 
leather. Cylok cyanoacrylates have high temperature 
resistance and storage stability. Hughson Chemicals, 
2000 West Grandview Blvd., Erie, Pa. 16512 
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Engineering thermoplastic is highly stable 


THERMOPLASTIC RESIN combines a 300°F heat distortion 
temperature with high dimensional stability and resist- 
ance to water and most chemicals. Priced at $2.50/Ib., 
Mindel A-650 comes in a wide color range. Union Carbide 
Corp., Dept. put-19, 270 Park Ave., N.Y., N.Y. 10017 
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|= has transcontinental 
service to and from every 
state on the East Coast. 


[Did you know that? } 
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Single, three-phase explosion-proof motors 


EXPLOSION-PROOF motors offer a choice of overload or 
thermostat protection. Single phase models %-two hp and 
three phase models from %-10 hp come in C-Face and 
foot-mounted styles. Doerr Electric Corp., P.O. Box 67, 
Cedarburg, Wis. 53212 
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Special fasteners have more holding power 


THREAD-ROLLING screws with serrations have 40% more 
breakaway resistance than other types. Rolok-Plus 
fasteners with hex flange heads come in inch and metric 
sizes and lengths to 6” (152mm). NL Fasteners/NL 
Industries, Inc., P.O. Box 1360, Statesville, N.C. 28677 
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Pressure sensitive tape products reviewed 


PRESSURE SENSITIVE tapes for a wide range of industrial 
requirements are detailed in a selection guide covering 10 
most frequently used types. These include riveters tape, 
high temperature nylon tape, film tape, etc. 3M Dept. 
IT80-15, Box 33600, St. Paul, Minn. 55133 
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New literature 


Standard hermetic connectors described 


HERMETIC CONNECTORS in wide variety are presented in 
60-page catalog Hcc-1. Special hermetic applications and 
filter hermetic applications are described. Charts list 
materials, finishes, and electrical data. mmm Cannon 
Electric, 2801 Air Lane, Phoenix, Ariz. 85034 


For your copy circle 157 


Internal and external gear pumps detailed 


ROTARY PUMPS catalog features heavy-duty, large size, cast 
iron, steel external, and stainless steel models in 450-1100 
gpm capacities. Bulletin 80-S also shows models in 
capacities down to % gpm. Houdaille Industries, Inc., 
Viking Pump Div., Cedar Falls, lowa 50613 
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Eyelets, grommets, assembly equipment 


EYELET ASSEMBLING equipment and applications are 
detailed in a 32-page catalog covering all sizes of standard 
and special eyelets and grommets. Text and illustrations 
cover such applications as fastening, venting, busing, 
reinforcing, spacing, riveting, and decorating. usM 
Corp., Eyelet Div., 510 River Rd., Shelton, Conn. 06484 
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Portland 


Boston 


Microminiature screws in metric sizes 


METRIC FASTENERS catalog features a broad selection of 
metric machine screws, including microminiature sizes. 
Prices and full specs are provided for brass, stainless and 
carbon steel screws, nuts, bolts, etc. House of Metrics Ltd., 
P.O. Box 412, Spring Valley, N.Y. 10977 
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Versatile riveters set five sizes 


HYDRAULIC RIVETING guns set up to five different rivet 
sizes from %2”-%". An eight-page brochure shows high 
speed air-operated models, portable heavy-duty hand 
riveters and electric rivet installation tools. sps Technolo- 
gies, Jenkintown, Pa. 19046 
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Pros and cons of shaded pole motors 


SHADED POLE motors offer economies in uses requiring 
constant speed and lower power output. Motorgram’s Vol. 
60, No. 2 issue explains how to match cost savings with 
energy costs for efficient selection. Bodine Electric 2500 
W. Bradley Place, Chicago, Ill. 60618 


For your copy circle 162 


Some people don't realize that P-I-E provides 
every state on the East Coast with reliable 
transcontinental service. 


On-time pick-ups and deliveries in over 6,100 
East Coast cities and towns mean P-I-E offers 


coast-to-coast, single carrier dependability many 
companies simply can’t deliver. 


ew York 
Philadelphia 


That kind of eastern service, plus our extensive 
coverage in the rest of the country, has made P-I-E 
one of the nation’s fastest growing major freight 


Washington Carriers in the past two years. 


So when you'e shipping goods to or from the 
East Coast, or anywhere in the U.S., discover the 
difference of dealing with a leader. Put your next 
shipment on P-I-E. 


Carrying more of 
North America’s freight every day 


P-l-E operates terminals 
in the southeast as 
Ryder Truck Lines Inc. 
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Stethoscope can prevent 
machinery breakdowns 


MICROSONIC STETHOSCOPE avoids ma- 


_chine breakdowns by detecting worn 
| shafts, gears, bearings, and hydraulic 


components. MS3445 “hears” the 
34,000-45,000 cycles/sec sound gener- 
ated by defective parts. Set consists of 
a 9” probe, headset, 4%” probe tip, and 
a nine-volt battery. Owatonna Tool 
Co., 621 North St., Owatonna, Minn. 
55060 
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Rider straddle lift truck 
negotiates narrow aisles 
RIDER STRADDLE lift truck is offered in 


load capacities to 5000 lbs. and lift 
heights to 254”. Series RS operates in 


aisles as narrow as 70”. There is a 


choice of 24-volt or 36-volt power, but 
36-volt power is standard on the 5000 
lb. model. Side-stance compartment 
keeps operator’s eye on load and travel 
direction. Crown, New Bremen, Ohio 
45869 
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Creating is producing with imaginative skill, and 
that is precisely our approach in meeting your die 
casting needs. Specifications are never blindly ac- 
cepted. There is always an attempt at analysis to 
see if design can be altered to produce a better 
functioning, better looking or less costly die cast- 
ing. We bring unique expertise to our tooling which 
oftentimes results in better than expected toler- 
ances, improved finishes and reduced require- 
ments for secondary operations. In 
manufacturing, our automated 
machines turn out more uniform die 


(New wave 


castings. Inspection procedures range from multi- 
stage visual and mechanical checks to radiogra- 
phy. We will provide you painted, polished or plated 
die castings. We will perform any number of sec- 
ondary machining operations. We will assemble, 

package and even drop ship to your customers. 
Why content yourself with die castings which are 
no more than uninspired responses to a request for 
quotation? Let us create your next die casting. 
Write today for literature describing 
our facilities, capabilities and how we 
work with our customers. 


THE NEWTON-NEW HAVEN COMPANY 


6 MIDDLETOWN AVE.. NORTH HAVEN. CONNECTICUT 06473 
(203)772-1100 
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A.L.AYDE co. fiesta 


ONE OF AMERICA’S OLDEST 
AND BEST EQUIPPED 


CUSTOM INDUSTRIAL 


Hydraulics smooth air cylinder movement 


HYDRO-CHECKS provide precision control of machine or air 
cylinder movement. A 20-page catalog shows how the 
self-contained units combine the flexibility and economy 
of air controls with hydraulic accuracy and smoothness. 


PL ASTIG MOLDERS Schrader Bellows, 200 W. Exchange St., Akron, Ohio 


44039 
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Chart lists subminiature connectors 


D-SUBMINIATURE CONNECTORS selection guide shows con- 
nector layouts and comparative specs to match connectors 
to specific system requirements. Criteria include wire 
sizes and number of contacts. TRw Cinch Connectors, 1501 
Morse Avenue, Elk Grove Village, Ill. 60007 
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Semiconductor baker’s dozen detailed 


SEMICONDUCTOR DEVICES in 13 major product categories are 
detailed in 48-page Catalog src-6. Featured are Hexfet 
power Mosfets, Power Schottky rectifiers, power transistors 
and Darlingtons, and many more. International Rectifier, 


A BACKGROUND OF EXPERIENCE 
SERVING MANY INDUSTRIES 


Since being founded in 1932, A. L. Hyde Co. has main- 
tained an unexcelled record in the plastics industry for 
producing the highest quality items for other manufac- 
turers. Hyde’s rigid quality control and fast delivery help 
make its production rating high on the list of the top 
10% plants in America. Hyde’s experience in molding 
specialty raw materials including nylon, Delrin®, poly- 
carbonate, polystyrene and SAN, to name a few, assures 
the exact material for your needs. 

Hyde’s modern molding and extruding facilities as- 
sures the most competent and economic production. 
Press Capacity ranges from 6 oz. to 300 oz. 


HYDE QUALITY 
ENGINEERING THERMOPLASTICS 


A. L. Hyde also produces and distributes nationally a 
complete line of rod, slab and tube in precision mill 
shapes, available in a variety of materials. Write direct 
or see your Hyde distributor. 

For fast personalized service, call direct to Hyde's Cus- 
tom Molding Department (609) 227-0500 or write to: 


a.t. HYDE comMpPaANy 


A Subsididary of Western Pacific Industries 
Custom Molding Department (P-9) 
Grenloch, New Jersey 08032 Telephone: 609-227-0500 


A Member of Plastics Pioneers 


233 Kansas St., El Segundo, Calif. 90245 
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Two series of miniature connectors detailed 


MINIATURE CIRCULAR connectors meet MIL-C-38999 specs. 
Catalog KJL/KJ-J5 provides full specs on two series of wall 
mounting, straight plug, box mounting, and jam nut 
receptacles. Full test results are included. rrr Cannon 
Electric, 666 East Dyer Rd., Santa Ana, Calif. 92702 
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IDC connector line is extensive 


INSULATION DISPLACEMENT connectors are detailed in 
18-page catalog rpc-2. Contact arrangement and perform- 
ance data are provided for Mas/Ter D connectors, G08 
headers (shrouded) and receptacles, ribbon cables, and 
others. rrr Cannon Electric, 666 E. Dyer, Santa Ana, 
Calif. 92702 
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Special polyurethane compounds 


CUSTOM FORMULATED polyurethanes offer a wide hardness 
range, high tensile strengths, and resistance to ozone, 
abrasion, oil, most chemicals, and solvents. Orthane’s 
properties and advantages are detailed in Bulletin B8025. 
Ohio Rubber Co., 3911 Ben Hur Ave., Willoughby, Ohio 
44094 
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New products SAVE ON GEAR PRODUCTION 


Injection molding resin 
for chemical applications 


PTFE ALLOY for injection molding is 
recommended for seals in liquid and 
gas chromotography valves, bushings, 
wrist pin retainers, and similar parts. 
A blend of Halon TFE and Ryton pps, 
Alton resin offers a stability range of 
400°-600°F and reduced creep and cold 
flow compared with normal PTFE 
resins. It also has a lower coefficient of 
expansion. Allied Chemical Corp., P.O. 
Box 2332R, Morristown, N.J. 07960 
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prevents screw protruding 


THREADED INSERT for molding into a 
plastic component features a blind end 
that keeps mounting screw from 
protruding. The Teenut is available in 
a variety of configurations and thread 
sizes. Blind end keeps plastic material 
from entering the threads. It also 
prevents the use of a long screw that 
would puncture the container. TRW 
Inc., Carr Div., Cambridge, Mass. 
02142 
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BY THE USE OF SEAMLESS STEEL TUBING 


In the manufacture Of GEARS, use quality 8620 seam- 
less steel tubing and LOWER YOUR COST. Seamless 
tubing will give you the best internal structure 
needed to produce GEARS. 


Seamless tubing is “round'’—unlike bars a tube does 
not need to be bored and the hole thrown away. 


Less Cleanup—Less Machine Time 
Less Material—Less Labor Costs 


e 8620—4140—4142 Always in Stock. 
Immediate Delivery. 


e 8620 Available in %"" OD & .035 Wall 
to 12%" OD & 3" Wall. 


e Special Sizes Available—Send for 
Stock List. 


e Special Attention to Small Orders. 
e We will Cut to Size. 


The savings using Tube Stock over Bar Stock amounts 
to approximately 30% of material costs. 


WE SPECIALIZE IN “SERVICE and AVAILABILITY’ 
™ | KEYSTONE Tube Company 


CHICAGO AREA CALL 312/568-0800 
ILLINOIS WATTS 800 / 942-9208—OTHER STATES CALL 800/323-9493 
13527 SO. HALSTED © CHICAGO, IL 60627 * TELEX 25-3012 
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New products 
Ac and dc fractional hp 
motors shipped from stock 


SINGLE PHASE fractional hp motors 
feature ball bearings, capacitor start 
and 40°C ambient operation. Open 
models include rigid mount (4 to % hp, 
48 to 215T frames), C-face mount (% to 
1% hp, 56 frame). Explosion-proof 
models are offered with rigid mount (% 
to 2 hp, 56 frame) and are UL-listed 
and/or c.s.A. certified. Doerr Electric 
Corp., P.O. Box 67, Cedarburg, Wis. 
53012 
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say with its Uniflex head, which maintains 
: both induced tension and increased 
resistance to vibrational loosening in 
structural joints. Under test condi- 
tions, the combination sustained 76% 
clamp load retention and 101% 
S&S breakaway torque under severe 
transverse vibration. Continental 
Screw, 459 Mt. Pleasant St., New 
Bedford, Mass. 02742 
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Brulin has the solution for removing grease, grime and oil. We 
have the product in our line that’s just right for your cleaning jobs. 
Brulin’s Solvent Degreaser is a fast drying, ready-to-use, general 
purpose solvent. Use brush, spray or dip tank. Aerosol for small jobs. 
Low flammability, low toxicity, nonconductive to electricity and safe 
on all metals. | 
The cleaner for all reasons, 815MX. Tackles everything from | 
boats to concrete floors, from aircraft to air filters—by hand or by 
using equipment such as steam cleaners, floor scrubbing machines, 
foam units or pressure sprayers. 
od BE For removing deeply embedded soils Pneumatic components 
a A”, or Cleaning difficult to reach, heavily soiled are contaminant-free 
areas, nothing surpasses our Gel Method. ; 
TATUM TELM CRGUTCRUCM imam  NONLUBRICATED cylinders, air valves, 
manhours spent removing oil and grease ff valve assemblies, and stainless steel 


| | Abe 7 : 
soils, we can and will show you how. [iaDoRyamnupadanee marae es ined ieae, 


oS eo processing, and manufacturing of 
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Fastener combo boasts 
maximum locking action 


SPECIALIZED FASTENER combines the 
firm’s Powerlok metal locking screw 


o 
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use a Teflon-impregnated material 
_ instead of oil lubrication. Mead Fluid 
Dynamics, 4114 N. Knox Ave., 


Your local Brulin representative will answer your inquiry. Circle 
reader service number or write, Advertising Department: _ Chicago, Ill. 60641 

BRULIN & COMPANY, INC. | 

P.0. Box 270-B, Indianapolis, Indiana 46206 - (317) 923-3211 | , Sad nents loniainn Siele- 174 


Manufacturing facilities also in Westwood, New Jersey; Richmond, California; and | 
Tampa, Florida. Over 160 factory-trained representatives nationwide. 
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“THE APER TUBE. 
THAT COULD SAVE A LIFE. 


Just one of Sonoco’s dependable products. 

It’s a Sonoco blasting tube. A strong, lightweight fibre tube that’s making open pit 
mining safer. 

In conventional blasting operations, a blast hole is drilled, explosives are placed, 
and rock and sand can fill the hole when the drill is withdrawn. With the Sonoco sys- 
tem, a blasting tube placed in the drilled hole prevents rock and sand from filling it. 
Explosives can be added later, 

y eliminating the danger of loading 
f explosives through metal casings. 
4 ; And production is increased by as 


a a much as 50 percent. 
Textile Cones Cores For Be, We started In 1899, making 


een ROAR paper cones for the textile indus- 
ae an try. Now we manufacture a grow- 


ing line of paper, plastic, metal and 
2 : fiberglass products at more than 
ee 90 U.S. plants and at subsidiaries 

Fibre Pipe, Meter lasti@*Mlefal Concrete and affiliated companies around 
And Electrical Enclosures Fiberglass Products Construction Forms the world. If you'd like to know 

x more about our blasting tubes or 
other dependable products, write 
us at Sonoco Products 
3 | Company, Hartsville, SC Ta, 
coareautoas 29550. At Sonoco, paper 


ded cal | 
And Storage Tubes Partitions 


w 
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is only the beginning.. sonoco 


Slip into Lehigh's, and 


Maximum tracti $a and com 630 

all riding on eupanscmncad POSITRAX sole. ¢" men “Own smooth 
Nothing is more important than the | + Nis al 
safety of your employees. That’s ee po. 
why we design Lehigh’s the < ) \\ 7 
way we do. With comfort, : 
durability, and uncompromising y 
Quality, especially when it gor 
comes to safety. All built in. raat 
Cn 
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Example: The superior slip resistancy of | 
our POSITRAX sole. Lightweight yet flexible, 
with a unique tread-gripping pattern that 
insures positive traction when things get 
wet. Channeling water away from a poten- 
tial slip or skid through deep “V” grooves 
for safe, sure, comfortable footing. For 
additional protection, there are Lockrim* 
steel toe caps and steel shanks. For comfort, 
padded collars and a tricot lining. For style, a 
choice of mahogany or brown smooth leather, 
or tan sueded split leather. 

Slip into Lehigh’s with our exclusive 
POSITRAX sole and there’ll be no “‘slip-ups” on \ 
the job. We can prove it, contact: Lehigh 
Safety Shoe Company, 
1100 East Main Street, 
Endicott, New York 13760. 
Phone 607/754-7980.» — ¢ 
Telex: 932-449, 


LEHIGH 


SAFETY SHOES 
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1631 
Mahogany smooth leather 


you won't slip on the job. 


1632 
Tan Sueded split leather 


a 


Check out this broad line of ball valves. They 
offer superior features that make them the ideal 
choice for your valve requirements. 


Screwed end, socket end, flanged 
(ANSI Class 150 & 300) 


Bronze, carbon steel, ductile iron, 
316 stainless steel, Alloy 20, aluminum, 
Monel, Hastelloy C 


TFE, glass fiber-filled TFE, special nylon 
(high pressure) seats 


Temperatures from — 100° to +450°F 


Ratings from .01 micron vacuum to 
4500 psi pressure 


Sizes Ys" to 16” Special services: high vac- Pneumatic piston, 
uum, fire-tested, chlorine, spring-diaphragm, 
Standard port, full port oxygen, API, UL, FM electric actuators 


For the ball valve line that gives you the above ver- 
satility, plus high flow capacity, positive shut-off and 
unmatched reliability, check in with your nearest 


J bury stocking distributo ite: J b 
Corp. 640 Lincoln Street, Worcester, MA O1605 USA. THE SURE ONES 
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Countless Tubular 
Part Applications at 


BIG SAVINGS 


Our butt joint tubular parts 
replace more expensive seamless 
tubes, machined, welded or cast 
parts at savings up to 70% 


Some typical examples include: 1) Air shutter, 2) Roller bearing outer race, 3) Shaft in 
hex-bore bearing assembly, 4) Impeller shaft bushing, 5) Carburetor stove component, 6) 
Shock absorber bushing, 7) Beaded tube used as an automotive pinion bearing spacer, 
8) Brake adjuster, 9) Baffle tube for a small muffler, 10) Auto control arm bushing and 
11) Auto body mount. Applications are virtually unlimited. MATERIALS — Most metals 
— steel, stainless steel, aluminum and brass. SIZES — O.D. %” to 4%": Wall .020 to 
.187; Lengths %" to 24”. Let us help on your tube parts — ask for a quote! 


Specialists in custom tubular parts & assemblies 
Send for FREE Catalog and Sample Pack ‘ad - 


W) WAGNER 


TUBULAR PRODUCTS DIVISION 


4617 N. 32nd Street, Milwaukee, WI 53209 + 414/871-5080 
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_Corp., Esna Div., 2330 Vauxhall Rd., 


New literature 


Special bearing locknuts 
pare manufacturing costs 


BEARING LOCKNUTS feature lower 
manufacturing costs, easier assembly/ 
disassembly, and resistance to severe 
vibration. Design manual 7002 
describes round, hexagon, and double 
hexagon types for advanced aircraft, 
automotive, and general industrial 
requirements. Dimensions include 
thin and very thin styles. Amerace 


Union, N.J. 07083 
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Electric motors stocked 
for fast shipment 


EXPLOSION-PROOF MOTORS in over 200 
types and sizes are stocked for quick 
delivery. Bulletin MS103D describes 
ac models from %-30 hp and de models 
from %-2 hp. Motors are available for 
all standard voltages. Doerr Electric 
Corp., P.O. Box 67, Cedarburg, Wis. 
53212 
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When you call Cardox for CQz, 
we move fast to get it to you. 
That’s because we're one of 
the largest manufacturers of 
carbon dioxide in the U.S. And 
because, unlike most other 
suppliers, we don't depend 
heavily on one processing 
source for COxz. 

We rely on six different 
and independent sources to 
obtain raw gas to produce 
high quality CO2 at our 17 
plants. More than any other 


company. Because we rely on 
so many different sources, 
Cardox is better equipped to 
Supply the carbon dioxide to 
keep your business running. 

You can count on Cardox 
to do everything possible to 
deliver your COz requirements. 
Like finding new raw gas 
sources, or staying up nights 
to make sure you get the COz2 
you need. When you rely on 
Cardox you rely on the industry's 
most stable CO>s supply. 


The CO. pipeline. 
It's the wayalot of our customers 
see Cardox delivery. 


Call your nearest Cardox 
Regional Office. It's listed in 
the Yellow Pages under 
“Carbonic Gas:’ Or write: 
Cardox, 5230 S. East Avenue, 
Countryside IL 60525. 


For more information circle 83 


CARDOX 


Division of Chemetron Corporation 
Member Company Allegheny 
Ludlum Industries, Inc. 


New products 


Easy-flow hardfacing powders offered 


HARDFACING POWDERS increase the wear resistance of 
metal parts. Semi-spherical nickel-base self-fluxing pow- 
ders are offered in HRC 20 to HRC 62 hardnesses. Powders 
are formulated for easy flow. Glidden Metals, 1468 West 
9th St., Cleveland, Ohio 44113 
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Cutters meet wide range of requirements 


CARBIDE TIPPED and Hss cutter line offers a wide range of 
choices. Milling, gear, sprocket, and slab mill styles come 
in several different designs and several highly engineered 
designs are also available. Union Twist Drill, 134 
Chestnut Ave., Athol, Mass. 01331 | 
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Powerful cut-off saw for high volume needs 


CUT-OFF SAW with a 10 hp motor features a full 12” x 20” 
capacity, variable speed and a 0.50” thick, 1%” wide blade. 
The C-1220A is designed for high volume steel manufac- 
turing and other similar operations. DoAll Co., 254 N. 
Laurel Ave., Des Plaines, Il. 60016 
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We can 
solve your 


brass & 


problems. 


Tool grinders designed for diamond wheels | 


DIAMOND WHEEL tool grinders feature locked, double row 
bearings and flanges guaranteed not to exceed 0.002 
T.I.R. at the periphery. Standard equipment includes a 
large tool table, machine tool lamp, and protractor-type 
tool rest. Baldor Electric, Fort Smith, Ark. 72902 
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Carbide steel boasts high red hardness 


NO-COBALT high speed steel offers a viable alternative to 
cobalt supply stringencies and prices. cpm Rex 25 hard 
vanadium carbide machining steel withstands extremely 
high cutting edge temperatures. Crucible, Specialty 
Metals Div., Box 977, Syracuse, N.Y. 13201 
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Long-life automatic screw machine drills 


SCREW MACHINE drills have a wider drill profile for rapid 
chip removal. GT80 drills feature reduced thrust loading 
and improved self-centering capacity. Acute lip relief 
angle dissipates heat faster. Guhring Inc., 1445 Com- 
merce Drive, Brookfield, Wis. 53005 
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Whether your specifications require round or shaped 
tube, fabricated parts or copper coil, H&H Tube is ready 


to assist. Known for quality and service since 1930. 


Send for our latest color brochure. 


PHONE: (313) 355-2500 


4000 TOWN CENTER, SUITE 485, SOUTHFIELD, MICH. 48075 


* 
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DON’T GET CAUGHT WITH 


YOUR PARTS DOWN. 


Lift Truck, Inc., Wilmington, DE (302) 575-0700 


LPN 


AN ECHLINI COMPANY 
333 EAST TOUHY AVENUE, DES PLAINES, IL 60018 


Waiting for an OEM replacement part can be 
costly. In time. And in interrupted production. 


But if you have any of the leading OEM industrial 
lift trucks or towing tractors, (gasoline, diesel, LP 
gas or electric), LPM can supply you with re- 
placement parts. In a hurry. 

All of these parts are manufactured by companies 
with recognized reputations for producing top 
quality parts. And they're built to exacting stan- 
dards that meet or exceed OEM specifications. 
LPM offers you the broadest coverage of re- 
placement parts for all leading OEM lift trucks. And 
more economically, because you get them from 
one source—your LPM distributor. One call, one 
P.O., one invoice. And there's a 90-day warranty 
on all LPM parts, backed by $1 million worth of 
product liability insurance. 

Next time your lift truck breaks down, don't panic. 
Call your LPM distributor listed below. He'll be sure 
to get you the part you need. 


244 LPM distributors—world-wide. 


ac.: 


® £LEPrPNT 


MAR. LIFT 
PARTS 


Call your nearest LPM distributor. 
Orange Handling, Middletown, NY 


Field Machinery Co., Cambridge, MA (617) 354-3330 


Northland Industrial Truck Co., Inc., Wilmington, MA 
(617) 729-7120 


LPM Parts & Service of Baltimore, Baltimore, MD (301) 355-4710 
Lift Parts & Service of Delmarva, Salisbury, MD (301) 742-6896 


Lift Parts Service of New Jersey, (201) 227-0030 
LPM of New Jersey, Linden NJ (201) 862-1600 


Metropolitan Lift Parts of New Jersey, Inc., Newark, NJ 
(201) 589-1999 


Art Vaders Lift Trucks, Newfield, NJ (609) 694-2010 

H.O. Penn Machinery Co., Armonk, NY (914) 273-9800 
Metropolitan Lift Parts, Inc., Brooklyn, NY (212) 277-5858 
Lift Parts of New York, Inc., Maspeth, NY (212) 326-2650 


H.O. Penn Machinery, Tuxedo Park, NY (914) 351-4771 
Local Industrial Fork Truck, Inc., Bernville, PA 

(215) 488-1041 & (800) 422-8534 

Heitzman Equipment, Inc., Glenmore, PA (215) 458-5777 


LPM Parts & Service of Delaware Valley, Inc., Philadelphia, PA 
(215) 365-4712 & 4713 


Tygard Equipment & Service, Pittsburgh, PA (412) 381-4464 
Ransome Lift Equipment Co., Wilkes-Barre, PA (717) 825-2789 
Crellin Handlin ene E. Providence, RI 
(401) 438-6400 & (800) 556-6824 
Sydnor Industrial Service, Inc., Ashland, VA 
(804) 798-9071 & (800) 552-5690 
CFE Equipment Corp., Norfolk, VA (804) 480-2660 
orphone (312) 299-1950. 
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New literature 
Coolant-fed tooling lets 
chips fall where they may 


COOLANT-FED tooling and _ systems 
permit greater tool speed and material 
feed. Bulletin crt-A52 describes 
coolant-fed twist drills, spade drill 
blades and blade holders, T-slot 
cutters, and end mills. Advantages 
include reduced downtime and econo- 
mies in high volume or difficult 
operations. George Whalley Co., Dept. 
N-105, 4208 Prospect Ave., Cleveland 
Ohio 44103 
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DASH. 


DELIA 


GW 


COOLANT-FED 


§ TOOLING & SYSTEMS } 


THE GEORGE WHALLEY COMPANY 


SAME DAY DELIVERY 


ON SMALL PACKAGES. 


Customer Services Agent Tom 
Sineath is a Delta professional. He 
goes that extra mile for you. 


Why settle for overnight deliv- 
ery? Delta DASH can give you 
same day service. DASH (Delta 
Airlines Special Handling) 
takes to the air 1,500 times a 
day on Delta jets. So if your 
small package is in a big hurry, 
DASH it. Shipments picked up 
during normal business hours 
will be delivered that same day. 
If your package arrives after 
normal business hours, we will 
deliver it the first thing next 
morning—and generally no 
later than 10am. Delta carries 
more over-the-counter ship- 
ments of 50 lbs. or less than any 
other scheduled airline. And 
DASH serves over 80 U.S. cities 
plus San Juan. 


Packages are accepted at airport ticket counters up to 30 
minutes before flight time. Up to 60 minutes at cargo terminals. 
Size limit is 90 inches: width+length + height. 

The airport-to-airport rate between any two of Delta’s domes- 
tic cities is $40 ($25 between Dallas/Ft.Worth and Los Angeles or 
San Diego or San Francisco). Expedited pick-up and delivery 
available at extra charge. Call (800) 638-7333, toll free. (In Balti- 


more, 269-6393.) 


You can also ship via DASH between Delta cities in the U.S. 
and Montreal, Nassau, Bermuda, London, England and Frank- 
furt, Germany. For full details, call your local Delta cargo office. 
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DELTA IS READY WHEN YOU ARE" 
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NC machine tool adapters 
in three shank series 


TOOL ADAPTERS, collet chuck adapters 
and boring bars for NC machines are 
presented in an updated catalog. NMTB 
taper shank, “V” Flange taper shank, 
and Cincinnati “atc” shank lines are 
covered. All three lines are available 
as stocked standards with convention- 
al Caterpillar shanks and as non 
stocked standards, quoted on request, 
with shanks designed to ANSI specs. 
Valeron Corp., 31100 Stephenson 
Highway, Madison Heights, Mich. 
48071 
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Beryllium copper mill 
products available 


BERYLLIUM COPPER rod, bar, tube, 
plate, wire, and extruded shapes are 
detailed in 12-page Bulletin 304 
3-PD1. Tables list composition, 
physical properties, standard toler- 
ances, mechanical properties, and 
sizes available in various mill shapes 
and alloys. A special section covers 
temper selection, heat treatment, 
forming, and joining techniques. 
Kawekci Berylco Industries, Inc., P.O. 
Box 1462, Reading, Pa. 19603 
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Here's the big line of push buttons that give you compact panel layout on just 14" 
centers...provides a wide range of control design in round or square styles. 
Up to four circuits per unit. Choice of push-on or screw terminals. Built 
oiltight and dust-tight to meet NEMA Type 13 standards. Bulletin 800M 
available now through your A-B distributor. 


OhKg = 
obese 
Qari 
ai // ? Cam operated 


bifurcated 
silver contacts. 


Push-on or screw-type 
terminals. No lugs 
necessary with screw 
terminals... built-in 
channel guides wire 


pone aaS dicaice alice calkek vioual palsuirntestonses, Round 
indicator allows QUICK visua 300 VAC max., 30 amps HEL | - 
inspection of contacts. make, 3 amps break P units install with threaded 


at 120 VAC. mounting ring. 


Camjetin 800M 


Quality inthe besttradition. << 


(§)) ALLEN-BRADLEY 2 


Milwaukee, Wisconsin 53204 
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THE DOUGLAS PROMISE: _ 
BUILD A BETTER BATTERY AND 


GET IT THERE ON TIME. 


er a Le ae - -  ed - *® 
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| Some J ome Home Gome eS 
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Dowerss} 


THE DOUGLAS GUARANTEE: 
IF WE DON’T GET IT THERE ON 
TIME, YOU GET 5% OFF.” 


Whois Douglas Battery, you may ask, and how can they 
afford to make a guarantee like that? Fair enough. 

We're a tough-minded battery manufacturer located in 
Winston-Salem, North Carolina with over fifty years experience 
in meeting deadlines. And we can afford to make a guarantee 
like that because we don’t miss delivery dates. 

In fact, we make a habit of beating our competitors’ 
delivery dates on custom-built battenes by a matter of weeks. 
Not days. Weeks. 

That’s why companies like R. J. Reynolds and Burlington 
Industries discovered us. But not why they’ve stayed with us. 

They ve stayed with us because our batteries perform. 
Because they're reliable. Because our service is unbeatable. 
And because our price 1s nght. 

If that sounds like the kind of battery supplier you’ve been 
looking for, call us at our toll-free number: 1-800-334-5264. ** 
It could be one of the more profitable calls you'll make this year. 


Discover Douglas Battery 


Douglas Battery Manufacturing Co., 500 Battery Drive, Winston-Salem, N.C. 27107 


*Offerexpires Oct. +7, 1980 
**In North Carolina-call 919-788-7561. 
For more information circle 15 
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YOUR FUTURE. 


A handshake and a promise may be all it takes to get a 
business relationship off to a good start, but it takes a 
record of dependable service and personal commitment 
to keep it going — and growing. The kind of service that 
Allied Oil has been delivering since 1925 to customers 
in the foundry and steel industries, and to major utilities. 

Fuel oil is our only business at Allied. And that 
means meeting your fuel oil needs always comes first. 
Our customers have depended on us in the past, and 
they Il be able to depend on us in the future too. 


Because we re continually expanding our fuel 
supply lines for greater product availability. Strengthen- 
ing our service facilities to answer customer needs 
throughout our growing marketing area. And, we re 
constantly adding to our professional staff to provide 
the best technical advice and counéel possible. 

Count on Allied for your fuel oil future. We've got 
what it takes to keep you going. 

Call us today, and shake the hand of someone who 
cares about your fuel oil needs. 


YOUR RELIABLE FUEL OIL SOURCE. “=> 


ALLIED OIL COMPANY / Division of Ashland Oil, Inc., One Erieview Plaza, Cleveland, Ohio 44114 (216) 771-3400 


Principal Offices: Buffalo, New York 14217, (716) 877-7177; Canton, Ohio 44711, (216) 477-0037; Chicago, Illinois 60608, (312) 523-8100; Louisville, Kentucky 40202, 
(502) 584-5588; Pittsburgh, Pennsylvania 15220, (412) 922-4443; Southfield, Michigan 48075, (313) 559-9570; St. Paul Pari, Minnesota 9507 1, (612) 459-9771. 


©1980 Ashland Oil, Inc. 


=~ 
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| 
New literature 
| 


‘Metal finishing/treating products cut costs 


METAL FINISHING processes are designed for low energy, 
low temperature operation. A six-page brochure details a 
full line of metal finishing and treating chemicals, plus 
‘applications suggestions. Richardson Co., Allied-Kelite 
‘Div., 2400 E. Devon, Des Plaines, Ill. 60018 
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Expanded metal products offer economies 


_EXPANDED METAL capabilities brochure describes proper- 

ties and advantages of the material in many applications. 

Topics include heat conduction and diffusion, shape and 
size of typical products. Expanded Metal Corp., 1080 
Expamet Drive SE, Smyrna, Ga. 30080 
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Specialty steel’s performance charted 


_ALUMI-THERM steel offers superior strength and sag 
‘resistance at elevated temperatures. A six-page brochure 
describes corrosion and oxidation resistance, formability, 
}and welding characteristics, etc. Armco, Eastern Steel 
-Div., Dept. LE-880, Box 600, Middletown, Ohio 45043 
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One for all. 


Welding electrode line is expanded 


ALL-POSITION gas shielded flux-cored electrodes offer 
properties previously available only with manual low 
hydrogen electrodes. Dual Shield II Ni-1 and five other 
alloy rods are described in a set of fact sheets. Chemetron 
Corp., Wilson Ave., Box 517, Hanover, Pa. 17331 
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Selection guide covers 21 tool steels 


TOOL STEEL selection guide rates abrasion resistance, 
toughness, size stability, machinability, and red hardness 
of 21 grades. A handy eight-step guide to wheel selection 
is included. AL Tech Specialty Steel Corp., Box 91, 
Watervliet, New York 12189 
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Pipe and tube stocked for fast shipment 


STEEL PIPE and tubing stock list details inventory, custom 
processing, fabrication, and testing services available. 
Continuous weld, seamless, heavywall, and large OD pipe 
are stocked for immediate delivery. LaBarge, Inc., 500 
Broadway Bldg., St. Louis, Mo. 63102 
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The one name to remember for all 
your flexible plastic tubing needs 
is Tygon®. 

We offer off-the-shelf delivery 
on a wide variety of sizes and 
formulations because we are the 
leading tubing supplier to original 
equipment manufacturers. Tygon® 
tubing is used for pressure, 
vacuum, fuel and lubricant, food 
and beverage processing, high 
temperature as well as laboratory 
applications. Tygon® tubing is 
available in most formulations in 
ID sizes from 1/32’— 4” in a full 
range of wall thicknesses. 

So no matter what the size or for- 
mulation requirements of your ap- 
plication, Tygon® tubing is the one 
name to trust. When it’s time to 
reorder, contact your local Norton 
Tygon®distributor, or call Norton 
toll-free 1-800-321-9634. In Ohio 
call collect 216-630-9230. 

Tygon® and Norton. We're 
your one for all. 


LG PLASTICS ANDO SYNTHETICS DIVISION 
PO B0X 950 ANBON OK 44309 


~ Digitized by Goc : 
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wninit Of your 
empty spaces 


as cubic dollars. 


VISIT PENCO BOOTH 908, 
EASTERN PE&M SHOW-PHILA. 

Penco shelving gives you more 
valuable warehouse space. By or- 
ganizing spaces within space. By 
conquering massive amounts of 
inventory. Six systems, eight load 
ranges, 22 shelf sizes plus divid- 
ers, enclosure panels, boxes and 
bins make all empty spaces work. 

Your Penco Distributor will 
plan your shelving for you. He’s 
in the Yellow Pages. Request 
catalog now. Penco Products, 
Inc., Dept. 41, Oaks, PA 19456. 


SUBSIDIARY VESPER CORPORATION 


Pe, a il 


From the distributor who values your trust. 
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‘Rugged metal belt for 
hot and heavy loads 


CONVEYOR BELT handles heavy loads at 
temperatures to 1800°F and higher. 
_ Able to handle 100 lbs/sq ft, Vulcan is 
_recommended for use in heat treating, 
_quenching, and similar metalworking 


| operations. Available in carbon steel, 
“> | stainless steel, and other corrosion or 
» heat-resistant alloys, the belt is 


sprocket-driven. Cambridge Wire 
Cloth Co., Dept. OP-2, P.O. Box 399, 
Cambridge, Md. 21613 
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Heavy-duty punch given 
longer service life 


INDUSTRIAL NIBBLER is redesigned to 
provide 30% more service life than its 
predecessor. The punch now has a new 
high speed steel with special heat 
treatment. It cuts %” mild steel, %” 
:stainless steel, and “eo” aluminum. 
_ Super nibbler weighs 38 lbs. and uses a 
heavy-duty 4% hp motor. Fenway 
Machine Co., 1910 N. Marshall St., 
Philadelphia, Pa. 19122 
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New submerged arc 
weld wire debuts 


SUBMERGED ARC low carbon alloy steel . 
weld wire provides matching alloy’ 
weld deposits when used with neutral | 
fluxes to join the 2% chrome - 1 moly ' 
steel plate, piping, and forgings. . 
Deposits made with W-22 are designed | 
to meet aws Classification EB3 in: 
A5.23 Table 2 and normally are in the : 
90 ksi tensile strength range. Armco, , 
Western Steel Div., 1455 West Loop: 
South, Houston, Texas 77027 
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Steel wire mesh pallets 
won’t sag under load 


STEEL PALLETS permit eight-way fork 
lift access and four-way pallet jack 
handling. The steel wire mesh units 
are available with aluminum paint or 
hot-dip galvanized finishes. Construc- 
tion features include legs permanently 
welded to a formed steel bearing plate 
understructure. This provides a 
sag-resistant load surface plus easy 
stacking. Union Steel Products, 500 N. 
Berrien St., Albion, Mich. 49224 
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That difference is made up 
of many things. 

One is simply our location. 
Smack in the middle of America. 
We may be closer, and that's 
convenient. But it may also mean 
lower freight costs. We can tell 
you that with a simple phone call, 
so don't hesitate. 

Two is highly flexible 
production. We cycle production 
every 6—8 weeks. That means 
you can get your tubing faster, 
you can order later and you may 
inventory less. It may be that 


The difference between | 
tubing manufacturers Is service. 


Call us for the difference. 


Valmont is the only one that can 
help you in a pinch. 

Third is simply that we 
have the full line from %4” to 16”. 
About 32 diameters in rounds, 
squares and rectangles. It adds 
up to one source—a decided 
help when you want good service. 


VALMONT. 


Vaimont Industries. Inc. 
Valley, Nebraska 68064 
(402) 359-2201 


Last is the fact that you 
can pick up at our plant without a 
hassle. We do it day in and day 
out. Valley, Nebraska is an 
easy place to go to, to get out of 
and back home. Sometimes 
that's half the battle. 

Write or call us today. We'd 
like to send you our new “Weight 
per Foot” chart. It'll give you 
the full line in every detail about 
the service-oriented mills of - 
Valmont. 
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Computerized inventory. 
management system debuts 


INVENTORY MANAGEMENT system com- 
putes a forecast of demand for each 
item in a warehouse or distribution 
center. PROFIT makes allowances for 
seasonality and trend, safety stock 
based on a prescribed level of customer 
service, and re-order points. Brochure 
CH67 shows how the computer-based 
system performs in system overview, 
forecasting, purchase analysis, and 
other operations. Honeywell, 200 
Smith St., Waltham, Mass. 02154 
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VUMPETS 


[ : 
gc 


Protect Equipment 
Protect Doors & Walls ¢ Absorb Shock 


Protective vinyl 
bumpers available 


VINYL BUMPERS are available with or 
without flat steel mounting inserts. 
Bumpers with inserts are supplied in 
lengths to 16’; bumpers without 
inserts come in coil lengths to 100’. A 
new brochure provides full specs on a 
broad line of vinyl channel and vinyl 
strip styles. Colson Caster Corp., 3700 
Airport Rd., Jonesboro, Ark. 72401 
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GUSTIN-BACON FR 


PIPING PRODUCTS 
couplings & fittings 


Grooved-end and plain-end 
pipe couplings detailed 


MECHANICAL PIPE couplings are 
available for use with grooved-end and 
plain-end pipe. Catalog 923 provides 
full specs on standard Gruvagrip 100 
couplings in sizes %” 30” plus Rolagrip 
couplings in 1%” - 18” sizes and 
Plaingrip couplings in 2” - 8” sizes for 
plain-end pipe. Featured are nine 
special-application Gruvagrip styles. 
Aeroquip Corp., 300 South East Ave., 
Jackson, Mich. 49203 
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Polyolefin casters have 

high impact strength 

CASTER WHEELS made from Polyex II 
polyolefin compound boast impact 


strength 200% greater than hard 
rubber or phenolic wheels. Available 


in 4”, 5”, 6”, and 8” diameters, the 
wheels handle loads up to 900 lbs. 
each. There is a choice of 1%" and 2” 
tread widths and roller, plain, or 
Delrin bearings. Colson Caster Corp., 
3700 Airport Rd., Jonesboro, Ark. 
72401 
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Selection guide covers 
industrial control relays 


CONTROL RELAYS catalog considers 
contact system choices, installation 
environment and size, and physical 
installation requirements. The 52- 
page catalog features a three-position 
square base relay designed to provide 
on-site relay control without extra 
control circuit components. Terminals, 
contact current ratings, and input 
ratings are listed for all models. Eagle 
Signal Industrial Controls, 736 
Federal St., Davenport, lowa 52803 
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DETECT-A-FINGER 
SAFETY DEVICE 

for resistance -type 
welders 


Business welder device 
saves operators’ fingers 


SAFETY DEVICE for welder operators 
prevents cycling when operator 
fingers are still in danger areas. 
Catalog W-80 describes Detect-A- 
Finger’s key features and operating 
principles. Benefits range from 
reducing accidents and lost time to 
safeguarding machinery and improv- 
ing employer’s position with insurance 
carriers. Rockford Safety Equipment 
Co., P.O. Box 5166, Rockford, IIl. 
61125 


For your copy circle 206 


~ 
€a; Cl wip oan a>" . 
a eo > 
~~ — at 
. A igis S: 
~~ eee - 


a= 


5 454 
i 
‘ fa Hes 
J 


d o\>: oie? 2 
“0 wer net e307 
\ a0 32 
oo) 


Ww 


WE CARRY 
A LOT OF 
WEIGHT! 


NORTH AMERICAN PIPE & TUBE, INC. 
“The Heavy Wall Distributor” 


NORTH AMERICAN PIPE & TUBE, INC., A MAJOR DISTRI- 
BUTOR OF HEAVY WALL PIPE AND HEAVY WALL 
SEAMLESS TUBING, CAN SUPPLY ALL YOUR “HEAVY 
WALL” NEEDS WITH SIZES THROUGH 48” O.D., WALL 
THICKNESS TO 4.000”. WE HANDLE A53 - A106 Gr.B,C - 
ALLOY 4130 4140 4142, HOT ROLLED SEAMLESS AND 
COLD DRAWN SEAMLESS MECHANICAL TUBING, AS WELL 
AS STAINLESS STEEL PIPE & TUBING. RANDOM LENGTHS 
OR CUSTOM CUT PIECES FOR YOUR MACHINING NEEDS. 


IMMEDIATE DELIVERY TO ALL PARTS OF THE COUNTRY ! 
WE QUOTE DELIVERED! | 


CALL TOLL FREE 1-800-325-4170 


[OO RDS Ee GD A Tile Os A: AR a OT Ca SD Cl ip and Ss end SOE MSE emEM, 


PLEASE SEND A STOCK LIST TO: 


NORTH AMERICAN 
PIPE & TUBE, INC. 


P.O. BOX 346 
CHESTERFIELD, MISSOURI 63017 
314-434-2000 


Company EE Nr ee a: 


Address 
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Parker 


Colorflow’ 


with 60 
standard 


types... 
all in stock! 


ll 


needles are offered to provide 
the exact degree of control 
you require. Steel and brass 
bodies are available with pipe 


High-quality Parker Metering (NPT) or straight thread (SAE) 

Valves are as close as your ports. Sizes range from 1/8” 

nearby Parker Fluidpower to 3/4”. If highest quality, 

distributor. And...with 130 competitive pricing and con- 

locations in North American sistently good delivery are 

industrial centers...we deliver! important to you...order Parker 
Parker Colorflow valves are Colorflow and we’|l take it 

goof proof! A highly visible from there! 

color coded reference scale 

makes setting and resetting as 

easy as dialing...Blue. Stain- 

less steel standard needle 30°, 

fine needle or micro-fine For further information, a copy of our 

Catalog #3310, or the name of our nearest 

distributor, contact: Parker Hannifin 

Corporation, Manatrol Division, 

520 Ternes Ave., Elyria, OH 44035. 

Or, phone: [216] 322-4631. 
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Fluidoower 


YOU GET MORE 
SERVICE OUT OFA 
CRUCIBLE SPRING 


Yo" to 3” 
diameter 


outside coil diameters 
from 2” to 22” 


BECAUSE 
MORE 
IS BUILT IN! 


Design assistance to assure you Fast delivery, normally in half the 
maximum spring performance at the _ time of the competition, reduces your 
lowest possible price. need for large spring inventories — 
Largest research center in the frees your capital! Spring steels, 
industry for the lastest in metal- melted and formed by a sister division, 
lurgical developments and heat provide a more dependable supply 
treating technologies. of quality controlled materials. 


———+, Call for more information- 
(412) 782-7319. 

Or write us at 

1 McCandless Avenue, 

Pittsburgh, PA 

15201. 


Specialists in heavy duty, hot wound coil springs for over 75 years. 


Colt industries Cru cible 
© Spring Division 
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Stethoscope can prevent 
machinery breakdowns 


MICROSONIC STETHOSCOPE avoids ma- | 
chine breakdowns by detecting worn | 
shafts, gears, bearings, and hydraulic 
components. MS3445 “hears” the | 
34,000-45,000 cycles/sec sound gener- 
ated by defective parts. Set consists of 
a 9” probe, headset, 4%” probe tip, and 
a nine-volt battery. Owatonna Tool 
Co., 621 North St., Owatonna, Minn. 
55060 
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Rider straddle lift truck 
negotiates narrow aisles 


RIDER STRADDLE lift truck is offered in 
load capacities to 5000 lbs. and lift 
heights to 254”. Series RS operates in 
aisles as narrow as 70”. There is a 
choice of 24-volt or 36-volt power, but 
36-volt power is standard on the 5000 
lb. model. Side-stance compartment 
keeps operator’s eye on load and travel 
direction. Crown, New Bremen, Ohio 
45869 
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We're investing $42 million 
in our Corpus Christi refinery, 
So you can bank on us for zinc. 


Asarco’s $42-million expansion and modern- 
ization program at its Corpus Christi zinc refin- 
ery is well under way. When completed, this 
facility will incorporate the latest technology 
available in the industry and will enable Asarco 
to refine a broader range of zinc concentrates. 
Asarco operates five zinc mines in the United 
States and three zinc mines in foreign countries. 


In 1979, Asarco was the second largest miner 
and fourth largest refiner of zinc in the United 
States. 

Asarco has a strong commitment to zinc so 
that our customers will have a reliable source for 
this important metal now and in the future. 
ASARCO Incorporated, 120 Broadway, New 
York, N.Y. 10271. 
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Double wall air cylinder 
line is expanded 


DOUBLE WALL air cylinders are 
available in nose mounted, double- 
ended rod models in 1%” and 2” bore 
sizes. There are three rod end options 
and outer tubes are epoxy-coated 
aluminum. Cylinders are rated 200 psi 
and boast maximum tube seal life 
because of 304 stainless steel inner 
tubes. Bimba Manufacturing Co., 
Monee, Ill. 60449 
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Compact motor packs 
a lot of power 


PM MOTOR packs a hefty % hp in its 
unusually small 3” size. The open, 
ventilated motor features precision die 
cast end bells and long-life replaceable 
brushes. Speeds of 1725 to 10,000 rpm 
are available. Linear characteristics 
make the motor suitable for closed loop 
servo motors and proportional control 
motors. Dumore Corp., 1300 Seven- 
teenth St., Racine, Wis. 53403 
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Bronze solenoid valves 
are more accommodating 


SOLENOID VALVES do not require a 
minimum pressure differential for 
proper operation. Recommended for 
use where there are either low flow or 
very low pressure conditions, the 
valves come in sizes from 4” through 
3”, normally open or normally closed, 
in bronze bodies. Seals are available in 
several different materials. Magnatrol 
Valve Corp., P.O. Box 17, Hawthorne, 
N.J. 07507 
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Fluorel-fluorosilicone 
blend for auto components 


FLUOROELASTOMER BLENDED with fluor- 
osilicones boasts improved low temper- 
ature mechanical properties and 
chemical resistance without major 
drawbacks. Fluorel 2460 and 
fluorosilicones intermix well and 
provide low temperature flexibility 
according to blend, filler type, cure, 
etc. It is recommended for hoses and 
other fuel-line and drive train 
components. 3M, Dept. CH80-1, Box 
33600, St. Paul, Minn. 55133 


For more information circle 218 


Reader/printer is 
a versatile performer 


PLAIN PAPER reader/printer delivers 
stand from 18” x 24” as well as 


standard 11” x 7” and 8%" x 11” sizes. 
NP-Matic 600 makes copies from 
aperture cards, 35mm roll film, micro 
fi he, or jackets. Magnification ratios 
are from 7X to 24X. Two are standard 
and up to three lenses can be mounted 
on the lens turret for more flexibility. 
Canon U.S.A., Inc., Micrographics Div., 
ot Tia Dr., Lake Success, N.Y. 
11040 
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Safety prescription 
glasses also stylish 

PRESCRIPTION PROTECTIVE eyewear line 
is expanded to include pewter color 
that is popular in streetwear metal 
frames. Styleguard II frames feature 
thin profile, heavy-duty temple hinges, 
and tighter screws. They come in 
48mm, 50mm, and 52mm lens sizes 
and small, medium, and large comfort 
bridge sizes. American Optical Corp., 
Southbridge, Mass. 01550 
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Charlotte, NC (704) 394-7341 
Charlottesville, VA (800) 523-6266 
Chicago, IL (312) 247-7700 
Cincinnati, OH (513) 769-4000 
Cleveland, OH (216) 587-7000 
Detroit, Ml (313) 837-0470 
Greensboro, NC (919) 275-8421 
Greenville, SC (803) 277-6011 
indianapolis, IN (317) 262-5222 
Louisville, KY (502) 969-2371 
Memphis, TN (901) 525-4444 
Milford, CT (203) 874-1631 
Minneapolis, MN (612) 331-4000 


Nashville, TN (615) 244-2801 
Philadelphia, PA (215) 632-1000 
Pittsburgh, PA (412) 961-0100 
St. Louis, MO (314) 381-6700 
Syracuse, NY (315) 451-1551 
York, PA (717) 755-1923 


“We found 
away 


tolerances 
closer.” 


Edgcomb Blanking Line Operators 


> 
| 


“We operate a blanking line at an Edgcomb 
Service Center, and one of our biggest Ccus- 
tomers is a major manufacturer of steel 
doors. Among the items we supply are gal- 
vanized steel sheets, .024” thick by 36-13/16" 
wide. The customer needs a very close toler- 
ance of +.005” on the width to fit forming dies. 

“We used to slit the coils before leveling so 
we could stay within the required tolerance. 
But we found a way to level the sheets without 
prior slitting and hold the + .005" tolerance — 
and to do it consistently. It took teamwork 
and extra effort, but that’s not unusual at 
Edgcomb.” 

if you'd like to start this kind of teamwork 
working for you, call your nearest Edgcomb 
Service Center. Or call Dave Althoff, Vice 
President of Marketing, at our corporate 
headquarters. (918) 588-2259. After all, that’s 
our business — helping your business. 


ONE OF THE WILLIAMS COMPANIES 


P.O. Box 770, Tulsa, Oklahoma 74101 
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Ben Trammell and se Medlin 


to hold close 


EDGCOMB METALS Ap 


Fast delivery for all types of gear 


shaper cutters...hobs...& spline gages. 
From 1D.P to 120 D.P Standard D.P 

& module pitches in stock. Allow longer 
delivery times for special orders. 


Parker 


INDUSTRIES INCORPORATED 


1615 9th Avenue, Bohemia, N.Y. 11716 
516-981-7600 / TWX 510-228-8840 
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THE IRON 


choosing 
non-ferrous 
alloys 


made free and 
easy 


Newly published Reference 
Guides detail the data you need to 
make correct brass, bronze and 
aluminum alloy selections. 


Easy to use and a real time-saver. 
Send for yours today — no obliga- 
tion. (This is a service of our new, 
environmentally-approved Job 


Foundry). 


BRAT & BRONZE 
(= 


R.D. 6, Box 387-B, Sandy Hill Road, Irwin, Pa. 15642 
The Foundry Arm of Pittsburgh Brass Mfg. Co., Est 1899 
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Servus Wear Test PROVES 


THE IRON BUKE is Better 


Prove to yourself that the new IRON DUKE by 
Servus is the boot you want. We'll send you a sample 
pair at a special discount price of only $10. Then, you'!! 


know why Servus is BETTER. 


One-piece, seamless, molded construction @ plain 
toe or a steel toe that exceeds ANSI Z41.1 1967/75 
specifications @ specially designed last for superior fit 
and greater foot comfort @ soles with improved 
abrasion resistance @ increased chemical resistance 
© 100% waterproof protection @ lighter weight and 


long wearing. 


Write today on your letterhead. Attention: Industrial 
Sales Manager. Send $8 for the regular toe or $10 for 
the steel toe, plus $3 for handling charges. Or, call 
your local Servus distributor for more information. 


BOX 36. ROCK ISLAND. ILL. 61201 
PHONE 309-786-7741 
A Chromaliicy Compeny 
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CAUTING company inc. 


Purchasing 
221 Columbus Ave. 


Boston, MA 02116 
(617) 536-7780 TWX 710-321-0632 
Ellsworth M. Brown, Publisher and VP 
Thomas A. Pilkington, Director of Sales and VP 
Harvey Solomon, Production Manager 
Kent |. Masclee, Marketing Services Manager 
Ann Etheridge, Business Assistant 
Advertising Representatives 
Atlanta (30342), Corporate Commons 
4651 Roswell Rd., N.E., Suite 201-C 


MillerandTillman,inc. ..... (404) 252-9588 
Chicago Area 
Hinsdale, IL (60521), 15 Spinning 
Wheel Rd., Suite224 ......... (312) 654-2390 
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lee Ways 


BILLING ENTRY MONITORING SYSTEM 


Just in Case you need to know! 


With Lee Way's exclusive * BEAMS monitors service Contact your local Lee Way 
BILLING, ENTRY, AND performance from pickup terminal for information on 
MONITORING SYSTEM, your through delivery on every how BEAMS works to 
shipment is “in the spotlight”, shioment. improve Customer service 


from origin to destination. and satisfaction. BEAMS .. . 


* BEAMS provides instant 


* BEAMS assures uniform tracing capability, by poole cose Oe 
and accurate billing on shipment, on every | 
every shioment. shioment. 


Lee Way 


Lee Way Motor Freight, Inc. Corporate Offices Post Office Box 12750 Oklahoma City. Oklahoma 73157 


DOME-ADS ar aA acl Sr tA 
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Facts on fractional motors 


A CATALOG describing general- 
and special-purpose fractional 
hp motors is available from 
Doerr Electric. OEM buyers 
should find useful the applica- 
tion information and price 
listings for every model. The 
company’s complete line of 
motors is covered, in the form of 


Enclosure 
and/or dla 
Treatment 

Open Drip-Proof 
Open Drip-Proof with Extra 

Varnish Treatment 
Moisture Sealed 
Totally-Enclosed 
Severe-Duty 


Rank: 1 = High, 5= Low 


Specifying strip steel 

SAVE MONEY specifying high 
carbon strip steel with the help 
of a new brochure from Wallace 
Barnes Steel. A_ well-written 
specification will ensure the 
best, most economical material 
for your needs. With that in 
mind, the booklet reviews strip 
selection criteria—scope, analy- 
sis, condition, mechanical prop- 
erties, formability, microstruc- 
ture, surface condition, finish, 


Guide to gaskets 


A WHO, what, when,where, how, 
why guide to gasket materials. 
It discusses the uses and 
limitations of asbestos, rubber, 
and plant fiber sheet, and has 
extensive specification and 
conversion tables. Brochure also 
outlines a procedure for select- 
ing gasket materials, based on 
operating temperature and 
pressure. Availability/price con- 
siderations are also mentioned. 
20 pages. Johns-Manville, 1601 
23rd Street, Denver, Colo. 
80216. 
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Hum Mechanical 
Rontamte 


easy-to-read charts. Data is 
provided on both single and 
three phase motors, in 48, 56, 
and 145 frame sizes. Also 
featured are a wide variety of 
types and enclosures. 56 pages. 
Doerr Electric, P.O. Box 67, 
Cedarburg, Wis. 53012. 
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—— 
Protection Chemicals 


edge, size and tolerance, packag- 
ing, and inspection and rejec- 
tion. Everything is covered, 
from taking into account your 
manufacturing conditions to the 
final inspection. Diagrams and 
charts help you along every step 
of the way. A thorough and 
practical guide. 16 pages. 
Wallace Barnes Steel, 300 Broad 
St., Bristol, Conn. 06010. 
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Steel valves 


FORGED STEEL VALVES, fittings, 
flanges, and unions are the 
subjects of this new catalog. 
Illustrated information provided 


for over 12 categories of 


products, including special 
sections on replacement consid- 
erations, nomenclature, and a 
flow data chart. There’s also an 


introduction to their line of 


nuclear valves and fittings, 
and lists of sales and distributor 
outlets. 32 pages. Henry Vogt 
Machine Co., P.O. Box 1918, 
Louisville, Ky. 40201. 
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Hydraulic cylinders 


HYDRAULIC CYLINDERS brochure 
describes Hanna’s line of heavy- 
and medium-duty cylinders, 
designed for today’s exacting 
industrial requirements. De- 
tailed specifications and techni- 
cal information is included. 90 
pages. Hanna Corporation, 1765 
N. Elston Avenue, Chicago, Ill. 
60622. 
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Specialized fasteners 


FIFTEEN DIFFERENT TYPES of 
industrial fasteners are featured 
in this booklet which contains 
design and technical data on a 
variety of frequently used 
specialized fasteners. Informa- 
tion on the capabilities and 
applications and data on 
available sizes and capacities for 
each product are given along 
with drawings and photographs. 
Tables detailing proper hole 
sizes, nut sizes, and installation 
tooling are also included. 
Eaton Corp., World Headquar- 
ters, 100 Erieview Plaza, 
Cleveland, Ohio 44114 
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The basic switch 


BASIC PRECISION switches— 
double-pole, magnetic blow-out, 
miniature and subminiature 
switches—are described in this 
new brochure from Micro- 
Switch. There’s a switch for 
almost every need, including 
environment-proof, hermetically 
sealed and high temperature 
switches. Also includes a section 
on mercury switches. Cutaway 
drawings detail how each switch 
works. Brochure contains a 
selection guide and an introduc- 
tion to switching terminology. 
78 pages. Micro-Switch, a 
Honeywell Div., 11 W. Spring 
Street, Freeport, Ill. 61032. 
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CLASSIFIED ADverTISING Purchasing Mart 


Tremendous 
Annual Savings 
on Computer & 


Word Processing 
Supplies! 


Finally, under one contract, a 
single source of quality supplies for 
all word processing and computer 
equipment. 

Experience has shown that when 
the total amount of supplies is pur- 
chased under one contract, irre- 
spective of the number of ordering, 
or ship-to-points, the mass purchas- 
ing power produces these signifi- 
cant, bottom line savings. 


e Word processing/terminal rib- 
bons 


© Print wheels & elements 

e Magnetic cards/flexible disks 

e Typewriter ribbons/lift-off tape 

e Word processing cassettes 

© Diskette and microfiche filing 
systems. 

e Word processing cassettes 

e Computer ribbons 

© Xerox computer terminals 

e Orders in by noon out by 4:00 

® Satisfaction Unconditionally 
Guaranteed 

Our contract specialists are ready 

to discuss a tailored supply-program 

for your organization. 

CALL OR WRITE TODAY! 
Offices in principle cities. 


NCE Supply Corp. 
915 W. Liberty Drive 
Wheaton, IL 60187 
Phone: 800-323-1780 Toll Free 
312-682-0001 Within Illinois 


(0 Phone me with more information. 
(J Send me complete information. 
Name: 
Title: 
Company: 
Address: 
City/State: 
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| would like more information about placi 
MART .. . the classified advertising 


Check below clip and mail this coupon. 


ATTENTION 
PURCHASING AGENTS 


Surplus goods, obsolete stock, 
warehouse closeouts. If you're 
cleaning out or simply cleaning up 
give us a call. Whether you need 
a full time system of disposal or 
merely a one time pick up we can 
help. We deal in all types of re- 
cycleble scrap, plastics, paper, 
electronics, etc. 

RALCO INDUSTRIES, INC. 
Manville Hill Road 
Cumberland, R.!. 02864 
401-767-2700 
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NEED PRINTING? 


Buy direct from forms manufacturer black 
or blue image carboniess forms also 
Snap-A-Part unit sets. 


ED SCHWEIGER PRINTING FORMS 


95A Orville Drive Bohemia, N.Y. 11716 
Write for free price lists and samples. 
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WANTED! 
YOUR SURPLUS HYDRAULIC: 
e Pumps & Motors 
e Valves 
Cylinders 
Hose & Fittings 
Filters 
e Gauges 
ENGINES: 
Diesel & Gasoline 
Accessories 
Power Transmission 
Roller Chain 
Sprockets 
Belts 
Pillow Blocks 
Transmissions 
Axles 


PROMPT ACTION—CASH! 
Wire—Phone—Write 
GROBAN SUPPLY se alg enge bt INC. 

9300 South Drexel Ave.— Dept. P 
Chicago, Illinois 60619. 
Telex 25-3009 
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Mail To: Lynn George Manager of Classified ehiey 
1200 Summer St., Stamford, Conn. 06905—or C 


an ad in the PURCHASING 
n of Purchasing Magazine 
Zip: ______——:«SWPPhone: 
ALL: (263) 327-6772, 327-6746 


CN | 


Want to generate additional 
sales leads? Run your ad here 
for quality responses! Call Lynn 
Geo Ly at 203-327-6772 or 203- 
327-6746. 


CASTINGS 
Ductile, Steel, and Stainless Short- 
run, Prototype, Repair parts, Mining 
parts, Show Castings. 
HOLLAND ALLOYS 
4524 136th Street 
Holland, Ml 49423 
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OPEN CAPACITY 
AL. & ZN. DIE CASTINGS 
IN-HOUSE MACHING 


SCOTT DIE CASTING, INC. 


Call: Mike Mores, (513) 746-4588 
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CASTINGS 


Ductile and Iron Squeezer work, 
Sheng “pet work, Prototype, Repair 
parts, Mining parts, Show castings. 
KANSAS ALLOYS 
Asherville Rd. 
Beloit, Ks. 67424 
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GRAY IRON CASTINGS 


Small, Light, thin walled castings. High quality, 
fine finish, close tolerance, easily machined. 
Jolt squeqze molding, electric melt. Low or 
high volume. 


FERROCAST, INC. 
20 Fair ST. 


Guilford, CT 06437 
(203) 453-2791 
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OPEN CAPACITY ON: 
CNC MILLING, DRILLING 
TURNING CENTERS 
Call or Write: 

Bil! Milford, (312) 364-4750 
CNC INDUSTRIES, INC. 

Crossen 
Elk Grove, IL 60007 
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144 
IRON FOUNDRIES 


with open capacity 
IRON CASTINGS 
HOTLINE 
216-333-9600 


ron Castings Society 
Cleveland, Ohio 
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Here is the marketplace for indus- 
trial buyers & sellers. To run your 
ad call: 203-327-6772 or 203-327- 


=_ 


Send box no. replies to: Lynn George, PURCHASING MART, 1200 Summér Street, Stamford, Conn. 06905 
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CLASSIFIED ADVERTISING Purchasing M 


CUSTOM FABRICATION 


Sheet, plate, bar and structural 
components or assemblies com- 
pletely or partially fabricated in ex- 
tensively equipped 250,000 square 
foot plant. Complete facilities to 
handle any job 20 gauge to 3” 
plate—from shearing and burning 
through welding and finish paint- 
ing. NC Press work a specialty— 
your material or ours. Kirk & Blum 
Mfg. Co., 3109 Forrer St., Cincin- 
nati, Ohio 45209. (513) 351-1400. 
Jim Cloran. 
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Hi SHAFT. 


Lots of people can make a shaft. Like you, or 
us. But we are dedicated solely to making shafts 
and shaft sleeves, so we do it more economi- 

cally, faster, to closer tolerances and In 
more kinds of materials than anyone 
we know. 
We have so much warehousing that 
we often produce in quantity and 
inventory per your release free of 
charge. 
Ask us to quote on your next job. 
Large or small, we'll do It better because 
we're specialists. 


Enterprise 
Shutting 


4 , ‘ 
740 P York Ave 


§ Pes a 

~~ 

pr ula j 

Pawtucket RI 02861 
(401) 725-8394 

— 


— 


_ ss 
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lfor sale 


18,999 POUNDS 
BERYLLIUM COPPER 
CDA 175 
Hardness: Rockwell (B) 20/45 
Thickness: .025 inches 


3277 pounds 
Width: .5625 inches 


15,722 pounds 
Width: .9156 inches 


Price Negotiable 


Bruce Black 
313/593-9301 


AUTOMOTIVE PRODUCTS DIVISION 
5200 Auto Club Drive 
Dearborn, MI 48126 
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CUSTOM METAL FABRICATIONS 


Complete capability from engineer- 
ing through assembly. Over 100,000 
sq. feet of modern facilities in- 
cluding the latest CNC equipment. 
Quantity fabrications with or with- 
out hard tooling. Press work to 250 
ton. Computerized production con- 
trol. Quality control program. Sig- 
nificant manufacturing economies 
from 62 years experience. Ask for 
quote and delivery on your job. 
MIDMARK CORPORATION 
Dept. PC, Minster, Ohio 45865 


Toll free 1-800-537-6679 
In Ohio (419) 628-2311 
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Have you tried our 
Specials? 


Any ads appearing in are 
NEW so that you won’t miss 
them and they won’t miss you! 


Try ’em 
you'll like ’em! 


Saueniieiee 1 include spur, helical, — 
shafts, internal. We make our own blanks, 
plant. Good quality control, 
engineering, competitive prices. 

Send your prints for quotation to: 
JACKSON GEAR COMPANY 
221 Mill Ave. 

Brooklyn, Michigan 49230 
phone: 517-592-6021 
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50,000 sq. ft. 


ONE OF THE NATIONS 
NEWEST MOST MODERN 


AUTOMATIC SCREW 
MACHINE PLANTS 


MULTIPLE SPINDLE 
Acme and New Brittons 
9/16” To 1-5/8” 

4 to 8 Weeks Lead Time 


BRASS ONLY 
On Site Heat Treating 
Complete Secondary Available 


450 Leggitt Rd., Marshall, Mi. 49068 


616-781-3901 
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iart 


:STEEL WANTED 
We will purchase 


EXCESS OR OBSOLETE STEEL 


CONSUMERS STEEL PRODUCTS CO. 
8610 Bessemer Ave., Dept. 8 
Cleveland, Ohio 441 
Area Code 216 683-7171 
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SURPLUS—Vickers, Racine, Denison oil- 


gear, Pumps, Valves, Cartridge Kits, Rings, 
Vanes, Shafts, etc. 


CRS SERVICE, INC. 
650 N. Rochester Rd. 
Clawson, Mich. 48017 


Phone: 313-583-9698 
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WANTED! 
USABLE COPPER 


MAGNET WIRE 


Call Mr. Kent 
312-267-9019 


area 
AERO WIRE ; 


3902 N. Elston Pesta 
Chicago, Il. 60618 
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SURPLUS STEEL WANTED 


OUR AD IS SMALL 
SO WE CAN PAY YOU MORE! 


METAL EMPORIUM INC. 
Patton Avenue 
West ban N.Y. 11704 
516-643-2242 
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MANUFACTURERS & 
CONTRACTORS! 


We will buy your excess or obsolete steel 

and meta! inventory in plate, structurals, 

beams, tubing, pipe coils, sheets, and 

shapes, any size, grade, or condition. 
GALAXY STEEL & TUBE, INC. 

800 Waukegan Road 

Glenview, IL 60025 312-729-3500 
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Specialists in industrial and price 
catalogs. Typesetting, printing, 
binding, and mailing to meet 
your varied and specific graphic 


needs and budget. Anywhere in 
the U.S. 


Carl H. Wurzer 
CENTAUR & COMPANY 
1629 K Street, N.W. 
Washington, D.C. 20006 
301-983-1152 
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positions available 


WANTED 
“PURCHASING MANAGER” 
— proven performer. 
Thorough knowledge of steel industry both 
domestic and foreign. Seven years experience 
in purchasing field. College or seminar educa- 
tion in Marketing and Finance beneficial. Must 
have ability to manage both inventory and 
peopie. Excellent management growth poten- 
tial for right person. Attractive salary — benefit 
pian offered commensurate with experience. 
Send compiete resume, employment history 
and salary requirements to: 

Box 8-28 


DIVISION PURCHASING 
ADMINISTRATOR 


Medium-sized chemical division of a 
corporation located in South Central 
U.S. requires experienced purchasing 
administrator. Experience in contract 
negotiations, systems and procedures, 
and planning desirable. Bachelor degree 
in chemistry, engineering and/or busi- 
ness preferred. Starting salary commen- 
surate with experience plus excellent 
benefits package inciuding relocation 
assistance. Please submit resume 
including salary requirements to: 


VULCAN MATERIALS COMPANY 
PERSONNEL DEPT. 
P.O. BOX 7 


. O. BOX 7689 
BIRMINGHAM, ALA 35253 


DIRECTOR OF PURCHASING-MATERIALS MANAGER 
Aggressive director, M aldedceltt with 17 years 
reed C.P.M., seeki 


experience, 
challenging position "in parenahs or materials 
eso sodas Achieved large cost reductions during 
past two years, negotiated many effective contracts, 
developed ay Py peta and supervised department 
of 8 people. if interested, contact Thomas F. Bonniol., 
enue tee . Delray Beach, Florida 33444, (305) 


MULTI-TALENTED PURCHASING PROFESSIONAL 


POSITION WANTED 


Widely-known purchasing professional seeks 
to relocate in a new and chalienging position 
due to reorganization. Over 20 years extensive 
and diverse purchasing experience. Served in 
executive capacity as State Procurement Offi- 
cer, County Government Purchasing Agent, 
Hospital Purchasing Manager, University Pur- 
chasing Agent, School Board Purchasing 
Agent, and in private industry. A frequent 
speaker, consultant and author. individual de- 
sires to utilize knowledge and energy in a 
strong and vigorous procurement environment. 
Age 41. Mobile. Direct ali inquiries to P.O. 
Box 10501, Chicago, {1. 60610. 
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Job scene 


Brakes on in Motor City 


DETROIT—No where in the U:S. 
have the recession’s effects been 
more pronounced than here, 
where unemployment shot to 19% 
this past summer. 

Detroit’s job scene is an exag- 
gerated version of conditions else- 
where. Not only hourly workers 
have been laid off; white collar 
and management, including pur- 
one pros, have also gotten the 


Where openings do exist, top 
management wants degreed peo- 
ple who know inventory control 
and MRP. 


“People are more picky about : 


who they hire,” reportsa Sun Belt 
personnel man. “MRP experience 
as a requirement is increasing.” 

Overall, the resumes are 
pouring in faster than the list- 
ings. | 
Conditions could improve 
next month, when beleaguered 
automakers will have their new 
front-wheel drive models in the 
showrooms. The industry’s come- 
back is wagered heavily on sales 
successes of Ford’s and Chrysler’s 
new compacts. 

Last good slot filled in De- 
troit: purchasing director for a 
multi-plant auto parts maker at 
$45,000. 

Detroit’s ills have hurt the 
neighborhood, too: 

Toledo, Ohio. Employment 


| is off in this nearby city, mainly | 


’ fabrice 


becauge of the auto industry. The 
best Bets now are at technical 
companies with government con- 
tracts 

One veteran agency has 
had byt a single purchasing job to 
list since the beginning of the 
year,jand that only at the 
$14,0G0-17,000 level in the metal- 
workigg industry. 

Charleston, S.C. Few, if 
any, purchasing slots are open 
here. JIf someone leaves the pur- 
chasing department, they'll put 
his wark load on someone else,” 
says Shirley Fanelli of Powers 
Services, Inc. 

Beyers are more likely to hit 
pay dift in the Southwest. 

as, Texas. Business and 
jobs have held steady here, al- 
though the job scene isn’t hot 
enough to turn anyone’s head. 
One shrewd personnel consultant 
notes ¢0me companies are using 
the recession as an excuse to 
carry @ut periodic housecleaning 
of excess personnel at all levels. 
Still, there are openings, par- 
ticularly in cosmetics and metal 
ing. For these positions, 
employers want buyers with solid 
backgrpunds, including MRP ex- 
periende. 

One typical opening: buyer 


for a fabricating plant. Applicant 

should) have a technical degree, 

for salary of $16,000-18,000. 
—Thomas R. Temin 


Metais, @ 
cosmetics 


RECRUITMENT ADVERTISING JOB Mart — 
positions available 


ht 


LOGISTICS 
SUPERINTENDENTS 
SAUDI ARABIA 


Our client, an agency of the Saudi Arabian government, is 
seeking exceptional men to help build a logistics organi- 
zation. The positions to be filled are: 


Superintendent of Purchasing 
Superintendent of Transportation 
Superintendent of Warehousing 


In each case the successful candidate will assist in the 
selection, training and supervision of personnel, formula- 
tion of policies and procedures, and development and 
implementatin of plans. 


The successful candidates will have substantial func- 
tional experience and demonstrated leadership ability. 
|deal candidates will have experience in airport or related 
operations and in international applications. Warehous- 
ing candidates must be familiar with use of computers in 
material control. Successful candidates and their families 
must be sufficiently flexible and adaptable to live and 
work in a very different culture. 


All positions entail significant salary, free furnished fam- 
ily housing, free automobile, seven weeks annual leave 
and other benefits. 


Qualified applicants should send resume and compensa- 
tion history to 


Gilbert E. Dwyer Associates, Inc. 


420 East 51st Street 
New York, NY 10022 


PURCHASING 
AGENT 


Corporate office in Dallas, 
Texas has immediate open- 
ing for degreed purchasing 
agent with minimum of3 years 
purchasing experience. CPM 
would be a plus. Responsi- 
bilities include national pur- 
chasing agreements, procure- 
ment of cement bags and 
mobile equipment. Send 
resume with salary history in 
confidence to: 
Box G-22 


An Equal Opportunity Employer M/F 


PURCHASING 
MANAGER 


UNBLOCK YOUR CAREER GROWTH 
WITH A MOVE TO HOUSTON 


A major oilfield services 
company, headquartered in 
Houston, has an immediate need 
of a Purchasing Manager 
interested in career advancement. 
We are seeking an experienced 
individual with: 


e oilfield experience 

e apo wecye of transportation 
ie 

e international exposure 

 accounting/ financial background 

eexperience working in a 
corporate headquarters 


Responsibilities will include 
managing purchasing systems 
departmental personnel and all 
other purchasing department 
duties. Our company offers an 
excellent future with advance- 
ment opportunities to an achiever 
who takes pride in a job well done. 
Competitive salary and compre- 
hensive benefits. 


TO APPLY, PLEASE SEND 
RESUME TO: 
T.J. STEPIEN & ASSOCIATES 


1900 West Loop South, Suite 1780 
Houston, TX 77027 


MATERIALS 
SOUTHEAST THE PROFESSIONALS 90,000 Purchasing Pros are 
Our 12 offices in NC, SC, GA, VA, and FLA ee any pb gd : 
specialize in Purchasing, Electronics, Elec- » INC. PROFESSIONALS reading this ad—would you 


tro-Mech., and Engineerin 
16K to 35K. Aggressive, 
Paid Service. Send resume with salary info. 
to: Walt Loescher, BEALL PERSONNEL, P.O. 
Box 4006-P Anderson, SC 29622 


ee eo like to meet some of them? 
Call Lynn George now—203- 


327-6772. She'll show you how! 


Southwest/West 
P.O. Box 18:02 Las Vegas, NV 89114 
Metro New Y 
P.O. Box 3207 


or 
_ Stamford, CT 06905 
or » 
179 Allen St. 


New Eng and 
Hartford, «T 06103 


Send box no. replies to: PURCHASING JOB MART, 1200 Summer Street, Stamford, Conn. 06905 
PIIBCHOSING SEPTEMBEB 18 198N 135 


ale OO ee ae ee ee eee ee —_—— 
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RECRUITMENT ADVERTISING JOb Ma 


PURCHASING 
We serve Cincinnati and National Clients with 
requirements for: BUYERS, M.R.P. SPECIAL- 
ISTS & MANAGERS. All positions are fee paid. 
For additional information, contact Patrick 


PURCHASING 
DIRECTOR 


Rockford, Illinois, population 147,000 
is seeking replacement for retired Pur- 
asing Director. Applicants should 
have extensive experience in pro- 

ament of a wide variety of com- 
modities supplemented by experience 
in handling bids for construction 
projects and professional services. A 
elor's Degree in business or re- 
lated field with professional (CPM) 
certification highly desirable. Salary 
$23,205 — $27,147. Send resume’s to 
Mr. Donald Fane, Chief Examiner, Per- 
2| Department, 425 East State St., 
Rockford, IL 61104. Resume’s must be 
filed in this office before 4:00 P.M. 
October 3, 1980. 


Nationwide opportunities offered for your consideration 
by the pecesetiers in Purchasing recruitment. 

Supply & Distribution Mgr. = Oil eeeeee To 100M 
Buyer-Crude Oil eeeeeeeveeee eevee To 50M 
Sr. Buyer — Plastics/CA eeeeoeevee eee 

Sr. Mech. Buyer — Plastics Mfr/CA..... 

P.A. — Oil/Petroleum. plant equip. ....-. 

Mat'ls Mgr — Metal Prods./NC 

IC Supv. — Process industry . 

Purch. Mgr. — Electro-Mech/W! . ee 

Purch. Agent — Chemicals/Chicago .... 

IC Mgr. — Computer/Northeast......- 

Buyer — E&C/Southwest eee ° 

Buyer — Mechanical/CA ... 

Mat'ls Mgr. i West Virginia eeeee o ° 
Buver — Computer hardware .....-. 


BRITT ASSOCIATES 


FEE PAID, CONFIDENTIAL SERVICE 


53 Weet Jackson Bivd., Chicago 60604 
(312) 427-9450 


F. Santullo. 


Baldwin & Associates 


22W9INSE CincinnahOno 45202 513/2416557 


SPECIALISTS IN PURCHASING 
Purch. Mgr. — Machining ecoeccecccccs o SOMK 
Sub-Contract Admin. eoccccccccc cc o $OOK 
Cap't. Eqpt. — BSME ecccececccc cc o $GaK 
Mechanical Buyer ...sccccececeses 
Packaging Buyer... 2. ecccesecnces eo $2IK 
Buyers.e. sce eecesececesseesces $18-30K 


F-O-R-T-U-N-E 
455 Pennsylvania Avenue, Suite 105 
Ft. Washington, PA 19034 (215) 542-9800 


Specialists to the 
Purchasing/Materials Management 
Community 


Mgr. Contr. Admin-DOD-NASA ... to $60K 
Purchasing Mgr., Electronics .... to $50K 
Plan. Mgr., Pharm. .cccccccces to $48K 
P.M. FUOE os ene 6 sreeccnsc« t0 948K 
P.M., Metals....-.-eeee0. eeesse to $45K 
Sub. Cont. Admin., Gov. El. Contr... . to $30K al 

Sr. Buyer, Elect., Contracts...... to $30K giptionttng rin aioe rife — “ie 
Mati. Control Supv., Job Shop.... to $25K TS cere ee Ae ae SR ae 
Buyers & P.A.'s, All Industries... . $15-30K _ Mgr. LAW! bas a eee d 


F-O-R-T-U-N-E CME. acob on beck eet ee 
Personnel Agency, Inc. ' eee eee eres 


505 PUet) oaT-1008 10017 ichigan Ave., Suite 1044D, Chicago, || 60611 
9130 NATIONWIDE fees & relocation paid 


PURCHASING AGENT 
Hamilton, Ohio. Salary to $26,543. Ac- 
countabilities involve supervision of 
municipal purchasing and stores under 
direction of Finance Officer. Strong 
management skills required with proven 


ability in purchasing function. Full range 
employee benefits. Promotion created 
this vacancy. Submit current and de- 
tailed resume to: 
G. J. HUBER, Room 202, 
Municipal Bullding, 
Hamilton, OH 45013. 


ORDER FORM JOB MART 
POSITIONS AVAILABLE Stamford: BT 0g008 


Please run the following “Positions Available” ad in the next issue of PURCHASING’s JOB MART. 
(Figure 30 words to one inch). 


(Print of type) 


OO Assign me a Box Number. OJ Use address as shown. 
Name (print) Address 
Company City, 
Phone __ se essSSSSSSSSSSSSSSSSSSFSSSSSSTTTTTTT.TUTU...CTS#Sttatte, Zip 


STANDARD INCH UNITS 
(Minimum Buy—$105.00) 


Advertisers may purchase space at the inch rate up to 8 inches. 
Thereafter standard display rates apply. 


STANDARD DISPLAY UNITS 


Black & White Advertising Rates Per Insertion (Full Run) Over 
89,000 Circulation 


Frequency V2 W% VW 


- 2 ss 4e Bt er le 
1x $105 $210 «$315 «$420 $525 «$630 $735 «$840 pe A 
6x 90 180 270 360 450 540 630 720 ‘oe -qaae|| | eae 
12x 8 170 255 340 425 510 595 680 ee epg: ae 
1,670 1,130 955 


(Above rates are per insertion) 


Blind Box Number. Add an additional $10.00 per insertion to cover postage and handling 


Do you have any questions? Call today . . . 203-327-6772 or 327-6746 . . . Ask for Lynn George Recruitment Ad 
Manager, or Joyce Hinders, Recruitment Ad Rep. To reach over 89,000 Purchasing Executives run your ad now!!! 


“You'll be glad you did!” 


Send box no. replies to: PURCHASING JOB) MART, 1206- Summer. Street, Stamford, Conn. 06905 : 
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Commodity leadtimes 


This month vs: Shorter Longer Same 
Month ago 25 27 73 
Year ago 92 t 26 


Biggest monthly increases 0, decreases 0 


1-5 6-10 11-20 21-30 ty Avg. Mo. Yr. 
STEEL wks wks wks wks _wks (wks) ago __ago 
Plate 71% 29% 0% 0% 0% 4.0 4.5 5.1 
_ Sheet & strip (HR & CR) 63 37 0 0 0 43 ar. 7:4 
Sheet & strip (SS) 64 30 6 0 0 4.9 5.1 7.3 
Galvanized sheets 42 54 4 0 0 6.0 43 69 
Precoated sheets 27 60 13 0 0 7.5 6.7 9.1 
Bars & rods (HR & CF) 64 33 3 0 0 4.7 42 63 
Bars & rods (SS) 75 17 8 0 0 45 4.0 5.7 
Strapping 94 3 3 0 0 3.1 2.8 3.8 
Structurals 77. 20 3 0 0 4.0 40 55 
Tool steel 54 15 2. 3 3 8.1 7.4 8.3 
Gray iron castings 11 73 8 8 0 9.4 8.7 11.4 
Steel castings 5 50 35 5 5 12.4 11.2 14.4 
Ductile iron castings 7 69 12 12 0 106 102 12.9 
Investment castings 0 25 58 17 0 15.3 149 15.0 
Forgings 10 40 35 15 0 12.7 11.9 163 
Steel wire (inci. galv.) 53 31 8 8 0 7.0 40 63 
Carbon tubing 62 32 6 0 0 5.0 5.0 7.4 
Alloy tubi cx) 33 19 5 0 7.9 6.7 10.6 
NONFERROUS METALS 
Sheet & strip (cop./brass) 67 30 3 0 0 45 5.0 6.0 
Bars & rods (cop./brass) 76 21 3 0 0 4.0 6.4 6.5 
Copper tubing 56 40 4 0 0 5.2 44 6.2 
Bronze castings 20 60 20 0 0 8.4 9.5 106 
Copper wire & cable 48 48 4 0 0 5.7 4.6 7.7 
Magnet wire 45 45 10 0 0 6.3 58 89 
Sheet & strip (aluminum) 56 37 7 0 i) 5.4 5.1 8.9 
Bars & rods (aluminum) 67 22 11 0 0 5.1 3.8 6.8 
Aluminum wire & cable 36 46 18 0 0 7.4 63 118 
Tubing (aluminum 59 29 12 0 0 5.7 4.8 8.8 
Aluminum casti 19 63 14 4 0 8.7 94 11.2 
Bars & rods (titanium) 25 0 75 0 0 123 116 9.1 
Zinc 46 8 0 0 6.1 8.0 73 


FABRICATED METAL PRODUCTS 

Weildments 45 45 5 5 0 6.7 63 7.2 
Structural steel, fabricated 31 50 19 0 0 7.7 73 7.5 
Cans 36 36 28 0 0 8.1 ee 
Steel drums (shipping) 82 18 0 0 0 3.5 40 46 
Stampings 18 66 16 0 0 8.2 74 88 
Chain 72 22 6 0 0 4.5 45 73 
Jigs & fixtures 5 50 35 10 0 12.1 10.1 10.5 
General machining 47 40 13 0 0 6.4 58 682 
Powder metal parts 5 58 37 0 0 105 121 144 


MECHANICAL/ELECTRICAL EQUIP. & SUPPLIES 


Electric motors: fhp 41 22 31 6 0 91-78 9.1 
Elec. motors: 1-30 hp 41 34 22 3 0 7.9 86 99 
Elec. motors: over 30 hp 25 40 30 5 0 98 11.7 12.1 
Motor controls 41 28 28 3 0 8.4 7.8 8.0 
Pumps 32 36 25 7 0 93 103 10.7 
Gears 35 35 22 4 a 93 114 104 
Nonfriction bearings 45 27 16 6 6 9.2 9.7 10.6 
Screw machine parts 16 65 16 3 0 8.8 86 10.6 
Fasteners, standard 88 11 1 0 0 3.2 3.7 4.1 
Fasteners, special 23 54 23 0 0 8.5 9.0 116 
Pipe fittings 85 12 3 0 0 3.6 35 43 
Machine tools 39 27 13 0 21 11.0 ‘Fae. toe 
Portable power tools 86 4 10 0 0 4.0 3.6 3.9 
Speed reducers 42 47 11 0 0 6.5 ta. t8 
r parts 73 17 10 0 0 4.7 8.2 69 
Cutting tools 78 19 3 0 0 3.9 5.2 62 
Grinding wheels 63 27 10 0 0 5.3 5.7 6.2 
Welding rods 96 4 0 0 0 2.7 3.1 2.8 
Lubricants 94 6 0 0 0 2.8 2.8 2.7 
Adhesives 76 20 4 0 0 4.1 3.0 39 
MATERIAL HANDLING EQUIPMENT 
Cranes & hoists 27 27 27 19 0 116 122 138 
Lift trucks 9 30 CX) 13 5 142 123 13.6 
Conveyors 31 38 23 8 0 94 109 12.0 
Lift truck batteries 50 19 25 0 6 8.5 5.7 65 


(125 items in production quantities; % of buyers responding) 


over 
1-5 610 11-20 21-30 30 Avg. Mo. Yr. 
wks wks (wks 


CHEMICALS wks wks 
Paint 90% 10% 0% 0% 0% 3.1 33 34 
ments 86 14 0 0 0 3.3 3.7 4.0 
nts 89 11 0 0 0 3.1 28 36 
Com 98 2 0 0 0 2.6 26 27 
Solvents 97 3 0 0 0 2.7 26 3.z1 
Plastic resins 81 19 0 0 0 3.5 oi =o 
Plasticizers st a 0 0 0 3.0 39 5.0 
Sulfuric acid 94 6 0 0 0 2.8 2.8 2.8 
Nitric acid 95 5 0 0 0 28 2.9 3.1 
Hydrochloric acid 90 10 0 0 0 3.0 28 35 
Fatty acids 95 5 0 0 0 28 29 3.9 
Alcohols 98 2 0 0 0 2.6 a7 31 
Benzene 100 0 0 0 0 2.5 32 36 
Chiorine 95 5 0 0 0 2.8 3.0 2.8 
Ethylene | 100 0 0 0 0 2.5 286 29 
Soda ash 97 3 0 0 0 2.7 33 43 

ELECTRICAL/ELECTRONIC COMPONENTS 
Pressure gauges 59 38 3 0 0 5.0 6.7 6.86 
Temperature controls 41 47 12 0 0 6.6 7.0 8.0 
Instruments/gauges 41 45 14 0 0 6.8 A. 8.4 
Chart recorders 38 53 9 0 0 6.6 7a 78 
Lamps 80 17 3 0 0 3.4 39 43 
Switches 61 27 12 0 0 5.5 5.7 62 
‘Relays/solenoids 40 a4 14 2 8) 7.2 re 6.9 
Transformers 40 35 23 2 0 79 85 10.4 
‘Integrated circuits 24 38 19 14 5 108 104 12.1 
Other semicons 49 34 14 3 0 6.9 77 869.4 
‘Resistors 60 31 : 0 0 5.4 5.7 65 
‘Capacitors 44 31 23 2 0 ft 8.4 9.0 
Printed circuits 28 54 18 0 0 78 7.3 9.1 
Connectors 53 31 13 3 0 66 78 #73 
WOOD AND PAPER PRODUCTS 

Lumber 91 8 1 0 0 3.1 32 3.7 
Plywood 96 4 0 0 0 2.7 30 863.7 
Pallets 91 9 0 0 0 3.0 29 36 
Industrial crates 96 4 0 0 0 2.7 3.2 46 
Fiber drums 93 5 2 0 0 3.0 2.7 3.9 
containers 95 5 0 0 0 2.8 29 3.5 
Multiwall bags 71 22 7 0 0 46 5.0 72 
Kraft paper 82 18 0 0 0 3.5 35 43 
Printing paper 78 22 0 0 0 3.7 36 §2 
Foil laminates 53 44 0 3 0 5.6 70 866 


OFFICE SUPPLIES AND EQUIPMENT 


Envelopes & stationery 83 16 1 0 0 3.5 35 38 
Copier paper 93 5 1 1 0 3.1 30 3.0 
Tab cards 86 14 0 0 0 3.3 38 40 
Business forms 57 39 4 0 0 5.2 §.0 56.7 
Office furniture 35 37 24 4 0 8.6 TH 441 
Typewriters 32 38 23 6 1 9.2 89 108 
Calculators 94 6 0 0 0 2.8 3.1 4,1 


PLASTIC AND RUBBER PRODUCTS 


Molded parts 38 60 2 0 0 6.0 64 8.1 
Plastic film 72 27 1 0 0 4.1 43 56 
Plastic pipe and tubing 85 15 0 0 0 3.3 38 47 
Plastic bottles 66 34 0 0 0 4.4 50 58 
Sheeting/gaskets 61 37 2 0 0 48 43 50 
Seals and rings 71 29 0 0 0 4.1 47 59 

belti 75 23 2 0 0 4.0 3.9 54 
V-belts 96 4 0 0 0 2.7 3.0 3.7 
Hose 91 9 0 0 0 3.0 33 42 


Glass parts 43 43 14 0 0 6.7 56 78 
Glass bottles 19 67 14 0 0 8.0 54 72 
Refractories 41 41 18 0 0 Ut. 74 87 
Fiberglass 53 37 10 0 0 5.8 5.5 6.7 


Purchasing’s Leadtimes may be reproduced for use by other departments. 
© 1980 PURCHASING Magazine 
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LYON doesn’t box you in on lockers. 
We mix or match to suit your needs. 


Your Lyon Dealer adds the touch of a storage architect — ia ae ts = . 

helping you select the sizes and types of Lyon lockers to E REE KIT 

meet your needs exactly. helps solve 
Choose from single tier lockers for full length storage... storage problems. 


ee POCsO duplex models where space is limited... box Lyon's new “SOLVING STORAGE PROBLEMS’ kit contains these 
lockers for smaller items . .. see-through lockers of expanded helpful catalogs in a handy folder for quick reference or filing: 


metal for maximum ventilation. 1 Lyon Stee! Lockers—for every need. 
é oe a 2 Lyon Condensed Catalog—steel shelving 
In fact, Lyon has a handsome free-standing, built-in or and racks, lockers, shop and office equipment. 
inati : 3 “The Touch of a Storage Architect” —shows 
combination locker system to meet every storage require- oer Liens hatin cea cane cate 


ment. Colorscaping by Lyon is the frosting on the cake for 4 Lyon Minitrieve™ —auto- 
color contrast, accent or harmony with your environment. mated storage/retrieval. 


And you can count on durability and security—over 75 Circle Reader Service Num- 


° ° ber 25 if you want this free 
years of Lyon experience assure it. multi-catalog kit PLUS reg- 


ular Lyon product mailings. 
Circle Reader Serevice Num- 
ber 26 if you want ONLY 


® 
LYON iicins | gees 
ARCHITECTS S228 3a 


and SHELVING. 
LYON METAL PRODUCTS, INCORPORATED General Offices: Aurora, Illinois 60507 
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eCrude materials prices take a rest 
eChemicals output to lose 5% in recession 
@Rail freight to shrink 5% during 1980 


Natural gas sales 


Crude petroleum production 


(Tril. Btu) rota utility sales) (Mil. a 


Source: AGA Source: Commerce BBLS 
Output per employee-hour 
(Manufacturing sector) (1967 = 100) 
136-— ye 550 <a | 
(1967=100) | | 
| | 450 a LT 
ee | Crude materials 
350 (excl. foodstuffs) —+— 
128-- : 250 raf CTE 
150 
ss _.: ; 
1981 1976 1977 1978 
Source: Bureau of Labor Statistics © Source: BLS 
Chemicals production Aluminum production 
(Seasonally adjusted) (Primary. domestic and foreign ores! 
130 (Thous. short tons) 


Source: Federal Reserve Board Source: Aluminum Assn 


Early Warning Indicator interest rates 


0/ (End of quarter values) 
(%) 


Average 
prime rate 


charged by ~"4 — 
. . 7 7 ” 


Source: Cahners Economics Dept 


Railroad freight traffic 


(Class 1 railroads, revenue freight only) 


Sources: Citibank, FRB, Treasury 


Intercity truck tonnage 


(Not seasonally adjusted) 


Source: AAR 


Source: ATA 


Forecasts: Cahners Economics Department 


— ——~— | _ Finished goal 
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Forecasts 


Electric power production 
(Bil. kwh) 
650 


(By utilities) 


600 


1980 | 1981 


Source: Commerce Dept 


Producer price indexes 


= +. a. ee” Cae | 


(excl. foods) 


1980 


1981 


Steel production 
(Mil. short tons) 
40 


Source: Commerce Dept 


Dow Jones industrial average 


(Closing prices on 20th of each month) 


Source: Dow Jones 


Vendor performance 


o/,, (Percent companies reporting slower 
(%) deliveries — Chicago) 


i 


70-7 


50- 


304 


Source PMAC 
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You 


You can’t afford a loser. 


But you have to have a constant supply of 
metal. You’ve got to keep production running. 
There is a way out. There’s an 


alternative to warehousing your 
own metal inventory and all of the 
costs that entails. The tied-up 
capital, the building itself, the 
taxes, insurance and the cost of 
maintenance and security. 

Use a company, or a number 
of companies, who are members 
of the Steel Service Center 
Institute, to supply your metal, 


> >» ‘sz - > nk ~ b : 
_— Wi « ’ , ~ : nal ‘ed 4 
- ‘ -, = A = 7 / 
q =. - - 0 ee ee v9 ; 
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r steel storage area 
can be a real loser. 


as you need it and ready for production. 
Talk to the SSCI experts at a metal service 
center. Tell them what your inventory needs are. 


Modern metal service centers have 
specialized equipment to handle large 
inventories efficiently. 


itt Steel Service Centers 


Where and how you are housing 
inventory. 

And ask them to take you 
through our members’ booklet: 
“From purchase/To profit? It 
addresses inventory costs and all 
the other Costs of Possession that 
affect your profitability. 

You can do something about 
that non-profit center. And profit 
by it. 


Steel Service Center Institute, 1600 Terminal Tower, Cleveland; Ohio 44113 
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For more information circle 110 
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eElectricity rate gains to moderate in ’81 
e@Auto output to be just 6 million in 1980 
@Steel imports will revive slowly 


Petroleum products prices Electric power prices 


(Producer prices of refined products) 


900 


Source: Bureau of Labor Statistics Source: BLS Source: BLS 


Machine tool new orders Passenger car production Steel shipments to 
(Mil. units) (U.S. plants) service centers 
3.0 7 


Source: NMBTA Source:MVMA Source: Commerce Dept 
Steel mill products Forging shipments, iron casting shipments, 
imports/exports new orders unfilled orders 
($ mil.) (Castings for sale) 
6000 | (Thous. short tons) 2300 (Thous. short tons) 
5000+ 


\ 
Unfilled orders 


2000-+—_—— End of quarter) 
1000-——— 
2 
Source: Commerce Dept. Source: Forging Industry Assn. Source: Commerce Dept 
Paper and paperboard Container shipments Plastics production 
production (Corrugated and solid fiber boxes) 
(Mil. short tons) (Bil. sq. ft., surface area) tt bit 
16 65 
15 
14 
13 
0 
| 1979 | | 1980 | 
Source: Commerce Dept. Source: Commerce Dept. Sources: SPI, Cahners Economics Dept 
Metals operating rates Paper operating rates Chemicals operating rates 
(%) (Previous low: 69.9% in 2Q '75) (%) (Previous low: 74.3% in 2Q '75) (%) (Previous low: 66.8% in 1Q '75) 


(| | 


Source: F Federal Reserve Board Source: FRB Source: FRB 
Forecasts: Cahners Economics Department Digitized by WOO Te 
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I/S ratios to drift down slowly 


Gross national product 
($ bil.) 


Source: Commerce Dept. 


Gross national product (adjust- 
ed for inflation) should turn up 
next quarter—initiating a slug- 
gish recovery. Real GNP is expected 
to grow just 3% (annual rate) late 
this year/early next and 4% for the 
rest of 1981. Slow growth should 
moderate inflation. Economy-wide 
prices are forecast to run 8% 
during 1981, following this year’s 
10% gain. 


New plant and equipment 
expenditures 
($ bil.) (All industries) 


Source: Commerce Dept. 


New plant and equipment 
spending in the second half of 1980 
is expected to post only a 7-8% gain 
over second-half 1979. The weak- 
ness is forecast to linger into 1981. 
Expansion plans won't be put 
through until some slack in 
capacity is taken up. This year the 
biggest increases are expected to 
come from aircraft, steel, paper, 
and petroleum. 


Durable goods orders 
($ bil.) 


backlogs 


KK 
or 
71s 


New orders 
(Quarterly totals) 


Source: Commerce Dept. 


Orders for durable goods are 
expected to trough this quarter. 
They should rise steadily, posting 
a 9% increase next year. Auto 
related industries should revive 
first. Firms are expected to be 
working off backlogs until early 
next year. Result: stable or shorter 
leadtimes ahead. Unfilled orders 
are expected to gain little or no 
ground in 1981. 


industrial production 


(1967 = 100) 


Source:Federal Reserve Board 


Industrial production is expect- 
ed to turn the corner and start 
heading up shortly. Consumer- 
oriented markets, especially those 
tied to autos and housing, should 
lead the way. Laggers should be 
those tied to plant and equipment. 
Production is expected to grow just 
2% next year with the consumer 
still cautious and government 
policy still conservative. 
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Forecast data: Perry Patterson, director of economics, 
Cahners Economics Department. For information on how to 
subscribe to Cahners Early Warning Forecast Service, 
developed to help purchasing managers make their own 
forecasts of prices, leadtimes, etc., circle no. 339 on the 
Information Retrieval Card. 


($ bil.) 


imports/exports of goods 
and services 


i e 


Exports 
| 


Source: Commerce Dept. 


a 
| ae 


U.S. balance of trade is expected 
to stay in deficit. But the gap is not 
forecast to widen in 1981. Imports 
are expected to grow 16% during 
1981. That would be slower than 
this year, as the nation curbs its 
use of imported oil. Exports are 
forecast to grow 17%—also worse 
than 1980. Trading partners will 
be shaking off effects of their own 
recessions. 


Inventory to sales ratio 


(Manufacturing) 


oe ratio) 


Source: Commerce Dept. 


Manufacturers’ I/S ratios proba- 
bly will be trending down at least 
through 1981. The decline will be 
slow since there probably won’t be 
a surge in demand to quickly use 
up stocks. Monitoring material 
requirements will remain impor- 
tant even in the recovery. By late 
1981, the ratios are forecast to be 
down to where they stood a few 
months ago. es 
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1s well as applications 
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‘arbon steel piping products. © 


PIPELINES 


Specialty large diameter pipeline fittings, such as: “scraper bar tees’, as well as a wide range of 
biping components requiring short lead times or emergency service. 


REFINERIES 


“ull range of piping component products from 1/2” to 42” IPS, manufactured specifically for 
high pressure, corrosive, or high temperature environments, in carbon, low alloy, stainless 
steel & high nickel alloys. 


vontact us, day or night. Keep your downtime to a minimum! 


| 
Sustom Alloy Corporation, Route 513, Califon, New Jersey 07830 U.S.A. 


PHONE: 201-832-7111 TWX: 510-235-3362 
ELEX: 13-6456 CABLE: CUSTOMALOY 
Ba OFFICES: 


2040 North Loop West 1151 Dove Street 
Houston, Texas 77018 Newport Beach 
3-688-9741 
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> iz machining problem 

—ike with Carpenter Project 70° 

ly Mids i/))\ stainless machining bars. 

—. | ee TS. 

on ie 4 \-7 ‘_f After all the care and skill trolled process technology 

7 you put into your projects, from melt to finish can 

1 ie you want results. That's why | mean only one thing: atop 
you should demand quality, quality product from the 


consistency, lot-to-lot uni- 


Users of Carpenter Project 
70 stainless machining bars 
experience better finishes, 
, faster speeds, longer tool 
life, fewer rejects, when 
_ they run our Types 303, 304, 
316, 416, and 182-FM. 


Our exceptionally well con- 
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industry's leader. 


Carpenter offers you stain- 
less machining bars available 
from 21 nationally located 
warehouses. Call the spe- 
clalty steel producer dedi- 
cated to your future. Con- 
tact your local Carpenter 
Service Center. 


CARPENTER TECHNOLOGY 


CARPENTER STEEL DIVISION » READING, PA 19603 
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_ Vendor performance gets tough review 
_ Consider total costs for health and safety gear 
New opportunities open up in stampings 


MAREMONT'S 
MYRON FRYE 


Champions 


. Consignment 
buys 


THESE TOUGH GUYS CAN 
REALLY TAKE THE HEAT! 


New DoALL 
Super Premium 
End Mills 


= For hard-to-machine materials 

= For increased machine uptime on all 
materials 

= For longer tool life, easier resharpening, 
greater productivity 

= For better finishes 


HARDNESS Rec 


DoALL’s new Super Premium end 
mills have excellent abrasion resis- 
tance for longer tool life and superior 
hot hardness for greater productivity. 
Field test results show they are less 
likely to chip, easier to resharpen and 
permit higher speeds and feeds. 
Super Premium end mills are made 
of powdered metal alloy steel with 
very fine, uniform microstructure and 
high hardness (67-69 Rc). This im- 
parts hardness without sacrificing 
toughness making them ideal for hard- 
to-machine materials like titanium, 
Inconel, maraging steels, stainless 
steels, moly-type tool steels and 
space-age exotics. In machining mild 
steels too, they perform well, allow- 
ing increased uptime and tool life on 
high production runs. 

Super Premium end mills are avail- 
able in 3/16- to 1-in. dia, single or 
double end, 2 or 4 flute. Call your 
DoALL Industrial Supply Center to 
find out more about these new end 
mills and the over 1800 other styles 
and sizes of end mills available from 
DoALL. You'll find the number in the 
Yellow Pages under “Industrial Equip- 
ment & Supplies.” Or contact DoALL ~ 
Company, 254 North Laurel Avenue, — 
Des Plaines, Illinois 60016. Telephone v4 
312/824-1122. a 


DéALL il 


process é 
For the whole shop and edges and flutes for more accurate” * 


Curves compare the hardness of vari- 
ous end mill materials. At elevated 
temperatures, DoALL Super Premium 
end mills maintain a higher hardness 
when subjected to excessive heat gen- 
erated when machining difficult materials. 


SESS See 
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CONVENTIONAL 
GRIND FINISH 


DoALL 
SUPER GRIND 
FINISH 


Actual unretouched photo 
at 10X magnification 
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NOW'S A GOOD TIME to lock into firm 
pricing. This quarter is expec- 
ted to witness the coolest rate of 
industrial price inflation in this 
business cycle, according to a 
PURCHASING survey. From the end 

of this year to the end of next, 
buyers we queried see inflation 
climbing fromone of a 7% rate to 
8-9%. Government is blamed for 

the upward spiral. It is injecting 
dollars into and interfering with 
the market in an attempt to pull 
the economy out of recession. 
Hottest price areas will be ener- 


gy and chemicals, say fellow P.M.s. 


Paper and packaging are expected 
to have a moderating influence. 


PETROCHEMICAL BUYERS should take 
a hard line on most price hikes 
for at least another 3 or 4 
months, despite spotty signs of 
an economic recovery. One top 
petrochemical exec in Houston 
notes that several plants around 
the country were shut down for 
maintenance and repair this year, 
and remain idle for lack of 
demand. "The industry probably 
lost 1-14 years" growth in '80," 
he says, meaning that some 
producers won't get back to the 
late 1979 pace until April or May 
of next year. Moral: Check price 
increases against operating rates. 


EXPECT STABILITY IN PRICES for 
natural rubber, but supplies will 
remain tight for the immediate 
future. Although worldwide demand 
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is holding up, U.S. rubber 
consumers--the world's largest-- 
are slow and haven't bought much 
rubber in recent months. New 
market factor: An international 
natural rubber agreement, set to 
go into effect this month, will 
use a large buffer stock to help 
Stabilize prices. The rubber pact 
also gives the U.S. a chance to 
urge producers to change their 
tax and export policies to 
encourage greater production. 


EXPECT PRICES and production of 
containerboard to be low for a 
few more months. While many other 
industries got their inventories 
under control this summer, stocks 
of containerboard continued to 
rise. With the economy still 
weak, box makers will have to 
rely on price incentives and low 
operating rates to curb their 
inventories from an overloaded 

7 weeks' supply to a more usual 

6 weeks'. 


TAKE ADVANTAGES OF BARGAINS in 
O-rings. With demand at a low 
ebb, suppliers are discounting 
heavily. Even manufacturers are 
revamping their pricing schedules 
downward. Manufacturers are 
between a rock and a hard place: 
Material costs escalate while 
customers work split-buying and 
blanket-order deals to gain 
discounts. 


TEAMSTERS AND MOTOR CARRIERS 

won't reopen talks on the 1979 
contract, even though deregulation 
was a permissible reason for doing 
so. They tried, but the two sides 
couldn't figure out which portion 
of the trucking industry's troubles 
were attributable to deregulation, 
and which,.to, the, generally poor 


PIIRCHASING OCTORER Oo 10QaN 4 


Purchasing’s 
HOTLINE 


HOTLINE continued on page 5 


economy. Anyway, talks will 

likely start soon after Jan. 1 for 
the next three-year nationwide 
contract which starts in 1981. 


CONSIDER USING TRUCKS operated by 
farm cooperatives. Under the 

Motor Carrier Act of 1980, such 
trucks can carry 25% of their 
annual tonnage as non-farm goods. 
Before, their limit was 15%. Since 
co-op rates don't have to be filed 
with the ICC, their operators 

can usually quote a price and 
begin taking cargo immediately. 
It's usually a one-way 

proposition because when they're 
leaving their point of origin, 
co-op trucks are generally filled 
with market-bound harvest goods. 


DON'T EXPECT TROUBLE in sourcing 
iron castings even though several 
big automotive foundries are being 
phased out. There's still a large 
Surplus of capacity. That 

should continue for several 

months as automakers switch to 
smaller engines and lighter parts, 
such as plastics. Ford is closing 
its Flat Rock, Mich. castings 
plant; and Chrysler, its Huber 
Avenue foundry in Detroit. 
Meanwhile, there are some hints 
that the auto producers may buy 
more castings from outside 
suppliers, but are keeping quiet 
for fear of rattling employees who 
hold castings plant jobs. 


DON'T COUNT ON BEING ABLE to use 
the old lower-of-cost-or-market 
method for valuing your obsolete 
inventory at the end of this 
fiscal year. Prospects look 

dim for a post-election, lame- 
duck session of Congress to pass 
a bill delaying implementation of 
a new replacement-cost method 
based on the Thor Power Tool 
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Supreme Court! ruling. The ruling 
said that companies can't write 
down inventories they haven't 
actually scrapped or attempted 
to sell off cheap. It was hoped 
that Congress} would delay IRS 
from carryingjout the ruling for 
one more year 


EXPECT REDUCED RATES on westbound 
freighter cargo on the North 
Atlantic. One|example: The rate 
for shipping large container 
from Europe if now below $1000, 
from $2000 a year ago. The rate 
war, caused by a shortage of 
westbound traffic, is making 
freighter operators scramble for 
business. Caution: Eastbound 
rates are up.;Exporters are hurt, 
importers helped. Make sure your 
import prices |jreflect new rates. 


THE ECONOMIC MOOD OF P.M.s seems 
generally to be taking a positive 


turn. Example{ More than one in 
five respondents to the current 
NAPM Steel Sufvey expect the 
overall trend jof economic 
activity to head up for the next 
six months. That's the biggest 
Surge in optimism among the group 
Since July 1978. From July to 
August this yq@ar, no respondents 
thought busingss would improve in 
Six months, Their optimism is 
fueled by at Feast two factors: 
Current stock jlevels at their 
plants are trim and current orders 
are up a tick. 


AVAILABLE SOON: 
proceedings off the 1980 conference 
of the Americ Production §& 
Inventory Control Society, set for 
Oct. 14-17 in jLos Angeles. Price: 
$20 for APICS members, $30 for 
nonmembers. ARICS address: Suite 
904, Watergate, 2600 Virginia 

Ave. NW, Washington, D.C. 20037. 
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Purchasing focus ....page 52 
St. Regis’ Schifini buys steel 
strapping on consignment and 
will save his company 
$175,000-20,000 this year. 


YOUR CHECK 
BOUNCED AND 
IM GONNA SUE! 


Purchasing law ...... page 85 
lf a buyer is acting in good 
faith when he stops payment 
on a check, the supplier can’t 
prosecute him. 


52 PURCHASING FOCUS 


Consignment buying yields payoffs by reducing inventory 
costs, boosting production flexibility 


67 TRANSPORTATION 


Inbound routing guides become more crucial as new rates 
and rate innovations are proposed 
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Stampers respond to decline in incoming orders. 
favoring buyers with more opportunities 
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Total costs for up-to-date safety and health protection 
rising higher than inflation rate 
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WHY THE 
GIANTS CALL 
_ THE GIANT. 


It’s slightly staggering to contemplate, but 96% of the companies 
that comprise the Fortune 500 use us for overnight package deliveries. 
Translated, that means that 480 of the 500 largest companies in 
the United States use Purolator Courier. (And if it weren’t for some 
bookkeeping technicalities we could probably report 500 out of 500.) 
Once you use us, you'll know why the Giants of industry think 
so highly of the Giant of the overnight package delivery business. 
| You see, we’re not just bigger (last year we delivered more 
overnight packages than our two largest competitors combined), 
\. we're better, too. We offer you things the other national couriers 
can't. 
We can deliver your packages door-to-door on the ground 
and in the air. Door-to-door to more than 20,000 cities in the 
US, Canada, and Europe. 
We are the only national courier that can deliver your 
package up to 400 miles overnight on the ground. With our 
fleet of 3,500 vans, we can reliably deliver your package 
overnight for about half of what you're used to paying for 
\ equivalent air service. And we'll provide you with a free 
supply of our exclusive HIWAY PAK® containers for 
your convenience. 

If your package is going longer distances, 
we'll fly it to its destination overnight, for as 
little as $17 in one of our SKY PAK® containers. 

And, unlike other national couriers, 
whether you're shipping to London, Indiana 
or London, England, your package never 
leaves our hands once it leaves yours. 
Of course, you don’t have to be a giant 
to call the giant. All you have to be is near 

a phone. 
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Purolator Courier Corp., 3333 New Hyde Park Rd., 
New Hyde Park, N.Y. 11042 Att: Marketing Dept. i 


Dear Purolator Courier: Send me: 


0 Free supply of HIWAY PAK® and SKY ; 
PAK® containers. 
0 Current Service Guide PM i 
0 Free pocket atlas f 
Name. Ci(‘(C‘*zrTitile— SC 
Address 2 i 
City State || f 


_ Purolator courier! 


The giant of the overnight package delivery business. 
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Inventory/sales ratio 
(Manufacturing) 


Census Bureau 


eInventories remain a critical concern 
eSome price hikes aren’t the real thing 


Stocks: The trip 
down will be longer 


CONSERVATIVE BUYING will con- 
tinue to be the strategy for the 
next several quarters. Nimble ef- 
forts so far have only produced a 
stabilization of inventory/sales 
ratios. p.M.s still face a bottoming 
out of the slide in demand and then 
an ever-so-slow recovery. Michael 
Evans, head of a consulting firm 
bearing his name, expects it will 
take cuts in inventories during the 
rest of this year, plus some pick up 
in sales during the first half of 1981 
to bring I/S ratios back to where 
they stood last year. He adds, ‘‘The 
journey from trough to peak took 
only five months.’’ Manufacturers 
of durables will have a more ardu- 
ous task ahead, says Stephen 
Roach, economist with Morgan 
Guaranty Trust Co. That sector’s 
inventory holdings (valued in real 
terms) recently peaked at 2.7 
months—matching the 1973 bulge. 
Roach expects that to get down to 
2.3 months by early 1981. The low 
point last year was 2 months. 


PRICE POSTURING 

Price lists sent through the 
mail recently probably have many 
mark-ups. Those gains “‘are due 
more to guideline posturing than 
fundamental demand,’’ says 


Capital equipment prices 
(Seasonally adjusted) 
(% change, monthly) 
2.0 


Bureau of Labor Statistics 


HIGHLIGHTS: 


Donald Ratajcezak, economist, 
Georgia State University. Because 
there was no clear stand on 
whether cowps authority would be 
renewed this month, manufac- 
turers ‘“‘moved forward to make 
large increases with the expecta- 
tion that the guidelines would 
lapse and then they wouldn’t be 
accountable.’’ Chances are this is a 
cosmetic, one-shot jump in list 
prices from which suppliers could 
be talked into giving discounts. 


SYNTHETIC MATERIALS 

While galloping energy prices 
will be pushing up the cost of syn- 
thetic materials, like plastics, they 
will remain a competitively priced 
alternative to natural materials 
during the 1980s. That’s because 
synthetic materials are ‘‘not nearly 
so labor intensive. They will be ina 
much better position to make pro- 
ductivity gains through increased 
use of automated processes,”’ says 
John Ortego, director of Chase 
Econometrics’ Inflation Planner. 
Labor productivity in plastics and 
synthetics is forecast to rise close 
to 4% a year in the 1980s—1-2 
percentage points more than paper 
or nonferrous metals. 


INTERNATIONAL BUYING 

The next several months will 
pose both opportunities and risks 
in buying overseas. ‘“There will be 
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Industrial production 
(Seasonally adjusted) 
(1967 = 100) 
155 


Federal Reserve Board 


eOverseas inflation will be easing 
¢Synthetics to stay competitively priced 


significant declines in inflation in 
just about every industrial coun- 
try,’’ says Robert Davis, inter- 
national economist, Harris Bank. 
He is forecasting a ‘‘Kuropean 
recession,’ lasting about two quar- 
ters, that will be ‘‘centered around 
the end of this year.’’ Japan prob- 
ably will lag that pattern. Price 
benefits could be wiped out by the 
“dollar being under pressure late 
this year,’’ says Robert Sinche, 
economist, Bear, Stearns. But a re- 
tightening of U.S. monetary policy 
after the election should bring the 
dollar’s international purchasing 
power back up to its recent 
strength by next fall. 


CAPITAL SPENDING 

The belief that the upcoming 
recovery will be sub par is revealed 
in investment habits. A McGraw- 
Hill survey finds that American 
companies plan to increase their 
capital spending abroad by 22% 
this year—four times the rate of 
growth expected for domestic 
spending. ‘‘Foreign economies pre- 
sent better prospects than the 
U.S.,”’ says Joseph Spiers, senior 
economist. He points out that 
operating rates of foreign affiliates 
should finish out the year at 84% 
versus the low 70s expected for 
domestic operations. Biggest 
gains in foreign investment will be 
in petroleum and metals. Mi 


HOTLINE 
Markets 


eScrap prices could jump some more 


eExports strengthen coal 


eShorter machine tool leads coming 


Copper buyers 
face new terms 


AFTER A RELATIVELY short strike, 
major copper producers got pro- 
duction rolling again last month. 
But the expected break in pricing 
didn’t quite materialize. Specula- 
tive action in the gold market 
pulled copper tags up in sympathy. 
An additional burden was placed 
on buyers when Phelps Dodge Corp. 
changed its forward pricing policy. 
Meaning: Buyers are less able to 
score bargains from temporary 
market aberrations. The company 
still offers the option of paying 
price at time of delivery. The Phelps 
Dodge move is seen as part of a 
trend to reduce producer risks in 
the copper marketplace. 

On the other hand, Kennecott, 
which started the trend late last 
year when it stiffened contract 
terms, apparently plans torestorea 
little flexibility. Some pricing and 
delivery options which were cut out 
last year will probably be rein- 
stated for the 1981 contracts. 


FERROUS SCRAP 
As expected, scrap prices 
ratcheted up quickly after hitting 


Basic metals 
(Previous trough: 68.6% in Jun '75) 


Federal Reserve Board 


HIGHLIGHTS: 


eWelding supply demand still strong 


eEffects of oil boom may end 


bottom in midsummer. No. 1 heavy 
melt went from a June low of 
$65/ton (Chicago-Pittsburgh 
average) to well over $90/ton in 
September. Further increases are 
expected. All of this took place in 
very thin markets. Low operating 
rates at fabricating industries 
(especially automotive) reduced 
the availability of quality scrap, 
but mini-mills and foundries 
weren’t buying much anyway. In 
the end, prices were so low (a five- 
year low, adjusted for inflation) 
that many scrap dealers no longer 
found it profitable to collect and 
sort material. When mini-mill de- 
mand revives, scrap markets could 
become quite tight until dealers are 
able to build inventories again. 


COAL 

Steam coal prices have risen 
11% since last October; with much 
of the increase occurring in the last 
two months. Further increases 
may be ahead as the coal industry 
continues its campaign to boost ex- 
ports. Efforts have centered on im- 
proving port facilities at Hampton 
Roads, Va. and Baltimore to make 
loading systems more efficient. 
The export marketing drive has re- 
ceived help from unexpected quar- 


Paper 
(Previous trough: 72.4% in Apr '75) 
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eLead gets back in balance 


ters: The strike in Poland, a major 
industry walkout in Australia, and 
political instability in South Africa 
have all put a crimp in worldwide 
production. (The U.S. is the leading 
exporter of coal, followed by 
Poland, South Africa, and Aus- 
tralia). Given the present situation, 
the U.S. seems more attractive 
than ever as a source for coal. 
Accordingly, U.S. exports are 
likely to exceed 1979’s level of 66 
million tons by as much as 30%. 
This will probably support the cur- 
rent firming trend in U.S. steam 
coal prices. 


MACHINE TOOLS 

Substantial improvements in 
leadtimes may be in the offing, as 
new order activity continues at a 
rate below last year’s level, while 
shipments grow rapidly. Through 
July, total new machine tool orders 
were off 1.5% compared to the 
same 7-month period last year. 
Dollar value of shipments, on the 
other hand, was up nearly 25%. 
Even though the dollar value of 
order backlogs has been holding 
steady, the number of backlogged 
units should be starting to shrink. 
Used equipment sales declined 
19.2% in July compared to year- 


Operating YAQTOS eramencn semen source 


Energy materials 
‘) (Previous trough: 82.7% in Feb '78) 
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ago levels, in terms of units sold. 

At the International Machine 
Tool Show in Chicago, Craig 
Smith, ceo of Bendix’s Warner & 
Swasey subsidiary, announced a 
plan to cut leadtimes by 50%. He 
said wes would be using new 
designs permitting faster assembly 
of general-purpose machine tools. 
Smith hopes this tactic will 
deflect competition from Japanese 
toolmakers. 


WELDING SUPPLIES 

Sales have fallen off since 
April, but the welding supply busi- 
ness continues to operate above 
year-ago levels. A distributor in 
the Southeast who closed his books 
in August says business for year 
was up 15%. Others, even in the 
hard-hit Midwest, report similar 
healthy results. Suppliers say they 
are still running about 12% ahead 
of 1979 in dollar volume, with the 
greatest strength in liquid and 
compressed gases and expendables 
such as welding rod. Only equip- 
ment sales have shown less than 
outstanding growth, up about 6% 
over the previous year. 


OIL COUNTRY GOODS 

Buyers looking for oil country 
tubulars, heavy-duty drills, and 
pumping equipment have had their 
troubles due to the boom in domes- 
tic oil and gas drilling. The situa- 
tion has been exacerbated by some 
of the big oil companies which have 
been willing and able to stockpile 
rig equipment. The effects of the 
boom, if not the boom itself, may 
be coming to a rapid end, however. 
There is already that the drill- 
ing industry is overbuilt, while 
suppliers continue with plans to 
expand capacity to meet the cur- 
rent strong demand. U.S. Steel, for 
example, plans to double its pump 
equipment manufacturing capacity 
in 1981. Look for sharp increases in 
production and similar decreases 
in demand to stand the market on 
its ear by late 1981. One caveat: 
Inexperienced drilling crews re- 
portedly wear out oilfield equip- 
ment quickly. The resulting strength 


in the replacement market could 
keep demand higher than expected. 


ALUMINUM ALLOYS 

A British innovation in alumi- 
num alloys will be marketed in the 
U.S. beginning early next year. 
Called Supral, it is a superplastic 
material which can be extended 
(under heat) to 10 times its original 
length, giving it a quality similar 
to thermoplastics. The manufac- 
turer, TI Superform, Worcester, 
England, claims substantial sav- 
ings in short-run fabricating situa- 
tions. Because the material can be 
stretched over a mold, the need for 
matched die press tools, normally 
used to form sheet metal, is elimi- 
nated. High quality deep-drawn 
seamless parts can be made eco- 
nomically using this technique. A 
spokesman says the material is 
best suited for production runs of 
50-10,000 parts a year; this would 
yield the greatest cost savings. 
Supral is used currently by several 
European aerospace and electronics 
manufacturers. 


LEAD 

Production and consumption 
are slowly getting back in balance, 
which could put some pressure on 
battery prices. Domestic refined 
lead production is slacking off, 
down about 8.5% in the first half 
compared to 1979. Shipments, on 
the other hand, picked up 29% in 
June over depressed May levels. 
Part of the recovery was due to 
stock-replenishing by consumers, 
the rest due to a strengthened ex- 
port market. Strong U.S. auto 
sales and a cold winter could give 
added strength to prices, although 
observers discount the likelihood 
of a return to the 63¢/lb levels seen 
briefly last year. 

New markets are opening up 
for battery makers: Johnson Con- 
trols plans to make 3000 lead-acid 
batteries a month for the electric 
car market. Production is scheduled 
to start this winter. Johnson 
spokesmen see a potential market 
of 16 million electric vehicles by 
the mid-1980s. ‘a 
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Copper wire & cable 
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More leadtimes on page 133 
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HOTLINE 
Prices 


Industrial price index 


1967 = 100 
270 


255 


1979 1980 


Index is up 6.5% through 
first 8 months of 1980 


Aluminum tags 
could be rising 


PRODUCERS WILL ATTEMPT to hike 
aluminum ingot prices to 75¢/lb 
from 72¢/lb this month. Price in- 
creases of 3-7% for heat-treated 
products and a reduction of com- 


mon alloy sheet discounts are also: 


expected. 

Citing higher world market 
prices to justify the ingot increases 
may backfire on producers. Since 
May, demand in Europe and Japan 
has been tapering off, as have 
prices. Spot tags have hovered 
around 76¢/lb in recent weeks, 
despite speculative activity on the 
London Metal Exchange. 

Inventories up. Prices could 
fall further unless production cut- 
backs are extended, particularly in 
Japan. Even with a third of pri- 
mary smelting capacity closed due 
to high energy costs, ingot inven- 
tories are up in Japan. A weather- 
related drop in demand for coil and 
tube, on top of a faltering economy, 
sent Japanese inventories to 100,000 
tons in July, up 20% over June. 

Domestic demand for alumi- 
num rose 11.8% in July over June, 
according to the Aluminum Asso- 
ciation. Producers cited this figure 
to say that the decline in orders 
had ended, but industry sources 
said most of those purchases were 
to rebuild inventories which had 
fallen to very low levels. Automo- 
tive demand appears to be recover- 
ing somewhat, but construction 
markets are faltering again as 
interest rates rise. we 
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Prices swing upward after 
a two-month decline 


Softer prices seen in most 
grades; bleached board is up 


Source: Labor Dept. 


Purchasing’s price trends 


Price codes: L = List; D = Distributor; T = Transaction 


Latest Month 6months Year 

FERROUS (fob mill) price ago ago ago 
~ Steel bar (HR carbon standard angles, ton, L) el St he $ 329 
Stee! sheet (CR, ton, L) 440 415 440 415 
Steel strip (HR, ton, L) 366 350 366 350 
Steel plate (carbon, ton, L) 430 414 414 389 


Steel scrap (#1 heavy melt Pitt-Chicago avg, ton, T) 93 82.75 102 87 


Stainless (304 CR sheets, ton, T) 1293 1293 1293 1260 


NONFERROUS (fob mill) 


Tin (U.S. composite price, |b, T) 8.75 7.80 8.75 7.40 

Nickel (cathode, Ib, T) 3.475 3.475 3.475 3.05 

Lead (U.S. producer pig, |b, T) 42 .40 .50 63 

Zinc (U.S. prime western, Ib, T) 365 355 395 375 
WOOD (fob mill) 

Plywood (¥%2” W. sheathing, 4-5 ply, 1000 sq ft, T) _ 224 225 196 230 — 

Lumber (2x4 hem/fir, std & btr, 1000 bd ft, T) 200 220 200 282 


BOARD/PULP (delivered) 


Linerboard (fourdrinier kraft, ton, L) 270/300 270/300 270 250 
Boxboard (white-lined recycled sheets, ton, L) 330 330 330 330 
Pulp (bleached softwood sulfate, ton, L) 519.50 519.50 435 408 
ENERGY (delivered) 

Coal (Eastern low-sulfur bituminous, spot, ton, T) 
No. 2 fuel oil (tank car sales in NE, gal, T) 
Natural gas (interstate, MCF, T) 

Electricity (industrial demand in West, kwh, T) 


24.50 24 22 
843 836 99 67 


Sulfuric acid (100%, frt eq, trk id, fob Chicago, ton) 


Caustic soda, Iqd (N, dphm grd, frt eq, 
bulk, 50% basis, 76% NA;O, ton) 220 165 144 158 
PLASTICS/RUBBER 
LDPE (liner grade, |b, T) 365 .39 405 365 
PVC (general purpose, Ib, T) 32 325 355 34 


Polypropylene (general purpose, Ib, T) 


V-belts (multiple B-60 industrial belt, each, D) 5.62 5.62 . 5.14 
MECHANICAL COMPONENTS (prices: each) 


FHP motor (v2 hp. std NEMA, single phase, L) 64.34 60.70 64.62 57.24 
Radial ball bearing (db! shid, 25mm bore, 52mm OD, D) 4.27 4.27 3.81 3.47 
Machine screw (6D x *%L, zinc-pitd carbon 

steel, 1000 pcs, L) 4.85 4.85 4.85 4.42 
Welding rod (E6013 electrode, 5/32 x 14”, 500 base, L) 397 397 es : 386 


ELECTRICAL/ELECTRONIC 
Connectors (coaxial, UG1094, net each, 
lots of 1000, L) .559 .559 54 50 
Capacitors (ceramic, 5GA series, 1000 pcs, D) 58.21 58.21 53.07 50.67 


MOS (16K ROM, net each, lots of 250-499, D) 
Relays (small plug-in, net each, lots of 50,000, L) 5.10 5.10 4.90 3.80 


Let General Electrics computer analysis show you how 


high-efficiency motors can increase your profits. 


For a true picture of the cost us payback sav- 
ings provided by GE Energy $aver motors, ask for a 
computerized motor efficiency analysis. Chances 
are, the results will give you a clear picture of the 
positive effect the right motors can have on your 
profits. 


You'll get a detailed report customized to your 
location and your operating requirements and 
procedures. In short, a comprehensive analysis 
covering the key variables that impact on motor 
efficiency and profitability. 


Result: you’ll be able to accurately evaluate the 
economic advantages of GE Energy $aver motors in 
a number of ways. In terms of annual savings, pay- 
back period and ROI. Plus life-cycle costs, after-tax 
savings and internal rate of return. You’ll see how 
quickly our motors can contribute to your 
company’s profitability. 


GENERAL @@ ELECTRIC 


Let us prove it to you. Send in the coupon 
today for a free copy of our booklet, “How To 
Quickly And Accurately Analyze The Cost vs Pay- 
back Advantages Of High-Efficiency Motors.” 


P-10/9/80 ( 


Show me how your computer analysis 


y can help me save energy and money. 
SAVER Send me a copy of your Energy $aver motor booklet, “How To 
Quickly And Accurately Analyze The Cost vs Payback Advantages 
MOTORS Of High-Efficiency Motors.” 


TYPE OF MANUFACTURING 
APPROX. ANNUAL POWER COST 


Send to: General Electric Company, Section 295-03, Schenectady, 
Di---- N--4- INA4E 


— Datsun Difference 
Grows Bigger 
All the Time. 


Now, you can profit by the Datsun Difference in six new bigger-capacity Super 
Series forklifts, up to 8,000 Ibs. in cushion-tire and 9,000 Ibs. in pneumatic- 
tire models. And what a difference! Higher quality, greater value, lower main- 
tenance and repair costs, fuel savings up to 55%. That's the Datsun Difference, 
now available in capacities of 2,000 to 9,000 Ibs., electric, gasoline, LP 


and diesel. Tu rhe Charged Diesel 
ls Another Datsun Difference. 


The world's first turbo-charged diesel engine option for forklifts is now avail- 

able for the 7,000, 8,000 and 9,000 Ib. capacity pneumatic models. This 
- engineering achievement provides outstanding fuel savings, more power 
-_ and higher torque at lower RPM's. Another great Datsun Difference. 


DATSUN 
@FORKLIFTS 


For details and your nearest Datsun dealer write: 
Nissan Industrial Equipment Co; 2900 Datsun Drive; P.O. Box 161404; Memphis, IN 38116. Tel. 901/396-5170 
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Inside Purchasing 


When the times change 
try a change of mind 


At a recent roundtable conducted by this magazine, a purchasing man- 
ager volunteered that he has a seven-point checklist that he pulls out 
each time the economy seems to be changing. 

“The list isn’t all that startling—it’s just a review of things I should 
be reviewing all the time but don’t.” The list goes like this: (1) Look at 
the purchasing procedures themselves in order to find areas for simplifi- 
cation; (2) Review performance levels of personnel and look for top 
performers and low ones (Ask why in each case); (3) Check out all inven- 
tory reporting procedures for obvious problems; (4) Review major lease- 
buy and make-buy decisions of the past two years; (5) Look for obvious 
changes in the economics of both lease-buy and make-buy since last 
evaluation; (6) Check out all available literature for new ideas or tech- 
niques that might make sense for our operation; (7) Check out com- 
modity areas for spots where purchasing effort should be increased or 
reduced. 

The list is a good one in its own right. But its reasons for being also 
help to explain the purpose of our new feature, ‘‘Purchasing Focus,’ 
which makes its debut in this issue of PuRcHASING (page 52). The check- 
list isn’t something you pull out just any old time; it’s for deliberate 
review. ‘“‘Focus’’ should be read in the same light. This installment on 
consignment buying, for instance, probably has limited application for 
most of the items you buy. On the other hand, if it offers a lead or two for 
just one or two commodities, it will have made you smarter and your 
company a little richer. 

And while we’re dealing with ideas, may we suggest that you also 
scan “‘Viewpoint’’ (page 29)? In it, Conoco’s James V. Withey explains 
why it’s important to review all your supplier relationships now. 

In another area, Transportation Editor Tom Dillon takes a look at 
routing guides and how purchasing departments can set them up for 
inbound freight savings (page 67). 

News Editor Tom Temin reports on a recent PURCHASING 
survey in which p.M.s were asked what they’re doing about vendor 
lists these days (page 14). For starters, 68% say they’re investigating 
new long-term sources of supply. And in another story, Markets Editor 
Dave Erickson looks at discounting in industrial commodities and tells 
why it has probably run its course (page 14). 

In our special article on safety and health products, Midwest Editor 
El Hoeffer examines why costs of this equipment are rising faster than 
prices. (See story on page 76.) 

No, we don’t have a lot of instant answers in this issue, but we do 
have a lot of ideas that you should consider before putting down this 
copy of PURCHASING. 


Sine Mery — 
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VENDOR RELATIONS 


P.M.s weed out the weak in 
upgrading of vendor lists 


Many purchasing managers 
are upgrading their vendor lists, 
nailing down long-term commit- 
ments and taking other steps in 
anticipation of an economic upturn 
and a return to tight times. 

Sixty-eight percent of the 
respondents to a new PURCHASING 
survey say they are investigating 
new long-term sources. Three out 
of four are taking actions, such as 
beefed-up quality control pro- 
grams, to improve existing 
sources. 

While some P.M.s are taking 
advantage of price bargains in the 
current weak marketplace, many 
others indicate that long-term 
considerations have first priority. 
Topping the list are inventory 
control, ensuring availability of 
supplies, and vendor performance. 

Axing the losers. Many 
buyers are taking the opportunity 
now to weed out vendor deadwood 
and add new names to their rosters 
of sources, using the following 
criteria: 

eConsistency in the quality of 
goods delivered. When suppliers 
don’t get the message, it’s at their 
own peril. Take the case of the 


Worries over inflation 
take a back seat 


Q. What’s your most critical 
long term concern? 


“Inflation / 
15% 


Improving 
existing vendors 
Source: PURCHASING survey 
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Minneapolis company instituting a 
zero-defects program. “We’re doing 
switches where quality is a 
consistent problem,” reports the 
P.M. Inspections are becoming 
more critical. Evidence: results 
from the monthly PURCHASING 
Leadtime Survey showing the level 
of off-quality goods rising since the 
recession started. 

@Reliability, meaning vendor 
adherence to agreed-upon quantity 
and delivery schedules. Better 
performance is required here 
because buyers consider inventory 
control their most critical future 
concern. One solution: long-term 
contracts that include delivery 
terms. For example, Gary Galeke, 
senior buyer for the Joseph Schlitz 
Brewing Co.’s container division, 
set up a guaranteed delivery date 
policy with several aluminum coil 
suppliers, knowing it would be 
more difficult to secure a price 
break. Still, “This provides for an 
even and controlled release of the 
metal,” he says. 

eSuppliers’ financial stability 
and their prospect for being a 
source in the long run. 

Vendor contacts. So vendors 
get the message buyers want to 
convey—namely that quality and 
service are critical—phone calls 
and warehouse visits are becoming 
more frequent. 

Steve Shytle, purchasing 
manager for the Cookson Co., an 
aluminum rolling-door maker in 
Gastonia, N.C., puts it bluntly: 
“We're getting rid of the bad 
vendors and bringing on new 
ones....” 

G. W. Sackman, p.m. for 
Dalton Precision Inc., of Cushing, 
Okla., adds, “We’re shopping 
around for the best price, product, 
and service.” 

Many P.M.s are increasing 
their use of value analysis 
techniques. Often this can result 
in the substitution of more cost 
effective materials—and a change 


in vendors. 

Some pP.M.s say they are 
researching more substitutes, 
taking advantage of downtime to 
run alternate materials through 
machinery or test them in 
company labs. “Alternate lower 
cost materials are being tested,” 
says James H. Snell, purchasing 
agent for Harbor Industries of 
Grand Haven, Mich. ‘We’re 
looking at our product line to see if 
there are alternate, less expensive 
materials on the market that can 
accomplish the same job.” 

Most pP.M.s are taking the 
attitude that these long-term 
improvements in their supplier 
and product base are worth far 
more than any short-term benefits 
that would come from _ vendor- 
hopping now for price breaks. 
Reason: Hectic economic times 
may be just around the corner. 
Operating rates could be in the 
high-80s by the middle of next 
year. im 


PRICES 


Distributors balk 
as profits shrink 


The trend toward lower prices 
for industrial commodities may 
have run its course. 

To illustrate why, consider the 
situation of a Midwest service 
center operator. He began the 
third quarter by discounting 
flat-rolled sheet, and ended it by 
discounting most of his inventory 
just to move it off the floor. Now he 
says he wants to get out of the 
flat-rolled business altogether 
because he has to squint to see the 
profit margin. 

When enough service centers 
decide that carrying flat-rolled 
steel is no longer worth the 
trouble, material will be a little 
harder to source and the discounts 
will shrink. The economy may not 
have reached that point yet, but 


Is a price turnaround in sight? 


Compared to the previous month, purchasing managers say, prices have: 


! 
risen more quickly risen more slowly held steady ! 
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Source: PURCHASING survey 


buyers say they are looking for it. 

While they’re looking, some 
prices continue to fall. Buyers note 
distributor discounts of 15-20% for 
carbon and stainless sheet and 
coil. Mills are reportedly discount- 
ing galvanized sheet 4.5%. 

Despite reports of firming 
orders at the mill level, aluminum 
tags in the past month have been 
steady-to-lower for some _ sheet 
products, can coil, foil, and rod and 
wire products. Sources say a 
decline in the strong ingot export 
market may offset slight increases 
in domestic demand. 

Copper prices failed to soar 
due to the strike, but sulfuric acid 
tags did. Acid made as a 
by-product to copper smelting costs 
much less than virgin sulfuric. 
When by-product supplies dried 
up, buyers were forced into the 
high-priced market. The addition- 
al demand pushed virgin sulfuric 
tags even higher. 

Plastics mixed. Demand for 
PVC is still low, and prices seem to 
have hit a bottom of 33-38¢/lb, 
depending on grade and quantity. 

There is an effort under way to 
raise polyethylene prices; some 
producers have lowered their list 
prices for LDPE, hoping that by 
meeting the market halfway they 
can pull transaction prices up. At 
present there is a gap of l¢/lb 


dropped 


between list and transaction tags. 

Paper and paperboard prices 
are holding steady, although 
buyers report a 6% hike in 
bleached board tags has been 
announced by some _ producers. 
Some higher prices for corrugated 
containers have been seen— 
almost exclusively on the West 
Coast. —David Erickson 


TRANSPORTATION 


Truckers plan 
rate hike 


Nine major motor carrier rate 
bureaus hope to implement 
freight rate increases ranging 
from 0.5% to 7.0% to offset labor 
increases called for in the current 
Teamsters’ contract. Less-than- 
truckload shipments, those least 
likely to be threatened by private 
carriage or new trucking industry 
entrants, are expected to be hit the 
hardest, according to the National 
Industrial Traffic League. 

The increases set to take effect 
this month include: 

eCentral & Southern Motor 
Freight Tariff Association, less- 
than-truckload rates, to be 
increased 5.0%; truckload, 0.5%. 

@Central States Motor Freight 
Bureau, LTL, 5.0%; TL, 2.0%. 


BUDGETS 
Recession forces 
some slippage 


Some purchasing departments 
are scaling down budgets because 
of the recession. 

Eighty-one percent of the P.v.s 
responding to a survey late last year 
reported that ’8O budgets would be 
higher than '79. In a recent survey, 
just 70% reported that current-year 
budgets would be higher than last 
year’s. 
In most cases, budget hikes 
are traced solely to inflation—not to 
increased business. One P.M. 
estimates that employee costs are 
rising 942 %/yr plus fringe benefits. 
In addition, overhead costs are 
rising. 

P.M.S estimate materials’ 
costs are rising 7-12% this year. 

Lack of business seems to be 
the biggest reason why budgets are 
being cut. “We still feel uneasy due 
to lack of new, and particularly 
significant new, orders coming in,” 
says a North Carolina p.m. in the 
brass business. “It does not seem 
like we have reached the trough of 
this cycle yet.” 

A few purchasing departments, 
particularly in economically de- 
pressed areas such as Detroit, re- 
port that some layoffs are being 
made in their own staffs. Com- 
panies that have closed plants or 
otherwise scaled down operations 
are the most likely candidates to 
experience reductions in purchas- 
ing staff. 


@Kastern Central Motor Car- 
riers LTL, 3.1%; TL, 3.1%. 

@Middle Alantic Conference, 
LTL, 5.5%; TL, 2.0%. 

eMiddlewest Motor Freight 
Bureau, LTL, 7.0%; TL, no increase. 

eNew England Motor 
Rate Bureau, LTL, 5.0%; TL, 2.0%. 

@Pacific Inland Tariff Bureau, 
LTL, 2.5%; TL, 2.5%. 

@Rocky Mountain Motor Tariff 
Bureau, LTL, 2.5%; TL, 2.5%. 

eSouthern Motor Carriers 
Rate Conference, minimum charge 
shipments, $1.50; LTL under 5000 
lbs., 4.7%; TL, 0.5%. 

Before taking effect, the 
increases will have to be approved, 
in whole or in part, by the In- 
terstate Commerce Commission. @ 
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“Compare what your present 
electrical distributor is doing 
for your profitability 
with all GESCO can do: 


Kertis P. Kuhiman 
Vice President and General Manager, 
General Electric Supply Company 


We help 
you manage. 


General 
Electric 
Supply 


COMPANY 


A DIVISION OF GENERAL ELECTRIC COMPANY 
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One distributor — General Electric Supply Company — 
now aives business managers an unmatched range of services 
to make electrical supply buying more efficient and their 
businesses more profitable. 


175 times the service. 


For example, to get you the electrical supplies you 
need when you need them, our exclusive XPD™ Service can 
locate and order stock in seconds from 175 GESCO ware- 
houses nationwide. 


Keep your money working. 


To improve your cash flow, GESCO’s SENTRY Systems 
Contracting Service lets you reduce inventory through a 
planned GESCO stocking program. 

To improve purchasing efficiency, we can issue you 
monthly reports to monitor buying patterns. 

For better control of pricing on a national scale, we can 
set up a national account agreement. 

Planning an energy-saving program? We stock one of 
the biggest, broadest inventories of the products you'll 
need, backed by our unmatched service capability. 


It’s time for GESCO. 


We'd like to send you more information on effective 
supply management for the 1980’s and GESCO’s unique 
capabilities to serve you. Fill out the coupon or write GESCO 
Inquiry Services, Section 870-04, 705 Corporations Park, 
Scotia, NY 12309. 
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YES. Show me how the right distributor can be a valuable 
new partner for my business in the 1980’s. Send me more 
information on GESCO’s unique offerings. 


GENERAL ELECTRIC SUPPLY COMPANY, INQUIRY SERVICES, 
SECTION 870-04, 705 CORPORATIONS PARK, SCOTIA, 
NY 12302. 


Name 

Title 

Company 
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When you i-Coil Inserts 
you buy it all! 


fo 
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We manufacture and stock the 
most comprehensive line of 
screw thread inserts, including 
standard inserts, pipe thread 
inserts, screw-lock inserts, twin- 
serts, spark plug inserts and 
oversize inserts. We also offer 
a full line of taps, manual and 
automatic installation tools 
and screw thread gages. 


Many people who use and buy 
inserts have been specifying 
Heli-Coil Stainless Steel 

Inserts ever since we 

introduced the technology in 
1937. They ask for our products, 
by name, because they know that 
they can depend on getting exactly 
what they need... when they need 
it. No hassles. No hangups. No 
disappointments. 
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manufacture of ‘specials’? 
Special diameters. Special 
lengths. Special pitches. 
Whatever it takes to meet 
your screw thread insert 
requirements. Did you 
know that we also have 
two fully-stocked ware- 
houses, Danbury, CT 
and El Monte, CA, ready 
to handle any of 
our customers’ | 
needs coast to coast. “===>? 
No matter where you 
are in the United States — 


you're near enough to one of For more information, 
our 200 Industrial Distributors contact your 
to assure prompt and com- ; ‘ 
plete delivery of your order. industrial 
distributor 
or Heli-Coil 


Products. 


But that’s only one side of 
the Heli-Coil story. We do 
a lot more than fulfill 
stock orders. For in- 
stance, did you know that 
we have more than 80 
Sales Engineers across 
the country available to 
help you solve any screw 
thread insert problem? And, 
that we specialize in the 


Heli-Coil Screw 
Thread Inserts. 


So easy on the buyer. 


Western Warehouse é 


Heli-Coil Products, 9440 Telstar, 
Unit 3, El Monte, CA 19731 
(213),448-6131 — (800) 423-4073 (74) 
TWX 910-587-1567 


Division Headquarters 

Heli-Coil Products, Division of Mite Corp. 
Shelter Rock Lane, Danbury, CT 06810 
(203) 743-7651 — TWX 710-456-0336 
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LEADTIMES 


Slowdown drags on: It’s 
still a buyers’ market 


Although leadtimes across- 
the-board continue to drop, buyers 
are finding they must be careful of 
two things: distributor stockouts 
and producers who are overly 
cautious about restarting idled 
production capacity. Both of these 
conditions can cause unexpected 
leadtime spurts. 

Still, it’s a buyers’ market 
overall. According to the current 
PURCHASING Leadtime Survey, 92 
of the 125 commodity materials 
tracked have shorter leadtimes 
than they did a year ago. 

_ Among those items showing 
substantial leadtime drops are: 
ePowder metal parts. Even 
though demand is strong, produc- 
ers are able to meet orders rapidly 
because of heavy capital invest- 
ment this year. 

eDie castings, despite a slight 
upward blip this month. A 
spokesman for the American Die 
Castings Institute points out 
demand is not expected to grow 
much in the castings market 
before early 1981. In the mean- 
time, machinery sits idle, so new 
orders can be filled quickly. 

eElectric motors over 30 hp, 


Leadtimes drop 
across the board 


(Current leadtimes vs. "yond ago 
for 125 commodity ftems) 


(No. of commodities) 
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Source: PURCHASING Leadtime Survey 


reflecting the overall sluggishness 
in capital spending. 

eSpeed reducers, reflecting 
idled assembly lines. 

Some longer leads. Contin- 
ued soft demand can _ produce 
aberrations in the overall picture, 
the survey showed. Long leadtimes 
in a slow economy can be caused by 
distributors letting their invento- 
ries fall too low. 

One example is lift-truck 
batteries, and automotive batte- 
ries in general. Demand fell off 
sharply last winter because of the 
season’s unusual warmth. In 
response, distributors let stocks 
slip. When demand picked up over 
the summer, the result was a 
spinning out of the leadtime, 
to an average of 8.5 weeks, 
up from 5.7 the month before. 

Also hard to get, according to 
buyers, are certain replacement 
and fabricated parts, or machinery 
assembled from parts. 

Reported a Salem, Ohio 
purchasing manager, “Most com- 
panies I have dealt with used to 
stock parts to make their products. 
No more. Now they buy their parts 
as their orders come in.” 

In other cases, low rates of 
production, cut to bare minimums 
over the summer, were cited as the 
cause for stretched out leadtimes. 
Said a purchasing agent for a 
Tennessee shock absorber manu- 
facturer, “Most problems are 
volume-related. Higher production 
rates would solve most problems.” 

Shipping slips. When distrib- 
utors won’t build up inventory, 
shipping rates suffer, the survey 
showed. Last month, the on-time 
shipment rate was a high 86.3%. 

It’s still high—83.9%, about 
the same as two months ago—but, 
as an Ohio chemical buyer noted, 
“deliveries are probably as good as 
theyre going to get.” 

Forty-two percent of the 
survey respondents expect ship- 
ping performance to stay stable; 
16% say it will get worse. 

—Thomas R. Temin 


NAPM NEWS 
Mass mailing on 


ethics held up 


NAPM has temporarily shelved 
its plan to “go public’ on the 
question of ethics, with a mass 
mailing to CEOs of members’ firms. 
Reason: lack of response from chief 
execs contacted under a pilot 
program in the Cleveland area. 

As previously reported, pur- 
pose of the planned direct-mail 
effort was to have been three-fold: a 
recommendation that written ethics 
policies be set up or reviewed, an 
offer to furnish NAPM’s ethics 
statement as a model, a request for 
suggestions on new ways that the 
association might help promote 
ethical practices in all business 
dealings. 

Initial response from CEOs in the 
pilot group was highly favorable. But 
the return rate then dropped off to a 
“lukewarm reaction,” says Robert 
Parker, International Harvester 
purchasing vp, chairman of NAPM’S 
ethical standards committee. 

According to Parker, his 
committee is now obtaining addi- 
tional data from Cleveland-area 
P.M.s who participated in the pilot 
program. Purpose: to determine if 
any internal changes, such as tighter 
controls, were triggered by the first 
mailing. Results of this study will in 
part determine whether the associa- 
tion will later proceed with a 
full-scale mailing to CEOs. 


CUTTING TOOLS 
Producers push 
standard inserts 


CHICAGO—Cutting tool manufac- 
turers are stepping up efforts to 
have customers standardize prod- 
uct usage, particularly of coated 
carbide inserts, according to pro- 
ducers exhibiting at the 1980 
International Machine Tool Show 
held last month. 

Buyer benefits include inven- 
tory reduction and the cost savings 
attainable by purchasing at higher 
quantity levels. 

The producers are promoting 
product standardization for two 
reasons: Fewer grades allow them 
to cut manufacturing costs; and 
coating technology has advanced 
such that newer products satisfy a 
wider range of applications than 


Finding 
Solutions 
to Tough 
Produet 
Problems 


The Problem: 


A leading manufacturer of gas 
heaters required grill components 
for their industrial infra-red units. 
These grills fit over the heater’s 
thermal element to guard against 
human injury and protect the heater 
from possible damage. Previously, 
the manufacturer had used com- 
ponents made of a light gauge, 
honeycombed aluminum. Although 
they served their purpose ade- 
quately, these grills were very costly 
and difficult to install. 


Our Solution: 


Standard Perforating & Mfg., Inc. 
cut the customer’s component cost 
by 54% by replacing the more ex- 
pensive honeycomb component 
with a less costly perforated grill 
using Standard’s perforating and 
fabricating capabilities. The new 
infra-red heater grills, made of per- 


\ 
Vocus 


Gagan 


forated aluminum, are fabricated 
with notched corners to meet the 
customer's specifications. 


Extensive perforating know- 

how and complete fabricating 
capabilities enable Standard Per- 
forating to produce rugged, durable 
heater grills which offer the double 
advantage of convenient mounting, 
as well as extremely low unit cost! 
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What's more Standard Perforating 
& Mfg., Inc. solved a problem this 
manufacturer wasn't earlier aware 
of—by producing heater grills that 
work well and look good! 


When it comes to product im- 
provement, depend on 


eee Perforating & Mfg., Inc. 
or: 


e Cost Effectiveness 

e Structural Integrity 

e Design Versatility 

e Improved Appearance 


For your FREE copy of Standard’s 
State-of-the-industry Perforating 
Specifications Catalogue circle 
bingo card number. 


Precision perforating 

for quality products. 

< STANDARD 
PERFORATING & Mfg., Inc. 
3131 W. 49th Place, Chicago, IL 60632 
312/434-6600 


Interchangeable heads provide 
users with a wide variety of insert 
styles, sizes and lead angles. 


older grades, thus fewer are 
needed. 

There is an accelerated trend 
to eliminate older coated and 
uncoated grades, replacing them 
with a fewer number of the new 
coated inserts. Some of the older 
grades, though not eliminated, are 
being dropped as stocked items. 

One result: increased market- 
place competition. Previously a 
user had to buy from a number of 
vendors in order to get all the 
insert grades it needed. Because 
fewer grades can now satisfy those 
requirements, one producer can 
now supply virtually all of the 
user’s needs, producers contend. 
The producers are thus vying 
harder to win a larger share of a 
given customer’s business. 

Users want options. While 
exhibitors report some success, 
they admit the trend is still primari- 
ly a producer’s rather than a user’s 
creation. In the past, users resisted 
attempts to reduce their sourcing 
options. Some users still question 
the overall effectiveness of ‘‘all 
purpose”’ tooling. 

Product standardization can 
help users simplify insert selection. 
By standardizing on a few, select 
products for the big percentage of 
their needs, users can concentrate 
on matching their more exacting 
requirements with the most pro- 
ductive tool and take advantage of 
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new product developments. 

In other trends: 

eIncreased attention is being 
given to cutting tool selection, ex- 
hibitors say, because of the rising 
emphasis on manufacturing pro- 
ductivity. As a result, more users 
are submitting workpiece samples 
to cutting tool producers so tool 
selection can be made for optimum 
productivity. Producers also say 
they are being called in to users’ 
plants more to conduct surveys 
of tool usage, the primary aim 
being to maximize metal-cutting 
productivity. 

eThere is also a move under 
way to standardize tool holders. 
Producers have developed new 
lines of tool holders designed for 
quick replacement of the tool or the 
holder or both. These designs re- 
duce downtime for changeover of 
worn-out parts or set-up needs. 


WHO’S NEWS IN PURCHASING 


eThe number of cutting tools 
designed for greater chip control is 
being rapidly increased. These 
tools reduce the chance of damage 
to the workpiece in the cutting 
operation while reducing down- 
time often needed to clean the work 
station of chips. 

Improving productivity is get- 
ting increased emphasis, producers 
say for two reasons: to reduce man- 
ufacturing costs in face of increased 
competition, domestic and foreign; 
and to maximize roi of recent 
machine tool acquisitions. 

Not only has the cost of these 
machines risen with the inflation 
rate, but they have become increas- 
ingly expensive because they are 
generally equipped with sophisti- 
cated electronic controls. Thus, 
the right cutting tool is considered 
essential in attaining maximim 
tool productivity. — El Hoeffer 


Pittsburgh PMA taps 
Williams as president 


John T. Williams, manager of 
raw materials and special purchas- 
es for Rockwell International 
Corp., has been elected president 
of the Purchasing Management 
Association of Pittsburgh. 

Williams, a c.P.M. also serves 
as chairman of the Steel Buyers 
Group of NAPM. He has been active 
in NAPM on both the national and 


Williams 


local levels for 30 years, serving on 
the Executive Committee of the 
Steel Buyers Group since 1972 and 
as vice chairman and membership 
chairman of the group since 1975. 

Williams joined Rockwell in 
1949 as assistant purchasing 
agent and has held various key 
posts in the company’s corporate 
purchasing and material areas. He 
was appointed to his present 
position in 1973. 

Other appointments 
promotions include: 

Thomas C. Todd, ac.p.M. and 
past-president of NAPM, has joined 
Mapco, Tulsa, Okla., as manager 
of material procurement and 
control, a newly created position. 
Todd received the Purchasing Man 
of the Year Award in 1979 from the 
Houston Industrial Distributors 
Association as well as the James 
O. Cox Outstanding Member 
Award by the Purchasing Manage- 
ment Association of Houston. 

B. Kenneth Townsend Jr. 
has been named purchasing 
manager for Exxon Chemical 
Americas, Houston. Robert M. 
Fletcher has been appointed 


and 
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No other hot mill glove even comes close to the 

new Crusader by Edmont. Not only is it designed to 
provide superior heat insulation, but it offers a total- 
performance combination of cut and abrasion resistance 
that actually saves you up to 45% on glove costs. 


Let’s compare it with 24-oz. cotton hot mill gloves, 

the most widely-used hot mill glove in industry today. 
Cotton costs on the average $14.50 per dozen. Our new 
Crusader goes for $39.95 a dozen. But based on actual 
on-the-job comparisons in the field, Crusader outwears 
24-0z. cotton four to one...which simply means that 
one dozen Crusaders will last as long or longer than 
four dozen cotton gloves. And unlike cotton gloves, 
Crusader also cuts costs because it has little or no 
shrinkage after laundering. 


Your Cost 


$48.00 to $72.00 


Cost Per Doz. (x) | Avg. Wear Ratio 


$12.00 to $18.00} Crusader 
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24-oz. 
Cotton 4to 1 
Crusader Saves You $8.05 to $32.05 
17% to 45% 


The Crusader is recommended for the intermittent 
handling of hot objects up to 400°F. To demonstrate 
how it compares with 24-oz. cotton at 375°, we have 
developed a test in which the subject places one hand 
in a cotton glove and the other in a Crusader over the 


Molded Rubber Parts Calendering 


ends of two 60-watt light bulbs 
and holds them there as long 
as he can stand it. Invariably 
the hand in the Crusader 
withstands the heat longer— 
in most cases up to twice as 
long as the cotton glove. 

One of our representatives will 
be glad to make this demonstration for you. 


The secret’s in its materials and construction. They 
make Crusader unique among all hot mill gloves. As 
shown in the cutaway, the entire glove is covered 

by a coating made from an exclusive 
NBR compound. This protective 
“shield” literally coats the surface, 
making Crusader the toughest, longest- 
wearing hot mill glove ever developed. 
There is no other glove like it. 

And only Edmont makes it. 


CRUSADER 


Underneath the tough, abrasion-resistant NBR surface F 
is a cushion of 8-0z. non-woven felt. Together with the k 
NBR coating, this cushion of protection provides a Fs 
highly-resistant barrier between the hot ‘34 


object and the palm. The felt heat barrier 
extends all way up to the end of the cuff. 


Shown below are only a few of the many typical applications 
of the Crusader glove. Try it in your own operation. 


Shakeout Operation 


NOTE: Crusader is not a 

replacement for asbestos 

gloves. it is designed for 

intermittent handling 

of medium hot objects 
up to 400°F. 


T MILL GLOVE 


Unlike ordinary gloves which 
provide heat insulation only in 
the hand area, Crusader helps 
protect the flesh up to and 
above the wrist. And Crusader is 
available in both 10” and 12” 
length gauntlet styles for 

extra protection. 


Its combination of NBR coating and non-woven 

felt lining helps fight off cuts and snags, provides 
outstanding breathability and hand comfort and 

an excellent wet and dry grip. Made in the U.S.A., 
Crusader features consistent sizing and quality and is 
available in two sizes. And for maximum utilization of 
its superior performance, you can launder it repeatedly. 


We're conducting a Crusade against the high cost of 
hot mill hand protection. Join us and cut your costs as 
j much as 45%. Tell your distributor you want to put 

Crusader to the test. Try a dozen in your operation. If 

they don't do everything we say they will, we'll refund 

your money. © 


Job-Fitted Gloves and Protective Clothing 


€ad mont 


1300 Walnut Street - Coshocton, Ohio 43812 


Edmont Canada , Cowansville, Quebec J2K 2K8 
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Forging Tire Manufacturing Extruded Rubber 


Edmont and Job Fitted are trademarks. 
Prices In effect 8/1/80. 


HIGH CARBON, ALLOY STRIP AND SHEET. 


AS SOURCES DRY UP 
SHARON EXPANDS. 


If you use high carbon or alloy 
steels and are concerned with a reli- 
able source for the long-term future, 
it’s time to talk with the custom steel 
specialists at Sharon. 


The Problem: 

Recently, users of high carbon and 
alloy strip and sheet have witnessed 
previously reliable suppliers either 
drop specific grades or phase out 
production altogether...even closing 
facilities. 

Certain domestic steel producers 
have reduced their “shortrun” produc- 
tion to make more efficient use of 
their equipment by taking only vol- 
ume orders. The market for “short 
run” specialty products is of little inter- 
est to off-shore producers. Thus, since 
high carbon and alloy steels normally 
fall into the “short run” category, it is 
feared they’ll become especially hard 
to find. 

This potential capacity shortage re- 
sults in the fear of many manufacturers 
that they may have to use “substitute” 
grades while frantically searching for 
new sources of supply. 


Sharon’s Solution: 

Custom or specialty steels are 
Sharon’s business. Sharon has built 
the kind of production mix that makes 
this business desirable to us. So desir- 
able that we have added capacity to 
both of our electric furnace operations, 
added equipment that permits pro- 
duction of heavier gauge alloy and high 
carbon steels, are building additional 
slitting capacity for these products, are 
increasing soaking pit capacity and are 
taking steps to further improve rolling 
efficiency and capacity. 

Additional plans are on the draw- 
ing board to further assure supplying 
the needs of our customers. 

Instead of retrenching, we are ag- 
gressively expanding our facilities to 
melt and roll greater tonnages ofa wider 
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This new building will house a heavy-duty slitting complex that will provide 
Sharon maximum physical control of heavy gauge carbon, alloy and HSLA steels. 


22 


ot a. nd ten. - 3 
a pg ne APE.» mae 


4 
He T adn ee = 


Construction work in progress at Sharon's elec ! furnace shop where melting 
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capacity for high carbon and alloy steels will be increased by more than 20%. 


range of the finest quality high carbon 
and alloy steels possible. Our metallur- 
gists — in Production and in Customer 
Technical Services will continue to 
apply their unmatched technical “know- 
how” to improving the production and 
use of Sharon’s custom steels. 
Needless to say, as of this moment 
we, like our fellow basic steel makers, 
are looking for new business. Now is the 
perfect time for you to begin working 
with a producer who can be your reli- 
able and continuous source of supply 
for quality high carbon and alloy sheet, 
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strip and open die forging steels... 
today, and in the future. Let us know 
your needs. 


More than ever. 

America’s foremost producer of 
quality custom steels. Dept. AHC, 
Sharon Steel Corporation, Post Of- 
fice Box 291, Sharon, Pennsylvania 
16146. 
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Skriloff 


Fletcher 


corporate director-purchasing at 
Armco, Middletown, Ohio. He will 
be accountable for the broadened 
corporate purchasing function. 

Leonard Skriloff has been 
promoted from director of purchas- 
ing for Chemtex Fibers, Inc., New 
York, to vice-president of materials 
management. Tom Sposito has 
been hired as director of purchas- 
ing by Universal Health Services, 
Inc., Bala Cynwyd, Pa. 

James Raymer has been 
promoted from director of purchas- 
es to vice-president—purchases at 
State Industries, Ashland City, 
Tenn. John Boesche has been 
promoted from vice-president of 
manufacturing to corporate vice- 
president at Valmont Industries, 
Inc., Valley, Neb., where he will 
have direct responsibilities for 
purchasing. 

Robert H. Buckenmayer 
has been appointed director of 
contract manufacturing in the 
Operations Division of Airwick 
Industries, Inc., Carlstadt, N.J. He 
will oversee materials manage- 
ment and purchasing. 

Robert A. Burkhart, in his 
new assignment as director of 
purchasing for Fisher Body 
Division of GM Corp., Warren, 
Mich., will be responsible for the 
entire purchasing activity of the 
materials management section. He 
joined Fisher Body Div. in 1977 as 
senior buyer-in-charge. 

Gary D. Beveridge has been 
named director of purchasing for 
Armstrong World Industries, Inc., 
Lancaster, Pa. He _ succeeds 
John W. Wilkinson who will 
retire after more than 35 years of 
service with the company. 

A. C. Drubel has been named 
director-corporate purchasing of 
Badische Corp., Williamsburg, Va. 


Raymer Boesche 


Carol J. Potter has been assigned 
to the new position of supervisor of 
office equipment standards and 
purchasing at Norton Co., Worces- 
ter, Mass. 

Charles A. Port has been 
named supervisor of surplus and 
salvage disposal of the materials 
management department of 
Phelps Dodge Corp.’s Western 
Operations in Douglas, Ariz. Port 
joins Phelps from Youngstown, 
Ohio, where he had acquired more 
than 23 years of experience with 
Youngstown Sheet and Tube Co. 
and Jones & Laughlin Steel Co. 

Other appointments at Phelps 
Dodge: H. Gordon Newman and 
Clarence E. (Buddy) Stapp Jr. 
have been appointed senior buyers 
in the materials management 
department. 


STEEL SURVEY 


Service centers 
more optimistic 


CLEVELAND — While business is 
still slow for steel service centers, 
operators are more optimistic 
about fourth-quarter 1980 and 
beyond than they were this past 
summer. 

“Tt doesn’t look as if the 
fourth quarter will be as bad as 
predicted,’’ says John Doxey, ex- 
ecutive vice-president of the Steel 
Service Center Institute, com- 
menting on results of the most 
recent business survey of institute 
members. ‘It’s still very, very 
competitive,’’ Doxey adds. 

Fifty percent of the survey 
respondents say they will attempt 
to cut inventories in the next three 
months, compared to 81% in July. 
While only 34% of the July re 
spondents said they expected in- 
coming orders to stay the same or 
increase over the next three 
months, the newest survey shows 
that 89% expect level or increased 
orders between now and the end of 
the year. 

Doxey notes that it’s hard to 
say whether the optimism heralds 
a true upturn, or just the end of 
summer doldrums. He believes, 
however, ‘“‘we’ve bumped into the 
bottom,”’ and expects service cen- 
ters to start purchasing raw steel 
once again. 

“Tt’s not clear if we can reduce 
inventories any more without re- 
ducing service; we would have to 
be out of certain sizes,’ Doxey 
says. 

In other survey results: 

eService centers expect no 
shortages of any of their products 
for the next three months. In July, 
some centers expected shortages 
of tubing, heat treated steel, stain- 
less, and aluminum products. 

eReceipts continue to lag be- 
hind shipments. Of the survey re- 
spondents, 63% say receipts are 
below shipments, compared to 
51% a month earlier. 

eBuyers of foreign steel say 
offshore supplies continue to be 
priced 5-10% below domestic. But 
61% of the surveyed buyers of 
foreign steel report that offshore 
stainless is priced about the same 
as domestic. a 


The 16-Ib. copier paper that flies 
through high-speed copiers. 


a 
Xerox” 9200® and 9400 are registered tradeMafks of XEROX CORPORATION 


To get the best performance out of your high-speed 
copier, you need a copier paper built for high speeds. 

That’s why Hammermill launched 16-lb. Hammermil! 
Fore Xerocopy for the Xerox 9000 Series —the light- 
weight copier paper made specifically for high- speed 
copier/duplicators. 

Hammermill 16-lb. Fore Xerocopy is stiff enough to 
speed through high-speed duplicating systems like the 
Xerox 9200 and 9400 smoothly and consistently, copy 
after copy — for trouble-free performance that lets you 
stop worrying about costly copier downtime. 

With our 16-lb. Hammermill Fore Xerocopy you'll 
get a minimum of 100 sheets in each collating bin - 
guaranteed. And its high opacity lets you print on both 
sides of the sheet. 


And it’s light on your wallet, too. Our 16-lb. Fore 
Xerocopy gives more sheets per pound. Because you buy 
paper by the pound, you save every time you buy. (You can 
even save on postage because your mailings will be lighter.) 

Try 16-lb. Hammermill Fore Xerocopy for the Xerox 
9000 Series. Available from Hammermill Merchants in 
over 135 major cities. It’s the only way to fly. 

Call toll-free 800-621-5199 (in IIl., 800-972-5855) for 
free samples and the name of the nearest Hammermill 
Merchant. 


ee Let Hammermill 
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| f These days, you can spell out fire prevention safety 
y t ay S ru eS O regulations quickly: OSHA, UL, FM, NFPA. And the 


rules aren't really man-made; they're dictated by the 


Justrite is in the business of removing hazards from 
jobsites. By making flammable liquid handling equip- 


fl re prevention oe frightening possibilities that even a little neglect 
can bring. 
your safety ment that conforms to today's rigid standards 
precisely. With features that build in safety. Justrite 
equipment includes a fire-protective product for 
ro ram every in-plant requirement— storage, transfer, use 
and disposal. It's the most complete selection in 


the industry. 


has TO be We at Justrite can't design your entire safety 
program. But where flam anes We are concerned, 


we do more than sell containers. We'll help you get 


© a major portion of your fire prevention program 
off to a healthy new start. | 


Call or write. Find out why, in flammable liquid 
handling, your best rule is to rely on Justrite. 
Justrite Manufacturing Sitti 2454 Dempster 
Street, Des Plaines, IL 60016. 312/298-9250. 
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THE FIRE PREVENTERS 


For more information circle 19 | 
DIIDSI[*ONI!IO OOCTODECD 0 4000 \ 


Now's the time to study 


Viewpoint 


James V. Withey of Conoco Chemicals Co. 


supplier relationships 


By Henry G. DeYoung / cpi Editor 


Remember when dealing with 
chemical suppliers was a nice, 
simple affair? When prices were up 
and supplies tight, you nuzzled up 
as close to your vendor reps as you 
dared, promising undying devotion 
for one more barge of benzene. And 
when the market turned around, 
as it invariably did after a year or 
so, it was back to the spot market 
or another producer in hopes of 
shaving a nickel a gallon from the 
already threadbare contract price. 
You may have had no idea of where 
the next delivery was coming from, 
but boy, did you get some deals! 

Now that most chemicals are 
again in moderate oversupply, it’s 
tempting to play that game again, 
writing it off as “good purchasing 
strategy.” But, says Jim Withey, 
manager of administration at 
Conoco Chemicals Co. in Houston, 
this is precisely the time when 
buyers had better be looking ahead 
a few years. 

“Ever since 1975,” he says, 
“we’ve had one basic purchasing 
strategy: security of supply. If that 
means passing up some short-term 
opportunities in order to keep our 
suppliers, we’ll do it.” 

Natural phenomena. That 
notion isn’t as radical as it was, 
sav, five years ago. 

“It’s more important to us,” 
explains Withey, “that our suppli- 
ers are comfortable in their 
positions—that’s going to serve 
our interests over the long run. Ifa 
producer absolutely must have a 
higher price to remain viable in 
the business, we don’t want to 
push him into a corner. 

“At the same time, we resist 
higher prices whenever we can. If 
we think a new price has too much 
fat in it, we won't go with it, and 
we make sure he understands why 
we won't go with it.” 

Withey notes that Conoco’s 
policies vis-a-vis its supplier 


relations are supported by two 
natural phenomena: marketplace 
elasticity and the natural ups and 
downs of the economy. If chemical 
producers post prices substantially 
higher than the regional market 
will bear, the prices will tend to 
drop, more or less automatically, 
over a relatively short period of 
time. In that case, Conoco is 
generally able to avoid a nose-to- 
nose confrontation of a_hard- 
pressed producer. 

The economy also serves as a 
determinant of producer survival. 
While many purchasing managers 
feel victimized by the wild 
price-and-supply swings of the 
past two years, Withey is more 
philosophical: 

“These cycles are actually 
very valuable. At the top of the 
cycle—such as we went through a 
year ago—you’re bringing in a lot 
of new competition which keeps 
everyone on their toes. At the 
bottom of the cycle—which we’re 
going through now—you’re weed- 
ing out the inefficient and 
incompetent, even though you also 
run the risk of losing someone 
you'd like to hang onto.” 

Great dilemma. Naturally, 
there are circumstances which 
may justify higher prices by a 
particular supplier. The rapid-fire 
increases in imported oil, for 
example, leave most domestic 
refiners little choice but to pass 
costs along to customers. 

A more ticklish question is 
that of new capacity. Does the 
building of a new plant— 
especially at today’s high interest 
rates and skyrocketing costs— 
always mean new prices? 

Withey calls it “the great 
dilemma of inflation.” New 
capacity is, of course, a must for 
the future viability of suppliers, 
many of whom may still be saddled 
with plants designed to run on 


“it’s very important,” says 
Withey, “that our suppliers are 
comfortable in their positions.” 


$2/bbl-oil. Furthermore, he says, 
“it’s getting more and more 
difficult to invest this kind of 
money and get a good return. The 
guy running a brand new plant, 
after all, is still only getting what 
his competitors get.” 

Or does his new plant entitle 
him to a little more? 

“I don’t think we'd pay a 
premium for a purchased item just 
because it’s coming from a new 
plant . At the same time, we might 
have a situation involving a tight 
supply-demand marketplace, and 
a valuable supplier who needs our 
support. In that case, we might 
consider that premium as a 
worthwhile investment in our 
long-range vendor relations.” 

Avoid problems early on. 
Conoco’s purchasing philosophy is 
designed to avoid many of these 
conflicts early on. One recent 
change, for example, involves the 
approved supplier list: It’s getting 
bigger. The spot shortages of 1979 
has led to a long-range broadening 
of the supplier lineup in many 
products, making it easier to 
sidestep the problem of whether or 
not to give extra support to one 
vendor relative to another. el 
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TI talked to the people who work 


calculators all day, every day. 
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Texas Instruments introduces a 
new family of quality commercial 
calculators for your business. 


And each uses plain paper tape. 


Easy on your people. 
Light on your budget. 
Today’s business calculator should be 
rugged, versatile — and easy to use. 
That’s why, when we set out to de- 
sign a new family of commercial 
calculators, we went right to the 
source: the people who use their 
calculators up to 8 hours a day, every 
day. We studied their needs and 
wants, then designed an all-new 
calculator keyboard that actually 
works with you. To reduce fatigue 
and muscle strain. To increase your 
working speed. To make your job 

easier. 

Our Touch Operator keyboard is 
wider to fit your hand more comfort- 
ably. We’ve carefully worked out the 
proper distance between keys to give 
you a keyboard that’s easier to use 
and helps reduce entry error. Its 
large, sculptured keys are specially 
shaped and angled to fit your finger- 
tips and respond quickly to your 
touch as you work. With two-key 
rollover and ten-level keyboard buf- 
fering, you can work comfortably at 
top speed. 

We also slimmed down the hand- 
some casing to a sleek, desk-hugging 
3/1" high, reducing arm fatigue and 
eliminating the need to strain over 
your machine to see your last entry. 
Finally, we added a detachable power 
cord, so your calculator can be locked 
securely away when not in use. 


Versatile, dependable 
productivity tools. 
In addition to the four basic func- 
tions, this 12-digit calculator family 
handles multiplication and division of 
a constant, automatically computes 


percentage calculations. A special 
add-mode automatically positions 
decimal points to let you enter dollars 
and cents easily. Or choose the fixed 
decimal from 0-6 positions for fast, 
accurate entry. An independent add 
register acts almost as a separate 
memory, permitting multiplication 
and division without affecting add/ 
subtract operations in progress. A 
grand total register adds even more 
versatility, automatically accumulat- 
ing totals from the independent add 
register as you work. 

We’ve built each of our rugged new 
calculators around a tough, reliable 
impact printer that’s the most pop- 
ular in the industry. Tested to print a 
million lines without a failure, our 
high-speed 12-digit printer is heavy 
enough to take the punishment of 
long hours. It operates at a fast 2.8 
lines per second, printing an easy-to- 
read audit trail with full date and 
non-add reference numbers. 

Two-color printing lets you identify 
positive and negative results at a 
glance. 


Consider them 
basic equipment. 
The TI-5213 combines the basic 
efficiency of a full-function commer- 
cial calculator with the reliability of 


~ 


' COMMERCIAL CALCULATOR 


SPECIBLIST 


Look for the new breed 
| of commercial calculators 


at Tl dealers displaying this symbol. 
EEE 


our impact printer in a sleek, two- 
tone unit. The independent add reg- 
ister lets you operate this calculator 
as though it has memory. 

The TI-5215 adds a powerful live 
memory. Add-to, subtract-from, sub- 
total or total memory without affect- 
ing previous calculations in progress. 
Couple this live memory with the 
memory-like power of the indepen- 
dent add register, and you get the 
equivalent capability of a versatile 
dual memory. 

The TI-5217 combines the perma- 
nence of printed tapes with the con- 
venience of a large easy-to-read 12- 
digit display that shows commas, 
decimal point punctuation and status 
indicators for memory and indepen- 
dent add register. 

The TI-5219 offers all the basic ac- 
counting functions you need plus the 
added versatility of a powerful four- 
function memory. Its vacuum fluores- 
cent display adds the convenience of 
a bright, legible readout and the 
printer on/off switch lets you com- 
pute with or without a printed tape. 


See your TI Commercial 
Calculator Specialist. 
He’s an expert in the field of business 
calculators and is prepared to analyze 
your business needs and recommend 
the most efficient and economical 
equipment for your requirements. 
Just call this toll-free number for his 
name, address and telephone number: 
(800) 858-4567, ex. 85. =r y years 
oO 


In Texas: (800) 692-1313, 
ex. 85. Or write Texas ae 
Instruments, P.O. Box 
10508, MS 5889, Lub- VO 
bock, Texas 79408. 


Texas Instruments technology — bringing affordable electronics to your fingertips. 


TEXAS INSTRUMENTS 


© 1980 Texas Instruments Incorporated 


INCORPORATED 
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Our bearing and PT inventory 
would fill 29’. football fields. 


A bearing or power transmission 
component doesn’t always give you 


a two-minute warning before it fails. 


But when it does, it’s comforting to 
know that the largest available 
inventory of more than 200,000 
different bearings and PT parts is 
in stock at our 200-plus 
“neighborhood” sales/service 
centers. More than $100-million 
worth, carefully stored in bins that 


cover more than 1.4 million square 
feet. A computerized inventory 
that’s tied into a microfiche/CRT 
data retrieval system. And more 
than 1,000 inside and outside 
specialists to help you wring every 
penny from each bearing/PT dollar 
spent. Our colorful, 20-page Planned 
Procurement booklet explains it all. 
Call our local branch today for a 
free copy. 


Bearings, Inc. 


Corporate Office: 3600 Euclid Avenue, Cleveland, Ohio 44115 


Dixie Bearings, Inc. 


276 Memorial Drive, S.W. Atlanta, Georgia 30303 


Bruening Bearings, Inc. 


3600 Euclid Avenue, Cleveland, Ohio 44115 
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Hazards 
on the Hill 


in October 


Transforming a technical 


violation into a crime 


What Uncie doesn’t 
know can hurt 


Questions that 
could affect you 


Washington outiocok 


By Daniel W. Gottlieb 


One of the dangers of an election year is that there’s always a 
chance that flawed or imprecise laws will get enacted in the 
rush to wind everything up. 

One such potential for mischief is found in the omnibus 
criminal law “reform” legislation now before Congress. 

In a little-noticed provision of the legislation, buyers as well as 
corporate officers are targets for possible criminal prosecution. 

In certain circumstances you could be subject to up to five 
years imprisonment for knowingly (not willfully, the usual 
standard in such cases) putting someone in imminent danger 
of death or serious bodily injury. While this may sound like an 
unlikely case, the U.S. Chamber of Commerce feels the proviso is 
drawn so vaguely and loosely—that it would “transform a 
narrow, criminal law concept directed at acts of violence 
into an unprecedented and far broader crime applicable to 
violations of technical statutes.” 

Federal jurisdiction for prosecution would be created for 
offenses arising under federal laws covering environmental pollu- 
tion, mine safety and health, hazardous substances, and others. 

The so-called “endangerment” proviso of the criminal code 
reform bill has drawn a hornet’s nest of business opposition. It was 
knocked out of the House committee version but remains in the 
Senate bill. Both versions are ready for floor action and are 
given a 50-50 chance for passage. 


Another possible sleeper is a separate corporate crimes bill 
that would require you or any other corporate official with 
management responsibility to report to the federal govern- 
ment any “serious concealed danger” in a product or company 
practice. Failure to do so could bring up to five years in prison or a 
$250,000 fine. This one is still locked up in Judiciary Committee, 
but has strong support from consumer interest groups. 

Business lobbiests sympathize with the solons’ desires to stop 
industry from knowingly killing or injuring people. And no one 
argues that something shouldn’t be done to stop future cases like 
flaming gas tanks, tire failures, chemical spills, or hidden killer 
wastes. But many businessmen argue that broad, loosely 
worded statutes establishing individual criminal liability are 
a bit much in the light of existing civil and criminal penalties 
under present laws. Besides, they note, these statutes may 
violate your constitutional rights. 

Questions being asked, for instance, are: 

eWhat constitutes “knowledge” of imminent danger? 

eWhat happens when responsibility is shared for use of 
unsafe products or practices? 

eHow does one person, such as a buyer, know all the 
safeguards that might be taken with a potentially dangerous 
product once it is inside the plant? Does he or she report it 
to protect against prosecution for the possible future accident? 

Regardless of the outcome of current legislation, it’s 
clear that buyers with managerial authority will have to 
keep a sharp eye out for federal prosecutors as well as 
regulators. Ss 
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WTC Got It There 


6:30 Sharp. 


Veterans Hospital Super Air into Miami. 
and Jackson Me- The delicate and sensi- 
morial in Miami had tive cargo had to arrive 
a problem. AR at the hospitals by 8 AM 
Blood was needed at FREIGHT the following morning. 


both hospitals from the _—-- because oneerrorcouldcosta J¢ was there 6:30 sharp. 
relatives of transplant i a ad We like to think that 
- patients. Quickly. Ap ac On on-time success stories such 
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What's really 
happening to the 
purchasing budget 


Where the cost-cutters 
are slicing 


Buyer smarts mean more 
than business cycles 


Why travel budgets 


are the wrong piace to cut 


By John F. O’Connor / Editorial Director 


You and your colleagues are turning out to be “fire-proof” 
for the second recession in a row. 

We checked with several hundred purchasing profes- 
sionals to find out (1) how hard their departmental budgets 
are being hit by the recession and (2) whether all the talk 
about the relative layoff immunity of purchasing people is 
true. (It is). The not-so-gory details: 

eOnly 56% of our respondents have been called on to cut 
back on departmental operating budgets in specific ways. 
Biggest retrenchment target areas: travel budgets, clerical 
personnel, and special projects—such as the use of consultants and 
professional services. Other popular cutback candidates: pro- 
fessional seminars and training programs 

eAbout 11% report their departments have been hit with 
buyer layoffs. Reason for the relatively light purchasing 
casualties: Bad times are buyers’ times. When top management 
can no longer sell its way out of trouble, it turns to purchasing for 
fast profit rescue. Simply put, you don’t fire the cavalry—at least 
not while the Indians are still circling the wagon trains. 

eSome 46% say their departments currently have hiring 
freezes in effect. 


There’s an obvious good-news/bad-news angle built into the 
results of our survey. The good news: Buyer experience in the 
past several recessions shows that a purchasing professional’s job 
security depends more on competence than on the vicissitudes of 
the business cycle. The bad news: Travel budgets are still every 
myopic cost-cutter’s favorite target and the very item which 
panicky purchasing brass are most likely to surrender first. 

The line of alleged logic behind travel budget cuts: Times 
are bad, so platoons of vendor salespeople will be pounding on your 
door. What’s more, suppliers are saddled with big chunks of 
unused capacity, so there’s little chance they'll use marginal 
equipment or material to fill your orders. And since vendor 
production people have fewer orders to handle, there won't be any 
delivery or quality problems. Upshot: You don’t really need to go 
anywhere. 

The realities: Supplier cost-cutters are busy doing the same 
things your company’s cost-cutters are doing—changing compo- 
nents and materials, cutting back on people, shutting down 
production lines—if not entire plants—and trimming back prod- 
uct lines and services. These changes and others often occur a lot 
faster during a recession. Worse yet, many of them go unan- 
nounced. 

Perhaps most dangerous of all, travel cutbacks mortgage a 
company’s future. One of our respondents, Robert A. Lutz, 
director of purchasing for A. B. Chance Co. explains: “Travel 
restrictions cut a purchasing department's market visibility and 
limit its exposure to new materials, methods, and processes that 
are being introduced into the marketplace.” 

The only sure way to keep up with the changes taking place 
both inside and outside of your company is to get out and see 
what’s happening for yourself. Fight for that travel budget. & 


Cut-To-Length Line—sheets up to 
17 feet custom-cut to your specs. 
sabe 
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Carbon Steel Tubing—more than 1,700 items in stock Big Capacity Blanking—up to 100 pieces per Bars—racks 40 feet high hold 
minute produced on our high speed lines. 33,000 tons in 6,700 pockets. 
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Structural Stee! — Pieces & Parts Service—one of a kind Carbon & Alloy Stee! Plate—over 55,000 tons to draw on, 
beams, angles, assemblies or production parts in quantity. up to 14" thick. 
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Aluminum—sheets interleaved, packaged, Sawing—everything from structurals to plates 
banded and stacked for safe shipment. cut to close tolerances with clean-cut edges. 
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‘Stainless— largest plate and coil inven- 
tories in the service center industry. 


Service—every 12 seconds of every working day we deliver 
another shipment of steel and aluminum. 
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Multi-Torch Flame Cutters—cut shapes 
small or large, simple or intricate, 
one piece or thousands. 


600 million pounds 
of steel and aluminum. 


20,000 grades, 
sizes and shapes. 
1 phone call. 


If your inventory requirements are tying up 
capital, it's bad enough. But it’s even worse 
when you're borrowing at inflated interest 
rates. What can you do about it? 


Phone Ryerson. 


Because when the metal you need is in our 
inventory, it doesn't have to be in yours. 
Ryerson has the nation’s largest, most 
diversified stocks of steel and aluminum in 
24 computer-linked service centers across 
the country. 


When you draw on our stocks you also save 
time and paperwork in ordering. Plus lower 
invoiced prices when we can combine ship- 
ments for quantity discount. 


Of course we can supply all the standard 
items. But we also stock some not-so-ordinary 
items. Example: forged steel bars up to 20 
inches in diameter. Special duty plate steel for 
pressure vessels and other uses requiring 
tight control of metal properties. And %-inch 
coil that we can supply slit to your specs or 
leveled and sheared to any length. 


So you'll find it easy to do business with 
Ryerson. Give the Ryerson service center 
nearest you a call, today. 


Ryerson 


an Inland Steel company 


atemonces PURCHASE ORDER 17061 : 


os, Sah 800 CROSSBAY BLVD. COPIAGUE, NEW YORK 11726 
SUPPLIER DATE ORDERED BUYER 
Metal anteats ine, pe 30 days Net. John J. Carol 
field, Illinois 
ne — Above Address 


You ve just finished going over your 
product sheets. You ve carefully made your 
choice and placed the order. Now for the 
most important detail. 
Make sure your supplier ships your 
order on American Airlines Freight System. 
At American, weve got some 900 
flights a day. Each one carrying freight. 
And a computer tracking system that lets 
us know where every shipment is at every 
moment. To make things even simpler, 
yOu can use your P.O. number as the 
waybill number, too. 

So when you need something de- 
livered in a hurry, you can depend on us. 


AmericanAirlines Freight System 


P.O. Box 61616, Dallas/Fort Worth Airport, Texas 75261, U.S.A. 
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IF IT'S WORTH SHIPPING 
BY AIR, IT DESERVES 
THE AMERICAN ADVANTAG 


And in todays deregulated environment, 
you may even save money with American 
Airlines air freight compared to the cost of 
ground transportation. 

Hard to believe? Ask us to prove it. 
We'll show you just how fast, reliable 
and cost-competitive we really are. In 
fact, we'll give you the key to big savings 
when you call. 

Just send us your business card 
and we'll send you a handsome, 
genuine leather key fob. Absolutely free. 

When you figure out how much 
American can save you, you ll see that it 
really does pay to get iton American. 
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Ten negotiating 
principles 
and tactics 


Sellers care about 
who cares 


it takes time 
to accept a change 


Get what you can 
in writing 


Negotiation outiook 


By Dr. Chester L. Karrass 


Of the more than 200 negotiating r Pe ot Migs, 
strategies and tactics available to’ @ 

buyers, 10 are particularly appli- 
cable in times of inflation. 

Today’s economic times call for 
a rational approach to challenging 
the flow of price increases. Ranting 
and raving will not impress sales- 
men. What is required is a plan yr 
and a coherent negotiating ap- 2 Bia“) 
proach. 

The following 10 tactics and 
strategies will help as you develop 
that plan: 

eHigher authority. Wherever 
it’s possible, have the seller appeal for a price increase at a 
higher level in the organization than the buyer. A good rule is 
to require that any increase more than x% be approved by a 
manager, any increase more than y% be approved by the purchas- 
ing director, and anything higher than that must have the 
president’s approval. The reason for this is not to limit the buyer’s 
authority. Rather, we do not want to make it too easy for 
sellers to raise prices. They will be more careful if they 
recognize that higher management cares enough to lead the 
challenge. 

eAcceptance time. The concept of acceptance time is central 
to negotiation. No one should expect that his ideas, no matter how 
excellent, will be accepted instantly. 

The seller has talked about an increase for weeks before 
implementing it. Thus, you cannot expect him to instantly 
accept your idea of no or lower increase. You have to allow 
acceptance time. Build such time into your planning and your 
negotiations are bound to go more smoothly. And keep in mind 
that the higher the executive is in the seller’s organization, 
the more acceptance time he’ll need to accept a counteroffer. 

ePrice feedback from competing salesmen. Continuous 
price feedback provided by competing salesmen allows you to keep 
your finger on the marketplace. Salesmen know that buyers give 
special consideration to those who feed them good market 
information—information that helps avoid surprises. 

It also helps to get as many commitments from the 
salesman as you can. The seller’s words and written commit- 
ments provide the buyer with added bargaining leverage. Among 
the commitments that make it harder for a seller to raise prices 
later are: detailed and written estimates of future price 
trends, documented proof of the assertations, statements 
commiting the seller to price or service levels. 


Dr. Karrass specializes in negotiation, purchasing, and sales seminars. His 
12-hour Effective Negotiating video program is licensed by 136 of the nation’s 
500 largest companies. He is author of How to Fight a Price Increase, 
Negotiatin ting Game, Give and Take, and How to Work with Your Employees to 
2 mprove Their Performance and Your Own. For more information on books 
seminars: Karrass Seminars, 2066 Westwood Blvd., Los Angeles, Calif 
90025 (213) 476-4554. 
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Foil mounting papers for 


composite can liners, labels One-time carbonizing base papers 


Bleached 
foil mounting papers 


THE KRAFT PAPERS YOU NEED, 

AS LIGHT AS 14’- EXTENSIBLES AS 
LIGHT AS 25’- TOHELP YOU 

CUT YOUR PAPER COSTS. 


lf you'd like to save some money, we'll help you reduce the weight of the papers you re using. 
We'll be sure each paper is heavy enough to do the job it’s intended to do, but not heavy 
enough to waste fiber, and money. In pouch papers, for example, reduced paper weight can 
mean more pouches per dollar, more pouches per roll of paper, and lower shipping cost per 

| pouch of product. Similar savings can apply to other paper uses. 

: We're specialists in lightweight papers, and offer a variety of converting options. So when 
you re ready to look at the money-saving possibilities in saving paper, let us help. 
Call 414/766-4611, or any Thilmany sales office. 


THILMANY PULP & PAPER COMPANY, Kaukauna, Wisconsin 54130 Digitized by re Q) Ogle a: 
| Sales Offices: NEW YORK @ PHILADELPHIA ® BOSTON @ CLEVELAND @ CINCINNATI # CHICAGO @ KANSAS CITY e DALLAS@ SACRAMENTO # KAUKAUNA 


Whether the job to be done calls for protection 
against abrasion, cuts, punctures, heat or 
cold; or protection against acids, caustics 
or other chemicals; or if gloves are required 
to protect the integrity of the product 
being produced, Boss has the right 

glove for the job. For over 85 years 

Boss has provided hand protection in 

a wide range of materials: leather, 


The right glove 
for every job. 


cotton, coated, asbestos, latex, synthetics, 
Keviar® Aramid fiber and new Tri-blend. You 
will also get prompt service wherever you are 
from one of our 15 regional sales and dis- 
tribution centers. For the lowest cost 
per man-hour of wear, ask your Boss 
representative for expert recom- 
mendations on the right gloves for 

your job requirements. 


Your Best Source For Safetywear 


BOSS MANUFACTURING COMPANY 
Industrial Division 
221 West First Street * Kewanee, Illinois 61443 ¢ 309/852-2131 


The real problem 
with leadtimes 


When business picks up, 
leadtimes move out 


The solution: 
properly managed MRP 


MRP is geared 
to handling change 
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By Oliver W. Wight 


Leadtimes have always been a 
problem for purchasing people. 
Manufacturers usually want less 
leadtime and vendors want more. _ 

The real problem with lead- 
time comes when business picks 
up. The foundry that was quot- 
ing a sixweek leadtime begins 
quoting an eight-week leadtime. 
Everybody increases his lead- © 
times by two weeks, and generates ~ 
two more weeks’ worth of orders. 
Soon the foundry is quoting 10- 
week leads—and in no time at all 
castings leads are out to a year. 
And castings is just an example. We’ve seen this happen with 
electronic components, forgings, and bearings too. 

There is one sure way to keep from being jerked around 
by these increases in leadtime and that is to give the vendor 
a schedule well beyond the quoted leadtime—say, for a year. 

This simply isn’t a very practical solution. Manufacturing 
people are reluctant to give requirements very far into the future 
because they know that things are going to change: They know 
that the forecast is wrong; the production schedules will be 
changing; and, if they make any long-range future commitments, 
they'll get material they don’t need and they'll have trouble 
getting the material they do need. 

The real solution to the leadtimes problem is a properly 
managed MRP system, of course. One company, for example, 
sends a schedule to each of their vendors each week, showing 
annual requirements in increments of four weeks. The first four 
weeks are considered firm. The next four may change a little as 
their schedules change. Beyond that the figures are a projection. 
The company is really reserving capacity with its vendors. 

This is one of the benefits of mrP because the real problem 
with giving vendors schedules out beyond their leadtimes is 
change. And MRP is geared to handling change. 

A stop-gap approach is to give the vendor a commitment 
in terms of capacity. One company that uses castings gave their 
foundries a schedule stated in terms of molds-per-week rather 
than more specific terms. Four weeks ahead of time, they told the 
foundries the number of parts needed. This company literally 
changed its casting leadtime from 12 months to 4 weeks overnight. 

Whether the solution adopted is a stop-gap solution or 
the right one—like installing MRP—now is the time to get into 
vendor schedules so that adequate supply of material will be 
there to support production when business picks up. rd 


The Oliver Wight Companies provide live education programs, video education 
rograms, software reviews, and publish books on MRP and MRP II 
anufacturing Resource Planning). Oliver Wight is author of Production 
and Inventory Management in the Computer Age, and the new book, MRP 
IT: Manufacturing Resource Planning. For more information write: Oliver 
eee ox 435, Newbury, N.H. 03255. Phone: 800-258-3862 or 
-763-5926. 


MSA tells why they have a 


It’s important that personal protection 
products fit right. And designing to fit the 
human figure, after all, is work requiring 
considerable sensitivity. 

No surprise, then, that over 25 years ago 
MSA hired a sculptor to help design face- 
— His resources, amply are greater. 

e can draw not only on volumes of facial 
measurements and other scientific data in 
his work, but also on an intimate knowledge 
of and appreciation for the many forms of 
the human face. 

It’s this combination of talent that results 
in the highly comfortable and snug fit of our 
small, medium and large Comfo® facepieces. 

Take, for example, the common smile. 
It can change the configuration of a face, 
but there's no way to measure it scientifically. 
That’s one reason why we have a student of 
facial expressions, as well as statistics, 
designing our facepieces. 

Also, his studies have acquainted him 
with the exceptional faces in addition to the 
broad norms defined in scientific data. 
Result? MSA facepieces fit extra percentiles 
of the total American work force. 
Comfortably. 


Careful and competent design is some- 
thing you can expect in every MSA product. 
Over 4,000 in all. 

We find the best qualified people for 
each project. Then back them up with the 
finest facilities and equipment available. 

Design excellence: It’s one way MSA 
has become the world’s most respected name 
in its field today. 

MSA, 600 Penn Center Boulevard, 
Pittsburgh, Pa. 15235. 


Make sure check MSA 


MSA 


sculptor designing facepieces. 
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How to lighten your overhead. 


Energy reduction 
oO 
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No other line of fluorescent lamps measures up to Sylvania in saving energy. We alone offer five 
different lamps that effectively meet all your lighting needs and yet cut your electric bills. 

Our standard 4 foot fluorescent saves at least 1/2 watt over competing brands. This small reduc- 
tion in wattage can add up to large savings when a number of lamps are used. The SuperSaver’ and 
SuperSaver II fluorescents save up to 20% in power yet provide excellent lighting. Our exclusive 
Sylvania Thrift/Mate™ fluorescents are the biggest energy savers. They are designed to be used with 
the standard 4foot fluorescents and have special circuitry that cuts energy consumption by 33% or 
50%! Because we offer the most complete line of energy-saving fluorescents, your various lighting 
requirements can be met inthe most appropriate manner. We have the answers to maintaining proper 
light levels while saving significantly on your electric bill. From bathroom to boardroom. 

Interested? See your IED Independent Electrical Distributor or write or call GTE Products Corp., 
Sylvania Lighting Center, Danvers, Mass. 01923. (617) 777-1900, Ext. 2650. You'll save a lot on this 


unbeatable team from Sylvania. 
SYLVANIA ‘sic 
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Seminar 
schedule 
for 1981 


Forecasting and 
economic fundamentais 


Data processing 
for purchasing 


New certification 
examination reviews 
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Professional outicok 


By James P. Morgan / Editor 


It’s schedule time again on the seminar circuit and NAPM has 
weighed in with a tentative schedule of 34 programs of varying 
length and a wide expanse of subject matter. In fact, the schedule 
is so long we'll have to break it in half to cover everything. 

The first half looks like this: 

eJan. 11-15, NAPM/ West Florida, at Tampa—legal aspects 
of purchasing, negotiation, corporate contracts, MRP, improving 
management skills. 

eJan. 22-23, NAPM/PMA of Los Angeles, at L.A.— fore- 
casting, economic fundamentals, and the factors creating the 
present economic situation. 

eFeb. 1-6, NAPM management seminar, at Palo Alto, 
Calif.—faculty from Stanford Business School will zero in on 
finance, marketing, management, law, transportation, human 
behavior, economic forecasting. 

eFeb. 15-19, NAPM/ Univ. of Florida, at Gainesville— 
forecasting seminar dealing with international currencies, ex- 
change, U.S. economy, interest rates, financial strategies. 

eFeb. 22-25, NAPM seminar, at Las Vegas—organizing and 
staffing a purchasing department. 

eFeb. 26-27, NAPM/PMA of Pittsburgh, at Pittsburgh— 
advanced session of John Murray’s law seminar. 

eMarch 1-6, NAPM/Chicago PMA, at Oak Brook, Il.— 
materials management (organization, function, interrelationships 
of constituent disciplines). 

eMarch 8-11, NAPM/Milwaukee PMA, at Milwaukee— 
inventory management, price increase management, communica- 
tion, operating under stress, UCC, negotiation. 

eMarch 15-18, NAPM data processing seminar, Univ. of 
Texas, at Austin—mrppP, programming, open p.o. files, hands-on 
lab sessions. 

eMarch 21-24, NAPM/NMSDC, at Chicago—minority pur- 
chasing programs. 

eMarch 29-April 3, NAPM/Univ. of North Carolina, at 
Chapel Hill—management seminar on materials management. 

eApril 7-10, NAPM/PMA of Alabama, at Birmingham— 
organization; quantifying costs of quality, late deliveries defective 
material, excessive expediting; conflict management. 

eApril 12-15, NAPM/Chicago PMA, at Chicago—seminar for 
new and experienced buyers (problem-solving, critical commodity 
identification, negotiation). | 

eApril 14-17, NAPM/ District III, at Chicago—certification 
exam reviews of all four tests. 

eApril 21-24, NAPM/PMA of San Antonio, at San 
Antonio—advanced buyers program. 

eApril 26-29, NAMP/PMA of Georgia, at Atlanta—new 
certification exam review of all four tests. 

eApril 26-29, NAPM/Fairfield Univ., at Fairfield, Conn.— 
materials management, management development, and organiza- 
tion, negotiation, communications. 

To get further information as it becomes available, 
contact Harry N. Wada, Director of Continuing Education, 
NAPM, 40 Plaza, Suite #2, Park Forest, Ill. 60466. 


WHY IS 
AMERICA’S*1 ALL 


“It costs me less: 


“The first thing | did when I got my free 
WypAll sample packet was to hand the 
wipers to the shop foreman and sit 
myself down with the WypAll tact sheet. 
“T already knew that disposables 
could save me money. But inside of 
five minutes | found out that WypAll z 
could save me a bundle. 
Not only are shop towel rentals not 
getting any cheaper, but by 
eliminating those ‘hidden costs 
| paid with shop towels, I could 
really make out. 
“Like replacement charges. 
They used to cost me at least $10 
a month. No such thing with WypAll. 
“And there's no paying for wipers that are too worn or not 
clean enough to use, either. Every WypAll is fresh, clean, and new. 
“On top of that, we don't have to waste time counting, sorting, 
and storing dirty wipers for pick-up. 
“Eliminating all those ‘hidden costs’ helps me look good on the bottom line. 
“But saving money on the purchase doesnt mean a thing if nobody uses them. 
That's where WypAll disposable wipers really make it—our people like them, use them! 
So for once, the foreman doesn't call me ‘cheap’ 
“You think, maybe, he’s finally becoming cost-conscious?’ 


deh OUT FOR YC 


Why do so many people, in so many different industries, prefer WypAll disposable 
wipers? Is it the cost? The performance? Or is it that special cloth-ike feel that WypAll 
gee from its EXC cMsive and patented manufacturing process? Decide for yourself. 


WypAll™ is a trademark c ott Paper Company for its bonded cellulose disposable wiper. © lO8OifaattPaperCahipariy 


-- 


Wyp'/// 


WIPER? 


“Even better, it works: 


“Mr. Numbers there hands me a free packet of 
WypAll and says, “Try ‘em’ I say, ‘Look, no desk jockey 
is gonna change an old shop towel man like me’ 

“| give them to the crew anyway. 

“They say, Yeah—WypAll works like a shop 
towel! They tell me WypAll is great for soaking 
up oils and fluids. Really stands up. 

“Matter of fact, they say they like WypAll 
disposable wipers better than shop towels 
for wiping their hands and faces. See, WypAll 
is soft and clean. No metal chips or bad smell 
or chemicals from being used before. 
“And once you're done using a 
WypaAIl, it goes out with the trash. 
No more piles of dirty shop towels. 
“Plus, if you lose a WypAll, nobody gets bent out of shape. 
‘Cause nobody pays a replacement charge for Wyp 
“Now | know WypAll has gotta cost less than shop towels. 
Rags, even. Why else would he give it to me? ‘ 
“But, the way it works, | keep thinking it must cost more. 4 
90 | get all ready to fight for switching to WypAll, 
no matter what it costs, and what happens? 
“Mr. Numbers agrees. Can it cost less? Or 
do you think he’s starting to learn something about 
real work?’ 


A HOUSEHOLD NAME, 


Send for your free sample packet. 


Fill out and mail the coupon today Addres | ae “se 
Or call toll-free: 800-523-5000. he Stats. Zip_ 
In Pennsylvania: 800-362-5696. f sig ON 
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Take a close look at 
those soaring bills. 

Then take a good look at 
UPS BLUE LABEL AIR, 

the two-day alternative 
that saves you up to 70%. 


If ever there was a time to take a 
second look at your air delivery 
methods, this is it. Because now, 


you do have an alternative to costly 
overnight air delivery. A dependable, 
right-for-the-times alternative that 
takes just one extra business day and 
delivers eye-opening savings of up to 
70%. It's UPS Blue Label Air. 

Read the numbers just once; we 
feel certain you'll think twice about 
requesting overnight delivery 
automatically. For example, a 
10-pound package shipped between 
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Boston and Los Angeles by air 
express costs about $36.48.* The 
Same package delivered the second 
business day by Blue Label Air costs 
an unbeatable $10.51+ If it's a true 
emergency—overnight's the answer. 
But for the typical “rush,” put Blue 
Label Air to the test. High quality 
service. Without the high priced 
wrapping. What a difference a day 
makes! 

*Rates in effect 7/80 


UPS shippers receive automatic daily pickup service for a nominal weekly charge. 
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mea UPS BLUE LABEL AIR 
E MONEY SAVING 


Steel’s no-strike talks 
could get rough 


Rocky times loom ahead for labor relations in the 


steel industry. 

Indications are that talks on reestablishing the 
Experimental Negotiating Agreement—steel’s 
industry-wide no-strike clause—will start before 
year-end. The outcome will have a marked effect on 
long-term conditions in the steel marketplace. 

ENA’s importance is shown by the fact that talks 
are coming so soon after the new three-year contract 
that started Aug. 1. A big strike threat is three years 
off, but no one wants to take chances. 

United Steel Workers wants ENA. Under the 
seven-year-old pact, workers got bigger raises than 
union bosses ever dreamed of before ENA. Wages rose 
nearly 149% since 1974, and will shoot up another 
40% by 1983. 

Industry won’t say exactly what it wants. It’s 


well known, however, that many steelmakers think 
the cost has been too great. Even without the three- 
year boom-strike-bust cycle prevalent before ENA, a 
major industry shakeout has occurred since 1977. 
Foreign steel interests are watching ENA develop- 
ments nervously. Whatever the outcome, foreign 
steelmakers could make further inroads in the U.S. 
market—a prospect neither side relishes. Foreigners 
fear they will fuel protectionist sentiment if they take 


advantage of a strike. 


Yet a big U.S. strike would present offshore — 
producers with an open door, free of the possibility of | 


dumping charges. Their domestic customers would be 
angered by a failure to increase shipments during a 
strike-induced U.S. steel shortage. 

Domestic steelmakers fear an expensive ENA 


could force further plant closings—a different — 


opportunity for foreigners. 
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Will this scene be re-run without ENA? Photo shows 1956 
strike at U.S. Steel’s Duquesne works. 
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Photo: United Steel Workers 


Teledyne Rodney Metals has 

always enjoyed a fine reputa- 
tion as a ready source of thin 
(to .002"), wide (up to 42 inch) 
Specialty Metals — stainless 
Steel, titanium, high tempera- 
ture alloys and nickel alloys 


Now today, with the recent 
addition of a unique, new 42- 
inch coil tension leveler, 
Rodney Metals’ sheet, strip 
and foil are being produced 

to flatness levels never before 
attainable by anyone. This 
thin, wide, flat capability 

is a Rodney Metals’ exclusive! 
Flat. Flatter. Flattest. It’s more 


meaningful today than ever 
before 


Flat! 
Flatter! 


Flattest! 


New! 42-Inch 
Coil Tension Leveling 
Line for Precision 
Sheet, Strip & Foil. 


Teledyne Rodney Metals: P.O. Box E-915, 
New Bedford, MA 02742 Phone 
617-996-5691 TWX 710-344-1347 


Teledyne Rodney Metals of California: 7305 
Paramount Bivd., Pico Rivera, CA 90660 
Phone: 213-723-3291 TWX 910-586-1377 


Teledyne Rodney Metals of Missourt 

10855 Metro Court, Suite 1, 

Maryland Heights, MO 63043 

Phone: 314-872-3522 TWX 910-764-0907 
Teledyne Rodney Metals of Pennsylvania: 
1045 Pulinski Road, Ivyland, PA 18974 
Phone: 215-4414205 TWX 510-665-6710 
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RODNEY METALS 

Thinovators in Precision Metals 
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Snap-on superbly crafted chests and roll cabs 
are professional quality throughout—with plenty 
of space, rugged strength, good locks for 
security. Features include full length piano 
hinges; easy glide drawer runners; double side 
walls; all welded construction; extra heavy 
gauge steel. Wide range of sizes and types. Ask 
your Snap-on man. Snap-on Tools Corporation, 
8019-J 28th Avenue, Kenosha, Wisconsin 53140. 


42! 


| Sap-on Tools 
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PURCHASING FOCUS / CONSIGNMENT BUYING 


Beet up buying clout 
with consignments 


A recent survey by Pur- 
CHASING reveals that a_ tech- 
nique close to the hearts of many 
retailers is also yielding big 
payoffs for industrial buyers. 

It’s consignment buying, a 
system in which the buyer makes a 
commitment to purchase a certain 
amount of product in a specified 
period of time, and the vendor 
stocks the product at his ex- 
pense on the buyer’s premises. 

One immediate gain is 
obvious—sharply reduced invento- 
ry costs, primarily because no 
payment is required until after the 
product is withdrawn from con- 
signment stock. That’s become a 
more important consideration 
because of higher interest rates. 
But unlike other vendor shelf- 
stocking programs, the buyer has 
immediate access to inventory. 

The PURCHASING’ survey 
shows that more buyers use 
consignment techniques than will 
admit it. Why? They want their 
competitors left in the dark. 
Similarly, vendors don’t like to 
discuss consignment arrange- 
ments for fear of getting a deluge 
of requests. , 

But secrecy aside, consign- 
ment is an ideal technique for 
dealing with soaring interest 
rates, rampant inflation and the 
need for production flexibility. 

The point: There is room for 
more widespread application. The 
survey showed that one of the 
biggest reasons buyers don’t use 


Even small companies consignment is lack of familiarity. 


can pack a big wallop 
with consignment. 
It protects prices, 
trims stocks, and 
boosts production 

flexibility. But beware 
of its limitations 


Why buyers don’t 
use consignments 


Wehave We buy 
inadequate custom- 
warehouse made 

space products 
1% 7% 


It’s too 
hard to 
administer 
18% 


Vendor 
won't 
do it 
20% 


We’re 
too 
small 
28% 


We’re not 
familiar 
with it 
26% 


The biggest single reason consign- 
ment techniques aren’t more wide- 
spread is because buyers consider 
their business too small to set up 
such an arrangement. But consign- 
ment expert Myron Frye says consign- 
ment offers small companies a way to 
develop clout. Consignment isn’t ap- 
propriate for custom-made products, 
but those companies could benefit by 
using consignment for perishable 
supplies. 


Experts on consignment, such as 
Myron Frye, vice-president of 
purchasing at Maremont Corp., 
maintain that some of the 
perceived drawbacks to the 
technique don’t always hold water. 

Frye, who has been an adjunct 
faculty member in purchasing at 
Indiana University, Purdue, and 
Earlham College, outlines the 
advantages and disadvantages of 
consignment buying in the 
following interview with Markets 
Editor David Erickson. Frye also 
indicates who should be doing it 
and who shouldn't. 

This first Purchasing Focus 
includes case histories, which also 
indicate some of the advantages 
that can come from proper 
implementation of the system. 

eSt. Regis Paper Co. is saving 
$175,000-200,000 this year in 
strapping costs because of consign- 
ment techniques. Part of the 
savings come from an additional 
1% monthly cash discount—the 
result of payment terms being 
extended monthly. 

@Hughes Aircraft has in-plant 
access to 2300 parts owned by 
Wyle Distribution Group and 
avoids processing some 25,000 
p.o.s annually. 

eA big paperboard mill in the 
Northeast can make last minute 
production changes even when key 
suppliers of dyes are closed. 

Read on to see if consignment 
purchasing can work for you. [] 


Consignment purchasing can 
save time, money, and aggrava- 
tion. You don’t have to be big to do 
it, and suppliers (when they 
realize what’s in it for them) are 
often happy to participate. 

To make the most of a 
consignment purchase, though, 
certain conditions are required of 
the economy, the commodity, the 
supplier, and the buyer. 

What are the advantages of 
consignment purchasing for buy- 
ers? For suppliers? Under what 
conditions does it work best? How 
is it done? What are the dis- 
advantages? 

For answers to these and other 
questions, PURCHASING went to 
Myron Frye, vice-president of 
purchasing at Maremont Corp., 
and an expert on the subject. 

Advantages. According to 
Frye, buyers will find four basic 
advantages which accrue from 
consignment purchasing: 

eClout. You don’t have to be 
big to make a consignment 
buy—as long as you're big to your 
supplier. 

“If you buy only a_ small 
amount of something, like fasten- 
ers, don’t buy them from 12 
different fastener houses. Buy 
them from one. And make yourself 
important to that one supplier,” 
says Frye. “Set your program up 
around the items you buy from him 
that are the big-ticket ones. At 
Maremont, our dollar volume in 
consignment buys isn’t large; but 
it sure is for the people we’re in the 
consignment business with. And 
that’s how we make ourselves 
important. I'd say that a company 
that spends $20,000 on paper cups, 
or whatever it might be, can do the 
same thing if they plot their 
strategy accordingly.” 

ePrice breaks. Suppliers will 


7~ 
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“When you see inflation rates of 14-18%, you certainly ought to think about 
consignment because it gives you price protection. You can lock in the volume 
you need at today’s prices,” says Frye, vp of of purchasing, Maremont Corp. 


often give price concessions on 
consignment buys. They can save 
money by running perhaps a year’s 
supply of some item all at once, 
and by knowing in advance how 
much business they'll be doing 
with a company for a given period. 

They also effectively lock out 
the competition for a while, and 
may give a price break just for that 
reason. In any event, a consign- 
ment purchase locks in a supply at 
current prices. 

eInventory breaks. Because 
the buyer doesn’t take title to the 
goods until they come out of the 
consignment inventory, carrying 
costs are borne mostly by the 
supplier. But the buyer still 
retains certain substantial inven- 
tory costs, such as cost of the space. 

“We buy a great amount of 


steel,” says Frye. “And no matter 
what payment terms I get, I 
always get some heat from our 
finance people because it is in our 
inventory. Even if I can tell them 
we don’t have to pay for it for 60 
days, they don’t care! It’s in our 
inventory that day, and has to be 
counted and accounted for. You can 
avoid most of that with a 
consignment purchase.” 
Personnel breaks. A pur- 
chasing department that doesn’t 
have to go out and buy something 
every month or every quarter is 
free to concentrate on other things. 
“A consignment purchase can 
free your purchasing people from 
routine matters,” says Frye. “By 
getting out of the daily humdrum 
of releasing against orders and 
negotiating new orders, they can 
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What makes 


these spring 
steel fasteners different? 


TOPY does! With its dedication to responsive, personal service; off-the-shelf delivery 
and competitive, money-saving prices, Topy brings anew dimension to spring steel 
nuts and clips. Top quality Topy fasteners are shipped from stock—when you need 
them. And Topy fasteners are 100% austempered! This unique heat treating process 
prevents distortion of the fasteners and develops maximum spring tension in the 
parts. An exceptionally wide assortment of spring steel fasteners is available to 
meet every assembly need. If your application calls for something special, Topy 
representatives will be happy to work with you in the development of a spring 
fastener to meet your requirements. Testing samples are available. 


lf your present suppliers of spring steel nuts or clips sometime drive you a little 
“nuts,” try Topy. All conventional parts are dimensionally interchangeable with 
parts you may now be using. With its off-the-shelf delivery, dedication to personal 
service and money saving prices, Topy is a natural re-source. Send for our catalog. 
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TOPY INTERNATIONAL, INC} - 
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Factors to consider 


(continued) 


instead concentrate on those 
things that will yield you more 
benefits in the long run.” 

Conditions for consign- 
ment. To reap the greatest 
benefits from a consignment 
purchase, certain conditions 
should be present. The economic 
conditions favoring consignment 
have been with us for a while. The 
others will depend on what you 
buy, who you buy from, and how 
good the information on which you 
base your purchases is. 

1. Economics. A consignment 
purchase can dull the cutting edge 
of inflation. “When you see 
inflation rates of 14-18%, you 
certainly ought to think about 
consignment because it gives you 
price protection,” says Frye. “You 
can lock in the volume you need at 
today’s prices.” 

The high interest rates that 
accompany inflation and drive up 
carrying costs are another factor to 
consider. 

“When you have tremendous 
pressures to reduce inventories 
due to high carrying costs, 
consignment can give you a way 
out. It doesn’t eliminate such costs, 
but it certainly reduces them.” 

A special economic considera- 
tion pops up when buyers deal with 
foreign suppliers. “If you’re buying 
something from Japan and you're 
afraid the yen is going to be 
extremely strong against the 
dollar for the next 12 months, you 
can lock in the next year’s 
requirements at today’s currency 
valuation by getting the supplier 
to sell you a year’s supply now, to 
be taken on consignment. It’s a 
way of protecting yourself against 
currency fluctuations without 
looking like a gambler.” 

2. Commodity characteristics. 
For a consignment purchase to be 
successful, the commodity in- 
volved should be in no danger of 


becoming obsolete, and should 
have no shelf-life problems. 

“If you're talking about plain 
cold-rolled sheet, for example, 
think about whether you want 
that sitting on your shelf for a year 
and rusting.” 

3. Supplier strength. “Know 
the supplier’s track record, as best 
you can,” says Frye. “Don’t go with 
someone you think might have 
quality control problems or a 
shaky financial history.” 

4. Forecasting. “If we have to 
make a commitment to take a 
year’s supply of a given item at a 
time we better be darn sure that 
we are really going to use it. 
Forecasting is very important.” 

Writing the contract. Let’s 


When it works— 
and when it doesn’t 


A consignment purchase works 
best when: 

e@The buyer wants to guarantee 
the price of a commodity for a period 
of time, protect himself against 
foreign currency fluctuations, cut 
inventory costs, and when he has a 
good materials requirement forecast 
and available storage space. 

eThe commodity is purchased 
in a quantity large enough to be 
significant to the supplier, is easily 
stored, and won't become obsolete. 

eThe supplier wants to guaran- 
tee a customer's business for a 
period of time, lock out competition, 


and save by producing commodities 


all at one time, but lacks 
warehousing. 

e@Production flexiblity is critical. 

Consignment purchasing 
doesn't work when: 

eThe buyer is uncertain of 
future requirements and is unfamiliar 
with the supplier. 

eThe commodity has a short 
shelf-life or is frequently redesigned. 

eThe supplier has quality 
control problems or is financially 
unstable. 

eThe product is custom-made 
and doesn’t fit well into a 
blanket-type order. 

eThe buyer has inadequate 


warehouse space. 


say you've weighed the factors and 
a consignment purchase looks 
feasible. The next step is the 
contract. Maremont doesn’t use a 
standard contract for a consign- 
ment purchase, but Frye says 
there are six stipulations which 
appear in all such contracts. 

“These areas should be 
included in addition to whatever 
your usual purchase order terms 
and conditions are,” he says. 
“These are the ones we try to 
include in our contracts.” 

ePrice, quantity, inventory. 
“We have a specific listing of those 
items which are to be consigned, 
with prices, quantities, and 
max/min inventory levels. 

“Now, in our biggest single 
use of consignment, max/min 
levels don’t really enter into it, 
because we forecast the whole 
year’s supply, and that’s the 
inventory level we want on 
January 1. If we’ve done it right, 
we take that inventory down to 
zero at the end of the year. (We'll 
forecast a bit on the low side, 
because we’d rather have to buy 
additional material in November 
than have leftover inventory in 
January.)”’ 

eDuration and termination. 
The contract should say how long 
the agreement will be in effect, 
and how it will be terminated. 
“Usually a consignment contract is 
for no more than a year,” says 
Frye. “You can trigger the end of 
the contract by setting a minimum 
inventory level of zero for the end, 
or use a calendar date.” 

eTitle and insurance. “You 
should specify that the title to the 
material remains with the vendor 
until it is withdrawn from stock. 

“You have to designate the 
insurance responsibility: You can’t 
leave it up in the air. Usually you 
can get the supplier to assume the 
insurance costs.” 

@Rejects. “This is important: 
The contract should have a very 
specific policy on rejects, in terms 
of defining the seller’s responsibili- 
ty for defects, and the buyer’s 
responsibility for missing or 
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Policy on rejects 
(continued) 


damaged material resulting from 
buyer negligence. 

“For example, the supplier 
should not be put in a position 
where he has to say, ‘Hey, you 
received 12 million items and 
counted them—don’t come back 
four months later and say you 
really got only 9.5 million.’ You 
really have to spell that out.’” 

e@Leftovers. If possible, buyers 
should negotiate terms for disposi- 
tion of any unused material at the 
end of the consignment period, 
since they'll usually be stuck with 
it otherwise. 

‘““We’ve encountered this 
issue,” says Frye. “Automotive 
business has been off this year, 
and we know we're going to have 
excess inventory in our fastener 
program. We’re trying to tie that 
into next year’s negotiations— 
have it as a carryover at some 
agreed-upon compromise price.” 

eRunning short. A provision 
for buying additional material 
should be included. This becomes 
especially important in cases 
where youve forecast a whole 
year’s requirements. Frye recom- 
mends forecasting on the low side, 
which increases the possiblity of 
needing some additional material 
near the close of the contract. 
“This way, the supplier won't go 
after too much blood when he has 
to give you a few more items in 
November or December.” 

Audits. In addition to the 
contract terms mentioned here, 
buyers must consider how the 
inventory will be managed and 
how the management will be 
audited. The vendor’s right to 
inspect his inventory, a specific 
schedule for the taking of 
inventory, and a material rotation 
order should be established. 

Buyers should take inventory 
of the consignment purchase when 
they count their own inventory, 


and report the numbers to the 
vendor. In addition, an internal 
audit is usually required. In cases 
where the inventory is of very high 
value, an external audit may be 
desirable. 

“We ask our internal auditors 
to take periodic independent 
inventories of the items in 
consignment and of the controls 
established,” says Frye. “The 
auditor is supposedly an impartial 
party to our contract. He'll take a 
physical count and check the 
safeguards, to see how we're doing. 
We furnish that report to the 
vendor. 

“If there is a lot of money 
involved, I guess you might want 
to have an external audit, but 
rae awfully expensive. We don’t 

o it.” 


Knowledge of the suppiler 
is the uitimate quallty 
assurance. 


Who else is involved? Before 
executing a consignment pur- 
chase, buyers will typically want 
to check with the following 
departments: 

ePlant management. Check 
to make sure there is space to take 
the consignment, and that there 
will be adequate security. 

eAccounting. Establish the 
paperwork sequence, including 
when items are to be released from 
consignment, and when they are to 
be paid for. 

eAuditing. Establish what 
inventory audit procedures are. 

eInventory control. Find out 
which minimum and maximum 
inventory levels are acceptable. 

@eSales. Ask for a sales 
forecast to determine material 
requirements. 

eRisk management. Deter- 
mine whether the vendor or the 
buyer will assume liability and 
inform the insurance people of 
your decision. 

Drawbacks. There are four 
traps in a consignment purchase: 
quality, delivery, obsolescence, 


and lack of competition. All can be 
avoided with some advance 
planning. 

1. Quality, “If you’ve got in a 
year’s supply of product, and start 
running into quality problems 
after the first two months... you 
may have quality problems in 
every piece left in stock,” says 
Frye. “If you've got 10 out of 12 
months that’s all of a sudden 
rejected, it could conceivably put 
the supplier under, depending on 
his size and financial strength.” 

Buyers can spot-check inven- 
tory as it comes in, but the best 
assurance is to know your supplier 
before entering into a consignment 
agreement. “You’ve got to be 
extremely cautious about quality.” 

2. Delivery. If you buy 
through a third party—a broker, 
for instance—he may not have the 
necessary clout with his supplier. 

“If youre dealing with a 
broker who is bringing items in 
from Japan, let’s say, and he’s 
beating his supplier on the 
currency exchange, the people in 
Tokyo may decide they don’t want 
to play anymore. If they unilater- 
ally withdraw, the broker is 
stuck—and so are you. 

“Now when we deal with 
brokers, we include a clause that 
says, ‘Supplier agrees to ship the 
product at the prices shown, and 
the prices shown are guaranteed, 
no matter what problems are 
encountered by supplier.’ What 
we're trying to do with that phrase 
is nail him down a little closer, to 
make him fulfill that contract.” 

3. Obsolescence. Should an 
item become obsolete while in 
consignment, it can be a real 
disaster, because it will typically 
have to be paid for anyway. 

“You should have a program 
with engineering or design so that 
any possible discontinued or 
obsolete items can be flagged. as 
quickly as possible, to keep you 
out of that box.” 

4. No competition. “Remem- 
ber, when you’ve made a consign- 
ment agreement, that you’ve 
chosen maybe one supplier out of 

Consignment buying continues on p.59. 
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WELDING CONSULTANT 


Must possess knowledge of all phases of welding. Must 
~ know welding equipment inside, out. Must know welding 
processes, techniques and applications. Will be required to 
recommend equipment to fit specific welding needs and 
find solutions to welding problems. Must be creat ve, inno- 
vative and imaginative. Must be able to impart late st technical. 
advances to production personnel. Must be adept at working 
with both management and line staff. Must be willing to work 
for nothing. | gre 
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ae PTs message provided in support of welding supply distributors 
by Miller Electric Mfg. Co., P.O. Box 1079, Appleton, WI 54912. 
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Competition cut 


(continued) 


five. You’ve put four other 
suppliers on the shelf, and they 
aren’t going to be too receptive to 
you if you come crawling back in 
three months,” says Frye. 
“They'll remember that they 
weren’t the fair-haired people 


when the decision was made. 
They'll know youre in trouble and 
will tend to take advantage of the 
situation.” 

Paperwork. “We haven’t 
encountered problems with paper- 
work. If you cover the basic points 
I’ve mentioned, I think you can 
anticipate and prepare for most 
problems before they occur,” says 
Frye. “I don’t think a consignment 
purchase is a particularly burden- 
some thing to do; at least we 
haven’t found it to be.” 


STEEL STRAPPING 


St. Regis wraps up many 


benefits in one contract 


The advantages of consign- 
ment buying—greater effective 
price discounts, availability of 
cash once tied up in inventory, no 
need for excessive safety stock— 
make even one consignment 
contract a smart strategy for 
purchasing. 

Thomas Schifini, cpm, staff 
purchasing manager for St. Regis 
Paper Co., recognized this and 
acted. For four years now, his 
company has been buying steel 
strapping on consignment from 
two major suppliers. 

The arrangement, designed 
and promoted by purchasing, is the 
only consignment contract St. 
Regis has. It will save the company 
$175,000-200,000 this year in 
strapping costs, Schifini estimates. 

St. Regis owns some 110 mills 
and logging operations scattered 
throughout the U.S. Of these, the 
approximately 20 largest use a 
minimum of 80,000 lbs., or two 
carloads, of strapping each year. 
Under the agreements with the 
two suppliers, only those big strap 
users May carry consignment 
inventory. 

Between them, St. Regis’ big 
mills have about $2-million worth 
of strap on consignment. 

‘Trust situation.’ Carloads of 


strapping are delivered to the 
mills once a quarter—or 7-8 times 
a year when paper sales are 
strong. In the beginning, strap 
salesmen would visit the mills 
monthly to take inventory and 
figure out how much St. Regis had 
used. But the remoteness of some 
of the locations—Klickitat, Wash. 
or Whitewood, S. D. for example— 
made this a cumbersome duty for 
the suppliers. So, Schifini says, a 
“trust situation” developed that 
allows St. Regis to audit its own 
inventory. 

St. Regis pays the storage and 
insurance costs on the consign- 
ment inventory, although damage 
or theft risks with steel strapping 
are negligible. 

Schifini outlines what he calls 
the “obvious advantages”: 

eSince payments are extended 
out monthly with a %% discount, 
St. Regis realizes a greater 
effective discount that if it simply 
bought a carload of strap on %% 
10-net 30 days terms. The 
company gets use of the supplier’s 
capital for an extra 20 days. 

eSt. Regis accrues an oppor- 
tunity cost because company 
capital once tied up in strapping 
now available for investment 
elsewhere. 


Schifini says steel strappings’ high 
dollar volume makes it an ideal 
candidate for consignment. 
OE ee a ee 


elt is no longer necessary for 
the company to buy and store two 
weeks’ worth of strap safety stock. 
At the end of one pre-consignment 
quarter, excess strapping on hand 
was worth $180,000, Schifini says. 

With an estimated yearly 
strapping savings of 10-12%, 
Schifini says purchasing has no 
problem keeping top management 
happy with the idea. In the years 
since consignment started, St. 
Regis has increased the amount of 
polypropylene strapping it uses, 
however, and this supply isn’t 
purchased on consignment—yet. 

To sweeten the deal for 
suppliers, St. Regis makes its 
consignment stock available to the 
strapping salesmen if they need it 
in a pinch, with the stipulation 
that the stock be replaced within 
30-60 days. 

Its rapid turnover and high 
dollar volume make steel strap- 
ping, an ideal item to purchase on 
consignment, says Schifini. C] 


Consignment buying continues on p. 63. 
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You've got a 
distributor out of 
STOCK, his supplier's 

out on strike, 

delivery’s out the 
window and 
mangement's out fo 

get your neck, dw atter day, for one 


reason or twenty, 
you re caught between a rock and a hard place with problems that 
don't make your purchasing job any easier. 

Thats where Reliance Electric can help. We make things 
easier Dy making the most versatile, reliable electrical and 
mecnanical drive and power transmission equipment around. 
Everything trom generators, to switchgear, to motors, to drives, to 
gears, bearings, couplings, clutches and conveyor components. 

Everything your production people need to take electrical 
energy and convert it, distribute it, contro! it or conserve it. All 
availabie trom a single source, So you ve got more hours to spend 
with individual Suppliers who cant reduce your ordering, paper- 
work and information gathering time the way we can. 

You can bet on the cost efficiency of our products, too. We re 
willing to stake our 100 year reputation on it. Whats more, you 
cant beat us for fast delivery, because in most cases, our prod- 
ucts are available trom stock—off the shelves of more than 1000 
industrial distributors nationwide. 

Your nearest Reliance Electric Distributor or 
sales Office is listed in the Yellow Pages. Call today. Da 
Or write Reliance Electric, 24701 


Euclid Avenue, Cleveland, Ohio after aay, 


4411/7, tor our free electrical and 

mecnanical product catalogs and a 
Total Servic Srashaire.” We'd you nee 
like to show yo a 

whats nuailbie one goo name 
to keep the illigit- 


imatusnoncar- WWOFKING for you. 
borunaum. = a 
Reliance Electric 
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Reliance Electric serves worldwide markets with Reliance 
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E PAPER TUBE 
THAT COULD SAVE A LIFE. 


Just one of Sonoco’s dependable products. 
It’s a Sonoco blasting tube. A strong, lightweight fibre tube that’s making open pit 

mining safer. eae . 

In conventional blasting operations, a blast hole is drilled, explosives are placed, 
and rock and sand can fill the hole when the drill is withdrawn. With the Sonoco sys- 
tem, a blasting tube placed in the drilled hole prevents rock and sand from filling it. 

Explosives can be added later, 


Af RF y eliminating the danger of loading 
a : A Ze | peepee through metal —— 
/ (a nd production 1s increased by as 
on as wie - much as 50 percent. 
TextielGonts pay — We started in 1899, making 
And Tubes Paper nnd Film And Adhesives paper cones for the textile indus- 


try. Now we manufacture a grow- 
ing line of paper, plastic, metal and 
fiberglass products at more than 
50 US. — and at subsidiaries 
Fibre Pipe, Meter ¥ asic Metal Concrete and atti lated companies around 
And Electrical Enclosures: Fiberglass Products Construction Forms the world. If you'd like to know 

“aN CN more about our blasting tubes or 
other dependable products, write 


= 1 -jayq = US at Sonoco Products 
e SO OCitOe Company, Hartsville, SC ‘@ 
nor eopolog. “2 Cane, ' Cartridges. 29550. At Sonoco, paper. a. 


is only,the beginning:° ‘Sgnoco 
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Parts accessible over-the-counter 


The purchasing department at 
Hughes Aircraft Co. in Fullerton, 
Calif. manages to save itself from 
processing at least 25,000 pur- 
chase orders annually—a figure 
the company thinks will rise to 
50,000—through consignment 
buying. 

At the company’s Ground 
Systems Group plant, the consign- 
ment program is so extensive that 
the vendor, Wyle Distribution 
Group, maintains an in-plant 
canteen-style store staffed by 
several of its own representatives. 

According to Don Blakley, 
assistant purchasing manager, 
some 2300 of Hughes’ standard 
electronic parts with a total value 
of $150,000-200,000 are stocked by 
Wyle at Hughes. Blakley expects 
to expand the eight-year-old 
system to 5000 items with a value of 
$400,000 by the end of this year. 

The items are generally small: 
capacitors, resistors, connectors, 
switches, cooling fans, for exam- 
ple. They’re used by the engineer- 
ing division of the plant, which 
often needs them on short notice. 

No paper work. “So what we 
do,” Blakley explains, “is have a 
counter. The engineers and 
technicians walk up to the counter. 
They don’t have to fill out any 
paper, but just ask for the part, 
and walk away with it.” All the 
requisitioner needs to know is the 
part number. 

Blakley points out that these 
tiny transactions don’t pass 
through the material control 
department individually, thus 
saving handling and processing 
costs there. Wyle is responsible for 
the accounting and billing of the 
parts used. Controllers of the 
various using departments receive 
periodic reports of types and 
quantities of parts used, Blakley 
says. 

A recent improvement to the 
system is the addition of computer- 
ized record-keeping. The Wyle rep 
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Wyle Group maintains a $200,000 consignment inventory right 
in Hughes Aircraft’s Fullerton, Calif. plant. 


can check, via a CRT at the counter, 
whether the needed item is in 
stock, not only at the Hughes 
premises, but at any of six area 
Wyle warehouses. Any part not in 
the Hughes consignment invento- 
ry can be obtained in 48 hours if 
it’s in Wyle’s own inventory, 
according to Blakley. 

Blakley says negotiations are 


currently underway with Wyle 
and two OEM microcircuit manu- 
facturers to add hard-to-get 
integrated circuits to the consign- 
ment program. This stock would be 
drawn upon by the plant’s 
manufacturing departments as 
well as by engineering, currently 
the principal user of the Wyle 
store. OJ 


DYES 


Short leads don’t 
mix consignment 


Even for fast moving commod- 
ities with leadtimes of next to 
nothing, consignment buying can 
have advantages for purchasing. 

Take, for example, a large, 
Northeastern paperboard mill, 
whose purchasing manager didn’t 
want his company revealed so local 
competitors wouldn’t jump in on 
his consignment bandwagon. 

The company, which runs 


three shifts, seven days a week, 
keeps $100,000 worth of dye “in 
inventory which isn’t ours,” the 
P.M. estimates. Some four or five 
vendors and 30 different types and 
colors of dye are involved. 

Trust counts. Consignment 
dye is kept under lock and key; 
only the p.m. has access. Monthly, 
he takes inventory for the supplier 
to figure payment, and once a year, 


RUST te Finda Great, and while youre | ___ 
Source that can give us a at it, find someone to Inventory control 


complete selection of Straighten out | (continued) 


label stock. ff the whole the supplier is given an audit. 
| > A labe| Since the system works on 
j x BD; mess! trust—the suppliers must trust 
, “y ; the purchasing manager—it’s 


important that vendors know their 
inventory is locked up. “I’ve been 
in plants where consignment was 
taken away” because sloppy 
inventory control resulted in 
unaccounted-for product, this 
source notes. 

More flexibility. For the mill, 
distinct advantages accrue from 
consignment purchasing, despite 
the fact that leadtimes for the dyes 
in question are “very fast.” 

e“It helps me get through the 
weekend,” he says, allowing 
greater schedule flexibility and 
the ability to make last minute 
changes. 

eThat $100,000 in suppliers’ 
inventory is $100,000 of the 
company’s money that can be used 
elsewhere. 

eConsignment can make for 


Make your problem 
our problem 


Finding a reliable source for a large selection of label print- good relations with suppliers. “The 
ing supplies isn’t as difficult as it sounds. We carry a com- salesmen love it,” he says. “They 
plete line of quality printing paper, gummed, ungummed know that if they’re in a bind, I can 
and pressure sensitive, in a rainbow of colors. Or, we can ship the stuff back, collect.” 

provide labels custom printed to your specifications. We Even so, in dye, he says, it’s a 
also have plain or die-impressed stencils, a wide range of buyer’s market “because this has 
printing inks, even marking pens. been an industry with an 
Weber’s business is solving labeling problems. We can overcapacity problem.” Given the 
provide a no-obligation audit of your present labeling sys- size and purchasing power of his 
tem and show you how a Weber in-plant label printing mill, the P.M. works under a simple 
system can save you time, trouble and money. principle when it comes to dye 


suppliers and consignment: “If 
they don’t do it, I don’t give them 
any business.” a 


Reprints/credits 
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“Purchasing Focus: Consignment 
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“Gonsignment buying’ was 
researched and written by David 
Erickson, Douglas Smock, and 
Thomas R. Temin and correspon- 
dents Steven Crabill in Atlanta, 
Peter Phipps in Cleveland, Ken 
Fisher in Pittsburgh, Patricia 


W ib © Williams in Detroit and Fran Hatch in 
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Telephone (312) 364-8500 
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We showed your engineers how to 
lower costs with TRUARC retainin 
rings long before anyone ever hear 
of “value engineering” 


THIS 1949 ADVERTISEMENT 
SHOWED HOW WALDES TRUARC 
RETAINING RINGS ELIMINATED 
COSTLY PARTS AND MACHINING 
IN A NEWSPAPER FACSIMILE 
RECORDER. IT APPEARED IN 11 
LEADING DESIGN ENGINEERING, 
PRODUCTION AND PURCHASING 


_ _.... MAGAZINES, 
Since this ad appeared in | ee 
1949, we've changed only one part | *U THESE BIG ADVANTAGES: 


of our story. The 28-page ‘‘Truarc 
Data Book’’ we offered is now the 
128-page Truarc Technical Manual, 


recognized by design and produc- Speed maintenance bocave 
tion engineers, purchasing agents wes tha Tress eh tha SAS stig Seth 23° 


and buyers as the most authorita- Wihh c= 8 I TE aeladai tes cians es ig iy SR 
tive source for technical informa- | 

tion on fastening and assembly 
with retaining rings. If you or your 
engineers don't have copies, we'll 
be happy to send them to you 


Truarc iS a registered trademark of Waldes Kohinoor Inc 80 2 


TRUARC RETAINING RINGS DIVISION 


Waldes Kohinoor, Inc. 


SINCE 1942, AMERICA’S LEADING MANUFACTURER 
OF PRECISION RETAINING RINGS AND ASSEMBLY TOOLS 


47-16 Austel Place, Long Island City N26cl 101: Telephone) 212/392-3100 
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Harry 


® 


Thomas saved roughly 
$129.39 on a paint job. 


« 
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He got just what he bargained for. 


Harry fell prey to the snake oil 
pitch on the late-late show. And to 
be honest about it, that bargain 
basement red lacquer did look 
pretty good under the bright red 
light in the TV studio. 

Naturally, after the first pass 
through the the car wash, he was 
the brunt of the usual horseplay 
from his bowling buddies. (Such 
as: “It looked great until he drove 
too fast”’.) 

Driving a hard bargain is part of 
the American tradition. But so is 
Yankee common sense. If you buy 
something for a song, you usually 
end up singing the blues. 

Consider industrial hose. When 
the manufacturer is able to sell 
cheap hose at even a small profit, 


he has to skimp on both the quanti- 


ty and quality of the materials. And 
you end up with a piece of junk 


that has to handle steam, fuel, 
chemicals or other expensive, 
dangerous materials under high 
pressures and tough operating 
conditions. 

This is what Goodall’s new 
“Super Il” line is all about. It is ab- 
solutely the finest product our in- 
novative technology can produce, 
with verification of workmanship 
quality at each stage of production. 
It is slightly over-built, but without 
sacrifice of flexibility or “hand”’. 
And while the initial price might lift 
an eyebrow, the rugged depend- 
ability and ROI of a Goodall state- 
of-the-art “Super Il” hose make it a 
true bargain over the long haul. 

See the Yellow Pages for the 
Goodall Service/Distribution Center 
serving your area. Or write to us for 
our brochure on the new “Super II” 
line of hose. 
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Helical stripes 
identify hose 
manufactured by 
Goodall. The 
double helical 
stripe is a Goodall 
Registered Trade- 
mark inthe U.S., 
Canada and Mex- 
ico. The single 
helical stripeisa 
Goodall Registered 
Trademark in 
Canada and Mex- 
ico.Various color 
combinations de- 
signate Goodall 
hose by type of in- 
tended service. 


Goodall 


GOCDALL RUBBER COMPANY 
P.O»Box 8237, Trenton, NJ 08650 


TRANSPORTATION 


Inbound routing guides 


make sense, save dollars 


By Thomas F. Dillion, c.P.m. / Senior Editor 


The growing complexity of transportation 
today forces buyers to reassess 
the need for guides in their companies 


In buying transportation, the 
routing guide is the equivalent of 
an approved source list. Yet many 
companies don’t use routing guides 
and fewer still use them for 
routing inbound shipments. Why? 

Among the reasons most 
frequently cited: 

eThe volume of freight doesn’t 
justify the trouble of preparing a 
routing guide. 

eAlthough the volume is 
available, most of the transporta- 
tion involves relatively few origins 
and destinations, and the same 
routings are used year after year. 

eThe time and expertise 
required to set up such a guide is 
not available. 

eThe company depends on a 
local carrier to handle the routing 
function. 

The reason why many compa- 
nies that have outbound routing 
guides don’t have inbound routing 
guides is that the _ typical 
industrial traffic department isn’t 
very concerned with inbound 
freight. Most industrial traffic 
departments are measured on how 
successful they are in lowering 
outbound transportation costs. 

Inbound freight, confides one 
traffic executive, is usually 
“included in the cost of goods. So a 
lot of our people don’t spend as 
much time on it.” 


Yet, if an outbound routing 
guide—a standard tool in most 
companies—is necessary, so is an 
inbound one. Use of an inbound 
routing guide prevents having to 
make a routing decision each time 
a purchase order is placed. It 
prevents the abdication of the 
routing decision—the use of p.o. 
entries calling for the supplier to 
route “best way” or “cheapest 
way.” Chances are the supplier 
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Sanford Abrahams, (c) director of transportation, Carrie 


doesn’t know which way is best 
any more than the buyer does. 
Inbound routing guides are 
especially important today. The 
transportation mix is changing: 
New carriers are getting into the 
business; old carriers are folding. 
Some are expanding and some are 
contracting. New rates and rate 
innovations are being proposed. 
Both private and contract carriers 
are now expected to haul a larger 
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Com. discusses 


routing possibilities with members of his department. Abrahams says many 
companies overlook the savings potential in inbound transportation. 
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recision-made forgings 
riven Bethichem slg 


Closed-die forgings of every shape are produced at our Drop Forge Shop in Bethlehem, Pa. 
This assortment of forgings ranges in weight from 15 lb up to 55 Ib. 


At our specialty Drop Forge 
Shop and our unique Slick Mill, 
we make closed-die forgings to 
meet your precise specification. 
The result is a dimensionally 
accurate, structurally sound 
part. 

Uniform high quality. The 
steel for most Bethlehem 
forgings is melted and rolled 
at our own plants, and then 
identified for your specific 
order. 

Increased strength, longer 
life. Refined and contained 
grain flow in forged steel 
results in more reliable per- 
formance and longer-lasting 
parts. 

Lower cost per unit. Our 
forged parts require minimal 
shop time for production and 
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Circular parts are produced on the 
Slick Mill at our Johnstown, Pa., plant. 
A 1,550 lb forging like this one was 
turned out in less than a minute. 


result in minimum scrap loss. 
Economical short runs. Our 
Drop Forge Shop isa job shop 


so no order of closed-die 

forgings is too small to be 

considered for economical 

production. At our Slick Mill, 

circular forgings are also 

practical because it takes 
only 15 minutes to change 
dies. 

How much can you save with 
our precision-forged parts? Find 
out by calling the Bethlehem 
sales Office nearest you. 


Closed-die forgings up to 250 
lb. Circular forgings from 200 to 
2,500 Ib. In all standard grades 
of carbon and alloy steels, 
including stainless. Bethlehem 
Steel Corporation, Bethlehem, 
PA 18016. 


Bethlehem E 


TRANSPORTATION 
Routing guides 


(continued) 


share of the nation’s truckload 
freight. With all of this taking 
place, the inbound transportation 
selection decision is more complex 
today—and is neglected at a 
greater peril than ever before. 
This, in other words, is an ideal 
time to review the inbound routing 
guide, or, if none is available, this 
is an ideal time to set one up. 

In its most basic form, such a 
guide includes the name of the 
supplier, shipping point, and 
carriers to be used for shipments of 
different weights or types. More 
elaborate guides include informa- 
tion such as packaging instruc- 
tions, and name, address, and 
telephone number of carrier. 

In practice, companies that 
use inbound guides do not route all 
their inbound shipments. Instead, 
they focus on repeat orders with 
important suppliers. 

The first step. For the 
purchasing department, operating 
without an inbound routing guide, 


start with the Paretto Theory, 
which implies that 20% of the 
suppliers receive 80% of the orders. 

List the top 20% of suppliers 
in terms of either dollar volume of 
orders, total weight of shipments, 
number of shipments, or all three, 
for the past year. Then determine, 
probably most easily through an 
analysis of inbound freight bills, 
how shipments have been routed 
and the frequency and volume of 
shipments. 


Most companies use 
inbound guides for repeat 
orders with important 
suppliers. 


Check the options. Next, 
determine the practical alterna- 
tive ways the shipments could 
have been made. This involves 
working with your company’s 
traffic department, carriers, or an 
outside freight transportation 
consultant. It is a lot of work, and 
it may be that the company traffic 
department has neither the time 
nor the personnel to give the 
inbound routing guide project the 
attention it deserves. If this is the 


Where to find a consultant? 


One of the fastest ways to locate a transportation consultant is through the 
Yellow Pages, particularly in the larger cities. Often local Chambers of 
Commerce or industry associations can make recommendations. Some 
consultants specialize and do not perform all traffic consulting functions. The 
following is a selection of traffic and transportation consultants randomly 
selected to represent geographic areas: 


Associated Traffic Services, Inc., 
C.E. Jacobson, 5455 Wilshire Blvd., 
Suite 707, Los Angeles, Calif. 90036 
(213) 933-8507 


Carolina Traffic Consultants, Inc., 


50 Park Dr., Research Triangle Park, 
N.C. 27709, (919) 549-8969 


Climax Traffic Corporation, P. 
Marx, Pres., 33 E. Congress Pkwy., 
Chicago, III. 60605 (312) 427-5384 


Frank M. Cushman Associates, 36 
S. Main St., Sharon, Mass. 02067, 
(617) 784-6041 


Ernest O. Deason & Associates, 
P.O. Box 22281, Houston, Texas 
77027 (713) 526-5673 


Charles Donley & Associates, 610 


Smithfield St., Pittsburgh, Pa. 15222 
(412) 471-6272 


Peter G. Lordi Associates, 11 
Baldwin St., Box 269, Bloomfield, 
N.J., 07002 (201) 429-8050; (212) 
661-0144 


Douglas Miller Associates, Inc., 14 
Front St., Hempstead, N.Y. 11550 
(516) 538-3406 


Fred H. Tolan, 200 W. Thomas St., 
Seattle, Wash., 98119, (206) 284- 
7050 


J. S. Traunig & Associates, 14 
Station St., Simsbury, Conn., 06070, 
(203) 658-7577 


Williams & Associates, Inc., 2653 
Dupont Ave., Minneapolis, Minn. 
55408 (612) 377-5151 


case, ask the traffic manager to 
recommend a consultant. 

A freight transportation con- 
sultant thrives on this type of 
project. It is a challenge, and it can 
bring measurable results in terms 
of lower transportation costs. 

Next compare the costs of the 
alternate routings to determine 
the lowest cost consistent with the 
service required. 

Do not overlook the availabili- 
ty of private carriage, using either 
your own company’s fleet, a sister 
subsidiary’s fleet, or your suppli- 
er’s fleet. Also, if the volume is 
sufficient, contract carrier ar- 
rangements may be possible. 

Check with traffic. Once a 
tentative routing is agreed upon, 
the next step is to check it out with 
your own and your supplier’s 
traffic departments. Your supplier 
may be aware of conditions in his 
area—e.g., poor pickup service or 
consistent unavailability of the 
type of equipment required—that 
make your choice of carriers a poor 
one. He should then suggest a 
better selection. 

If a freight transportation 
consultant has been used, review 
his recommendations with your 
traffic department to see if it has 
any suggestions. Given a choice, 
traffic may prefer to use the same 
carrier for both inbound and 
outbound shipments to reduce 
congestion at the shipping and 
receiving platform. Also, by 
considering total inbound as well 
as outbound tonnage, they may be 
able to negotiate more favorable 
rates with a specific carrier. 

Once the routing decision is 
made, send the supplier a letter 
confirming it. Include a paragraph 
explaining that the supplier will 
be debited for all excess freight 
charges that result from his failure 
to follow the routing instructions. 

If an inbound routing program 
is to be effective, it must be 
policed. It also has to be updated at 
least every six months. Sanford 
Abrahams, director of transporta- 
tion for Carrier Corp., Syracuse, 
N.Y., has monthly 1p freight bill 
payment reports prepared. Sorted 
by state, city, and supplier, these 
reports list inbound freight bills by 
origin and include weight, rate, 
freight charges, and carriers used. 
With such an analysis, purchasing 
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Kleer-Vu offers you 


more great film 
performers than any 
Hollywood Studio. 


Learn how this leading 
innovator of plastic sheet 
film products helps 


/ 
. BKAlO: After 35 years of on-going 
R&D, we're set up to 
~ provide fast solutions. 


4 
Y 


you find custom <~<Dae. ay And because we've 
solutions to Mm Fh rked to mak 
production needs. Teg (eek Hf si ede 


( manufacturing pro- 

, cesses extremely effi- 

cient, Kleer-Vu can 

offer premium quality 

work at surprisingly 
low cost. 


At Kleer-Vu, we're 
developing great new 
film performers all 
time. And ean 
them to a cast of hun- APA 
dreds we already pro- vi ee 
vide to industry. 

Like custom packag- 
ing for breakables that 
doubles as shipping 
protection and product | 
display. And clear plas- 
tic photo and document 
holders that hold up 
under frequent handling. 

Only recently a major user of plastic 
sheet film products switched to Kleer-Vu 
because of our superiority in sealing 
technology and fast turnaround time. 

What can we do for your company? 
Just give us the nod and we'll help you 
package, protect, store or display more 
innovatively—and often more econom- KAA, Kleer-Vu Drive, Brownsville, TN 
ically—with plastic sheet film. 38012. Do it today! 


Call Toll-Free 800-238-3966 [in Tennessee 901/772-2500) 


' 


i ¢ fh ( 4 
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That's why we also count 
leading blue chip and 
Fortune 500 companies 
among our customers. 
Quality, cost, versatility 
...and one other good 
reason. Service. 
Kleer-Vu can legitimately 
provide turnaround time that 
makes you look like a hero. 
» So take a moment now to send 
‘for a Kleer-Vu Capability Kit, without 
Obligation. It details how great new 
film performers can be developed for 
your company, too (and for less than 
you would expect). 
Write or call our Joe Matheny, Kleer- 
Vu Industries/O.E.M. Division, Dept. 


PS SS ee eS ES a a 


Joe Matheny, Kleer-VU Industries/0.E.M. Division, VK X7 
Dept. KAA, Kleer-Vu Drive, Brownsville, TN 38012 AX) ‘ 
Show me how Kleer-Vu can help my company. 
Send me your Capability Kit. 

My special needs are . ae 
Print Name . eS er Se a ae ms tal deecceettia cah 
i ee a Seek 
Company . — = Se 
Address snes ere eee os ca Deticeeelin ds & + Sse ce 
ON ios 4a eee 58 Ae oa sn See, 2 


Biisipess PHONONS. ok ees sreeenne 
Sheet plastic conversion and special capabilities: dielectric sealing, ultrasonic 
Sealing, die cutting, punching, folding, sewing, binding, silkscreening, printing, 
hot stamping, hand assembly. 


Lame eee ee eB ee ee eee ee eee eee eee 
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program 


can quickly see if its routing 
instructions are being followed. 
routing guide is meant to 
establish a standard. Unusual 
circumstances will dictate routing 
substitutions, and purchasing 
must be flexible enough to permit 
this. If time permits, the supplier 
should first check with purchas- 
ing, just as it would before 
substituting another item for a 
product ordered. 
ixceptions. Despite the 
obvious advantages of an inbound 
routing guide, there are times 
when a guide detailing how each 
shipment is to be made will not fill 
the bill. At McGraw-Edison’s 
Toastmaster, Inc., Columbus, 
Ohio, the seasonality and variety 
of product lines does not permit a 
continuous annual flow of inbound 
materials from a limited number 
of shipping points. For this reason, 
says transportation analyst, E. J. 
Heichelbech, most inbound rout- 
ing ig handled on an individual 
purchase order basis. There are 
exceptions, such as the standard 
routing instructions issued by 
Toastmaster, Inc., to suppliers 
located in the Chicago area. 
Toastmaster instructs such suppli- 
ers to use United Parcel Service, if 
size and weight limits permit; a 
specific Chicago Ridge, II]. consoli- 
dator for LTL shipments; one 
specific trucking company and an 
alternate for shipments of 20,000 
pounds or more. The consolidator 
collects the LTL shipments, at least 
twice a week, and, when sufficient 
weight has accumulated to qualify 
for the lower volume rate, ships 
them in truckload shipments. 
"he use of an inbound routing 
guide has advantages in addition 
to providing for the most efficient 
transportation of freight consis- 
tent with cost and_ service 
requirements. The fact that a 
company has such a guide alerts 
both carriers and suppliers that it 
is serious about its transportation 
costs and service. It notifies those 
involved, both inside and outside 
the company, that someone is 
watching the store. 


New Norton gloves cut costs left and right 


Tough, versatile Worknit™ and “Grip-N” ™ 
gloves offer maximum comfort, durability 
and finger dexterity at a new, low cost for 
maintenance and materials handling jobs. 

Want a tight-fisted approach to industrial 
hand protection? Without sacrificing the kind of 
quality you’ve come to expect in far costlier cot- 
ton impregnated and leather driving gloves? 
Norton has the perfect pair for you. 

On the one hand, value-packed Grip-N - 
gloves. Ideal for everything from plant mainte- 
nance work to materials handling jobs. Specially 
treated with a tough “N-tread” coating for a 
non-skid grip and high abrasion resistance. 
Grip-N gloves are also flexknit with no seams for 
greater finger dexterity and wearing comfort. 
They're reversible, too, for 2-way wear that adds 
on-the-job wear time, eliminates sorting and 
matching time. 

On the other hand, you have versatile 
Worknit gloves. Super tough, extremely flexible 
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gloves that can handle everything from oily 
parts to grinding wheels, wire reels to steering 
wheels. Unique Nitrile coating on comfortable 
knit fabric material assures a perfect fit and 
feel. Easy-to-see rust color improves on-the-job 
visibility, hides spots and stains for longer wear, 
neater appearance. 

Ask your Norton Safety Products distrib- 
utor or write direct for complete details. 
Norton Company, Safety Products Division, 
2000 Plainfield Pike, Cranston, R.I. 02920 


- When You Can't Afford To Stop, 
Keep Going With 


CITGO LUBRICANTS. 


Costly downtime for repairs and routine maintenance can reduce 

\ your efficiency and your profits. Premium quality CITGO lubricants 
smooth the way to keep the wheels of industry turning. Stretching the 
interval between lubes. Reducing wear on vital engine parts. Improving 
performance and efficiency in all sorts of automotive and industrial 
applications. Doing the tough jobs in even the most hazardous areas. 


ITGO automotive and industrial lubricants are made from our own 
high quality, solvent-refined, high viscosity index base stocks. Our full 
line of lubricants is matched by service and supply capability to bring 
you everything from direct bulk ship- 
ments to on-the-spot deliveries by 


-free gear oils. Anti-wear hydrau- } _ | i 
and circulating oils. Heavy-duty CITGO lubricants are made from Cities 
sci ; H ervice Company's own base stocks, 
esistant fluids. Metalworking thet aed nt Lavaiuitioc aa 
greases. Automatic transmission 

puice. La treonm aa, oil. om 
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STAMPINGS 


Business decline gives 
buyers new options 


By El Hoeffer / Midwest Editor 


' - It is a lot easier to get 
Stampers are offering buyers New ChOICES _ .tampings these days As a result, 
i j j buyers have a few options at their 
In delivery and sourcing to attract orders =— bayer ne a ie eine ot 
available. These choices involve 
delivery and _ sourcing. 

The easing developed early 
this spring and has been building 
as stampers responded to a sharp 
decline in their incoming order 
rate. Bookings for contract metal 
stampings in March, for example, 
were 14% below the February 
level, according to American Metal 
Stamping Association figures. 

Shipments for the first 
quarter ran higher than orders. 
And by the end of May, leadtimes 
had shortened, and stampers had 
ample room in their order books 
for the first time in years. Looking 
ahead, stampers and buyers 
see stability in this new plateau. 

Some shops, of course, have 
less open space for new orders than 
others. Those that do most of their 
business with consumer-oriented 
product manufacturers are suffer- 


pura Ra. : SZ rh . Ke ing the biggest order decline, and 
Sa cate NG thus have more ready capacity. 
<a — | we it = |) 10 Nes | Stampers serving the electrical/ 


a4 ON Se Bigs , electronic, office and medical 
| aera Pr | equipment, and aerospace indus- 
tries, and some materials handling 
accounts are running pretty 
full—there’s room, but not much. 

Delivery choices. Some 
buyers have taken advantage of 
the slowdown by extending their 
delivery deadlines on new orders. 


There’s more room in stampers’ 
order books this year; customers’ 
production needs have declined with 
the economy. 


Photo: Wrought Washer 
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Want to keep your 


feot-safety program 
on course? 
Launch a Hy-Test 
“his-n-hers” 
Deck Shoe 
Promotion! 
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Ahoy there! Here's a sure-fire way to “sell” 
foot safety to all your workers at once. Promote 
Hy-Test “his-’n-hers” safety shoes with authentic 
Deck Shoe styling. They're extra practical because 
they're for work or play—on the job or off. 

Soft, plump oil-treated leather tops. Rawhide side 
lacing. New Vibram slip-resistant soles. Full cushioned 
insoles. With standard Hy-Test exclusives like our 
“Anchor Flange” steel toe...and sanitizing for 
lasting freshness. 

Remember, we've got the product, the 
program, and the people to help solve foot 
protection problems... 
that’s why we're Number One. 


FLY-TEST for catalog and complete 
information write: 


HY¥-TEST SAFETY SHOES/WORLDWIDE DIMSION OF INTERNATIONAL SHOE COMPANY 
RO. BOX 14486/ST LOUIS, MISSOURI 63178 U.S.A. 
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STAMPINGS 


Delivery deadlines 


(continued) 


Most stampers can ship standard, 
repeat parts in 4-8 weeks, specials 
in 8-12. (Last year, standards ran 
as long as 10-12 weeks; specials 
ran 16, sometimes longer. Extend- 
ed deliveries last year were caused 
as much by delays in getting metal 
as by heavily-booked capacity.) 

What some buyers today are 
doing is protecting themselves 
against higher prices while still 
maintaining low in-house invento- 
ries. Thus their orders will call for 
a 10-15 week delivery even though 
the stamper can ship in a month or 
so. Price-at-time-of-order is 
part of the conditions of sale. 

Stamper reaction is mixed. 
Some accept these terms as part of 
the cost of doing business these 
days. Often, the extended delivery 
deadline allows them ample room 
for efficient metals procurement 
and production scheduling. 

Other shops are less enthusi- 
astic. Some requests for price 
assurance are unrealistic, spokes- 
men say. “I can’t guarantee price 
on an order I received May 21 
calling for delivery in September,” 
declares a Chicago-area stamper. 
Usually, these orders can be 
shipped in a month or so, he adds. 

Small lot sourcing. With 
many manufacturers’ production 
schedules down or declining, 
buyers are increasingly required to 
order in smaller quantities. Today, 
some buyers may find it more 
economical to get parts from a 
small lot stamping house. 

The small lot stamper’s 
market consists of short-run jobs of 
a few hundred to 50,000 parts— 
occasionally up to 100,000; 
production runs figure in the 
millions of parts per run or order. 
Short-run stamping parts are used 
for model prototypes, specialized 
equipment, and new models where 
high volume is not needed. 

The key determinant is die 
cost. Small lot dies are simpler, 
cheaper, and have a shorter life 
than high-volume production dies. 
More dies are required per job 
because small lot stamping is 
batch work taking 2-4 separate 


Award-winning stampable plastic design: seat shell for 
the 1979 Corvette. 


“takes”, while most production 
stamping is an automated, contin- 
uous operation. However, produc- 
tion dies cost 5-8 times more than 
small lot dies. 

Although the small lot 
stampers have not had as steep a 
business decline as most produc- 
tion shops, they report adequate 
capacity for new business. Another 
advantage: They usually serve a 
national market whereas many 
production shops are regional or 
serve a specific industry. 

Any conversion by buyers 
from their established production 
house source to a small lot shop 
will be moderate, spokesmen say. 
Small shops are limited in their 
ability to increase production 
when the user’s needs increase 
substantially. And most buyers are 
reluctant to desert reliable, 
established sources. Many say they 
have been able to handle reduced 
production requirements by sim- 
ply spreading stampings orders 
further apart. But, where volume 
needs have dipped substantially, 
particularly at the low end of 
production stamping volume, the 
small lot alternative is well worth 
a look, they agree. 

Plastics, too. Stampable 
plastics are gaining gradual 
acceptance for automotive and 
nonautomotive applications. 
Their main advantages are their 


Photo: PPG Industries 


light weight compared to metal, 
and the ability of their parts to be 
produced on standard mechanical 
or hydraulic presses. Other 
advantages include: corrosion and 
heat resistance, paintability, and 
strength. Often, fewer dies can be 
used to produce a particular part 
configuration. 

Disadvantages are: high cost 
in relation to most metal stamped 
parts; availability in limited sizes; 
some problems in the “dwell” cycle 
of the stamping operation; and 
much slower production rates. 

So far, their major uses have 
been in automotive, where 
stampable plastics provide a 
solution to concerns such as light 
weight and corrosion-resistance. 
Automotive parts include an oil 
pan for the 1980 Cadillac 6-liter 
engine; shells for the seat of the 
1979 Corvette; headlight retainer 
panel for GM’s Camaro, Skyhawk, 
LeMans, and Grand Am; and a 
tail-light mounting bracket. 
Stampable plastics also are used 
for nonautomotive parts such as 
lawn mower shroud bases, bat- 
tery trays, and toys. 

Steady growth for stampable 
plastics is predicted by both the 
plastic producers and stampers as 
the process becomes more familiar 
to designers and as parts 
performance continues to give 
proven results. 


_Costs don’t stop with 


SAFETY AND HEALTH 


product purchase 


By El Hoeffer / Midwest Editor 


Buyers need to know the total 


costs in order to select the 


proper equipment economically 


75 
Distributors get 
the lion’s share 
of the market 
50 
25 
‘ - 
75% 25% 
Distributor Direct 
sales sales 


Source: Cadillac Plastic & Chemical Co. 


The cost of buying safety and 
health products keeps going up, 
yet only a portion of this escalation 
results from higher prices paid for 
personal protection equipment. 
Industry sources say prices for this 
equipment have risen at about the 
rate of inflation, but total costs for 
procuring safety and health 
protection have risen higher. 

“The cost doesn’t stop when 
you buy the product and hand it to 
the employee,” notes Roy Miller, 
product development manager, 
Inco Safety Products. Often the 
cost of providing protective and 
safety gear begins even before the 
product is bought. 

Total costs can include: 
identifying and measuring the 
hazard; testing workers for 
occupational health problems; 
fitting the worker with properly 
sized and shaped protection wear; 
monitoring the effectiveness of the 
equipment; cleaning and inspect- 
ing reusable items; and training 
workers to use the equipment. 

To these may be added a big 
“hidden” cost: worker rejection of 
the product purchased. 

Cost considerations vary 
widely with product and applica- 
tion. At the low end, they add 
10-20% to the cost of the product. 
At the high end, they may total 
more than the product price. 

Buyers have two good reasons 


to become familiar with total costs 
and ways of controlling them: (1) 
These costs directly affect the 
choice of what product to buy and 
(2) more and more safety products 
are being bought each year. (One 
marketing forecast sees personal 
protection equipment expendi- 
tures reaching $1.5 billion by 
1990, a big jump from the $632- 
million spent in 1976 and $242- 
million in 1963.) 

Finding help. For many 
buyers, finding help in the 
selection of satisfactory products 
and identifying total costs can be 


difficult. Normally, only the larger 


corporations maintain staffs of 
safety engineers and industrial 
hygienists. In some plants, the 
person charged with safety 
matters has no special background 
in safety products. The “safety 
manager” is a plant or manufac- 
turing engineer primarily con- 
cerned with modifying equipment 
for regulatory compliance. 

Aside from winging it, a buyer 
has two recourses: hiring a 
consultant and enlisting the 
vendor’s aid. Consultants are 
generally needed when large-scale 
programs must be developed, such 
as the testing and record keeping 
of workers’ hearing or conducting 
quantitative fitting tests for 
respirator selection. Their work 
may also include product selection, 
hazard identification, and supervi- 
sory training. 

Vendors generally are used for 
product selection, analyzing total 
costs, and providing instructional 
aid. In particular, they help buyers 
determine inventory levels and the 
economic advantages of dispos- 
able vs. reusable protective gear. 

“A buyer can spend a lot of 
money foolishly if he doesn’t get 
good guidance initially,” observes 
Darrell Albert, manager-product 
development, MSA. Money is 
wasted, he notes, if the right 
product is not purchased for the 
application, or if it works but is 
under- or overspecified. 


Respirator selection provides 
examples. Suppose a certain type 
respirator is purchased to meet 
compliance standards applying to 
a toxic hazard identified in the 
buyer’s plant. The product may 
meet current regulations but not 
new ones scheduled for implemen- 
tation. When the new, stricter 
standards become law, replace- 
ments will have to be purchased. 


‘A buyer can spend a lot 
of money foolishly if he 
doesn't get good 
guidance initially.’ 


Money could have been saved if 
the initial purchase had met both 
current and anticipated needs. 
Conversely, a premium prod- 
uct is sometimes selected “just to 
be on the safe side.” Thus a 
self-contained respirator which 
costs $500 is bought when a $100 
cartridge-type would provide 
satisfactory protection. 


Little badge 
does a big job 


Economy is an air-measuring 
device no bigger or heavier than an 
employee identification badge. The 
device eliminates the need for a 
cumbersome air pump and expen- 
sive, often time-consuming labora- 
tory testing. Some models measure 
specific substances (e.g., ammo- 
nia); some a variety including vinyl 
chloride and benzene. Only particu- 
lates (dust) cannot be measured. 

Two types are available: 
self-contained units that include all 
the material needed for analysis, 
and units for which samples are 
analyzed by laboratory-type equip- 
ment. Cost savings result from their 
low initial cost and from the 
elimination of lab testing or 
reductions in testing costs. 

Available models include Du 
Pont’s “Pro-Tek” G-BB and “Colori- 
metric” products, and 3M’s 3500, 
3600 and 3600A units. All satisfy 
OSHA and NIOSH standards. 


No matter how much or how 
little money is spent on a product, 
it is all wasted if the worker 
doesn’t use the product, notes A. J. 
McNamara, vp-Safety & Health 
Products, Norton Co. After 
adequate protection, he says, 
comfort is the most important 
product selection factor.” If the 
item bothers the worker, he'll 
either lose it, break it, or not use it 
unless someone stands over him 
and makes him use it.” 

For example: “It may not seem 
like much to the buyer, but the 
difference between a 16-ounce and 
a 13-ounce hard hat means a lot to 
the worker wearing it all day, 
especially in a hot environment. 
We can point this out and help 
prevent worker rejection of the 
purchase.” 

Another big hidden cost could 
be incurred if a worker were 
injured because the product was 
not used. Besides the possibility of 
an injury lawsuit being filed, other 
accident-related costs could in- 
clude productivity loss and 
medical and insurance expenses. 
This assumes, of course, that the 
accident was not caused by 
inadequate protective equipment 
having been furnished. 

The way to avoid these hidden 
costs, McNamara says, is to buy 
products that: 

@Meet all relevant standards 
and regulations. 

eAre physically comfortable 
and psychologically acceptable. 

Reviewing needs. A major 
aid in product selection and 
determining total costs is having 
the vendor come into the buyer’s 
plant and survey its specific safety 
and health needs. With firsthand 
information, the vendor can 
determine what standards apply to 
any workplace and what hazards 
exist. Various product alternatives 
can usually be considered. After 
assuring that safety factors are 
being realized, cost factors are 
then resolved. 


A prime cost factor is 
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rae, “Personal serv jae ord stop when | get there, either. For 

) ~ example, one of pred customers is a Eaieacnres. of aircraft 
- electrical connectors and buys aluminum rod from us. To help 
them meet their demanding schedules, | sometimes help them 
unload if they’re shorthanded. | do it for other customers, too. 
Because they’re more than my customers, they’re my friends.” 

To find out how you can put dedicated Edgcomb people like 

Vern Murphy to work for you, call your nearest Edgcomb Service 
Center. Or phone Dave Althoff, Vice President of Marketing, at 
our corporate headquarters, (91 8) 588-2259. After all, that’ Ss our 

business — helping your business. 


| ONE OF THE WILLIAMS COMPANIES 
P.O. Box 770, Tulsa, Oklahoma 74101 


Charlotte, NC (704) 394-7341 
Charlottesville, VA (800) 552-9837 
Chicago, IL (312) 247-7700 
Cincinnati, OH (513) 769-4000 
Cleveland, OH (216) 587-7000 
Detroit, Mi (313) 837-0470 
Greensboro, NC (919) 275-8421 
Greenville, SC (803) 277-6011 
Indianapolis, IN (317) 262-5222 
Louisville, KY (502) 969-2371 
Memphis, TN (901) 525-4444 
Milford, CT (203) 874-1631 
Minneapolis, MN (612) 331-4000 
Nashville, TN (615) 244-2801 
Philadelphia, PA (215) 632-1000 
Pittsburgh, PA (412) 961-0100 | 
St. Louis, MO (314) 381-6700 
Syracuse, NY (315) 451-1551 
York, PA (717) 755-1923 


The following catalogs and brochures are available from manufacturers and 


SAFETY AND HEALTH distributors of safety and health products. To obtain your copy, circle the 
appropriate number on the Information Retrieval Card in the back of this issue. 

Cost factors 

(continued) 


inventory. A survey can pinpoint 
quantity needs for particular 
products. Where usage is large, 
in-plant inventories can be 
minimized by arranging for the 
vendor to carry adequate replace- 
ment stock. Where vendor stock- 
ing is part of a contract, quantity 
price discounts are common. 

Often the inventory cost factor 
becomes just one part of an overall 
decision between disposable or 
reusable equipment. 

The economic advantages of 
disposables are their lower unit 
price and the elimination of 
maintenance costs—cleaning and 
inspection. Reusables also require 
minimum stock levels to be 
maintained while dirty or contam- 
inated items are being cleaned. 

A careful review of plant 
needs can provide the needed data. 
For example, a disposable work 
glove may cost 50¢, a reusable $8. 
At first glance, the disposable may 
seem the better buy. A survey 
could reveal that each worker uses 
4 or 5 disposables a day. At that 
rate it would take a week for the 
reusable to become less expensive. 
However, if the plant doesn’t have 
its own washing and drying 
facilities, cleaning costs may make 
the cost of reusables too high. 

In some cases only one or the 
other can be used. Disposables 
generally cannot satisfy heavy- 
duty, very hazardous, or specia- 
lized safety requirements. Where 
extreme contamination occurs and 
garments cannot be cleaned, 
disposables are necessary. In 
respirator selection, disposables 
sometimes are preferred because 
they are lighter and less cumber- 
some. But for some applications, 
reusables are the first choice as 
they provide a more stable fit on 
the user’s face. 

Product life. Product longev- 
ity is another cost factor. In 
respirator construction, says an 
industry spokesman, a _ good 
rubber face-piece will continue to 
give a tight fit three times longer 
than one made from an injection- 
molded elastomer, which tends to 
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Safety and health products data file 


Best Manufacturing Co. Whatever the job, there’s a glove that's Best. 
(Catalog 378). Circle 296 

Here’s what it means when you purchase Best (Catalog 300). Circle 297 

New unsupported collection. Circle 298 

Spec sheets for Nitty Gritty #1, Besprene Ii, Nu-Fangle Plus, and 
winterized insulated gloves. Circle 299 


Boss Manufacturing Co. Personal safety item catalog with chemical 
resistance chart. (Catalog 50-5-79). Circle 300 


E.D. Bullard Co. Personal protection equipment catalog with specifications 
and usage guide (INQ-2). Circle 301 


Cadillac Plastics & Chemicals Co. a guide to a full range of 
safety and health products. Circle 302 


E.l. DuPont de Nemours. Pro-Tex air monitoring nary system and 
description of lightweight monitoring equipment (Bulletin E-26125). Circle 303 
Use and advantages of Tyvek disposable protective clothing 
(Bulletin E-12198). Circle 304 
Applied technology products and services: Explanations of 
consultation and survey services (Bulletin 33052). Circle 305 
Edmont-Wilson. Glove and protective clothing catalog describes full 
lines of products (Form 980). Circle 


Encon Manufacturing (A Vallen Co.). Protective hood and clothing 
descriptions and applications guide (Bulletin PAC 1079). Circle 307 

Fendall Co. Eye and face protection catalog includes prescription 
safety glasses, goggles, eye wash stations, face shields, vision 
testers, and replacement parts. Circle 309 


Frommelt Industries, Inc. Area protection, screens, shields, and 
roller curtains (Bulletin AF-S.P.76R3/3-80). Circle 310 


Hy-Test Safety Shoes. Anchor flange steel toe safety shoes (Catalog 
80 and Supplement 1). Circle 311 


Inco Safety Products. Quality safety equipment and accessories flyer 
lists product and application data (Form 7980). Circle 312 


Jomac Products, Inc. Description of products, protective materials, 
and the construction of protective clothing with selective guide 
(Bulletin 10M-1079-PS). Circle 313 

Terrycloth production gloves (Bulletin 15M-1179-PPL). Circle 314 
PVC glove selection guide (Bulletin 15M-580-B). Circle 315 


Justrite Manufacturing Co. How to handle flammable 2 safely: 
Explanations of products and services (Form H-977-25). Circle 316 

Lehigh Safety Shoes (A McDonough Co.). Safety footwear directory 
Catalog No. 36). Circle 295 


Midland Optical Co., inc. Spec sheets for 303 series polycarbonate 
safety goggles and for 410 series visitors specs. Circle 317 


3M (Occupational Health & Safety Div.). Disposable respirators and 
their principal applications (R-FLB-A 492.5-11). Circle 318 


MSA (Mine Safety Appliances Co.). Description and application guide for 
MSA instruments (795-L). Circle 319 

Sixth sense for industrial safety and health: Explains identifying, 
monitoring, and warning equipment (07-0038). Circle 320 

Industrial belts and harnesses: A visual guide to products and 
use (Bulletin 13002-15). Circle 321 


Norton Co. Condensed catalog featuring descriptions and 
uses for a wide range of personal protection equipment (Catalog 2001-CC). 
Circle 322 
Pulmosan Safety Equipment Co. Personal protection equipment catalog 
covers full line of safety and health products (P-80). Circle 323 
— ee Consider the facts about a rental work uniform program. 
ircle 324. 


Robertshaw Control Co. Safety products catalog of respirators, air 
supply, and monitoring devices. Circle 325 

Medical products catalog covering emergency products and 
equipment. Circle 326 

Servus Rubber Co. tndustrial footwear catalog discusses safety foot- 
wear and includes footwear materials selection guide. Circle 327 

Firefighters footwear 1980, describes heavy-duty foot protection 
and company warranty. Circle 328 


— Rubber Corp. Pago k ys sheets on protective footwear (Catalogs 
108, 1250, 1300, 1400, 1500). Circle 329 


Uniroyal, Inc. Protective footwear and clothing catalog (ASP 11791). 
Circle 294 


FREE WHEELING SEALING! 


LUBRI-DISC* seals reduce internal friction 
and provide improved protection from 
contaminants—for longer life 


CAMROL® bearings with LUBRI-DISC seals run free longer. For two important 
reasons. First, a part of the LUBRI-DISC unit is in the form of a flat anti-friction 
ring which reduces metal-to-metal friction and wear. Also, the combination ring 
and seal configuration increases the sealing characteristics of what was already 
a very superior seal...for a bonus of life-saving protection. So, to be sure of 
getting precision, free-wheeling cam followers, track, guide and support rollers, 
always specify McGill CAMROL bearings with LUBRI-DISC 

seals. Request Catalog H-80a. McGill Manufacturing 


Company, Inc., Bearing Division, Valparaiso, IN 46383. M<¢ i / : 
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Check durability 


Photos 


Norton Co. 
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When choosing which respirator to buy, remember 
that many current standards will become even stricter 


(continued) 


be more rigid. Another source 
notes that a _ neoprene _ boot 
costs $1-2 more than one made 
from natural rubber, but in many 
applications, its wear-resistant 
properties give it a use life of one 
month while the rubber boot will 
last only one week. 

Globe-Union’s battery manu- 
facturing plant in Milwaukee cut 
glove costs by 25% when a plant 
survey conducted by Edmont- 
Wilson resulted in a switch from 
leather gloves at some work 
stations to longer lasting NBR- 
coated (nitrile-butadiene-rubber) 
and NBR-impregnated gloves. The 
leather ones could only be worn for 
one day and could survive 
laundering only once or twice. 


- Their replacements last about one 


week and can be reused at least 
three times. 

Proper maintenance prolongs 
product life: Many vendors can 


when scheduled changes become law. 


Comfort, after adequate protection, is the major 
consideration in product selection. If an item doesn’t 
fit well, a worker may refuse to wear it—a big waste of 


money. 
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provide detailed instructional aids 
on the care, maintenance, inspec- 
tion, and proper usage of every 
product. By making these aids 
available to plant maintenance 
and supervisiory personnel, buyers 
can help reduce protective equip- 
ment costs substantially. 

The marketplace. Vendor 
services, including surveys and 
instructional help, “are as much a 
part of the buying decision as the 
product itself,” says msa’s Albert. 
And competition in the protective 
equipment marketplace is as 
service-oriented as it is product- 
oriented. “Vendors no longer 
consider it a necessary evil but a 
fact of life,” Albert says. 

Services generally come with- 
out charge to the customer or 
prospect. Instructional sessions 
and product use demonstrations 
are conducted regularly, most 
often at a distributor’s location. 
Aids range from how-to booklets 
to audiovisual presentations. 

“We do this, of course, hoping 
to increase sales and ingratiate 
ourselves with the customer,” a 
distributor spokesman notes. “But 


we spend a lot of time and effort 
putting together programs of 
substance. After all, we can’t 
afford to let a potential customer 
go away (from a_ presentation) 
thinking we’re not competent.” 
Presentations cover other 
safety and health products besides 
personal protection equipment. 
Justrite, a producer of storage 
drums and containers, holds 
seminars on how to safely handle 
flammable liquids. The 2-3 hour 
seminars include a film on fire 
safety, an audio-visual on how fire 
accidents begin and a product-use 
demonstration. Attendees are 
offered a free survey to evaluate 
their plants’ needs for approved 
handling of dangerous liquids. 
Distributors are central to the 
marketplace. Only a few very 
large corporations buy directly 
from the manufacturer, and these 
are either extremely large quanti- 
ty purchases or special products. 
The distributors’ main func- 
tion, of course, is to provide fast 
delivery and inventory manage- 
ment, and to sell at needed 
quantities. They also allow the 
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Now you order it. Now you have it. 


_At Rolled Alloys, this kind of rabbit-out- 


of-the-hat delivery is routine. And if 
you re really in a jam for an “impossible” 
shipment of a special size and form in any 
of our high performance alloys, we have 
an encore. It’s called jumping through 
hoops. 


_ The secret behind our act has nothing to 


_ do with sleight of hand. It’s simply a 
‘matter of planning our inventory of high 


performance alloys to anticipate your pro- 


duction schedules. 


s 


Come back stage to our warehouse. Walk 
around our ready stocks of RA 330, 

RA 333, 20Cb-3 stainless, E-BRITE high 
chromium ferritic stainless tubing, the 
complete range of high-temperature 
stainless steels and 200, 400 and 600 
series nickel alloys. All available in the 
form and special cuts you require. 


If you're having a problem with the per- 
formance of your present source — or in 
finding the absolutely best alloy for your 
application — our staff of metallurgical 
specialists is waiting in the wings. You'll 
have the answer and the stocks delivered, 
Presto, without a lot of smoke and mirrors. 


ROLLED ALLOYS 


Heat and Corrosion Resistant Alloy Specialists 


~~ 
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Distributors’ aim 


(continued) 


customer to get a complete 
package of the safety and health 
needs from a single source, thereby 
minimizing buyers’ ordering and 
sourcing requirements. 

They are the customer’s first 
line of information regarding 
standards and regulatory changes 
and how these should be met. 

Problem areas. While the 
procurement and use of safety and 
health items require constant 
attention, two problem areas 
demand special regard: work glove 
quality and price; and EPA’s recent 
mandate that all ear protection 
devices must be labeled with a 
noise reduction rating (NRR). 

Since foreign-made work 
gloves hit the market a few years 
back, the incidence of glove failure 
has risen steadily. The problem is 
the gloves are not holding up to the 
job for which they were purchased. 

Henry A. Deutsch, product 
manager-gloves, Cadillac Plastics 
Co. gives two reasons for the 
problem: (1) Rising manufacturing 
costs have led some producers to 
use “short cuts” in making their 
products; (2) Some distributors do 
not alert their customers that this 
“good buy” is actually a lower 
quality product than they require. 

To avoid glove failures, he 
recommends that users obtain a 
sample order to test the product 
under actual job conditions. Many 
vendors have set up such “trial 
order” programs. Where usage is 
big, the vendor sometimes submits 
the samples (12 pairs or so) free. 

Vendors report that trial 
ordering is gaining popularity 
with customers. Deutsch also 
recommends spot testing new 
shipments, and securing a guaran- 
tee with the order that the 
delivered product will match the 
sample quality. 

Besides a plant survey, a 
vendor should be able to provide a 
yearly reevaluation of glove usage 
and purchasing patterns. Buyers 
should check with the supplier to 
see what gloves presently used can 
be reconditioned and used again. 
Experts say many gloves are 


incorrectly considered disposable 
but they can be cleaned and 
reused. These include gloves made 
from terry cord and latex and 
those that are pvc-coated. Savings 
can be up to 30% of total costs. 

Price is the big problem for 
leather gloves, an old reliable for 
heavy-duty work. A worldwide 
shortage of leather has pushed 
prices skyward. The best remedy, 
says Kenneth C. Dooley, glove 
market development manager, 
Edmont-Wilson, is to switch to 
lower priced products of equal or 
better quality. 

Ear protection. There are 
questions whether EPA’s recent 
noise-reduction-rating ruling will 
help or hurt the procuring of ear 
protection devices. The regulation 
states that products manufactured 
after Sept. 27, 1980 bear a NRR 
number. This number indicates 
how much noise the ear protection 
device attenuates. 

At first glance, the regulation 
seems to simplify specifying and 
ordering. If the work noise is, say, 
105 db and the objective is to 
reduce the amount reaching the 
worker’s ears to 90 db, then a 


The NRR number indicates 
how much ear protection 
a device gives. 


product with a 15 NRR would seem 
to solve the problem easily. 

But there are other factors, 
industry spokesmen warn. High 
frequency sounds at the same 
noise volume level are easier to 
hear than low frequency sounds. 
Since the NRR number is an 
average, it may not perform as 
rated in some work situations. 

How the product fits over the 
ear is another potential problem. If 
the NRR is attained by a tight fit, it 
may prove uncomfortable to many 
workers who might then loosen the 
clamp, thereby lessening its real 
attenuation. 

There will also be a tempta- 
tion to standardize at the highest 
rating needed. If a plant’s highest 
noise level is 105 db all devices 
may be ordered at 15 NRR (to 
achieve 90 db). But some stations 
may have only 100 or 95 db noise 
levels, which could be solved by a 
less expensive 10 or 5 NRR 
products. a 


ROUTINE 


If you need on time delivery 
of corrosion and heat 
resistant alloys, call 

the Rolled Alloys office 
nearest you and talk 

with one of our 

applications specialists. 


District Sales Offices 
and Warehouses 


Detroit, MI 48211 
5309 Concord Avenue 
313-921-4462 e TLX 23-0730 


South River, NJ 08882 
330 William St. 
201-254-4616 © TLX 84-4419 


Cleveland, OH 44127 
6700 Morgan Ave. 
216-441-2660 e TLX 98-5515 


Chicago, IL 60620 
7711 South Claremont Ave. 
312-471-0330 ¢ TLX 25-3589 


Houston, TX 77047 
150 Carrie Street 
713-433-7253 ¢ TLX 77-5719 


Santa Fe Springs (L.A.), CA 
90670 

14424 Marquardt Ave. 
213-921-4333 or 714-761-4895 
TLX 67-4685 


General Office 
Detroit, MI 48211 
5311 Concord Ave. 
313-925-6320 e TLX 23-5322 
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YOUR CHECK 
BOUNCED AND 
TM GONNA SUE! | 


PURCHASING LAW 


Recent legal decisions 


Bad check needn’t 
mean bad faith 


If a buyer is acting in good 
faith when he stops payment on a 
check, the supplier can’t prosecute. 

A Pennsylvania case started 
with the buyer taking delivery of 
goods at the seller’s place of 
business, and paying by check. 
Next day, the buyer discovered 
that the goods were defective, and 
attempted to return them for 
replacement or credit. When the 
supplier refused, the buyer stopped 
payment on the check. 

The buyer then offered to pay 
a reduced price, based on costs to 
repair the goods. The supplier 
refused this offer, and demanded 
that the buyer make full payment 
plus damages. When the buyer 
refused to do so, the supplier filed a 
criminal charge under the state’s 
bad check law. 

To settle the matter, the buyer 
met the supplier’s sales manager, 
and was told—within earshot of 
several people—that the complaint 
had been filed because the buyer 
had tried to defraud the seller. 


YEAH ? WELL SIOP 
| GRINDING UP 

RUBBER BANDS 

IN THE PAPER STocK! 
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Upshot: The buyer was not 
only acquitted of the criminal 
offense and given permission to 
pay the reduced price for the goods, 
but he got a green light to proceed 
with a suit for malicious prosecu- 
tion and defamation. 

Rannels v. S.E. Nichols, Inc., 591 
F. 2nd 242 


Law punishes design 
errors that aren’t fixed 


Punitive damages as well as 
breach of warranty damages may 
be assessed against firms that 
ignore warnings of design defects. 

A ladder manufacturer got 
stocked with such “punishment” in 
a recent Kansas case. One of its 
customers bought a ladder, and the 
front legs buckled on its first use. 
A worker was thrown to a cement 
floor, and seriously injured. The 
buyer sued and was awarded 
breach of warranty damages. 

In the suit, it was established 
that there were at least five prior 
similar claims against the manu- 
facturer. The ladder had met the 
requirements of the American 
National Standards Institute 
when it was first produced, and 
had received Underwriters’ appro- 
val. But Underwriters finally 
advised the manufacturer that 
certification would be withdrawn 
unless modifications were made. 

The manufacturer did not 
respond to this notice. It continued 
to sell the ladder in unmodified 
form even after corrective designs 
and measures had been deter- 
mined and agreed upon by 
Underwriters. The court said that 
this was in “reckless disregard” of 
the suing buyer’s rights. It 
therefore allowed substantial 
punitive damages on top of the 
breach of warranty damages. 
Cantrell v. Amarillo Howard Co., 
27 U.C.C. Rep. 1276. 


STEEL 


from Republic. 


“New I MPsteels 
offer purchasing 
people a ‘best buy’ 
for savings and 
production.” 


Barry Glasgal 
Chairman — Corporate 
Machinability Committee 
Republic Steel Corporation 


“Savings with 
Republic's new 
IMP* steel bars start 
with increased machining speeds, 
reducing man- and machine-hours for 
significant savings in time, labor, and 
energy costs. 

“Then IMP steels can extend 
carbide tool life by two to three times, 
providing dramatic savings on tooling 
inventory and costs. 

“Impressive increases in produc- 
tivity are being achieved every day 
by manufacturers whose purchasing 
people specify Republic IMP steel 
bars for machining operations using 
carbide cutting tools. No significant 
changes are required in machining 
set-up or tooling practice. And the 
chemistry and mechanical properties 
of any grade of IMP steel remain 
unchanged. 

“For example, ina direct, on-the- 
job comparison between Republic's 
new 1045 IMP cold finished bars and 
standard AISI 1045 on acarbide face 
milling operation, the manufacturer 
realized an 83% increase in produc- 
tivity with IMP bars. 

“IMP steels can be obtained ina 
variety of coarse-grain carbon steel 
grades. They are available cold fin- 
ished, or hot rolled which gives you 
the benefits of IMP steels in the 
machining of forged parts, using 
carbide tools. 

“IMP steels from Republic. After 
all, we wrote the Machining Hand- 
book—the bible of the industry. 

“Ask our Sales or Technical 
Service Representatives about these 
new IMP bars and our other products 
that can prove to be your ‘best buys’ 
right now. Or write to me, Barry 
Glasgal, Republic Steel Corporation, 
Department 1441, Cleveland OH 
44101.” 

*IMP is a trademark of Republic Steel Corporation. 
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TWA‘s Next Flight Out Pak 
gets there the same day. 
Guaranteed. 


ieee eee. te 
a pees 


Just $25 toany TWA cityinthe US. 


If you have legal documents, last-minute con- minutes before the flight you want. We'll pick up 
tract bids or circuits for a “down” computer, your package at your home or business, get it on 
which must be across the country in a matter of the selected flight, and deliver the package to the 


hours, you’re going to like TWAs Next Flight Out” —_ receiving address. In just hours. 
Pak. It’s the fastest, least expensive small package 
service available. 


Same Day Service for Packages 
So-called “express” up to 50 Pounds. 


services can’t deliver your For packages between 2.2 and 50 pounds, TWA 
package until the next day. has Next Flight Out service too. Ship your package 
‘| And while other airlines can the same day to any TWA city in the U.S., and it 
send it there the same day, costs from $35 to $45, depending on the desti- 
wm the flight will cost you more. _ nation. And our high-priority door-to-door de- 

: Only TWA will fly your livery is available for these larger packages, as well. 
package the same day you TWA also flies Next Flight Out Paks and 
bring it to us, and for only packages from New York to London. For just $55 
$25. for the Pak and $85 for larger packages, we pick 

If your item weighs less up, ship, clear through customs, and deliver to the 


‘p | than 2.2 pounds and fits door. The same day. 
into our 13” by 17” pouch, So if you have a package to send, and you 
Send larger packages, too. | then bring it to any TWA want to save time and money, bring it to TWA. 
7 airport ticket counter or We'll get it there today. 
Next Flight Out drop-off area at least thirty For move information, or to arrange a high- 
minutes before the flight you want, and we'll flyit —_ priority pickup, just call our toll-free 
—to any of TWAs 54 cities across the U.S. number: 800-638-7380 


And, for an additional charge, we offer high- 


priority door-to-door delivery. Call us just 90 TWA CARGO 


Youre going to like us 
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Truck rates 


Overall 


Source: PURCHASING survey 


Up to 500 Ibs. 
300 


Source: PURCHASING survey 


Rail rates 
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Source: BLS 


1979 


By Thomas F. Dillon c.P.m. / Senior Editor 


Sulfuric acid rates cut 


NEW RATES published by the 
Chessie System make rail the 
preferred mode for shipping 
sulfuric acid, says Paul D. Denton, 
Chessie’s pricing manager for the 
chemical and allied markets. 

Denton notes, for example, 
that the current rate for shipping 
sulfuric acid by truck, from 
Cleveland to Pittsburgh, is 
$19.90/ton, while the new Chessie 
rate is $8.90/ton. An extra bonus is 
that if the same railcar is used to 
ship spent sulfuric acid back to the 
point of origin—a common practice 
in the industry—the return load 
gets a 40% discount, bringing the 
return rate down to $5.35/ton. 

To qualify for the low rates, 
the sulfuric acid must be shipped 
in quantities of 95 net tons/tank 
car 


Truck rate hikes OK’d 


RATE INCREASES have been ap- 
proved by the tcc for: 

@Middlewest Motor Freight 
Bureau. It received permission to 
increase rates between 1.5-5% for 
less-than-truckload and any- 
quantity class rated shipments 
less than 10,000 lbs. 

eEastern Central Motor Car- 
riers Association. It won a 3.8% 
increase on less-than-truckload 
and any-quantity shipments. 

eCentral States Motor Freight 
Bureau. It received approval for a 
5% hike on _ less-than-truckload 
and any-quantity rates, minimum 
and single shipment charges, and 
accessorial rates and charges. 


MAC wants LTL changes 


THE MIDDLE ATLANTIC CONFERENCE 
wants to restructure its class rates 
on less-than-truckload shipments. 

Specifically Mac wants to 
reduce rates 10% when two or 
more shipments, totaling 5000 lbs. 
or more, are offered at one time. 

MAC also want to increase 
rates 5% ‘on minimum charge 
shipments and on less-than- 
truckload shipments when less 
than 5000 lbs. are offered at one 
time. 


Density data sought 


THE NATIONAL CLASSIFICATION 
Board want shippers to be required 
to show density of their freight as 
part of the bill of lading 
description. Under the proposal, if 
the shipper fails to show the 
density, an alternate, higher rate 
would be assessed until the 
shipper provides proof of the 
correct density. 


Lower inbound costs 


DONT OVERLOOK the use of a 
supplier’s private fleet to lower 
your inbound transportation costs. 
Find out which suppliers have 
their own fleets or are subsidiaries 
of companies operating private 
fleets. As suppliers with private 
fleet service available push for the 
most efficient operation of their 
equipment, inbound transporta- 
tion arrangements should become 
a more negotiable aspect of major 
purchasing contracts. 


More private carriage 


LOOK FOR A SHARP BOOST in private 
carriage as more companies 
officially notify the 1cc that they 
will start hauling for their 
subsidiary and sister companies 
for compensation. 

Also expect to see more 
expansion of private carriage into 
the backhaul of exempt agricultur- 
al commodities. 


Labor contract reopens? 


TROUBLED TRUCKERS are calling for 
a reopening of the Teamsters’ 
contract in an effort to reduce 
labor costs. The current contract, 
the National Master Freight 
Agreement, has a clause that 
provides for the reopening of the 
contract if any act of Congress or a 
federal agency substantially af- 
fects the financial structure of the 
industry. 

Two problems stand in the 
way of the reopening at this time: 
(1) the possibility that it will spark 
a strike, and (2) the difficulty of 
showing that present troubles are 
the result of deregulation and not 
just recession-related. a) 
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UNIVERSAL ELECTRIC 


is now in 7 of every 9 American homes. 


Universal Electric fractional horsepower 
motors have become a major force in the 
appliance industry. Over 500 original 
equipment manufacturers regularly 
specify U.E. motors for products such as 
furnaces, room air conditioners, ven- 
tilators, garage door operators, pumps 
and other residential and commercial 
applications. 


Universal Electric motors are custom 


designed to meet the specific per- 
formance and energy demands of 
each original equipment application. 
They are available in conventional and 
Energy-Efficient construction, and are 
tailored to suit your space and mount- 
ing requirements. 


If your current product design calls 
for a motor in the 1/170 through 
1-horsepower range, Universal Electric 


Company can be a reliable and competi- 
tive supplier. With four domestic plants, 
plus extensive foreign operations, 
Universal produces millions of units 
per year. Whatever your motor require- 
ments, shouldn't you put U.E. to work for 
your company? 


Write or call today for details. 
Telephone 517/723-7866 


UNIVERSAL ELECTRIC 


A Corporation of 
IMCO Electro 


300 East Main Street Owosso, Michigan 48867 


Cold-rolled steel 


(1967 = 100) 


78 


As soon as the auto business 
starts showing more pep, 
expect a sizable jump, with 
another to follow. 


n-Butanol 
400 (1973 = 100) 


350 


300 


Supply far exceeds demand; 
price-cutting (102¢/Ib) is 
standard. Future pricing 
depends on the economy. 


Gray iron castings 
(1967 = 100) 


[1979 | 1980 | 


Sluggish demand stabilized 
prices. During second 
quarter ’81, prices should 
reach levels of 1979. 


Source: Labor Dept. 
PURCHASING forecasts 


Pricewatch 


EPROM price cut erases ROM’s edge 


ROMS/EPROMS: A 50% plunge 
in EPROM prices since the 
beginning of the year is now 
driving custom ROM tags down 
15-25%. 

In January, EPROMS cost 
almost four times as much as 
custom ROMs, and had leadtimes of 
several months. Now, the price 
difference is only about two to one, 
and EPROMs are available off the 
shelf. In order to maintain market 
position, custom ROM makers have 
had to revise their prices 
downward as well. 16K Roms are 
reportedly being quoted at $1.80- 
2.00 in large quantities, down from 
a range of $2.60-2.80; 32K rom 
prices have been as low as $3.10 
recently, down from $4.30. 

Prices will stay low until 
automotive and consumer markets 
(i.e., electronic toys) pick up sales 
again. Intensified competition will 
help keep prices down; there are 
now more than six manufacturers 
competing for custom ROM busi- 
ness. 


FASTENERS: Look for a 2-3% 
increase in the fourth quarter 
and a 2%-4% increase sometime 
next spring. 

Prices have been firm this 
year. Some occasional “distress’ 
sales have been reported, but 
steady raw material costs have 
kept discounting from becoming 
prevalent. 

Prices for wire and rod are 
expected to increase 4-6% by 
year-end, with a similar hike 
following in the spring as the 
economy recovers. This will cause 
slight increases in fastener tags. 

Fastener demand, however, 
has been in the doldrums all year, 
so there is plenty of productive 
capacity available to absorb any 
pickup in demand. Marketplace 
competition will remain intense. 


PHENOL: Watch for a gradual 
but steady strengthening in 
prices. By year-end, the 2-3¢/lb 
discounts could disappear. 
Phenol producers have been 
struggling with a big excess 


nameplate capacity for a couple of 
years. Several factors, however, 
are now in their favor, at least for 
awhile: First, effective capacity is 
much lower than nameplate 
because of production problems at 
Shell and a late startup at GE’s 
new facility. Second, demand for 
phenol appears to be on an 
upswing if recent indicators 
(especially new housing construc- 
tion) are on target. Third, the 
prices for benzene feedstock 
have stabilized, and could return 
to the $1.60-1.70/gal range. 
Probable result: the elimina- 
tion of the widespread temporary 
voluntary allowances, and a 
firming of the 35-36¢/lb list price. 


INDUSTRIAL TRUCK BATTERIES: 
As lead prices creep back up, 
expect batteries to creep up as 
well, rising perhaps as much as 
15% before winter’s end. 

Battery price curves parallel 
that of lead. And lead is keeping 
battery prices depressed now—as 
is the decline in the trucking 
industry. But prices are probably 
as low as they’re going to get. 

Most producer plants have 
shut down or cut way back, and 
they are waiting for fresh primary 
demand before starting up again. 

If the winter is severe, 
demand could surge, putting 
pricing in the hands of the 
distributors until plant production 
is back to full steam. 


ALUMINUM EXTRUSIONS: Con- 
tinued downturn in major 
markets keeps prices soft. 

Building and construction, 
recreational vehicles, and automo- 
tive are all major markets for 
aluminum extrusions—and all of 
them are hurting. Some extruders 
report business down 35% from 
year-ago levels. 

Prices now average 92¢/lb, 
down 8¢ from three months ago, 
and may have hit bottom. They are 
expected to be up around $1/lb by 
early next year, but that will 
depend upon the reception the 
1981 domestic autos receive. 


i A i, + a ee 


~ es oy, > 


ae tintagalh 


“34 


A slitter has to run at least two full turns 
a day to earn its keep. If your work load can’t 
guarantee that, buying your own slitter may 
be wasting your money. 

If you already have a slitter, it may already 
be wasting your money. Especially 
if each 15-20 minute run takes an 
hour or more to set up. 

What can you do about it 
when you need that pre-production 


processing? 

The thing to do is talk to the 
experts at a metal service center. 
A company that’s a member of the 
Steel Service Center Institute. 

Metal service centers run 


Our slitters cost less 
to use than yours. 


slitters, as well as flame cutters and cut-to-length 

lines, more efficiently than most manufacturers 

can. These centers are set up to handle a 

continuing variety of orders from many users. 

Which keeps their equipment and labor busy 
and highly productive. 

So let a service center put that 
productivity to work for you, doing 
your pre-production processing. 

Ask to see their booklet, “From 
, purchase/To profit.” It will give you an 
© understanding of all the factors in- 

_ volved in the “Cost of Possession” 

You'll benefit. So will your 
company. So call an SSCI service 
center-— now. 


SSCI service centers have the ability 
to run slitters and other pre-produc- 
tion processing equipment very effi- 
ciently. It’s the nature of their business. 
And they’re experts at it. 


Steel Service Centers 
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MARKET CONDITIONS: 
Only the price hurts 


Capsule view. There’s good news 
and bad news. The good news: 
Supply is more than ample. The 
bad news: Prices will keep on 
climbing. The big producers have 
continued to add productive 
capacity even though demand has 
been irregular over the past two 
years—and generally lower than 
expected this year. A few new 
plants and expansions have been 
deferred, but most scheduled 
programs are being implemented 
and new projects slated are in line 
with projected demand growth for 
the ’80s. 


Prices. Going up. Price tags are 
following cost and market factor 
escalations. Oxygen and nitrogen 
require huge amounts of electrici- 
ty to produce, and utility rates 
have risen at least 30% this year. 
The result: Oxygen prices went up 
about 10% over the past year; 
expect another 10% boost in ’81. 
Nitrogen tags rose 15% over the 
last year and it looks like the same 
story in ’81. Carbon dioxide’s main 
cost factor is transportation— 
truck rates continue to rise— 
followed by energy. Prices range 
9-14% above 1979 levels and will 
climb another 10-14% next year. 

Hydrogen tags are on a 
parallel track with natural gas 
prices—not stable, but no big 
leaps. Both large- and small- 
volume buyers are affected: 
Large-volume users are tied into 
“take-or-pay” contracts for their 
captive supply; small-volume 
users have the added burden of 
paying for pipeline or truck 
delivery. Hydrogen prices cover a 
wide range, particularly for liquid 
hydrogen. Recent reports put 
liquid at 91-98.5¢/100 cu ft in lots 
of 13,000 gal. Pipeline hydrogen 
runs about $3/1000 cu ft, 
delivered. Hydrogen prices are 
about 9% higher than last year. 

Argon, used in much smaller 
volume than the big four gases, 
pretty much follows the patterns of 
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oxygen and nitrogen. Prices are up 
almost 14% this year and 1981 
won't be much different. 


Availability. There’s plenty of 
capacity at all levels of distribu- 
tion. The big drop in demand from 
steel mills and other big contract 
users is expected to experience 
only a partial recovery next year. 
This means lots of merchant gas 
will still be available. 


BUYING FACTORS: 
Expanding markets 


Suppliers. A few producers are 
dominant in the various markets. 
Linde, Air Products & Chemicals, 
and Airco are the major producers 
of oxygen, nitrogen, and hydrogen. 
Liquid Carbonic, Airco, and 
Chemtron produce carbon dioxide. 
Other important industrial gas 
producers include Liquid Air (N. 
A.), Matheson, Burdett Oxygen, 
and Scientific Gas Products. The 
large producers are constantly 
expanding their combination 
production-plants/ distribution -de- 
pots as regional needs arise or 
increase. Merchant gas— 
production not used to fill on-site 
contracts—is delivered either by 
pipeline or truck to small users. 


Marketplace 


Industrial gases 


Merchant oxygen, nitrogen, and 
carbon dioxide usually are dis- 
tributed within a 200-mile radius 
of the producing plant; hydro- 
gen, a 400-mile radius. 


Competitive factors. For large- 
volume business, there is always a 
fight to tie up a big, captive 
account. However, once a plant is 
established in a given area, the 
huge cost of new construction 
keeps others from entering the 
region as competition. 

The small-volume buyer is 
usually in a _ good position to 
press for good terms, even in a 
market where prices are rising. 
Terms may include delayed price 
increases, occasional discounts, 
and lower demurrage charges for 
use of cylinders. 


Technology. The accent’s on 
applications. Look for: an increase 
in the use of oxygen in waste- 
water treatment and pollution 
control; more nitrogen used for 
freezing foods and in oil well 
production. Carbon dioxide will 
compete more with nitrogen for 
food-freezing and in oil well 
applications; hydrogen use will be 
increasing in chemical processing 
for producing plastics, pesticides, 
and chemical intermediates. 


Industrial gases production outlook 


(billion cubic feet) 


. Oxygen 


Sources: Commerce Dept., industry estimates 


Nitrogen 


Hydrogen 
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Sometimes the most 
amazing thing a new company 
can do is to do things the same 
old way. 

Only better. 

When we started our 
company in 1972, our experience 
told us air freight was that kind 
of business. 

What did shippers really 
want? 

A gee-whiz fleet of tiny jets? 
A global bank of chattering 
computers? 

Or just plain better service? 
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We formed our company on 
the belief that the service of 
inspired people is what shippers 
really wanted. And needed. 
And the record has proven us 
right. 

Since 1972 we've climbed 
from zero to more than $250 
million in shipments a year. 

No other air freight 
forwarder has ever approached 
that record of performance. 

Obviously, because no one 
recognized the obvious. 

People, not planes, deliver. 
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In 1972, we hung our hat on 
an amazing new idea. 


Burlington Northern 
Air sini cad 


Competition is what drives 
the economy. Getting competitive 
bids is the buyer’s job. But a buyer 
who simply fires a p.o. off to the 
winning bidder, while ignoring the 
losers, is fumbling a key part of his 
responsibility. 

For one thing, it’s just plain 
good manners to advise the 
also-rans on big orders. Nobody 
likes to be kept in the dark, 
wondering whether he did or didn’t 
make the team. You can’t build 
solid vendor relations on that kind 
of conjecture. 

Equally important, an expla- 
nation of why a particular bidder 
didn’t win can stoke competitive 
fires even hotter for the future. By 
telling a source how he didn’t 
measure up, you can motivate him 
to try even harder next time. You 
can promote competition not just 
on price, but on quality, service, 
and all the other elements you've 
cranked into your bid-appraisal 
process in the first place. 

Reason: It’s when an order has 
been lost by a narrow margin that 
supplier salesmen are intensely 
interested in it. Vendor salesmen, 
in fact, often have to file “lost 
business” reports to their manag- 
ers when they don’t win. At that 
time, and in that context, your 
comments will have extra impact. 
You can be relatively sure of their 
being passed along to vendor 
management, so corrective action 
can be taken. 

Taking this initiative with 
explanations of lost business, in 
fact, can pre-empt vendor claims 
that you're putting too much 
emphasis on price in sourcing 
decisions. (Individual salesmen 
sometimes use “price-buying” as 
an umbrella explanation for all 
lost business; they’d rather not tell 
their engineers that a technical 
proposal was unsound, or their 
production people that a delivery 


Basics for 


By Somerby Dowst, C.P.M. / Managing Editor 


Tell losing bidders 
why they didn’t win 


was unacceptable.) 

Here are some points to keep 
in mind about advising unsuccess- 
ful bidders: 

1. Be sure that all bidders 
have indeed quoted on the same 
proposal: specifications, toler- 
ances, quantities, delivery dates, 
etc. This should be done at 
request-for-quote and bid analysis 
time, anyway. But it’s so impor- 
tant that it’s not a bad idea to 
recheck prior to notifying the 
losers. 

2. Set up realistic reasons for 
loss of business. Five main 
categories will probably be related 
to: quality, delivery service, 
long-term availability, supplier’s 
technical assistance, and price. 

3. Don’t feel you have to use 
exactly the same phrasing that 
you may have on _ internal 
justification-of-award forms. The 
language on such internal forms 
may be blunter than you’d like to 
use with outside sources. On the 
other hand, don’t overdo the use of 
euphemisms to take the sting out 
of vendors’ failings. If ‘poor 
quality” is the reason a supplier 
lost, be prepared to say so. 

4. Develop a quickie form 
with which you can advise 
unsuccessful bidders that they 
have lost. A postcard is often a 
good bet. Include at least the 
general categories of reasons for 
failure. Check the appropriate 
reason. If there are several 
reasons, check all those that apply. 

5. Include other instructions 
that may be necessary on the 
postcard form. Example: a request 
for the return of missing blue- 
prints, spec sheets, or other 
material still in the bidder’s 
possession. 

6. Consider asking for an 
acknowledgment of the advice- 
form. Folded-over and stapled 
two-part postcards, much like 


expediting follow-ups, can take 
care of this feature. 

7. Remind losing bidders that 
material you’ve sent them is still 
proprietary and confidential, if 
such is the case. 

8. Invite salesmen and 
executives of losing bidders in for a 
face-to-face explanation, on major 
orders. Don’t do it by proxy—or by 
postcard. Important deals mean as 
much to the bidder as to you. 

9. Be frank and truthful in 
any explanations you give for lost 
business, via mail or in person. 
Suppose a bidder is so far off base 
that there’s really little point in 
pursuing a detailed discussion. 
Identify the basic cause—price or 
quality—even if you don’t go into 
details. 

10. Be specific about ways 
that bidders can turn near-misses 
into hits. No, you won’t want to 
disclose prices you're going to pay 
to winners. But sometimes you can 
identify cost ranges of successful 
bids. And you can be very definite 
about nonprice factors swaying 
your decision. For example, you 
might tell a losing bidder point 
blank that his quoted delivery was 
12 weeks, while the winner’s was 
one week. 


Editor’s note: Somerby Dowst's 
new book, More Basics for Buyers, 
is now available. Send prepaid order 


to Kim Gorton, PURCHASING 
Magazine, 221 Columbus Ave., 
Boston MA 02116. Price is $14.95. 
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-rings? Here's why 41 of the top 
50 industrials use Parco. 


These purchasing agents demand a top quality 
O-ring from a manufacturer that provides fast, 
trouble-free delivery at reasonable prices. Big 

companies. Small companies. More and more 
purchasing agents are ordering Parco O-rings. 
Here’s why! 


Full product line. O-rings, Contoured Backup 
Rings, T-Seals, and Custom Seals. With all the 
sizes and the broadest range of compounds, we 
reduce shopping-around time. Hundreds of 
special sizes eliminate most tooling charges. 


Service. Our experienced local distributors and 
factory representatives provide the pre-sales and 
post-sales service these tough purchasing agents 
demand. 


Quality. If the VP of Manufacturing reports that 
the O-rings you ordered are defective:and he has 
to shut down the production line, you’re on the 
carpet. So, while the industry operates to a 2.5 
AQL, we run our plant internally to a 1.5 AQL. 
We inspect each and every O-ring before it’s 
shipped to you. 


Delivery. To reduce your O-ring inventory costs, 
Parco offers short four week manufacturing lead 
times, a large computer-controlled inventory and 
the best on-time delivery in the industry. And 
you have the convenience and peace-of-mind that 
your O-rings are stocked locally by your Parco 
distributor. 


Cost. We realize you must keep costs to a 
minimum. With Parco, you pay just the initial 
price. We eliminate the costs of unkept delivery 
promises, excess safety stock, quality returns, 
production shutdowns and product recalls. 

Fast Action. We're big enough to handle 
America’s largest corporations. Flexible enough to 
bail you out of an emergency O-ring need. 
Several FORTUNE 500 purchasing agents even 
claim we “worked miracles”. 

We want your business. Our “We want your 
business” attitude shows. That’s why we’re the 
fastest growing O-ring manufacturer in the 
world. Big customer or small, when we give you 
a commitment, we meet it. Put us to the test. 


For complete information write or call. Your 
literature will be on its way in 24 hours. Then call 
us in—and watch us respond. Just like we’ve 
been doing for purchasing agents in the 
FORTUNE 500. 


When you need O-rings, Parco delivers. 
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FIRST INSEALING TECHNOLOGY 


2150 Parco Avendie* Ontario, California 91761 
Phone (714) 983-3611 * TWX 910-581-1206 
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OCTOBER 1980 
14-16:Coolants & Lubricants 


27-31: 


Clinic, Fairmont Hotel, 
Philadelphia, Pa. Sponsor: 
Society of Manufacturing 
Engineers, P.O. Box 9930, 
Dearborn, Mich. Contact: 
John R. McKEachran (313) 
271-1500, ext. 377 

Pack Expo, McCormick 
Place, Chicago. Sponsor: 
The Packaging Machinery 
Manufacturers Institute, 
200 K. Street, NW, Wash- 
ington, D.C. 20006 (202) 
331-8181. 


28-29: Capital Equipment Semi- 


28-30: 


nar, Hyatt Regency Nash- 
ville, Nashville, Tenn. Spon- 
sor: The Society of Manufac- 
turing Engineers, P.O. Box 
930, Dearborn, Mich. 48128. 
Contact: Randy Fox (313) 
271-1500. 

Triple Shows and Confer- 
ence, Hydraulics & Pneu- 
matics Show, Power Trans- 
mission Design Show, and 
Materials & Processes 
Show. Hydraulics & Pneu- 
matics show sponsored by 
Hydraulics & Pneumatics 
magazine, contact Howard 
Freed (216) 696-0300. 
Transmission Design Show 
sponsored by Power Trans- 
mission Design magazine, 
contact Howard Freed (216) 
696-0300. Materials & 
Processes Show sponsored 
by American Society for 
Metals, contact Doris Sut- 
cliffe (216) 338-5151. 


NOVEMBER 


18-20:New England Tool & 


Manufacturing Engineer- 
ing Conference and Ex- 
position, Commonwealth 
Pier Exhibition Hall, Bos- 
ton, Mass. Sponsor: Society 
of Manufacturing Engi- 
neers, P.O. Box 930, Dear- 
born, Mich. Contact: Public 
Relations Department, 
(313) 271-1500, ext. 323. 
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Introducing... 


BOX SET-UP 
MACHINE 


Stitching machine advantages 
at a stapling machine price. 


Interlake introduces the most 
convenient and economical way 
yet to set up 100 to 1000 
RSC boxes per day. The new 
SilverMate gives you all the ad- 
vantages of wire stitching for 
no more than you'd pay for a 
stapling machine! 

Like our SilverStitchers, the 
SilverMate makes its own 1" 
staples from a coil of flat wire. 
One man can set up as many as 
300 boxes per hour. You get 
30% better productivity than is 
possible with many stapling 
machines. 


Here’s the best part. 
Material cost is about 46% 
less than stick staples, and 
65% less than belt staples! 
Easy to use, the SilverMate 
handles boxes up to 32" wide x 
33" deep (including flaps)...with 
capacity to staple together two 
pieces of A, Bor C flute, or three 


pieces of B flute. The unit is 
shipped complete with a coil of 
Interlake wire in the coil holder. 
Plug it into any 115 V outlet... 
and you're ready to start saving 
money. 


Get the facts. 


Send for a fully-illustrated cata- 
log sheet on the new SilverMate. 
In addition, we'll send you a six- 
page GUIDE TO BOX SET-UP 
COSTS. For immediate infor- 
mation, call Paul Ritts at (312) 
849-2500. 


interlake jinc. 


135th Street & Perry Avenue ‘e Chicago} Illinois 60627 
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with PEN fasteners 


When a strong man wept 


Just as we were relocating the PEM cold heading 
and thread rolling department into a new building 
addition, we got an urgent call from an old customer 
who needed 240,000 special self-clinching studs. 
When informed of scheduled shutdown for our ex- 
pansion, the customer said he absolutely had to 
have those studs in four weeks. 

Concerned with our customer's production 
schedule, our key plant people determined that by 
first moving one particular header needed for the 
customer's job, and then running that header during 
the balance of the move, they could just about 
meet this deadline. 


When the customer got the news, he was relieved 
and grateful. 

Three days later, when the run was almost com- 
pleted, the customer called again. Now it turned out 
that the supplier of the mating part couldn't give 
them any better than 12 weeks delivery so they 
wouldn't need our studs for three months! 

When he hung up, our sales coordinator stared 
into space for a long time anticipating the reaction 
of our plant manager. 

We try and we care. Even to the limits of human 
frustration if if means helping a customer meet his 
own hectic production schedule. 


Penn Engineering & Manufacturing Corp. has been making genuine PEM ee fas- 


teners for 37 years, all of them formed, finished and quality-controlied to PEM standards. 
There are none better. . 


E 


PEM PeEnN ENGINEERING & 


\/ MANUFACTURING, CoRP. 
© 1979 Box 1000 ¢ Danboro, PA 18916 ¢ 215:766-8853 264 


Sodium lamps 
shine on 


CLEVELAND—The averaged rated 
life of GE’s Lucalox high-pressure 
sodium lamps has been increased 
to better than 24,000 hours, same 
as the life expectancy of mercury 
lamps. Previously, the percentage 
of Lucalox lamps that would still 
be burning after 24,000 hours was 
50%. Now that percentage is 67%. 
General Electric Co., Lighting 
Business Group, Nela Park, 
Cleveland, Ohio 44112 
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Metric screws trim 
assembly costs 


CLEVELAND—A new line of 
metric flange screws in M8 to M20 
diameters and in a variety of 
lengths was introduced recently by 
Lamson & Sessions. These fasten- 
ers eliminate the need for washers 
and the need for reaming and 
other costly hole preparations. 
They are stocked in Property Class 
10.9 (150,000 psi) and are 
available for immediate delivery. 
Lamson & Sessions, 2000 Bond 
Court, 1300 E. Ninth St., 
Cleveland, Ohio 44114 
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CRYSTAL LAKE, ILL.—The key- 
board market looks like it’s about 
to erupt again. Hardly has the dust 
settled from the shakeup caused by 
the introduction of capacitive 
keyboards a few years ago than an 
even bigger blast is promised from 
a wholly new source: full travel 
membrane keyboards. 

Buyers will undoubtedly be 
seeing a stampede of suppliers 
entering this market shortly, but 
right now Oak Switch has the 
jump on everyone. The company 
said it would be able to deliver 
initial production quantities of full 
travel membrane (FTM) keyboards 
this fall with full-scale manufac- 
turing to begin in January ’81. 

“These Ft™M keyboards meet or 
exceed all standard OEM specs, and 
at a cost that is significantly less 
than the lowest priced capacitive 
keyboard,” says Ron Merritt, 
vp-marketing, Oak Switch. 

That’s why Oak Switch is 
confident that the Frm will send a 
shock wave through the keyboard 
market. Total projected sales for 
alphanumeric keyboards are ex- 
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promises shakeup 
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pected to reach $161 million by the 
end of this year. By 1984 that 
figure should reach $245 million 
and $400 million by 1987. Oak 
Switch expects Frm keyboards will 
account for more than 30% of total 
keyboard sales by 1984. 

The keyboard market is 
dominated at present by three 
types: (1) Hall-effect, 27% market 
share, (2) capacitive, 24%, and (3) 
contact, 38%. The Hall-effect 
keyboard is considered the Cadil- 
lac of the lot, but has been slowly 
losing market share to low-cost 
capacitive keyboards. Contact 
keyboards occupy a middleground 
between Hall-effect and capacitive 
keyboards in terms of reliability 
and cost. 

And FrTMm’s? Oak Switch says 
they will beat capacitive key- 
boards in price and match 
Hall-effect keyboards in reliabili- 
ty. Moreover, production leadtimes 
for basic FTM keyboards will be 
only 8 weeks. Oak Technology Inc. 
Switch Div., 100 S. Main St., 
Crystal Lake, Ill. 60014 
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Absorbent paper towel 
designed to pare costs 


C-FOLD PAPER towel with a perf- 
embossed finish helps pare usage and 
maintenance costs. Its generous size 
and bulky feel is designed to 
encourage users to use fewer to dry 
hands. Brand 150 is folded double 
before it is C-folded so that moisture 
will be trapped between the layers and 
remain there. The towel measures 
19%6” xX 13%”. Scott Paper Co., 
Commercial Products Div., Scott 
Plaza, Philadelphia, Pa. 19113 
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Quarter-turn pinch valves 
seal bubble-tight 


PINCH VALVES in sizes 4” - 144” provide 
quick, positive, bubble-tight shut-off. 
Closing is made by a unique two-part 
quarter-turn mechanism and the cams 
are never in contact with the line 
product. Roto-Cam’s molded sleeve can 
be locked in seven intermediate 
throttling positions. Sleeves may be 
pure gum rubber, Neoprene, Buna N, 
butyl, Hypalon, EPDM, etc. Red Valve 
Co., Inc., 500 N. Bell Ave., Carnegie, 
Pa. 15106 
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Hygrometers guard 
sensitive equipment 


RELATIVE HUMIDITY and temperature 
recorders prevent system interruption 
in such equipment as computer-aided 
drafting installations, telephone 
switching centers, and centralized 
process control rooms. The hygrome- 
ters provide a direct record of relative 
humidity without need to refer to 
psychrometric charts. L.C.S.- 
Honeywell Inc., P.O. Box 437, 10 
Pelham Pkwy., Pelham Manor, N.Y. 
10803 
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Plug-in, magnet-operated 
proximity switch is rugged 


MAGNET-OPERATED proximity switch 
offers plug-in replacement and a 
tripled electrical rating. Model 
SsGOB-81141’s rating is increased to 
three amps from one amp. It has an 
operating voltage of 24 - 130 vac, 
50/60 Hz, and is recommended for 
heavy-duty machinery applications in 
hostile environments and —40°F - 
150°F temperatures. Gould R.B. 
Denison, 103 Broadway, Bedford, Ohio 
44146 


For more information circle. 155 


Oil-less vacuum pumps 
draw high vacuums 


TWIN CYLINDER miniature diaphragm 
pumps draw vacuums up to 28.5 in. 
Hg. The MAA-109-GA has a 115-bolt, 60 
Hz single phase motor; the MAA-109-GD 
has a 220/230 volt, 60/50 Hz. single 
phase motor. Both have free air 
capacity of 0.78 cfm (open); 0.63 cfm at 
5 in. Hg down to 0.09 cfm at maximum 
vacuum. Gast Manufacturing Corp., 
P.O. Box 97, Benton Harbor, Mich. 
49022 
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convert to locknuts 


CONVENTIONAL FASTENERS are convert- 
ed into locknuts by pre-coating with 
Loctite’s anaerobic thread locking 
compound. The nuts can be stored 
indefinitely without loss of perform- 
ance. Advantages include predictable 
locking torque, substantially higher 
removal torque and a —65°F to 300°F 
application temperature range. Bar- 
wood Mfg. Co., 18 Williams St., 
Everett, Mass. 02149 
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When you think of handtools, think 

Cooper. Because Cooper tools cover all 

your day-to-day needs. Because Cooper 

understands your special requirements 

—and makes the special tools to meet 

them. Because the one name-Cooper- 

stands for all the leading brands of 

handtools in the industrial trade. Nicholson 
Look around and see! 


from Cooper The Toolmaker. 


| Aj) The Cooper Group 


COOPER | BOKER CRESCENT LUFKIN NICHOLSON WELLER 'WiISS! XCELITEY 
NOUSTR a PO. Box 728 Apex North Carolina 27502. Tet: (919) 362-7511. Telex: 579497 
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Whatever your Sha 
needs for plant Loe 


safety and security “™ 


American Lock has a 
complete range of pad- 
locks to fit your plant se- 
curity needs. 

e Available with 10,000 
different key changes. 

e Special non-duplicating senies Sy 
key way optional. clin Ta 

e Wide selection of solid | 
lock bodies (case hard- J 
ened steel, extruded 
brass and zamac) rang- 
ing in size from 1%” to 
22" wide. 

e Variety of shackle 
lengths 1" to 3” clear- 
ance °/16"~’/16" diameter. 

e Many special security 
features such as dead 
locking or key retaining 
and special identifying 
systems not available 


Mode! 700 


p> 


ha tor 


with most other padlock 


sent %, oan manufacturers. 
amers* lf you want the tops in se- 
HAROENES curity, use American Lock 
padlocks. Contact your 
American Lock supplier 
Model 260 or write American Lock 


Company today. 


AMERICAN MEANS SECURITY 


V|MERICAN LOCK COMPANY Wose! 107 _ 


3400 W. EXCHANGE RO. CRETE, It 60417 
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& Noise abatement 
acoustical, dispersion 


paneis 


We PERFORATE steel, stainless, aluminum, 
brass, etc. for hvac dispersion panels and 
covers, noise abatement panels and shrouds, 
acoustical panels and electronic enclosures. 
Also, for filters, grilles, strainer screens, filter 
screens, centrifugal screens and more. 


For FREE Catalog call or write: 


oe FERGUSON PERFORATING 
sseesee & WIRE CO. 
& 135 Ernest St., Providence, R! 02905 2 
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Custom engineered gear drives 


GEAR DRIVE capabilities emphasize designs for unusual 
applications beyond the capacities of stock drives. A new 
brochure describes custom design, engineering, and 
production services available. rmc Corp., Drive Div., 2045 
West Hunting Park Ave., Philadelphia, Pa. 19140 
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Quick-dry enamels and primers are rugged 


FAST-DRY enamels and alkyd inhibitive primers are 
formulated for interior and exterior surfaces requiring 
high resistance to oil, grease, and mild chemicals. A 
six-page bulletin lists properties, typical uses. PPG 
ela 10 North, One Gateway Ctr., Pittsburgh, Pa. 
15222 


For your copy circle 158 


PVC impact doors take rugged use 


IMPACT DOORS in clear and partially opaque pvc withstand 
heavy use. A:four-page brochure shows reinforcements at 
so-called tear zones, no-warp design, and other features. 
Doors have no protruding hardware. Dynaforce Corp., 195 
Sweet Hollow Rd., Old Bethpage, N.Y. 11804 
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Waste management systems save space 


SHREDDER/BALER systems are recommended for recycling 
paper, corrugated materials, and plastics. A four-page 
brochure shows several different models and components, 
including conveyor systems. National Shredder Co., 700 


East Maple Rd., Birmingham, Mich. 48011 
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Thread repair tools and techniques 


THREAD REPAIR products are available for inch coarse, inch 
fine, metric coarse, metric fine, spark plug, and pipe 
thread sizes. Catalog 975 covers insert design features, 
retention principles, taps, and tools. Heli-Coil Products, 
Shelter Rock Lane, Danbury, Conn. 06810 


For your copy circle 161 


Adhesives bond dissimilar metals 


ACRYLIC STRUCTURAL adhesives and techniques for 
bonding dissimilar metals are presented in a new 
literature kit. Selection guide covers adhesives, sub- 
strates, viscosities, cure times, etc. Hughson Chemicals, 
2000 West Grandview Blvd., P.O. Box 1099, Erie, Pa. 
16512 
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There are a Couple of 

Things You Don’t 
Want to Keep 

Around Very Lona... 


One is a Steel Inventory. 


Lapham-Hickey gives you the dependable, 
‘right-now’’ service that keeps 
expensive steel stock out of your plant 
until you immediately need it. 


LAPHAM-HICKEY STEEL 


STRIP STEEL SPRING STEEL 
Cold Rolled Strip Steel - All Tempers (Coils & Straight Lengths) Blue Tempered & Polished * Scaleless Blue & Black, Oi! Tempered 
Cold Rolied Shim Steel (Coils & Straight Lengths) Cold Rolled Annealed - C1050, C1075, C1095 
C1005 - Widely Accepted Substitute For Electromagnet Iron (S.L.& Coils) C.R. Annealed Alloy - AIS! 8617/8620 « Hot Rolled Floor Annealed - C1095 
FLAT WIRE Hard Cold Rolled - C1075, C1095 * Largest Spring Stee! Stock In The Country 


Cold Rolled Round Edge Fiat Wire - All Tempers (Coils & Straight Lengths) 


TIN COATED STRIP 


Cold Rolled Electrolytic Tin Coated (Bright & Matte Finish - Coils) 


STEEL TUBING 


Cold Drawn Seamless Mechanical * Cold Drawn Seamless JIC Hydraulic 
Electric Resistance Welded (Rounds, Squares and Rectangles) 


BAR STEEL Drawn Over Mandrel Electric Resistance Welded 
Cold Finished © Alloy & Carbon Stee! * Rounds * Squares * Hexagons* Flats Cold Drawn Resistance Welded JIC Hydraulic * Cold Drawn Butt Welded 
Centerless Ground « Turned & Polished * Drawn Ground & Polished Bundyweld Copper Brazed (Plain & Tin Coated - Staight Lengths & Coils) 


Turned Ground & Polished « Carbon Restored ¢ Drill Rod « Flat Ground Stock Bundyweld Electric Resistance Welded (Plain & Tin Coated -S.L.& Coils) 


CHICAGO 


ST. LOUIS mars offre and plant NEENAH, Wisc. 
a. os. Seepeave 3 offic $500 West 73rd St plant and offi . 
tf e - 11305, Hammack Bei ive Chicago, lil 60638 944 a. Rison Dr 
4 oh Bridgeton, Mo 63044 Phone (312) 496-6I11 PO Box 248 
A fn p le Phone. (314) 731-1510 TW 910-224-3048 Neenah, Wisc 54956 LAPHAM-HICKEY 
e0f Warren Rusgis, Branch Mgr TELEX 25-3007 Phone (414) 725-858! : 
P Jerry Strnad * Gary Strnad Harry L. Ford, Branch 1 ; s T or 
é, _ Ste ve Ford 
NATIONWIDE SALES COVERAGE~ VY '~ | | 
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Thyristor boasts high 
current/voltage ratings 


PHASE-CONTROL SCR permits less 

expensive, more reliable circuits. The 
TA20 thyristor handles currents of 
1200, 1600, and 1800 amps, and 
voltages from 600 to 3000 volts. It is 
recommended for use in steel mill 
drives, crane controls, VAR systems, 
large power supplies, and fusion power 
systems. Westinghouse Electric Corp., 
Youngwood, Pa. 15697 
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Mask shields workers 
from ethylene oxide 


ETHYLENE OXIDE gas mask provides 
respiratory protection against not 
more than 1000 ppm for no longer than 
one work shift, or 12 hours, whichever 
comes first. Mask consists of facepiece, 
breathing tube, harness, and 
chemical-absorbent canister. Face- 
piece has a single wide vision lens and 
a speaking diaphragm for clear, short 
range communication. Mine Safety 
Appliances Co., 600 Penn Center 
Blvd., Pittsburgh, Pa. 15235 
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We fabricate tubing and pipe 


from HASTELLOY alloys. 


And offer more experience than 
any tubing producer in the 
business. 


We manufacture full finished tubing and 
pipe from HASTELLOY alloy strip. And 


we've got over 30 years of experience 
doing it. This experience can pay off for 
you in fewer problems and the ultimate in 
performance and service life. 


lf your design calls for tubular products 
made from HASTELLOY alloys B-2, C-4, 
C-276, Gor HAYNES® alloy 25, or a wide 
range of others ...inagreatvariety of OD's 
and wall thicknesses . . . call or write us 
about your requirements or for technical 
literature: Carpenter Technology Corpor- 
ation, Tube Division, Union, NJ 07083. 
(201) 686-7230. 


® HASTELLOY and HAYNES are registered trademarks of 
Cabot Corporation. 


CARPENTER TECHNOLOGY 
TUBE DIVISION 
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Rugged hose 
doubles in brass 


SUCTION/DISCHARGE hose handles over 
90% of all industrial chemicals. 
Poly-Chem has a Hypalon cover, two 
braids of high tensile textile cord for 
pressures to 350 psi, and a helix wire 
that prevents kinking and provides 
suction capability. Dayco Corp., 333 W. 
First Ave., Dayton, Ohio 45402 
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Electric hoists rated 
for thirty-minute service 


ELECTRIC WIRE rope hoists feature 
standard C face motors for improved 
heat dissipation and accessability for 
maintenance. Single and three phase 
motors are rated for 30 minutes service 


and use standard class B motor 
insulation. The hoists come in 
capacities from % ton-2tons for 
standard headroom models; % ton-l 
ton for close headroom models. Acco 
Industries Inc., 101 Oakview Drive, 
Trumbull, Conn. 06611 


For more information circle 166 


simply assemble Morse Delrin® chain 
on your own sprockets. 


In processing applications where no-lube drive couplings are 
required, or any place you need a tough, corrosion-resistant 
coupling, you can assemble your own units quickly and easily 
using Morse Delrin coupling chain. Simply wrap the required 
length of Delrin chain around two standard sprockets. It’s clean, 
quiet-running and has a smooth outer surface; operates from 
—20°F to 150°F without lubrication; available for applications 
up to 5000 RPM and fractional to 125 horsepowers. Your 
Morse Distributor can supply bulk Delrin chain in 4%" %"",and 1” 
pitch, with slip-fit coupler pins for do-it-yourself assembly. 


Delrin is a Registered DuPont Trademark 


Morse offers a full line of off- 
the-shelf couplings to solve 
any problem you've got... 
including shock-isolating 
Morflex” couplings, torque 
limiter couplings to provide 
automatic overload protection, 
radial couplings for heavy 
torque applications, and clean 
couplings made with Delrin. 
Morse Chain, Division of Borg- 
Warner Corporation, Ithaca, 
New York. 
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New products 


Pneumatic tired lift 
trucks easier on fuel 


LIFT TRUCKS feature hydrostatic drives, 
VW Audi four cylinder engines, and 
single control levers for liftlower and 
tilt functions. The pneumatic tired 
sit-down rider trucks come in 2500-lb. 
and 3000-lb. capacities. Factory-set 
electronic governors control rpm to 
help improve fuel economy. Baker 
Material Handling Corp., 5000 
Tiedeman Rd., Cleveland, Ohio 44144 
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Reusable fittings offer 
cost-cutting advantages 


NO-SKIVE reusable fittings combined 
with no-skive hose reduce chances of 
costly hose failure and protect against 
system corrosion. The fittings insure 
perfect metal to wire connection 
without need to remove the rubber 
hose cover for fitting attachments. 
Parker Hannifin Corp., 30240 Lake- 
land Blvd., Wickliffe, Ohio 44092 
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rough A ions... 
Granet Cutless II 


Swing into dependable hand protection with Granet’s Cutless II. 
Its durable natural rubber coating lines up rugged resistance to Heavy steel drum covers 
cuts and punctures, while its soft lining provides a good approach smother flames instantly 
for worker acceptance. All at a price that’s way under par. With 
Cutless II, you'll have quality that helps you play it safe everytime. SAFETY COVERS for 30 or 55-gallon 
For more information on Cutless II and the free Granet Glove drums smother flame and control fire 
Guide, write: INCO Safety Products Company, P.O. Box 1733, instantly. Recommended for any plant 
Reading, PA 19603. Phone: (215) 374-4141. area where combustible materials are 
likely to be discarded. Smother Covers 
are made of heavy gauge steel and 


painted bright, cardinal red. Lid door 
shuts automatically, insuring tight 
closure at all times. F. H. Lawson Co., 
801 Evans St., Cincinnati, Ohio 45204 


poco SAFETY PRODUCTS COMPANY 
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Can you pay 20% less 


for manutacturing services 
and get a better product? 


Ask US. Surgical — When United States 


Surgical Corporation came to Torrington Special Prod- 
ucts, they needed a new manufacturing source for sur- 
gical staple cartridges. The result was a more reliable 
product, delivered in higher volume, at 20% lower 
cost. Torrington’s total skills made the difference. 


The Story — U.S. Surgical markets Auto Suture® sta- 
pling devices which clamp off and sever blood vessels 
during surgery, using special stainless steel staples 
from a disposable cartridge. The cartridge body is com- 
posed of medical grade plastic components and preci- 
sion metal stampings, including delicate strips of 
0.005” thick, type 304 stainless steel with precisely 
notched, angled and coined teeth. Producing the car- 
tridge requires strict quality control procedures to meet 
medical reliability standards at relatively low cost for 
disposability. U.S. Surgical was dissatisfied with the 
previous vendor on both counts. 


Our Contribution — After the existing tooling was de- 

livered to Torrington Special Products, all parts and 

their fits and tolerances were analyzed. We were able 

to improve product performance through: 

... changes in tooling to improve component toler- 
ance stackups and fits; 

... 100% sizing of staples; and 

... 100% functional testing for staple formation. 


Your needs are next — If you need a high-volume 
component, subassembly or assembly, including 
“total responsibility”’ for design and manufacturing 
... if close tolerances or high quality standards are 
involved, our total skills are waiting. 


For immediate help, call (203) 482-9511. 
Ask for one of our Product Managers.Or | 
write for our new “Total Skills” brochure. ii 
The Torrington Company, Special ie, WAY \\> 
Products Division, Torrington, CT 06790. i+ > 


TORRINGTON SPECIAL PRODUCTS 
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AERODUCT” 
FLEXIBLE 
DUCTING 

HANDLES ANY 
INDUSTRIAL 
DUCTING 
PROBLEM. 


There are many different 
constructions in the AERODUCT 
line to handle the most abrasive 
materials, or to simply move air 
or for some application between 
these extremes. 

Whatever AERODUCT flexible 
ducting you need, it will be 
lightweight, flexible and easy to 
install. By ordering to fit the 
application, you’ll get quality for 
a long service life. 

For more information on the 
AERODUCT line, write Thermoid 
Division, H. K. Porter Company, 
Porter Building, Pittsburgh, PA 
15219. a 
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Carbonless paper suitable 
for office copy originals 


_ BLACK IMAGE carbonless paper yields 


detail copy suitable for use as office 
copier and microfilm originals. It is 
available in 8%", 9%”, and 12%” widths 
in 14 lb. and 15 lb. weights and a 
choice of six colors. Pre-collated 
stocking sheets are available for up to 
five-part forms in three sizes from 11%” 
x 11” - 34%" xX 22%". Mead Paper, 
Forms Paper Div., Dayton, Ohio 45463 
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Universal scale display 
is loaded with features 


DIGITAL WEIGHT display is designed for 
easy adaptation to any mechanical or 
electronic scale base. Model 5785 


_ features pushbutton zero, center zero 


wlth auto zero tracking, pushbutton 
tare with memory, metric conversion, 
and serial output for interface with 
printers. Special filters minimize 
effects of RFI. National Controls, Inc., 
P.O. Box 1501, Santa Rosa, Calif. 
95402 
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Hydraulic hose 
priced economically 


THERMOPLASTIC HYDRAULIC hose’ costs 
less than comparable saE 100RI 
rubber hose and many other 100R7 
thermoplastic types currently availa- 
ble. Nylaflow 341 assemblies exceed 
500,000 impulse cycles at a minimum 
bend less than half that of other sAE 
100R7 hoses. It is lighter in weight and 
has a smaller OD without decreasing 
the ID fluid-carrying capacity. Poly- 
mer Corp., Reading, Pa. 19603 
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Low cost portable steel 
storage tanks efficient 


MODULAR STEEL tanks combine low-cost 
storage benefits with fast assembly 
and relocation. EconoStor comes in 12 
capacities from 500-18,000 gallons. 
Flexible membrane liners may be 
Hypalon, pvc, cPER, or XR-5 for 
handling water, oil, and other liquids 
and corrosives. A typical 2000 gallon 
unit weighing 1500 lbs. costs $2150; an 
8000 gallon tank costs $4290. 
ModuTank Inc., 29-24 40th Ave., Long 
Island City, N.Y. 11101 
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Solution... 
when 
there is a 
need to buy. 


Use it... it’s in your plant! 


\ 


Provides addresses and 
telephone numbers for over 
40,000 listed industrial sup- 
igre Major manufacturers 
ist local sales offices, 
distributors, trade names 
and toll-free numbers. 


New and improved- 
product announcements 
and brochures are 
encased in this easy 
reference file for your 
review. 


Find new, alternate or addi- 
tional sources. Major sup- 
pliers provide detailed prod- 
uct information, models, 
specifications. In conve- 
nient easy-to-use- 
alphabetical order by prod- 
uct category. 


INFORMATION 
CARDS 


Obtain valuable catalogs. 
Over 5,000 descriptive 
listings of available 
literature, available free of 
charge. Keyed to Reader 
Service card. 


Six times a year, U.S. In- 
dustrial Directory provides 
these handy postage-paid 
reply card mailings to 
buyers and specifiers for 
their use in obtaining addi- 
tional product information. 


1200 Summer Street / Stamford, Connecticut 06905 / Telephone: 203-327-2450 


a Cahners Publication 


Fast delivery for all types of gear 
shaper cutters...hobs...& spline gages. 
From 1D.P to 120 D.P Standard D.P 

& module pitches in stock. Allow longer 
delivery times for special orders. 


Parker 


INDUSTRIES INCORPORATED 
1615 9th Avenue, Bohemia, N.Y. 11716 
516-981-7600 / TWX 510-228-8840 
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CORD SETS 


We help you with our 
**know where’’ and 
**know who’’. 


For the difficult and 
hard to find wire, 
cable and cord sets 
and the standard, we 
are ‘specialists’ in 
locating or stocking 
for emergencies. 


save time, money, 
effort ...call or write 


NOTE: We have a special 
surplus division that BUYS 
wire, cable and cord sets. 


DELTA |=3 


WIRE & CABLE Co. 
1457 W. Diversey Pkwy. 
Chicago, Illinois 60614 

(312) 248-4676 
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_ Thyristors offer fast 


ee 


for electronic circuitry 


| CIRCUIT BREAKER measures a small 


0.70" x 0.40” x 0.20”. It features a 
bimetallic element for overload 
detection and ability to stand up to 


_withstand current buildups caused by 


capacitors, etc. Nonpolarization per- 


_ mits use in ac or dc,electronic circuits 


up to 24 volts maximum. Alco 
Electronic Products, Inc., 1551 Osgood 


_§t., North Andover, Mass. 01845 
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turn-off performance 


FAST-SWITCHING thyristors are recom- 
mended for induction heating equip- 
ment, uninterruptible power supplies, 
transportation controls, etc. Series 
T7SH comes in current ratings of 400, 
450, 500,and 600 amps and forward 
blocking voltages of 100 to 1200. The 
400-amp units have turn-off times of 
10-50 microseconds; the 600-amp units 
20-40 microseconds. Westinghouse 
Electric Corp., Youngwood, Pa. 15697 
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Sub mini circuit breaker 


High modulus carbon fiber 
paper for EMI shielding 


CARBON FIBER paper is recommended 
for electromagnetic interference 
shielding, surface veils to improve 
smoothness as well as thermal and 
electrical conductivity. Panex crFPp 
30-05 comes in continuous rolls up to 
80” wide. It can be used as itself as an 
isotropic structural material, or it can 
be hybridized with carbon, glass, or 
other fibers in unidirectional and 
woven composites. Stackpole Fibers 
Co., Lowell, Mass. 01852 
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Finger and wave washers 
stocked for fast delivery 


SPRING WASHERS for preloaded ball 
bearings are stocked in finger and 
wave styles for 24-hour delivery. 
Finger spring washers come in a choice 
of 20 designs in 1075 carbon steel and 
in OD’s from 0.595” to 2.022” for loads 
from 0.3 to 75 lbs. Wave spring 
washers come in 1075 and 1095 carbon 
steel and 302 stainless. Associated 
Spring, Barnes Group Inc., 18 Main 
St., Bristol, Conn. 06010 
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Number One in 


. 


For years, you've 
probably known us as 
one kind of air carrier. 
The one that can 

ep fly you to more cities in 
V// mid-Eastern Americathan 
// any other airline. 

But, as you can see 


Ne by the map, we've been 
ae expanding to places that 
| . =“ may surprise you. 
-_~ Places like Boston for 
Zl ~ instance. Houston. Denver. 


\. Tampa. Miami. Dallas/Ft.Worth. 
. With our new non-stop and 
direct services,and our new 
on-line connections, we 
ami can get yourshipments 
where theyre going 
faster and more efficiently than ever. All over the country, all over the world. 
And our services are tailored to your needs. Whether you've got a 
3,000 pound shipment, that has to be there the next day, ora three ounce 
envelope that has to be there in hours, we can help. 
After all, our passenger people are giving the kind of service thatS made 
us the Up-And-Coming Airline. But we in IV 2// IMs hhh 
Air Cargo arent about to let them outdo us. ye // he g/L LIV 
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New products 


Electronic crane scale 
sports a bright readout 


DIGITAL CRANE scale registers with 
large 1%” high digits that are 
impossible to misread, even in bright 
sunlight. The hydraulic load cell is 
powered by a long-life sealed-cell 
battery that operates for 20 hours 
before recharging. Simple electronic 
circuitry eliminates need for expensive 
testing equipment to maintain accura- 
cies of 0.2 of 1%. Martin-Decker, P.O. 
Box 11806, Santa Ana, Calif. 92705 
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Hyde quality comes through. Hand knives 
manufactured from the finest high carbon chrome 
vanadium steel are hardened, tempered, ground and 
honed to the highest industry standards. The 
variety of blade sizes and shapes means we have the 
right blade for any hand cutting job. 


For more information call or write: 
Hyde Manufacturing Company, 54 Eastford Road, 


Southbridge, MA 01550 (617) 764-4344. 


Hyde Manutacturing ... Quality Tools Since 1875 
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Color copier handy 


for reproducing graphics 


OFFICE COPIER produces five color 
_ copies per minute in the 8%” x 11” size. 


In addition to full color, it can produce 
single color copies in cyan, magenta, 


_yellow, red, green, and blue. Color 


Copier I] makes copies up to 11” x 17” 


and handles originals ranging from 
color sales graphs to fabric swatches. 
Canon v.s.A., Inc., 6 Ohio Drive, Lake 


Success, N.Y. 11042. 
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Contaminants cleared from 
compressed air systems 


AIR DRYER keeps moisture, oil, and 


carbon from impairing operation of 


compressed air systems. Aerofiner’s 
cooling, filtering, and absorption 


process is designed for minimum 


pressure drop. It weighs only 15 lbs. 
and features an automatic purge cycle 
and built-in safety relief valve. It 
reduces air system freeze-up, corro- 
sion, and wear caused by moisture. 
Aeroquip Corp., 300 South East Ave., 
Jackson, Mich. 49203 
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U.S. Steel is once again 
Oil-tempered spring wire: anal ana Goanee 
: Sage sere a line 
At Cuyahoga, were Scien to We aee ies tee oes 
= - = is oil-quenched, then continuously 
making it big = tempered by the fluidized-bed 


process, an advanced rmhethod that 
eliminates the use of molten lead. 

The wire is manufactured 
at the Cuyahoga plant of U.S. 
Steel’s Lorain-Cuyahoga Works, 

a mill long known for superior 
quality wire. 

USS Cuyahoga Mill supplies 
oil-tempered wire in sizes ranging 
from 0.148” to 0.625”, primarily 
| in the Class I and Overhead Door 


a grades specified by the construc- 
a a tion industry, manufacturers of 
iA, i : agricultural equipment and auto- 
gin i makers. The wire is available in 
phil | 15004b. coils, which have a nominal 


I.D. of 54” and an O.D. of 60”. 
The line on which the largest- 
| : a size wire is made is characterized 

; ; by several key improvements. 
| ; } Heating takes place in a muffle 

aR i . : \ furnace that has been significantly 

a ? modernized to increase heating 

| | time and improve wire uniformity. 

Line temperatures are closely 

regulated with thermo-couple- 

activated controls, and wire tem- 
peratures are monitored by optical 
pyrometers with digital readout. 

Temperature of the oil quench 

is controlled within + 5°F 
The mechanical properties of 

| : the wire are adjusted to proper 

| | | “ levels by tempering in the multi- 

an % zoned fluidized bed, where tem- 
peratures are controlled within 
+ 10°F in each of the five zones. 
Every coil is tested before 
the wire is stocked in a special, 
humidity-controlled storage facil- 
ity. Wire is shipped in truckload 
quantities, with a minimum of 
5 tons per item. 
For a quote on your next order, 
contact your nearest USS District 

' z Sales Office, or write U.S. Steel, 

>» | Box 86 (C1417), Pittsburgh, PA 


£ : 15230. 
5 IS MU ee 


Technical Member 


oad gir i United States Steel 


Anon- 
combustible 
board with shat- 
ter resistance, excel- 
lent fire resistance and 
good physical properties. 
Suitable for many industrial uses 
and 


A Solution to your Concern 
over the Health Hazards 
of Asbestos Cement. 


Cem-FiL GRC Sheet is available in 8' x 4' 
sheets and thicknesses from 1/8” to 4." 


For further details, write or call Jonn Jones, 


cem-Fil 


CORPORATION 
420 Spence Lane « Nashville, TN 37210 
Phone (615) 883-7563 - Telex 55-5120 


% New products 


Cylinder tubing has a smooth finish 


WELDED DOM mechanical tubing features weld areas 
smooth enough to escape detection by a micrometer. The 
firm offers it in 0.625” wall thickness and OD’s from 5”-10”. 
Tubes are electric resistance welded. Babcock & Wilcox, 
2652 Darlington Rd., Beaver Falls, Pa. 15010 
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Three short punches deliver heavy blows 


HEAVY-DUTY punches are made from forged, heat-treated 
tough steel alloy for uniform hardness. Reduced hardness 
of the striking head increases toughness and slows 
mushrooming of the striking surface. Snap-on Tools Corp., 
8019-80th St., Kenosha, Wis. 53140 
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Rugged cup wheel cleans and strips 


CUP WHEEL measuring 6” x 1” is designed for oxide and 
rust removal, weld conditioning, and cleaning concrete 
molds and forms. Made for right angle, hand-held 
grinders, it handles operating speeds to 6000 rpm. Wheel 
is made of rugged non-metallic web impregnated with 
abrasive minerals and can be used in applications where 
wire brushes are used normally. 3M, Dept. BS9-33, Box 
33600, St. Paul, Minn. 55133 
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Cut Coding Costs 


Diagraph Coders make sharp, clean impressions at a 
lower cost. Rugged-built to withstand punishing conveyor 
line conditions. Helps prevent expensive down time. 
Find out how easy code dating and product identification 
can be. Send for free brochure #PC50. 


DIAGRAPEH: 


Marking Systems 


Herrin, Illinois 62948 


soemneit sce ne TaN = 
Lite ie 
eles 


. a \ , i _ 
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CUSTOM HOSE 


...Engineered and 
Hand-Made to Fit Your 
Design For 

® Material Handling 

° Petroleum 

° Chemicals 

® Water 

® Food 

Transport or In-Plant O.E. 
and User Design Services 


TYPES :Hand- or machine-wrapped, smooth 
or corrugated hose for service and 
process industries, manufacturing, 
mining, construction, dredging and 
marine. 

SIZES: 1%" to 33” |.D. Full vacuum to 500 
PSI, WP 

ENDS: Enlarged or reinforced straight, soft 


cuffs, integral reinforced rubber 
flanges or built-in nipples. 


Salem-Republic 
Rubber Company 


P.O. Box 389 P* Sebring, Ohio 44672 
Phone (216) 938-9801-09 
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e ey Simply a demon- 
stration that Albany specializes in corrosion- 


resistant fasteners. Whatever your requirement, 


we either have it...or will fabricate it for you... 
faster than anyone else. 

All types: Nuts, bolts, screws, 
washers, rivets, nails, pins, studs, rods...even 
nuts with square holes in them if you insist. 

All compositions: Stainless, 
brass, naval brass, silicon bronze, aluminum, 
monel, whatever. 


All special brands: ALCOA® ESNA® 
FLEXLOC® SEELSCREW® PM NUTS? to name a few. 


Any special order: Specials, 
oddballs, all non-stock items. 
Same day shipment on all stock 


items, as soon as pos 
Write or p 
of the Albany Fastener Guide, 

review of our corrosion-resistant fastener i inven-— 
tory. Albany, Pawtucket Fasteners Division, 
manufacturers since 1882, 305 Barton Street, 
Pawtucket, Rl 02862 (401-725-3880). S. Norwalk, 
CT 06854 (203-838-4371), Woburn, MA 01801 
(617-935-5600), Elk Grove Village, IL 60007 
(312-925-7222). 


Alba 


PAWTUCKET FASTENERS DIV. 


Cen op ce Smgerne agian ote. fo € 


New products 


Jacks for all trades and loads to 75 tons 


MECHANICALLY-OPERATED jacks handle loads up to 75 tons. 
The line includes seven single-acting ratchet-lowering 
jacks, five ratchet or screw-type cable reel models, and 
seven air motor-powered screw jacks for heavy work. 
Duff-Norton Co., Box 32605, Charlotte, N.C. 28232 
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PC board masking tape leaves no residues 


HIGH-TEMPERATURE tape protects pc boards during wave 
soldering. Type 5413 eliminates adhesive residue and 
reduces touch-up and rework usually associated with 
mechanical masking methods. The tape’s backing is 
one-mil thick with a silicone adhesive and withstands 
temperatures to 500°F continuous and 700°F intermittent. 
3M, Dept. IT80-4, P.O. Box 33600, St. Paul, Minn. 55133 
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Mini relay handles up to five amps 


MINIATURE RELAYS feature a dielectric strength of 2500 
vrs. Model GA has four form C contacts and handles up 
to five amps. Available in ac or dc coil versions, pe board 
or socket mountable, it is priced at $4.80 in lots of 100 for 
delivery in eight weeks. Applications range from instru- 
mentation to machine tools and telecommunications. ITT 
Components, 1551 Osgood St., North Andover, Mass. 
01845 
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Halides yield incandescent-like color 


METAL HALIDE lamps last twice as long as the firm’s 
previous models. Light from Multi-Vapor II lamp blends 
well with incandescent. The 175-watt model boasts an 
efficiency of 100 lumens per watt, 25% more than earlier 
types. General Electric, Nela Park, Cleveland, Ohio 44112 
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Small shaft couplings offer design flexibility 


FLEXIBLE COUPLINGS in 600 small solid and flexible styles 
plus universal joints offer designers a wide choice of inch 
and metric types and materials. Applications include 
computer peripherals, n/c and business machines, and 
other instrumentation. spp flexible units come in one- 
piece, three-piece, spiral plus jaw, and pin type construc- 
tions. Stock Drive Products, 55 South Denton Ave., New 
Hyde Park, N.Y. 11040 
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Speed reducers keep a very low profile 


LOW PROFILE concentric speed reducers are recommended 
for materials handling and other applications involving 
critical headroom restrictions. Series 600 through 800 are 
available with torque ratings to 85,800 in-lbs with hp 
ratings over 200 hp at 1750 rpm. Positive splash lube 
system lubricates all critical bearings and gear mesh 
points. Emerson Electric Co., Browning Manufacturing 
Div., Maysville, Ky. 41056 
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freight carrier without even realizing it. 
Until a crisis hits. 


Then, when an important shipment is delayed or 
lost, the last thing you need are excuses. 


Which is why you may want to switch to P-I-E. Right now.. : 


As the nation’s fastest growing major freight carrier, we've got an | 
attitude of professionalism that means superior performance. Our first 


' 
‘ Sometimes a company outgrows its 
| 
| 
priority is to get your shipments delivered.,On time. Every day. | 


ifé BUBCHOEDIC OCIOBED oO 4000 | 


Hinged standoffs eliminate shorting 


HINGED STANDOFFs for terminal boards permit intercon- 

nection of circuits or services without danger of shorting. 

Nine models have diameters from 0.187-0.250” at lengths 

of %", %", and 1”. Standoffs leave the wiring exposed for 
| quick and easy testing. Accurate Screw Machine Co., 19 
' Baltimore St., Nutley, N.J. 07110 
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Cutting fluid a problem solver 


CUTTING FLUID is formulated to solve problems encoun- 
tered in machining aluminum. Plus 2 prevents galling 
and seizing, while improving surface finish. It is 
recommended for tapping, drilling, reaming, boring, etc. 
Tapmatic Corp., 1851 Kettering St., Irvine, Calif. 92714 
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Quieter bandsaw blades for cutting 


BANDSAW BLADES are recommended for high speed cutting 
of structurals, tubing, and othér workpieces with varying 
cross sections. Pitch differentials of 4.5-7 or 5.5-9 dampen 
vibration and reduce noise. DoAll Co., 254 N. Laurel Ave., 
Des Plaines, Il]. 60016 
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Lift trucks meet requirements 


LIFT TRUCKS handle a wide range of assignments in the 
metals industries. A new brochure describes several 
typical applications ranging from standard materials 
handling to crucibles of molten metal and hot forgings. 
Hyster Co., P.O. Box 2902, Portland, Ore 97208 
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Cobait drills handle tough materials 


TAPER LENGTH cobalt drills are designed for use with high 
temperature alloys, stainless steels, and similar materi- 
als. Straight shanks are tanged for use in split sleeve drill 
drivers. Sizes range from %” - %”. Butterfield, 134 
Chestnut Hill Ave., Athol, Mass. 01331 
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Wound rotor motors accelerate smoothly 


WOUND ROTOR motors provide gradual and smooth 
acceleration. The % to 12 hp motors are recommended 
wherever high locked rotor and accelerating torque and 
low starting current are required. Sterling Power 
Systems, 16752 Armstrong Ave., Irvine, Calif. 92714 
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reight carrier too 
to keep up with 
shipping needs? 


We've got one of the industry’s most sophisticated 
computer-based tracking systems. And we set high 
service standards, monitoring them constantly to 
insure consistent delivery performance. 


Discover the difference of dealing with a leader. 
Put your next shipment on P-I-E. 


Of course we've also got all the things you'd 
expect from one of the nation’s largest carriers. 
Coast-to-coast routes. Direct service to more than 
10,000 cities and towns. In short, everything we 
need to meet your needs efficiently. 


Carrying more of 
North America’s freight every day 
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New literature 


Voltage regulators for sensitive circuitry 


AC VOLTAGE regulators catalog 679 describes constant 
voltage transformers, Solatron line voltage regulators, 
and micro/minicomputer regulators. Benefits include 
tight regulation, brownout protection, and waveshaping. 
Sola Electric, 1717 Busse Rd., Elk Grove Village, Il. 
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Cold forming process for problem parts 


PROBLEM PARTS are designed and produced in high volume 
with Co-Form impact-extrusion cold forming techniques. 
A new brochure describes unlimited cost-saving secon- 
dary operations and low metal loss advantages. Continen- 
tal Screw, 459 Mt. Pleasant St., Bedford, Mass. 02742 
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Solutions offered for coolant headaches 


MACHINE TOOL coolants and additives solve a wide range of 
problems. A new brochure recommends solutions for short 
tool life, rusting and smelly sumps, improper dilution and 
wandering coolant tubes. Polar Chip, Inc., 17421 Murphy 
Ave., Irvine, Calif. 92714 
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Selection guide lists rough grinding products 


ROUGH GRINDING catalog lists abrasives, bonded and 
coated products by machine application. It helps select the 
right product for portable grinding, cutoff, chop stroke 
and bench grinding applications. Carborundum Co., P.O. 
Box 188, Niagara Falls, N.Y. 14302 
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Rigid foam intermediates detailed 


RIGID URETHANE foam intermediates are detailed in 
40-page booklet F-46029A. Featured are Niax Polyether 
Polysols used primarily in foams for slabstock/boardstock, 
pour-in-place spray insulation. Union Carbide Corp., 
Dept. sw, 270 Park Ave., New York, N.Y. 10017 
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Stainless sheet and strip shipped fast 


CUSTOM PROCESSED stainless strip and sheet guide shows 
special sizes previously available only from the mills are 
delivered in 3-5 days. Slitting, edging, tempering, and 
other capabilities are described. Thyssen Specialty Steels, 
Inc., 69 N. Plain Hwy., Wallingford, Ct. 06492 
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Aluminum castings? 


We can give you engineering 
design, permanent mold tooling, 
complete finishing and machin- 
ing, and we'll even deliver your 
castings with our own trucks. 


We solve casting problems 
everyday. So, if your castings are 
small, large, simple or complex, 
when you're looking for help, 
look at Stahl. 


Cf 


Stahl Specialty Company 
Kingsville, Missouri 64061 
Phone; 816/597+3322 
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The Brazing Materials Buyer:“The Bloopy Salesman’ 


C1) So you're the salesman from Bloopy Brazing! 
Listen—we’'re having all kinds of trouble 
with the brazing materials you sold us! 


BW“ y) I'm sorry about that... 


@) Our brazed joints vary all over the map! 


Some hold up, but a lot of them leak 
and a lot of them crack. How come is that? 


| can't imagine. 


The melting points are way off— 
the high-temperature filler metals don’t melt at all, 
and the low-temp ones melt on a warm day! 


| can see your problem. 


a / 
4 


The brazing fluxes are even worse! 
They don't flow properly ... they dry out... they even flake 
off before we can braze! What do you Say about that? 


You have 
my deepest 
sympathy. 


a7, 


G) We have to reject half our brazed assemblies 
before shipment. After shipment, our customers reject 
the other half! Can’t you help us? 


ma A a> ) I sincerely wish | could. 


If you value reliability more than sympathy ina 
brazing materials supplier, consider doing business 
with Handy & Harman. Here’s what you'll get: 

Products: We offer a complete line of brazing alloys 
and fluxes. They're high quality, uniform, depend- 
able. (They should be — they’re made by the most ex- 
perienced supplier in the brazing business. ) 

Service: Those materials are immediately acces- 
sible to you — as near as your telephone. (Our nation- 
wide distributor network services every major 
industrial community. ) 


(6) [ft you can’t help us, 


what are you doing here? 


NE 
Ze 7 


| came to get your order 
for more brazing materials. 


Leory 
g- 
SuPPLies, we. 


And we can help you use brazing materials effi- 
ciently. Our free “Brazing Book” is a 50-page manual 
of brazing procedures, case histories and product 
information. (With a distributor list included. ) 

You don’t want sympathy from a brazing mate- 
rials supplier. You want practical help. Start getting 
it right now, by writing for “The Brazing Book.” 


eA Handy & Harman 


850 Third Avenue, New York NY 10022's Tet: (212) 752-3400 
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New literature 


Custom stamping and | 
subassembly capabilities | 


STAMPED PARTS and _ subassembly 
capabilities are detailed in Bulletin 
ATC-30-80. The firm has 32 presses and 
supporting equipment for simple or 
intricate stamping in prototype, 
medium, and high production runs. 
The illustrated brochure includes a 
number of case histories. Alliance Tool _ 
Corp., 12 Pixley Industrial Park, | 
Rochester, N.Y. 14624 | 
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BEST MARES IT BETT 


NITTY GRITTY #1 FOR CUT AND PUNCTURE 
RESISTANCE, DURABILITY AND GRIP. SPECIFY 
NITTY GRITTY FOR PROTECTION, 
COMFORT AND OVERALL ECONOMY. 


= 


S 


“SL 


Best Manufacturing Co. 

Customer Service Dept. — Menlo, Georgia 30731 

[) Please send me more information on Best gloves. 

[) Tell me how | can get a FREE, no obligation glove 
survey. 


Title 


Company 
Address 


r 
I 
I 
I 
' 
1 
i 
j 
t 
; Name 
iy 
f 
' 
I 
t 
t 
I 
i 
1 
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Sold only through authorized 
Best distributors 


BEST MANUFACTURING CO. 
MENLO, GEORGIA 30731 
PHONE 404/862-2302 


BEST GLOVE MFG., LTD. 
253 MICHAUD ST. 
COATICOOK, QUE. 


CANADA J1A 1A9 


‘BERVLCO 
Bervilium copper wa 
Strip ‘ 


Beryllium copper alloys 


_ available in strip form 


BERYLLIUM COPPER alloys in strip form 
are presented in 12-page Bulletin 304 
2-PD1. Composition, physical and 
mechanical properties of four alloys 
are detailed. Tables list minimum 


_ forming radii for strip up to 0.040” 


thick, mill width limits, thickness and 
width tolerances, on strip from 
0.003”-0.188" thick. Kawecki Berylco 
Industries, Inc., P.O. Box 1462, 
Reading, Pa. 10603 
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roll benders 


5 thru 10 in. roll ameters. 3 thru 141 working lengths. 


| Heavy-duty roll benders 


minimize flat spots 


ROLL BENDERS in 5” through 10” roll 
diameters and 3” to 14” working 


lengths are presented in Bulletin 77J. 


The heavy-duty units come in 


capacities up to %” mild steel. Features 


_include roll design which minimize 


flat spots and totally enclosed drives. 
Niagara Machine & Tool Works, P.O. 


_ Box 475, Buffalo, N.Y. 14240 
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: PREMIUM 
industrial 
Truck 
Batteries 


a: 


. ————— | 


Premium storage batteries 
for longer service life 


INDUSTRIAL TRUCK batteries feature 
retention systems which prevent 
active material in the positive plate 
from shedding and falling to the 
bottom of the cell. Brochure 7-310 also 
describes other features of the 
premium battery line including high 


impact jars, embedded post seals, and | 
epoxy coatings on trays for better 


corrosion resistance. C&D Batteries, 
3043 Walton Rd., Plymouth Meeting, 
Pa. 19462 
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Nine band heaters 
cover many requirements 


BAND HEATER manual describes 
equipment and methods for applying 
heat by conduction to cylindrical 
surfaces. Nine types of band heaters 
are presented for barrel temperatures 
from 750°F-1200°F with corresponding 
sheath temperatures of 900°F-1600°F. 


PM-100 provides application and 


selection data and reviews design 
features. Chromalox Industrial Heat- 
ing Products, 7500 Thomas Blvd., 
Pittsburgh, Pa. 15208 
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Wide selection of 
steel bars stocked 


FORGED CARBON and alloy steel bars are 
stocked in diameters to 20”, random 
lengths to 20’, and 22 different grades 
or conditions. Bulletin 99-1 provides 
full specs in easy-to-read chart form. 
Joseph T. Ryerson & Son, Inc., Box 
8000-A, Chicago, II]. 60680 


¢ 
FORGED CARBON & ALLOY STEEL BARS 


A tull range of analyses up to 20 in charneter 
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CALL DELTA FOR 
Q6@6¢e@° 


AIRFREIGHTTO 10,000 
COMMUNITIES ACROSS THE U.S.A. 


_ See that Delta map below? You can ship just about anything, big or small, 


between any Delta cities shown. That covers over 10,000 communities in the 
USA. You can ship door to door. Or airport to airport. And because Delta has 
1500 take-offs daily, Delta can frequently give your shipment same-day 
delivery. For full details, call your local Delta air cargo office. e 
_ Deltais ready when you are’ 


— 


A DELTA 
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New literature 
Step and synchronous motor stocked 


SYNCHRONOUS INDUCTOR motors and 1.8° step motors are 
shipped from the factory or five stocking distributors. A 
new catalog provides performance curves, specs, and 
connection diagrams for both types. TRw Inc., Globe Motor 
Div., 2275 Stanley Ave., Dayton, Ohio 45404 
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High speed riveters/positioners detailed 


AUTOMATIC RIVETING and positioning systems offer cost 
savings to fabricators and assemblers of large or complex 
metal parts. A 15-page brochure describes the firm’s 
consulting, design, and manufacturing capabilities. 
Gemcor, 785 Hertel Ave., Buffalo, N.Y. 14207 
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Pump packing for abrasive applications 


NON ASBESTOS packing is recommended for equipment 
pumping slurries and other abrasive media. Bulletin 
CMP-134 also describes Style 5050’s benefits in applica- 
tions where recovery from shaft deflection is important. 
Garlock Inc., Palmyra, N.Y. 14522 
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Abrasive grinding wheel! selection guide 


DIAMOND/CBN GRINDING techniques are discussed in a 
24-page technical brochure. Selection tips cover types of 
diamond, metal cladding, grit size, and bonds. Trueing, 
dressing, feeds and speeds and grinding ratios also are 
covered. Citco, Inc., Chardon, Ohio 44024 
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Guide shows how to end mill profitably 


END MILLING guide to profitable operations explains how 
to avoid cutter damage entering and exiting a cut and how 
to channel without breaking inserts. Handy tips are 
provided for feeds, speeds, etc. Valeron Corp., 31100 
Stephenson Hwy., Madison Heights, Mich. 48071 
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Electroforming and electroplating systems 


SULFAMATE NICKEL processes for electroforming and 
electroplating are compared in a 16-page brochure. It also 
describes auxiliary compounds for use with a variety of 
bath modifications. Richardson Co., Allied-Kellite Pro- 
ducts Div., 2400 E. Devon, Des Plaines, Ill. 60018 
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Industrial refractories pare energy costs 


REFRACTORIES/INSULATION brochure (R932-3012) covers 
insulating firebrick, castables, ceramic fiber insulation, 
and specialized refractory shapes, and parts for molten 
environments. Energy-saving potentials are described. 
Babcock & Wilcox, P.O. Box 923, Augusta, Ga. 30903 
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Ferrous and nonferrous cut-off wheels 


REINFORCED ABRASIVE cut-off wheels combine long service 
life with high cutting rates. A four-page brochure features 
a selection guide for basic catagories of ferrous and 
nonferrous applications. Universal Grinding Wheel Co., 
Inc., One Gibraltar Plaza, Horsham, Pa. 19044 
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| NOBODY COVERS 
AMERICAS 
WORK FORCE 
LIKE BIG BEN 


No other brand of work clothes comes 
up to the Big Ben standard of quality —in 
materials or construction. 

That’s why America has been sold on 
Big Ben since 1915. And to help you sell 
your customers and keep them sold, we 
offer you a complete line in a wide range 
of colors. 

And we back up every garment with 
a full one-year warranty. Nobody else puts 
that much confidence behind their label. 
But then, nobody else has the Big Ben 
name to live up to. 

For the fastest, most convenient way 
to order Big Ben work clothes, call our 
toll free number 800-334-0803. 


© 1980 by Blue Bell. inc 
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Fine, intermediate and coarse pitch 
120to8dp... %” to 10” diameters 


Ask for our GEAR BROCHURE! 


See why many of the nation’s manufacturers of quality 
products have been relying on GEAR SPECIALTIES’ pro- 
duction and quality for more than 60 years. The needs 
of these companies represent a very broad range of 
precision cut, shaved and ground gears and gear com- 
ponents, used in the manufacture of outboard engines, 
pumps, data processing equipment, appliances, drive 
components, clutches, timing devices, speed reducers 
and a host of other products, including aircraft and 
ordnance equipment and space components. 


From raw blank to finished product, G.S. gives you a 
combination of highly skilled people using advanced 
production machines and equipment, and the industry’s 
most stringent quality control to meet your production 
schedule with the same precise quality every time. 


Our engineering staff can often save you time and 
money when you come to us for 
a study of parts design as it re- 
lates to production economies. A 
minor change can often effect a 
major economy on a large run. 
No cost or obligation is involved 
in estimates, ideas or suggestions. 


Give us a try. CALL 
312/342-3200 or write. 


FINE, INTERMEDIATE Ay, 
C 
° 


® 2635 W. Medill Ave., Chicago, Illinois 60647 
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New literature 


Safety kieen 


Waste disposal service 
keyed to EPA regulations 


WASTE-DISPOSAL techniques and proce- 
dures for compliance with latest EPA 
regulations are discussed in a new 
booklet. The firm offers free consulta- 
tion and, if required, will send an 
industrial engineer to the plant to help 
develop a viable program. Booklet 
details a solvent disposal and 
replacement service for customer- 

owned machines. Safety-Kleen Corp., 
655 Big Timber Rd., Elgin, Ill. 60120 
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Hazardous duty motors 
delivered off-the-shelf 


EXPLOSION-PROOF motors are stocked 
for* fast delivery. Catalog MS126B 
describes single and three-phase, 
_C-Face and foot-mounted models that 
are C.S.A. certified and/or UL listed for 
hazardous locations Class I, Group D 
and Class IJ, Groups E, F, and G. 
Single phase motors in %-2 hp ratings 
and three-phase motors in %-10 hp 
ratings are shown. Doerr Electric 
Corp., P.O. Box 67, Cedarburg, Wis. 
53012 
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Off-the-shelf 


SHELVING AND SHOP EQUIPMENT 
catalog not only describes a 
complete line of storage equip- 
ment, but also introduces four 
new products: new cabinet 
systems, pre-fabricated mezza- 
nines, stacking racks, and 
containers. Pre-fabricated mez- 
zanine features a “single-post” 
design that opens up the floor 
space under it so that lift trucks 
can enter from all four sides. 
Other products include iron and 
V-grip racks and shelving, 
“Zip-in” storage/retrieval sys- 
tems for storing automotive 
parts, bins, book shelving, and 
steel double-doors. The standard 
line of drawers, racks, cabinets, 
stools, and lockers is extensive. 
Catalog 800. Equipto, Aurora, 
Tll. 60507. For your copy circle 344. 


Pneumatic cylinders 


HANNA’S SERIES 3A pneumatic 
cylinders are designed for 
today’s exacting industrial 
requirements. A full range of 
bore sizes is offered. Cylinders 
are designed for pressure 
ratings of 250 psi for heavy-duty 
service, with a total of 20 NFPA 
dimensional mounting styles to 
choose from. Adaptable to most 
design situations. 48 pages. 
Hanna Corporation, 1765 N. 
Elston Avenue, Chicago, Ill. 
60622. 
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Silicones and fire safety 


REDUCE FIRE HAZARDS through 
the use of silicones. Just as 
important as whether or not a 
material will burn is the amount 
of smoke and toxic gases it gives 
off. In tests measuring ease of 
ignition, fire growth, flame 
spread, heat release, extinguish- 
ment, fire gases, oxygen deple- 
tion, fire endurance, and smoke, 
silicone materials were found to 


bquipto shelving and shop equipmen 


Boxing lessons 


BOX SET-UP COSTS guide enables 
you to make more efficient and 
economical set-up decisions. 
Material costs for nine different 
types and sizes of wire stitches, 
staples, and tapes are presented. 
A series of tables and indexes 
provide cost-per-hundred box- 
bottom set comparisons to help 
determine the right materials 
for your needs. Six pages. 
Interlake, Inc., Packaging Div., 
135th St. & Perry Ave., 
Riverdale, Ill. 60627. 
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be less toxic and prone to 
ignition than organic materials. 
A new booklet describes these 
tests, and shows how the use of 
silicone materials can reduce 
fire risks in electrical transform- 
ers and other manufactured 
products. 12 pages. Dow Corning 
Corporation, P.O. Box 1767, 
Dept. 0155, Midland, Mich. 
48640. For your copy circle 345 


Milling around 


MILLING MANUAL features over 
1000 finishing, roughing, and 
multi-purpose cutters. Mills in 
all standard sizes and shapes are 
described, from %” end mills for 
low hp machines, to 16%” 
ring-style cutters for transfer 
lines and high hp machines. A 
variety of different geometries, 
lead diameters, and pitches are 
available for all end, face, and 
side mill models. The Valeron 
Corporation, Valenite Div., 
31100 Stephenson Highway, 
Madison Heights, Mich. 48071. 

For your copy circle 340 


Gear drives 


GEAR DRIVES and shaft couplings 
are described: Large ring and 
hub gears, and flexible cou- 
plings, along with standard, 
special, marine, and worm and 
fluid power drives. Applications 
are outlined for many different 
industries. Also included is a 
section on steel castings, along 
with a description of the 
foundry’s ability to provide 
custom-made steel castings in 
the place of more expensive 
forgings. 24 pages. Falk Corpo- 
ration, P.O. Box 492, Milwau- 
kee, Wis. 53201. 
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Strength in unity 


UNITIZATION GUIDEBOOK aids in 
the understanding and evalua- 
tion of the costs and relative 
applications of industrial film, 
adhesives, strapping, contain- 
ers, and patterning in the 
formation of a unitized load. The 
key feature of this guide is the 
“Method Selection Worksheet,” 
which provides a listing of over 
20 factors that are often 
involved in a selection decision. 
Mobil Chemical Co., Macedon, 
N.Y. 14502. 
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Made over here... 


for performance 
over there 


Meet a new foreign power: metric 
motors from Bodine. The first Ameri- 
can motors made to perform overseas. 


For 75 years, Bodine has been the 
leader in fractional horsepower 
motors. And our experience shows 
in our new full range of 62 metric 
motors and gearmotors designed for 
220/240 V, 50 Hz power input. Each 
is engineered to meet most inter- 
national standards for safety and per- 
formance. And each delivers Bodine’s 
reliable, dependable operation. 


You'll also appreciate our foreign 
service. Our established international 
Distributor network ensures you a 
ready supply of Bodine products when- 
ever and wherever you need them. 


Bodine will keep your products 
working as well over there as they 
do over here. 


Send for more information. At home 
or abroad, you can depend on Bodine. 


me | ed 


BODINE 
ELECTRIC 
COMPANY 


iF al 


Metric Motors/Gearmotors 


Small Motors, Gearmotors, Electronic Motion Controls 
For Seventy-five years, “the power behind the leading products?° 


2500 West Bradley Place 
Chicago, 60618 USA 
Telephone 312-478-3515 Telex 25-3646 
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CLASSIFIED ADverTisinc Purchasing Mart 


Purchasing 


Mart 


a Message Center for 
Buyers and Sellers that 
Pays Off in RESULTS 


This high-reader-traffic fea- 
ture is a special service for 
both buyers and sellers. It’s 
become a marketplace that 
more and more people turn 
to for anything from Auctions 
to Open Time to Positions 
Available. 


5 GOOD REASONS 
Why Purchasing Mart Gets Action 


“4 Published twice monthly in 
sPURCHASING MAGAZINE 
The Best Read Magazine In 
The Field. 
Covers those industrial 
a plants doing over 92% of 
the buying and selling in industry. 
3 Reaches 90,000 purcnasing 
sdirectors and 
the largest circulation in the field. 


4 All classified ads regardless 
ws Of size get their own reader 
service number. 


& Serves as a meeting place 
efor industrial buyers and 
sellers. 


For more information on 
ordering advertising in the 
Purchasing Mart... 


Call or write Lynn George or Barbara 
Brand for Classified Advertising, 1200 
Summer Street, Stamford, Con- 
necticut 06905, phone: 


(203) 327-6772 or... 
203-327-6746 


General Information on the 
Purchasing Mart 


STANDARD INCH UNITS 
(Minimum Buy—$105.00) 
No. of times 
Ad Appears 
1 ad 2 Kad 
ix $105 $210 $315 
6 180 


x 
12x 
18x 
24x 


BLIND BOX NUMBER. Add an ae 10.00 
insertion to cover postage and handi 


(Above rates are per insertion) 


Advertising rates are based upon the 
number of insertions used -one year from 
date of first insertion. Figure about 30 words 
per inch. Standard Inch Units computed by 
the inch unit measuring %” deep (adver- 
tising inch) by one column wide. Column 
width is 2%”. If the unit is larger than one 
inch, compute all inches after the first Inch 
as a full inch in depth. 

Advertisers may purchase space at the Inch 
rate up to 8 inches. Thereafter standard 
display rates apply. Minimum buy $105.00 


equipment for sale 
(new— used— rebuilt) 


“When You Need It Yesterday” 
Ye” to 48” Valves-Strainers-Flanges 
Pipe Fabrication & Expansion Joints 
“We got it’’—We’'ll get it’’ or 
‘We'll make it’’ Stainiess-Monel- 
Brass-lron-Steel- Aluminum 


Metropolitan Pibg. Supply Corp. 
5000 2nd St. L.I.C., N.Y. It101 
Free phone: 800-221-9672 
From New York— 

Phone 212-EM-1-2111 
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CUSTOM METAL FABRICATIONS 


Complete capability from engineer- 
ing through assembly. Over 100,000 
sq. feet of modern facilities in- 
cluding the latest CNC equipment. 
Quantity fabrications with or with- 
out hard tooling. Press work to 250 
ton. Computerized production con- 
trol. Quality control program. Sig- 
nificant manufacturing economies 
from 62 years experience. Ask for 
quote and delivery on your job. 


MIDMARK CORPORATION 
Dept. PC, Minster, Ohio 45865 
Toll free 1-800-537-6679 
In Ohio (419) 628-2311 
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CNC TURNING WANTED 


SPECIALIZING IN CNC TURNING 


aa B= 


16 years experience in NC ¢ We can economically 
produce 10 parts or 1000 © Production Machining 
e Short-Run Production © Prototypes © In-House 

Mini-Computer Fully Equipped ¢ All secondary 

operations including automatic bar and chuckers 
© NC Milling @ Cylindrical Grinding and 
Honing Facilities Available. 
Send Your Prints or Specifications for Immediate Quotation 


A 
Grand Traverse Machine, Co. 


1247 Boon St., P.0. Box 948 
Traverse City, Mi 49684 


(616) 946-8006 
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Here is the marketplace for indus- 
trial buyers & sellers. To run your 
eo, ae 203-327-6772 or 203-327- 
746. 


Major Company eae supplies 
customers on contract basis with 


CASTINGS, FORGINGS, SPECIALTY 
FASTENERS. 

International Trading Organization 
with over 120 years of experience 


serving Industrial customers who 
save without sacrificing quality 
whatsoever. 


For prone offers write/call 212-825- 


FehrBros.inc. 97, Y 
110 Wall Street Fairline 
New York,NY 10005 7 


You have everything to gain and nothing to lose. 
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film/data 
processing supplies 


SAVE ON SUPPLIES 


@ We save on a full line of printer 
ribbons, print wheels, flexible 
disks, typewriter ribbons and ac- 
cessories. 


® Prices’ are 
Compare! 


@ Orders shipped within 24 hours. 
Satisfaction guaranteed 


PROCESSING SUPPLY CO. 


1242B Remington Road 
Schaumburg, IL 60195 
IL 312-884-7272 outside IL 800-323-4271 


discounted—Do 
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Boca Arts ao so 
Offers Money-Saving Tips 


A practical foursome of books by a graphic 
arts specialist of 40 years, provides the an- 
swers to all questions about copy, pasteup, 
printing and mailing for businesses of every 
size. These four books contain 165 ways to 
save time, money and frustration on catalogs. 
brochures, mailers, newsletters, and all print- 
ing pieces. Sales. office. art and production 
personnel will have complete control of all 
graphic arts. printing and mailing needs. For 
complete information about this valuable 
package write to HALLS OF IVY PRESS. 
Dept. D510, 13050 Raymer Street. North 
Hollywood, California 91605. 
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CUSTOM FABRICATION 


Sheet, plate, bar and _ structural 
components or assemblies com- 
pletely or partially fabricated in ex- 
tensively equipped 250,000 square 
foot plant. Complete facilities to 
handle any job 20 gauge to 3” 
plate—from shearing and burning 
through welding and finish paint- 
ing. NC Press work a specialty— 
your material or ours. Kirk & Blum 
Mfg. Co., 3109 Forrer St., Cincin- 
nati, Ohio 45209. (513) 351-1400. 
Jim Cloran. 
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Send box no. replies to: Lynn George, PURCHASING MART, 1200 Summer Street, Stamford, Conn. 06905 


CLASSIFIED ADVERTISING 


Ductile, Steel, and Stainless Short- 
run, Prototype, Repair parts, Mining 
parts, Show Castings. 

HOLLAND ALLOYS 


4524 136th Street 
Holland, MI 49423 
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144 
IRON FOUNDRIES 


with open capacity 


IRON CASTINGS 


HOTLINE 
216-333-9600 


Iron Castings Society 
Cleveland, Ohio 
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CASTINGS 


Ductile and Iron Squeezer work, 
Production work, Prototype, Repair 
parts, Mining parts, Show castings. 
KANSAS ALLOYS 
Asherville Rd. 
Beloit, Ks. 67424 
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GRAY IRON CASTINGS 


Small, Light, thin walled castings. High quality, 
fine finish, close tolerance, easily machined. 
Jolt squeeze molding, electric melt. Low or 
high volume. 
FERROCAST, INC. 
20 Fair ST. 
Guilford, CT 06437 
(203) 453-2791 
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PRECISION MACHINING 
PROTOTYPE AND PRODUCTION 
CNC MILLING AND TURNING 
MIG and TIG WELDING AND FABRICATION 
SURFACE AND CYLINDRICAL GRINDING 


TOOLS « DIES « FIXTURES 


MMR Et... 


BO GROVE STREET GLOUCESTER.MA01930 617/283-1360 
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wanted to buy 


WANT TO BUY 
Wire, cable and cord sets Over- 
stock and surplus wanted Write— 
Wire—Phone Surplus Dept. 
DELTA WIRE & CABLE CO. 


1457 W. Diversy, Chgo. 
IL 60614 (312) 248-4676 
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WANTED TO BUY 


Will pay cash for your used IBM Selectric 
typewriters. Call for our prices before you 


YOU’LL STAND OUT 
WITH A SPLASH 
OF COLOR. 


YOUR FIRST ADIN 
PURCHASING MART 
WILL BE BORDERED IN RED 


CALL BARBARA BRAND 
TODAY 
FOR THE DETAILS 


(203) 327-6772 
- data/word processing 


Tremendous 
Annual Savings 
on Computer & 

Word Processing 
Supplies! 


Finally, under one contract, a 
single source of quality suppiies for 
all word processing and computer 
equipment. 

Experience has shown that when 
the total amount of supplies is pur- 
chased under one contract, irre- 
spective of the number of ordering, 
or ship-to-points, the mass purchas- 
ing power produces these signifi- 
cant, bottom line savings. 

e Word processing/terminal rib- 

bons 

Print wheels & elements 
Magnetic cards/flexible disks 
Typewriter ribbons/lift-off tape 
Word processing cassettes 
Diskette and microfiche filing 
systems. 

Word processing cassettes 
Computer ribbons 

Xerox computer terminals 


Orders in by noon out by 4:00 


Satisfaction Unconditionally 
Guaranteed 


Our contract specialists are ready 
to discuss a tailored supply-program 
for your organization. 


CALL OR WRITE TODAY! 
Offices in principle cities. 


NCE Supply Corp. 

915 W. Liberty Drive 
Wheaton, IL 60187 
Phone: 800-323-1780 Toll Free 
312-682-0001 Within Illinois 


screw machining parts 


ONE OF THE MIDWEST’S 
MOST COMPLETE 


AUTOMATIC SCREW 
MACHINE PLANTS 


1/16” to 6” capacity 


e Single Spindle Brown & Sharp Auto- 


matics from 1/16” to 2%”. 


e 4-6- Multiple Spindle Acme-Gridley 
Automatics from 9/16” to 6” 


COMPLETE SECONDARY OPERATIONS 


"yy JESSEN 
a 4 MANUFACTURING CO., INC. 
“TOTAL SERVICE FOR OVER 50 YEARS’ 


1409 W. Beardsley « Elkhart, ind. 46514 
219/295 -3836 
Mail Address: P.O. Box 1727 « Elkhart, ind. 46515 
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ONE OF THE NATIONS 
NEWEST MOST MODERN 


AUTOMATIC SCREW 
MACHINE PLANTS 


MULTIPLE SPINDLE 
Acme and New Brittons 
9/16” To 1-5/8” 

4 to 8 Weeks Lead Time 
BRASS ONLY 


On Site Heat Treating 
Complete Secondary Available 


MARSHALL 
BRASS 


9 ee 


450 Leggitt Rd., Marshall, MI. 49068 
616-781-3901 
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wanted to buy 


Specialty Steels 
WANTED 


¢ STAINLESS ¢ HIGH TEMPERATURE 
* NICKELALLOYS ALLOYS 
* COBALT ALLOYS « EXOTICS 


¢ TITANIUM ——_______ 
ALL MILL FORMS 


(Geromet Inc. 


41 Smith Street 
Englewood, N.J. 07631 


(201)569-3800 TELEX 135384 
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trade-in your old machine. Also wanted 
large quantities of used office furniture. 
Contact Bud Simmers, P.O. box 96, Mt. 
Crawford, Va. 22841— 703-434-8958. 


Want to generate additional 
sales leads? Run your ad here 


for quality responses! Call Lynn 
George at 203-327-6772 or 203- 
327-6746. 
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Send box no. replies to: Lynn George, PURCHASING MART, 1200 Summer Street, Stamford, Conn. 06905 


“99 RIIRCHOSING 


CLASSIFIED AbverTisING Purchasing Mart 


material for sale 


NEED A RELIABLE 
SOURCE FOR LOCKS? 


WE HAVE THE KEY! 


We’re specialists in the as- 
sembly of most types of util- 
ity locks. 


We offer engineering assist- 
ance with your lock design 
problems. 


No order is too small 
Fast delivery 


For Tannese quotations 
Call: 
(312) 956-6650 


SCHROEDER-THOMPSON, INC. 
710 West Algonquin Road 
Arlington Hts., IL 60005 
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ATTENTION PURCHASING 


Excess terminal stock for sale. Prices are re 
duced to sell. Large discounts on quantities anc 
package deals, make us an offer. 


Minimum order $250.00 
(Sample parts on request) 


QUANTITIES BURNDY 
AVAILABLE PART NO. 


YAEV4C-H 
YAEV4C-L4 
YAEV6C-H 
YAEV6C-L10 
YAEV6CH-1 


PRICE 
(PER THOUSAND) TYPE 


149.00 loose pcs. 
loose pcs. 
loose pcs. 
loose pcs. 
loose pcs. 
loose pcs. 
loose pcs. 
loose pcs. 
loose pcs. 
loose pcs. 
reel 
reel 
reel 
reel 
reel 
reel 
reel 


CALL 414-565-3381 ext. 217 
Telex 26888 
Ask for Tom 


ee ee ee ea ee 


TRANSFORMERS 
BOUGHT e SOLD « RENTED e REWOUND 
REDESIGNED « MANUFACTURED 
63 YEARS DEPENDABLE SERVICE 
America’s Exciusive Independent 
Transformer Service Shop 


The Electric Service Co. 
5320 HETZEL ST., CINCINNATI, ‘oO. 45227 
Ph: 513/271- 1752 
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printing 


BUSINESS FORMS 


Our Prices Are Lowest... 
Highest Quality 


Send For Free Catalogue 
ByRIGHT BUSINESS FORMS 
Box 247PM 
Narberth, PA 19072 
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Gapablifiies include spur, helical, splines, 
shafts, internal. We make our own blanks, 
50,000 sq. ft. plant. Good quality control, 
engineering, competitive prices. 

Send your prints for quotation to: 
JACKSON GEAR COMPANY 
221 Mill Ave. 

Brooklyn, Michigan 49230 
phone: 517-592-6021 
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We offer 34 years of engineering and manu- 
facturing experience in production of gear, 
shafts and sprockets. We have capacity to 
blank, hob, shape, broach, thread, grind, etc. 
All prints quoted within 3 days. 

LEEDY MFG. COMPANY 


214 Hall Street S.W. 
Grand ir he ot 49501 
16-245-051 
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ARE YOU READY FOR RED? 


IF YOU ARE NEW... WE’LL 
BORDER YOUR AD IN RED 


CALL BARBARA BRAND 
& GET THE STORY 


(203) 327-6772 


For more information circle 123 


WANTED! 
YOUR SURPLUS HYDRAULIC: 
e Pumps & Motors 
e Valves 
e Cylinders 
e Hose & Fittings 
e Filters 
e Gauges 


ENGINES: 

Diesel & Gasoline 

Accessories 

Power Transmission 

Roller Chain 

Sprockets 

Belts 

Pillow Blocks 

Transmissions 

Axles 

PROMPT ACTION—CASHI! 

Wire—Phone—Write 

GROBAN SUPPLY COMPANY, INC. 

9300 South Drexel Ave.— Dept. PM-1080 
Chicago, Illinois 60619 
Telex 25-3009 
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e Bolts—nuts—washers 
e Electrical wire—small motors 
e Chain—cable—rope—belting 
e Any light industrial or Agri items 
MAC’s INC. 
15 So. 21st Street Box 1919 
Fargo, ND 58107 (701) 293-1197 
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boilers 


LEASE - RENTAL - SALES 
“V\ABASH Power cauipment co 


444 CARPENTER AVE. WHEELING ILLINOIS 60090 
PHONE: 312/541-5600 - TELEX: 28-2556 


IMMEDIATE 
OELIVERY 
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samc STEEL WANTED 
We will purchase 


EXCESS OR OBSOLETE STEEL 
CONSUMERS STEEL PRODUCTS CO. 
8510 Bessemer Ave., Dept. & 

Ps mores Ohio 441 
Area Code 216 os3-7171 


j For ar Gate \asarinalion obroie 127 


MANUFACTURERS & 
CONTRACTORS! 


We will buy your excess or obsolete steel 
and metal inventory in plate, structurals 
beams, tubing, pipe coils, sheets, an 
shapes, any size, grade, or condition. 
GALAXY STEEL & TUBE, INC. 
800 Waukegan 7 
Glenview, IL 60025 312-729-3500 
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WANTED! 
USABLE COPPER 


MAGNET WIRE 


Call Mr. Kent 


312-267-9019 
AERO WIRE ‘ne’ 


3902 N. Elston Ave. 
Chicago, Il. 60618 
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SURPLUS STEEL WANTED 


OUR AD IS SMALL 
SO WE CAN PAY YOU MORE! 


METAL EMPORIUM INC. 
Patton Avenue 
West Babylon. N.Y. 11704 
516-643-2242 
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for sale 


DIESEL LOCOMOTIVES 
25 to 120 tons 
G.E., EMD, Alcos. 
Reasonable—lease or purchase 
R.R. CRANES 25 to 250 tons 
EVEREADY 
Box 1780, Bridgeport, CT 06604 
(203) 334-9471 ‘2 Ed McCallum, Jr. Owner 
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Do you want to be noticed on the job? 


Do you want to be recognized by top 
management as a professional in your 
specialty? 

Do you want to contribute significantly 
to your company’s profits? 

Learn How. JOIN 


e THE AMERICAN 
-— PURCHASING SOCIETY 
3 P. O. Box 543 
Lisle, Illinois 60532 


WISDOM & IsTECaITY 
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Send box no. replies to: Lynn George, PURCHASING MART, 1200 Summer Street, Stamford, Conn. 06905 


positions available 


PURCHASING PROFESSIONALS 
Eastcoast/Sunbelt 


Purch. Agent-Eng’g. Degree 

Purch. Agent - Chemicals 

Purch. Mgr. - Machine Fab. ...+-eeeeees 
Purch. Agent - Plant Svces. ...+eeeeceee $36K 


$35K 


Charlotte, 
(704) 527-5610 
(FEE PAID Agency) 


MATERIAL MANAGEMENT 


Mcinturff & Associates has specialized in the 
recruitment of material professionals for over 
eight years. During that time we have estab- 
lished an outstanding reputation for profes- 
sionalism in recruiting and understanding of 
the career needs of practitioners. If you are 
interested in making a career change at this 
time, or would be interested in discussing pos- 
sible career paths available; Please contact: 


Kenneth M. Rowe 


Mcinturff & Associates, Inc. 


209D West Central Street, Natick, MA 01760 
(617) 237-0220 


SR. BUYER C.P.M. 


B.A./M.B.A. seeks position leading to Super- 
vision. Multifaceted experience: Presently in 
Aerospace to Mechanical and hydraulic equip- 
ment. 4+years experience. 30 years young and 
energetic. Will relocate. 

Box A-9 


POSITION WANTED 


Widely-known purchasing professional seeks 
to relocate in a new and challenging position 
due to reorganization. Over 20 years extensive 
and diverse purchasing experience. Served in 
executive capacity as State Procurement Offi- 
cer, County Government Purchasing Agent, 
Hospital Purchasing Manager, University Pur- 
chasing Agent, School Board Purchasing 
Agent, and in private industry. A frequent 
speaker, Consultant and author. Individual de- 
sires to utilize knowledge and energy in a 


strong and vigorous procurement environment. |} 


Age 41. Mobile. Direct all inquiries to P.O. 
Box 10501, Chicago, I!. 60610. 
Run your recruitment ad here 
for quality resumes. We close 


every other Wednesday at 


noon—Get positive results— 


Call Barbara Brand at 203- 
327-6772 or 203-327-6746. 


Job scene 
City of Champions is 


PITTSBURGH—A __ recruitment 
pro here sums up this steel town’s 
economic and job conditions in a 
word: “Horrible.” 

As in other metal and chemi- 
cal cities, white-collar workers 
are standing in unemployment 
lines next to hourly employees. 

The thin recruitment ad sec- 
tion in a recent Pittsburgh Press 
Sunday classifieds contained no 
listings for purchasing. 

Personnel agencies in Pitts- 
burgh lament the fact that they 
haven’t had many listings for 
procurement lately, either. For 
some, it’s been zilch since the 
beginning of the year, especially 
for management level jobs. 


loser for jobs 


place to stay if you have a job; 
a place to avoid if you're looking. 

Akron, Ohio. Like other cit- 
ies in western Ohio dependent on 
the automobile industry, Akron: 
is not fertile job-hunting ground. 

“The bottom line in Akron, 
Cleveland, Canton, and Youngs- 
town,” says Tom Keever of Shilow 
Personnel, “is steel, rubber, auto 
parts. There are an awful lot of 
guys on layoff.” 

When companies stop sell- 
ing, they stop purchasing. The 
resulting trend: they’re looking 
for engineers and data processing - 
types instead. 

A recent Akron opening: pur- 
chasing manager at an auto parts 


However, a purchasing list- manufacturing firm. Salary 


ing for Texas posted by Richard 
O’Brien, whose agency bears his 
name, drew 123 responses. The 
salary: $15,100. 

Many who headed for the 
South and Southwest to get a 
professional foot in the door are 
now trying to return to their 
eastern fold. For them, O’Brien 
advises: “Go back to Texas.” 

Another Pittsburgh recruit- 
ment man, Robert Stern of 
Strauss Personnel, believes con- 
ditions in the City of Champions 
have stabilized. 

Stern says, “The need for 
additional purchasing people is 
minimal. And people aren’t mov- 
ing. We’re not seeing much paper 
at all these days.” 

In short, Pittsburgh is a 


Automotive ® @ 


range: $17,000-20,000. 

The picture isn’t universally 
bleak, even in some aging indus- 
trial centers, like... 

Baltimore, Md. Although 
the job outlook here is tight, 
purchasing and materials man- 
agement jobs are available, espe- 
cially for seasoned professionals. 

In some cases, staffs are 
being enlarged. Industries to 
check: electro-mechanical manu- 
facturing, and engineering. 

Baltimore is a tougher mar- 
ket, though, for entry-level job 
applicants. 

A recent opening: a chemical 
equipment design firm sought a 
purchasing manager with 5-10 
years experience. Salary range: 
$25,000-30,000. —Thomas R. Temin 


Baltimore: 
Machinery, 
construction 


Pittsburgh: % 
Look 
elsewhere 


MANAGER OF PURCHASING 


Growing L.R. electronics firm has position 
open for a motivating manager for purchasing 
dept. Consisting of (3) buyers and expedite 
staff. Must have minimum 4 years experience 
in sub-contracting/aerospace administration, 


negotiations and be knowledgeable of defense 
acquisition regulations as relating to procure- 
ment operations. Prefer a B.A. degree in related 
field. Will consider a Sr. Buyer desiring to 
move up as a manager. Send resume and 
salary requirements to: 

Box B-21 


PURCHASING AGENT 
Hamilton, Ohio. Salary to $26,543. Ac- 
countabilities involve supervision of 
municipal purchasing and stores under 
direction of Finance Officer. Strong 
management skills required with proven 
ability in purchasing function. Full range 
employee benefits. Promotion created 
this vacancy. Submit current and de- 
tailed resume to: 

G. J. HUBER, Room 202, 
Municipal Building, 
Hamilton, OH 45013. 


MATERIALS 
THE 


PROFESSIO 
ACCESS SERVICING 
GROUP, INC. MATERIALS 

PROFESSIONALS 


Southwest / West 
P.O. Box 18502 Las Vegas NV 89114 
or Metro New Yo 
P.O. Box 3207 Stamfor a. CT 06905 
or New Eng an 
179 Allen St. Hartford, CT 061038 


ShermTech America, inc. 
Specialist in purchasing and industrial management 
recruitment, entry to management levels, 
confidential fee paid services. 
Personal Reply Assured 
Send resume TODAY or call 
517-323-1001 from 7 a.m. to 11 p.m. 
ShermTech and its affiliates in 
100 principal cities are ready! 
ShermTech America, Inc. 
16647 Airport Rd., Lansing, MI 48906 
Employer Calls Welcome 


Move Up In 
Purchasing Management 


We regularly have attractive 
openings for purchasing 
personnel in all sections of the 
U.S. and at all levels (salaries 
S15K-S40K). Let us help you. 
Send resume and get a fast 
response from us! 


. An Willard Associates, Inc. aw 


Dept H One Lincoin Genter Syracuse NY 13202 
{ $15) 422 S111 (All Fee Paid) 


Manager—Aerospace 30-40K; Buyer—Computer 
Peripherals 32K; Buyer—Computer cos., var- 
ious locations, salary open. 


HARPER ASSOCIATES 
1618 Main St. 
Springfield, MA 01103 
MANAGEMENT CONSULTANTS 


Purchasing Dir—Electronics 55K; Purchasing 


RECRUITMENT ADVERTISING JOD NiGrt 


positions available 


PURCHASING 
Nationwide opportunities for buyers; pur- 
chasing agent/directors. Salary range $16,000 
to $40,000. Immediate response! Submit 


resume in confidence along with preferred 
geography and current earnings to: 
Emery Zobro 


SELECTABILITY 
1011 East State St., Rockford IL 61104 


SOUTHEAST 


Our 12 offices in NC, SC, GA, VA, and FLA 
specialize in Purchasing, Electronics, Elec- 
tro-Mech., and Engineering positions from 
16K to 35K. Aggressive, Confidential. Fee- 
Paid Service. Send resume with salary info. 
to: Walt Loescher, BEALL PERSONNEL, P.O. 
Box 4006-P Anderson, SC 29622 


TT TT ee ee 


PURCHASING & MATLS. MGMT. 
PROFESSIONALS 
specialize in growth positions in the Pur- 
chasing & Materials field. If you are thinking of 
making a career move why not call us today? 


Purch. Dir.-Cast/Forg eeeeveerereeeee $45, 000 
Matis. Mgr.-Elec/Mech eeeeveeveeeeee $45,000 
Purch. Mgr.-Elec/Mech esoeeeneeeeeee $43,000 
Matis. Mgr.-Pharm. eeoeeeeeeeeeneeee $40,000 
Supv. Buyer-MRO oeeeeeeveeeeeeee $37,000 
Project Ldr.-MRP eoseeeveeveeveeeeeeeee $35,000 
Purch. Mgr.-Elec/Mech eoeeeoeewvweeneee $35,000 
Prod. Ctl. Mgr.-Consumer ..++++++++ $30,000 


K. J. RICKLIN 


Associates, Inc., Purchasing Division 
505 Fifth Avenue., NYC 10017 
(212) 599-0606 FEE PAID Agency 


MATERIALS MANAGEMENT/PURCHASING 
SPECIALISTS 
(Nationwide Search) 


Director Material Mgmt.-Medical Eqpt ... 
Purch. Mgr.-Government Regulations ... 
Purchasing Manager-Sugar .. « 
Material gery cebietod eee 
Senior Buyer- lectronics oeew eee eee 
Buyer/Administrator-Capital Eqpt ....-. 
Purchasing Supervisor-ASPR, DAR ...-. 

Senior Buyer-Precision Castings ....+.+- 
Purchasing Manager-Plastics .....-. 
Buyers/Purchasing Agents-Many .... + . $17-$30K 


All Fees Paid — All Replies Confidential 
Send resume to: 


F-O-R-T-U-N-E 
ASSOCIATES 


7315 Wisconsin Ave., Suite 416E, Bethesda, MD 20014 
or call an office listed below: 
(312) 467-9130 


Chicago, IL 

Columbia, SC (803) 782-2700 
Columbus, OH (614) 461-1848 
Hartford, CT (203) 522-1176 
Nashua, NH (603) 880-8880 
Sacramento, CA (916) 920-5560 
South Bend, IN (219) 291-7161 
Washington, D.C. (301) 986-9509 

Company Inquiries invited 


WANTED 
“PURCHASING MANAGER” 
— proven performer. 


Thorough knowledge of steel industry both 
domestic and foreign. Seven years experience 
in purchasing field. College or seminar educa- 
tion in Marketing and Finance beneficial. Must 
have ability to manage both inventory and 
people. Excellent management growth poten- 
tial for right person. Attractive salary — benefit 
plan offered commensurate with experience. 
Send complete resume, employment history 
and salary requirements to: 

Box S-28 


Send box no. replies to: PURCHASING JOB MART, 1200 Summer Street, Stamford, Conn. 06905 


MANAGER PURCHASING 
ROLLING MILL EQUIPMENT 
Our client, international leader in the 
design of aluminum and steel rolling mill 
equipment, seeks to engage Manager of 
Purchasing. The person we seek should 
have 5-7 years progressive purchasing 


responsibility in the rolling mill industry. 
Technical degree beneficial but not man- 
datory. Excellent salary and benefits pack- 
age. Interested persons reply in con- 
fidence: 
HEYWOOD LYON ASSOCIATES 
132 Country Club Blvd. 
Worcester, MA 01605 


PURCHASING/MATERIALS MANAGEMENT 
PROFESSIONALS & THE COMPANIES WHO 
HIRE THEM; an active search is on nation- 
wide to fill the following outstanding 
positions: 


Dir. of Purch., Fortune 100 ....+ ++ $75,000 
Plant Mgr., hivol .eseeeececees ,000 
Purch. Mgr., computer mfr ...eees $55,000 
Mgr. Subcontracts, peripherals ....-+ ,000 
Prod. Control Mgr., capital goods. . . . $45,000 
Mgr. of Purch., print/graphics ..... » $42,000 
Mgr. of Purch., steel/international .. . $42,000 
Sr. Buyer, electronics ... « $38,000 
Subcontract Admin., avionics ASPR .. $34,000 


Call/Write: Jim Panos or Hy Livingston 


THE P & L GROUP 


366 N. Broadway Jericho, NY 11753 
(516) 938-7337 Fee Paid 
CONSULTANTS TO INDUSTRY. 
NATIONWIDE 


DIVISION PURCHASING 
ADMINISTRATOR 


Medium-sized chemical division of a 
corporation located in South Central 
U.S. requires experienced purchasing 
administrator. Experience in contract 
negotiations, systems and procedures, 
and planning desirable. Bachelor degree 
in chemistry, engineering and/or busi- 
ness preferred. Starting salary commen- 
surate with experience plus excellent 
benefits package including relocation 
assistance. Please submit resume 
including salary requirements to: 


VULCAN MATERIALS COMPANY 


PERSONNEL DEPT. 
P. O. BOX 7689 
BIRMINGHAM, ALA 35253 


PURCHASING PRO’S 


Nationwide opportunities available thru 
our 125 affiliate network. Jr. Buyers thru 
Materials Managers with salaries to the 
40’s. Opportunities are available in all 
industries — especially Electronics, Phar- 
maceuticals, and food. Our in-house 
computer will immediately match your 
skills to our client’s needs. ALL REPLIES 
ACKNOWLEDGED. Call or write: 


JOHN McMILLAN — 617-997-3311 


CAREER ASSOCIATES, INC. 
P.O. 86 — 583 State Rd., N. Dartmouth, MA 02747 
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PURCHASING 


PROFESSIONALS 


PURCHASING RELATED 
PERSONNEL NEEDED 


Retiring/semi-retired or experienced 
procurement personnel needed to 
fulfill short term and long term pro- 
jects. Personnel needed in all phases 
of procurement involving Expeditors, 
Field Inspectors, Purchasing Agents, 
Buyers, Materials Controllers, Mate- 
rials Managers and Quality Con- 
trollers. 


Send resume with area of interest 
to: 


PURCHASING SERVICES 
CONSULTANTS, INC. 


712 SPENCER HIGHWAY 
SUITE 110 
SOUTH HOUSTON, TX 77587 


Your Ultimate Choice 


PURCHASING 
OIL/GAS INDUSTRY 


Major Houston oil company is expanding its Purchas- 
ing Department with procurement personnel with 
diverse product knowledge to assist in supporting its 
operations. This firm offers paid benefits, relocation 
assistance, competitive starting salary and an oppor- 
tunity to work in an exciting high volume environment 
in an extremely energetic industry. Consider: 

SR. BUYER — Salary to $34,000 
Coordinate procurement efforts of outside contrac- 
tors, engaged in new construction as well as mainte- 
nance of existing facilities. Highly visible, supervisory 
level assignment, interfacing with some of the worlds 
largest contractors. 

BUYER — Salary to $26,000 
Assignment involves negotiation and administrations 
of major blanket contractors for maintenance items 
and spare parts used in petrochemical and process 
facilities: 

SENIOR BUYER — Salary to $34,000 
Supervise and coordinate procurement of oil country 
tubulars, downhole and surface equipment for this 
Houston based 7 million dollar oil exploration and 
production company. 

For further information please contact: 
Jim DeForest or R. J. Curra at 


(713) 461-7777. 


All fees assumed by client companies 


415 Houston Natural 
‘ Gas Building 
® 1200 Travis, Houston, TX 
PERSONNEL SERVICES 77002 © (713) 461-7777 


90,000 Purchasing Pros are 
reading this ad — would you 
like to meet some of them? Call 
Barbara Brand now — 203- 
327-6772. She'll show you how! 
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positions available 


CORPORATE 
PURCHASING 
AGENT 


Scientific-Atlanta, a leading company in the 
design and manufacture of instrumentation and 
communications equipment, is seeking an experi- 
enced individual to fill a key purchasing position 
in Atlanta. 


The individual we seek will have aminimum of 5to 
10 years purchasing experience in a high volume 
manufacturing environment with a broad-based 
commodity background. Emphasis will be on 
electronic, electro-mechanical and/or mechanical 
commodities. Excellent working knowledge of 
blanket contracts and development of pricing 
agreements is required and previous supervisory, 
MRP and standard cost systems experience is 
desired. Position involves multi-division interfaces. 
MBA is preferred. 


If you are interested in exploring this excellent 
Career opportunity, tell us about your background 
and salary expectations in a letter, resume or call 
Melinda Sumner, TOLL-FREE, at (800) 241-5346. 


Scientific 
Atlanta 


Dept. MS-2 
3845 Pleasantdale Road 
Atlanta, Georgia 30340 


An Equal Opportunity Employer M/F/V/H 


MANAGER 
CENTRAL 
PURCHASING 


Join one of the fastest growing soft drink companies in America ina 
major policy setting responsibility. 

Position reports to division President at SQUIRT & COMPANY World 
Headquarters in the lakeside community of Holland, Michigan. 

The ideal candidate will have 6 - 10 years experience and expertise in 
developing purchasing policy, procedures and objectives. Responsi- 
bilities include negotiating the purchase of citrus fruit base, ingre- 
dients, containers, as well as packaging materials. Scope of position 
includes purchasing analysis, planning, initiation of new packaging 
programs and developing corporate strategies for cost containment. 

We offer an excellent compensation/benefit package and exceptional 
growth opportunity to the successful candidate. 


Send resume and salary history in confidence to: 


SQUIRT & COMPANY 


Personnel Director 
777 Brooks Avenue 


ct Holland, Michigan 49423 
| ®@® 


Send box no. replies to: PURCHASING JOBCMART, “4200.Summer Street, Stamford, Conn. 06905 
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Commodity leadtimes 


This month vs: Shorter Longer Same 
Month ago 25 27 73 
Year ago 92 7 26 


Biggest monthly increases LJ, decreases L) 


over 
1-5 610 11-20 21-30 30 Avg. Mo. Yr. 
STEEL wks wks wks wks _wks (wks) ago __ago 


Plate 71% 29% 0% 0% 0% 4.0 ‘5: 5 
Sheet & strip (HR & CR) 63 37 0 TS. 4.3 a7. TA 
Sheet & strip (SS) 64 30 6 0 0 4.9 5.1 7.3 
Galvanized sheets 42 54 4 0 0 6.0 43 69 
Precoated sheets 27 60 13 ) ) 7.6. 67 91 
Bars & rods (HR & CF) 64 33 3 0 0 4.7 42 63 
Bars & rods (SS) 75 17 8 0 0 45 a6. ¢ 37 
Strapping 94 3 3 0 0 3.1 2.8 3.8 
Structurals ‘id 20 3 | ee’. 4.0 4.0 5.5 
Too! steel 54 15 25 3 3 8.1 7.4 8.3 
Gray iron castings 1 73 8 8 0 94 87 11.4 
Steel castings S 50 35 5 5 124 11.2 14.4 
Ductile iron castings 7 69 12 12 0 106 102 129 
Investment castings 0 25 58 17 0 153 149 15.0 
Forgings 10 40 35 15 0 ia? 18. 163 
Steel wire (incl. galv.) 53 31 8 8 0 7.0 40 63 
Carbon tubing 62 32 6 0 0 5.0 5.0 7.4 
Alloy tubing 43 33 19 5 0 7.9 6.7 10.6 
NONFERROUS METALS 
Sheet & strip (cop. brass) 67 30 3 0 0 45 5.0 6.0 
Bars & rods (cop. brass) 76 21 3 0 0 4.0 64 65 
Copper tubing 56 40 4 0 0 5.2 44 62 
Bronze castings 20 60 20 0 0 8.4 95 10.6 
Copper wire & cable 48 48 4 0 0 5.7 46 77 
Magnet wire 45 45 10 0 ee} 6.3 58 89 
Sheet & strip (aluminum) 56 37 7 0 0 5.4 5.1 8.9 
Bars & rods (aluminum) 67 22 11 0 0 5.1 36 628 
Aluminum wire & cable 36 46 18 0 0 7.4 63 118 
Tubing (aluminum) 59 29 12 0 0 5.7 4.8 8.8 
Aluminum castings 19 63 14 4 0 8.7 94 11.2 
Bars & rods (titanium) 25 0 75 0 0 fan HWS. 84 
Zinc 46 46 8 0 0 6.1 Bo. wa 
Die castings (all kinds) 4 63 33 0 0 10.3 8.2 127 
FABRICATED METAL PRODUCTS 
Weldments 45 45 5 5 0 6.7 ee or 
Structural steel, fabricated 31 50 19 0 0 Te i ee 
Cans 36 36 28 0 0 8.1 6.1 5.7 
Steel drums (shipping) 82 18 ) 0 0 35 40 46 
Stampings 18 66 16 0 0 8.2 te, eS) 
Chain 72 22 6 0 0 4.5 4.5 io 
Jigs & fixtures 5 50 35 10 0 12.4.. 10:3. 105 
General machining 47 40 13 0 0 6.4 58 82 
Powder metal parts 5 58 av 0 0 10.5 121 144 
MECHANICAL/ELECTRICAL EQUIP. & SUPPLIES 
Electric motors: fhp 41 22 31 6 0 9.1 7.8 9.1 
Elec. motors: 1-30 hp 41 34 22 3 0 7.9 8.6 9.9 
Elec. motors: over 30 hp 25 40 30 5 0 ee bt eee 
Motor controls 41 28 28 3 0 8.4 7.8 8.0 
Pumps 32 36 25 7 0 93 103 10.7 
Gears 35 35 22 4 4 93 114 10.4 
Nonfriction bearings 45 27 16 6 6 9.2 9.7 10.6 
Screw machine parts 16 65 16 3 ) 88 86 106 
Fasteners, standard 88 11 1 0 0 3.2 a. at 
Fasteners, special 23 54 23 C3 — 0) 85 90 116 
Pipe fittings 85 12 3 0 0 3.6 3.5 43 
Machine tools 39 27 13 0 21 3.7. “Hit 120 
Portable power tools 86 4 10 0 0 4.0 36 3.9 
S reducers 42 47 11 0 0 6.5 7.6 7.6 
ir parts 73 17 10 0 0 4.7 a2. 39 
Cutting tools 78 19 3 C ee a9. 82 -62 
Grinding wheels 63 27 10 0 0 5.3 57 - 62 
Welding rods 96 4 0 0 0 2.7 3.1 2.8 
Lubricants 94 6 0 0 0 2.8 rt er 2 
Adhesives 76 20 4 0 0 4.1 30 39 
MATERIAL HANDLING EQUIPMENT 
Cranes & hoists 27 27 27 19 0 116. i22. 133 
Lift trucks 9 30 43 13 5 42 123. 136 
Conveyors 31 38 23 8 0 94 109 120 
Lift truck batteries 50 19 25 0 6 8.5 9.7 6.5 


Purchasing’s 
Leacitimes 


(125 items in production quantities; % of buyers responding) 


1-5 610 11-20 21-30 °30. Avg. Mo. Yr 
CHEMICALS wks wks wks wks wks (wks 
Paint 90% 10%  O% 0% O% 3.1 3.3 3.4 
Pigments 86 14 0 ) 0 33 37 £40 
Refrigerants 89 ph i. =. 0 3.1 28 3.6 
Compressed gases 98 2 ) 0 ) 26 26 27 
Solvents 97 3 0 ‘Se 27.).0626 CCU. 
Plastic resins 81 19 ) ~ eee 3.5 an: 3. 
Plasticizers ) 0 ) 0 30 39 5.0 
Sulfuric acid 94—CS 0 ) 0 28 28 28 
Nitric acid 5... ) ) 28 29 3:1 
Hydrochloric acid | RS, _o ) 30 28 3.5 
Fatty acids 95 5 ) ) o..6=.sC 282888 
Alcohols 98 2 0 0 0 2G: 27 aa 
Benzene 100 ) ) es, - 0 5 ee 
Chionme 9 #£5S ) ee re 28 30 28 
Ethylene glycol 100 0 0 0 ) as. (28 29 
Soda ash 97 3 ) ) ) 27 33 £43 
ELECTRICAL ELECTRONIC COMPONENTS 
Pressure gauges See SR Pie | 5.0. 0605.7 ~—«6.9 
Temperature controls en. a | en, eee 6.6 7.0 80 
Instruments gauges 41 45 Re 7.1 6.4 
Chart recorders 38 53 9 0 0 66 73 76 
Lamps 80 17 3 ) ) 34 #39 43 
Switches Oh) ee, Ne 0 0 55 5.7 62 
Relays solenoids 40 44 14 2 0 t2 72 +69 
Transformers 40 35 es eee, 79 85 10.4 
Integrated circuits 24 | ee | eee 108 104 12.1 
Other semicons 49 HX a og A 
Resistors __ 60 31 9 0 0 54 57 65 
Capacitors aA 31 23 2 ) et ae Mae, 
Printed circuits 28 54 18 ) ) 7.8 73 ~—«9.1 
Connectors 53. ne ene Ae 66 78 73 
WOOD AND PAPER PRODUCTS 
Lumber 91 _8 a: ) 3.1 3.2 37 
Plywood ... 4 Baer ) i ee ee 
Pallets 91 9 ee: ee See | ee 
Industrial crates 96 4 | EEO. ee ee, F 
Fiber drums a 2 ) 0 20 27 39 
Corrugated containers oa: See ae ) ) 2.8 29 83.5 
Multiwall bags 71 22 7 0 ) 46 50 7.2 
Kraft paper a | i MS: SE 35 35 43 
Printing paper i a aS, RR «ERY a7. 38 82 
Foil laminates 53.44 0 em 0 5.6 70 86 


OFFICE SUPPLIES AND EQUIPMENT 


Envelopes & stationery 83 —si16 1 ) ) 35 35 38 
Copier paper 93 5 a ee 3.1 3.0 3.0 
Tab cards 86 14 0 ene, * | 33 38 40 
Business forms 57 39 oo 38. ee ee 
Office furniture 35 37 24 4 0 Ss. 74 48:1 
Typewnters 32 38 23 6 1 92 89 108 
Calculators 94 6 ) ) ) 20 -l.  O3 


PLASTIC AND RUBBER PRODUCTS 


Molded parts 38 60 2 ) 66". os. 
Plastic film 72 27 1 ) ) 4i. 43 58 
Plastic pipe andtubing = 8S ISCO ) ) 33 38 47 
Plastic bottles 66 34 ) ) ) 44 50 58 
Sheeting gaskets 6137 2 a 48 43 5.0 
Seals and rings 71 29 0 c eae 41 47 59 
Conveyor belting 75 23 2 0 ) 40 39 5.4 
V-belts 96 4 ) 0 ef ae a 
ae. ) Ae Rareers £ 30 8633 42 
GLASS AND CLAY PRODUCTS 

Glass parts 43 43 14 0 0 6.7 5.6 78 
Glass bottles 19 —s6 14 0 0 J © Se 
Refractories 41 41 18 oy 8. et, ea ee 
Fiberglass 33 37 10 a 58 55 67 
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_Inthe time 

it takes you to 
read this headline, 
any other Class L fuse 
could have shut down 


your electrical 
system. 


Introducing the Shawmut" Amp-trap* A4BT. | The A4BT isn’t just a random isolated break- 
The first UL listed Class L fuse, with the added through. It’s an evolutionary result of the Shawmut 
feature of 500% time delay for a full concern for greater plant safety and component pro- 
10 seconds in all ratings. tection. And it’s now a part of the unique Shawmut 


Over-Current Protection Formula. The Formula 
offers industry total electrical protection by helping 
users select exactly the right fuse for the right place 
at the right cost. 


Until now, large motors and transformers with 
unusual starting current demands were frequently 
protected by expensive oversized fuses...a practice 
that has created big problems for industry. The new 
Shawmut A4BT can change all that because it’s the 
first fuse in large amperes to meet UL requirements 
for time delay, making it possible to size fuses closer 
to motor loads. And you can use it with smaller, 
less costly switches, and still maintain ade- 
quate protection. 

The 500%, 10-second time delay 
feature of the A4BT is a consistent 
standard through the entire range 
of sizes. Competitive Class L 
fuses have widely varying 
time delay values 
making coordination 
with other fuses very 
difficult and costly. 
And, the A4BT can be 
used unth AC or DC 
circuits up to 600 volts. 


For more information about the 
Amp-trap’ A4BTor the Shawmut 

Formula, call your local Gould 
Shawmut distributor, or 
write: Gould Inc., Electric 
Fuse Div., Newbury- 
port, MA 01950. 


=" GOULD 


An Electrical/Electronics Company 


Gould Inc., Electric Fuse Div., Newburyport, 
MA 01950, Tel: (617) 462-6662, 

462-3131/ Telex: 94-7427. In Canada, 406 
Adelaide St., E., Toronto, Ontario MSA 
IN4. Tel: (416) 366-1981/ Telex: 06-219717. 
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eFinished goods prices to slow briefly 


Early Warning Indicator 


(%) (End of quarter vaiues) 


Source: Cahners Economics Dept. 


Chemicals production 
(Seasonally adjusted) 


Source: Federal Reserve Board 
Output per employee-hour 


(Manufacturing sector) 
136 


Sevan 
128 | SaaS i 
_| 


Source: Bureau of Labor Statistics 


Railroad freight traffic 


(Class 1 railroads, revenue freight only) 


ss ie! OA 
220 = 
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: 1980 | 1981 
Source: AAR a. 
Gross national product 
($ bil.) 


@Truck tonnage to bottom out in early '81 
eCahners indicator to break 100 next year 


interest rates 


Average 
prime rate 


charged by“ 
aoe 0 
. 7 ~ 


Sources: Citibank, FRB, Treasury 


Aluminum production 
(Primary: domestic and foreign ores) 
0 (Thous. short tons) 


Source: Aluminum Assn. 


(1967 = 100) 


Crude materials 
(excl. foodstuffs) 


Forecasts 


Dow Jones industrial average 


(Closing prices on 20th of each month) 


Source: Dow Jones 


Steel production 
(Mil. short tons) 
40 


Source: Commerce Dept 


Producer price indexes 


Finished goods 
(excl. foods) 


Source: BLS 


Intercity truck tonnage 
(Not seasonaliy adjusted) 


(1967 = 100) 


Source: ATA 


Durable goods orders 
$ bil.) backlogs 


wie Backlogs 
270-+-(End of 


250 quarter) _ 


0 6A 
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New orders 
(Quarterly totals) 


Source: Commerce Dept. 
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Vendor performance 


(Percent companies reporting slower 
deliveries — Chicago) 


(0) 
90 
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Source: PMAC 


Iimports/exports of goods 


($ bil.) and services 


1978. | 1979 
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Helping to form the future in industry after industry... 


Elco cold-extruded parts 
have saved more than 


one new product. 


Call on Elco early to reduce in-place costs and improve 
quality. Elco has helped get more than one great new 
product idea off the drawing board and into production 
with cold-extruded parts that work right and help keep 
costs in line. 

And, by helping to re-design existing parts to take ad- 
vantage of cold-extrusion, Elco has reduced costs and 
improved the quality of many current products as well. 

With cold-extrusion (as opposed to machining) there's 
little or no waste metal. So, savings can be significant. 
Often several parts can be combined into one for further 
economy. For example, parts can be cold-extruded with 
multiple collars to eliminate spacers, reduce your inven- 
tory and speed up assembly. 

Cold extrusion offers another benefit, too: extra 


strength. Grain structure is superior to machined parts 
for additional toughness and reliability. 

Whether you've got a new product on the drawing 
board or you're improving an existing one, the time to 
call on Elco is now. For parts from 0.187 to 7 inches 
in length and from 0.05 to 0.75 inches in diameter, 
Elco cold-extrusion may lower your parts costs and 
improve your quality. 

Plus, Elco has a full range of secondary capabilities 
(roll threading, heat treating, plating, drilling, grooving, 
etc.) to help insure that you get exactly the right part for 
your requirements. All from one high quality supplier. 

Just send us a print of what you have in mind. Or 
call 815/397-5151 and ask for a customer service 
representative. We might save the day for you. 


ELCO INDUSTRIES, INC. 


ROCKFORD DIVISION + ROCKFORD, IL 61101 


ePaper production to lose 5% during 1980 
Forgings orders to decline 30% this year 
@Steel to service centers to fall 10% in '80 


New plant and equipment Industrial production Inventory to sales ratio 
expenditur es (Manufacturing) 
($ bil.) (All industries) (1967 = 100) (V/S ratio) 
2.2 


Source: Commerce Dept. Source:Federal Reserve Board Source: Commerce Dept. 
Steel mill products Forging shipments, Iron casting shipments, 
imports/exports new orders unfilled orders 
($ mil.) (Castings for sale) 


Source: Commerce Dept Source: Forging Industry Assn. Source: Commerce Dept. 


Machine tool new orders Passenger car production Steel shipments to 
(Mil. ~ — ‘ine service centers 


| 1979 | | 1980 | | 1979 | i 
Source: cin JU Source: MVMA Source: Commerce Dept. 


Petroleum products prices Electric power prices Coal prices 


(Producer prices of refined products) 


Source: Bureau of Labor Statistics Source: BLS Source: BLS 
Paper and paperboard Container shipments Plastics production 
production (Corrugated and solid fiber boxes) 


(Mil. short tons) (Bil. sq. ft., surface area) 


(Bil. Ibs.) 
se 


Source: Commerce Dept. 


| 1979 | | 1980 | 
Source: Commerce Dept. Sources: SPI, Cahners Economics Dept. 
avaava 


Forecasts 


Forecast data: Cahners Economics Department. For further 
information on how to subscribe to Cahners Early Warning 
Forecast Service, developed to help purchasing managers 
make their own forecasts of prices, leadtimes, etc., circle no. 
339 on the Information Retrieval Card. 


Operating rates start taking in slack 


Chemicals operating rates 
(%) 
92 


Metals operating rates 


(%) (Previous low: 69.9% in 2Q, '75) 


Source: Federal Reserve Board 


Metals operating rates have 
sunk to lows reminiscent of the 
1973-75 recession. Utilization 
should begin to rise this quarter. 
But the climb will be at a slower 
pace than the last recovery. By 
this time next year operating rates 
are forecast to be less than 80%. 
Tempering the tightening up of 
metals capacity will be the 
sluggish recovery in autos. 


Natural gas sales 
(Tril. Btu) 


(Total utility sales) 


1 | 1980 | 


| 1979 | 
Source: AEF 


Natural gas sales this quarter 
are expected to about equal that 
posted in fourth-quarter 1979. 
Next year sales are forecast to 
grow slightly. Part of that stems 
from the sluggishness of the 
economic recovery. Another reason 
is the slowdown in conversions to 
gas. Price and availability are not 
the big drawing cards they were 
last year when gas sales rose 6%. 


Paper operating rates 


(%) (Previous low: 74.3% in 2Q, '75) 


(Previous low: 66.8% in 1Q, '75) 


Source: FRB 


Paper operating rates, which fell 
sharply in the last few quarters, 
are expected to bottom out about 
now. The forecast is for a slow but 
steady rise as business in general 
creeps up. It will take all of next 
year for the paper industry to get 
back to a 90% operating rate. As 
the slack is taken in, expect paper 
makers to work hard to recoup 
pent-up cost pressures. 


Crude petroleum production 
(Mil. bbl. - 


Source: SEC Ie. 


U.S. production of crude oil in 
the next few quarters is expected 
to match comparable, year-ago 
levels. This is in contrast to the 
historical downtrend. Phased 
decontrol has made it profitable to 
tap old fields. This would be just a 
short-term boost. In the long run, 
it’s hoped that new wells— 
financed by higher oil prices—will 
keep U.S. oil output stable. 


Source: FRB 


Chemical operating rates have 
dropped about as far as they will in 
this recession. With auto and 
housing markets gaining strength, 
chemical operations should get 
busier this quarter. During next 
year the industry’s operating rates 
are expected to climb 7-10 points 
and get back near 90%. That will 
be powered by a 3-4% gain in 
production in 1981. 


Electric power production 
(Bil. kwh) (By utilities) 


1979 
Source: Commerce Dept. 


Electric power production in 
the first half of next year is 
expected to be just 2% above the 
first half of this year. That reflects 
the slow start the recovery will 
take. But the second half of 1981 is 
also forecast to post a _ below- 
average gain. That points up the 
continuing conservation efforts on 
the part of both business and 
residential users. a 
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A. To be considered for your own personal copy of Pereisasing at no cost 
just fill out this card and mail. 
B. Use this card for change of address. 


OLD ADDRESS 
CODE LINE (From label) 


Please send/continue to send free copies of 
Purchasing magazine —) Yes 0 No 


Research laborato Warehouse Other 
PLT/BUS ADDRESS P.O. BOX 0 yO 0 
Check here if you do not wish-to receive promotional mail from 


CITY . STATE ZIP PURCHASING magazine ()] 


| YOUR NAME TITLE 
| COMPANY NAME DIV/DEPT 
SIGNATURE TITLE DATE 
PLT/BUS ADDRESS P.O. BOX 
| If the above is not a purchasing title. 
is purchasing your function? (C) Yes () No CITY STATE zip 
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| This is NEW SUBSCRIPTION 0 pproximate number of employees at this location (Check a box) 
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CHANGE OF ADDRESS [1] 1 250-499 [ 500-999 [ 1000 or more 
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at your business location (Be specific)? 
| YOUR NAME TITLE if this is a manufacturing company and there is no manufacturing 
at this location. check if: 
| COMESNY NAME DIV/DEPT 0 Central or district administrative office 
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E-A-R™ Plugs, the Industrial Plugs for 
hearing protection. They custom fit 
almost any ear canal. 


With comfort. 
With safety. 
They're so lightweight and effective you 


don't have to remind people to use them. 


They've become the Standard in many 
hearing protection programs. 


— ERM, Me 
» > 
: ° rn ra 2 


FREE SAMPLES: We'll send you a suf- 
ficient sample for preliminary testing in 
your plant. Maybe you should be 
listening through E-A-R Plugs. 


sa FAR oporation 


7911 zionsville road ¢ indianapolis, ind 46268 
telephone 317/293-1111 
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All-star attractions in every type of belting 


Browning is universally known for V-belt drives. In fact, nowhere else can you find such a 
complete range of V-belting—and the sheaves to run them—all in stock. Choose from 
every type of belting—standard, narrow, notched, Gearbelt, Poly-V—and approximately 


double the range of V-drive ratios and centers available from any other source. For prob-~ 


lem applications, use our exclusive belt matching service, providing tolerances up to 55% 
tighter than RMA requirements. The latest space-age technology in V-drives—yours at no 
extra cost from Browning. Call your Browning Distributor for details. 


‘ we ® 
BROWNING MANUFACTURING DIVISION 
. EMERSON ELECTRIC CO. _— 
MAYSVILLE. KENTUCKY 41056 U.S.A. 
IEMIERSON® 
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There's a Browning belt for every need... © Poly-V 
@® Super Gripbelt © FHP @ Double-V © “358” nar- 
row groove ®©Gearbelt @Gripband © Gripnotch 
®V-S variable s . Not in photo ... Griproll, Grip- 
link, Griptwist, | cable, Double Gearbelt. 

(Poly-V is a registered trade mark of Goodyear Tire & Rubber Co.) 
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Geteither 
of these Square D 


¢ 


heavy duty safety switches 


and get exclusive built-in 


fuse pullers. 


From the first name in safety 
switches comes another industry 
first: built-in fuse pullers which 
solve the age-old problem of 
trying to remove blown fuses 
without a lot of trouble. 

Molded from a high strength, 
nonconductive material, our 
exclusive built-in fuse pullers are 
a convenience built right into the 
switch base assembly. 

And best of all, they come 
as standard equipment in 30, 60 
and 100 ampere NEMA 12 dust- 
tight and NEMA 4 and 5 dusttight 
and watertight stainless steel 
Square D heavy duty safety 
switches. These safety switches 
are UL listed for use on systems 
up to 200,000 RMS symmetrical 
amperes available fault current 
with Class J or Class R fuses. 


Fuse puller kits are also avail- 
able for field installation in 30, 

60 and 100 ampere NEMA 1 and 
NEMA 3R Series D2 heavy duty 
safety switches. 

Other NEMA 12 and NEMA 4 
and 5 safety switch features in- 
clude reliable spring-loaded 
latches for easy operation and 
Close ganging. As well as an 
integral driphood which permits 
switches without knockouts to be 
used outdoors. Plus, there are 
electrical interlock provisions, a 
cover sealing neoprene gasket 
and a dual cover interlock. 

Also incorporated into these 
safety switches are traditional 
Square D heavy duty features 
such as visible blades, a rugged 
indicator handle and quick-make, 
quick-break operation. 


Built-in fuse pullers are also standard on Square D Series D2 


QMB twin fusible switch units through 100 amperes. 


For additional information on 
the complete lines of Square D 
heavy duty safety switches and 
QMB fusible switches, see your 
Square D distributor. Or write 
Square D Company, Dept. SA, 987 
Primrose Court, Lexington, KY 
40511. 


SQUARE 7) COMPANY 


Wherever Electricity is Distributed and Controlled 
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EXPECT WAGE/PRICE GUIDELINES to 
be refurbished and to get more 
limelight if President Carter is 
reelected. At a recent press 
conference attended by PURCHASING, 
Treasury Secretary Miller said 
COWPS' authority would continue 
but probably with some changes. 

He explained that the passage of 
time is causing the guidelines to 
get outdated. The Administration 
is waiting for suggestions from 
Pay and Price Boards. Possible 
modifications: sectoral rather 
than nationwide guidelines, use of 
tax incentives or disincentives. 


Mandatory controls were ruled out 


emphatically. 


REAGAN'S LONG AWAITED economic 
policy backs off from his earlier 
endorsement of the Capital Cost 
Recovery Act in favor of more 
modest business tax cuts. The 
reason: bowing to fiscal 
realities of other elements of his 
game plan and a decision to go 
for bigger personal income tax 
cuts as stimulus to the economy. 
His new accelerated depreciation 
proposal would cost an estimated 
$54 billion loss to the Treasury 
from 1981-84 compared to 

$118 billion for CCRA. 


NO MATTER WHO WINS THE ELECTION 
don't expect any immediate or 
dramatic changes in economic 
conditions. The fate of output 

and prices for the next year or so 
has been decided for the most part 


PURCHASING (USPS 450-640) is published semi-monthly by Cahners Publishing 
Company, Division of Reed Holdings, Inc., 221 Columbus Avenue, Boston, MA 
02116. Norman L. Cahners, Chairman; Sau! Goldweitz, President; Wililam M. Platt, 
President, Boston Division. Controlled circulation paid at Pontiac, It 61764. 
Postmaster: Send Form 3579 to PURCHASING Magazine, 270 St. Paul St., Denver, 
CO 80206. Editorial and executive offices: 221 Columbus Ave., Boston, MA 02116. 
Send subscription and/or change of address to PURCHASING, 270 St. Paul St., 
Denver, CO 80206. Subscription rates: United States, $30 per year, U.S. possessions 
and Canada, $40 per year; single copies, $2; elsewhere, $70 per year; single copies, 


$4. 
© 1980 by Cahners Publishing Company, Division of Reed Hoidings, Inc. All rights 
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by policy set down in the past few 
quarters. It will take time to 
legislate changes in the federal 
budget. And governors of the 
Federal Reserve System serve 
lengthy terms. The economy and 
buying strategies won't fell the 
imprint of election results 

until the middle of the 1980s. 


TAKE A GOOD HARD LOOK at price 
hikes supposedly based on higher 
transportation costs. The current 
ICC is taking a tough stance on 
rate increases. Proof; It recent- 
ly denied rate boosts to six of 
nine truck rate bureaus. All nine 
had based their requests on wage 
hikes under the current Teamster 
contract. In the past, similar 
requests were routinely approved 
by the ICC. Be sure to make 
suppliers substantiate claims of 
higher trucking costs if that's 
their justification for raising 
prices. 


WATCH FOR A 5-6% BOOST in steel 
prices soon after the presidential 
election. Reinstatement of trigger 
prices this month gives domestic 
steelmakers a strong short-term 
boost. New trigger levels in 
effect bar some foreign products 
from the U.S. market. Considering 
discounts, foreign steel sheet is 
now about $50/ton higher than U.S. 
quotes. But the situation may not 
last long since domestic producers 
are hungry for higher prices. The 
unstated quid pro quo of the 

steel settlement is that price 
hikes won't be announced until 
after the election. Buyers may 
have to accept the higher tags 
since inventories are fairly tight 
and demand is picking up. 


DON'T BE SURPRISED BY PRICE HIKES 
for die castings. Many casters 
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feel that, for a long time, the 
prices they charge have been too 
tied to their raw metals costs and 
not enough to the value-added 
aspect of the casting. Result: 
Profitability of the casting 
business is hurting, they say, 
making it almost impossible to 
generate sufficient investment 
capital to allow them to modern- 
ize their plants with more cost 
efficient machinery. 


GET USED TO 18-24 month leadtimes 
for machine tools. Order backlogs 
remain solid and are expected to 
grow even bigger, industry sources 
said at the recent International 
Machine Tool Show which drew some 
100,000 spectators. Some buyers 
have switched to foreign sources 
which can deliver, by comparison, 
instantly. But this alternative is 
Suited best to less sophisticated 
equipment. Computerized, high 
productivity machines are mostly 
made in the U.S., and will be 
hard to get for the foreseeable 
future. Industry sources say only 
a depression would cut demand 
enough to shorten deliveries. 


UNION CARBIDE'S LINDE DIV. has 
started up production of its new 
air separation plant in Groves, 
Texas. The unit will initially 
supply 1300 tons/day of gaseous 
oxygen for Texaco's ethylene 
oxide plant, but it is pegged 
to the sprawling Gulf Coast 
petrochemical industry via a 
new pipeline system. Total 
capacity of the Linde unit is 
4500 tons/day of oxygen, argon, 
and nitrogen. 


IF YOU DON'T LIKE THE IRS'S new 
proposed rules on which equipment 
qualifies for the 10% business 
energy investment tax credit, you 
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Still have until Nov. 18 to 
comment to the I before final 
rules are written; and take effect 
(retroactively to, 1978). The IRS 
took a narrow view of the 1978 
Energy Tax Act by| sharply 
limiting what equipment is 
eligible. For exapple, a boiler 
designed or modified to burn 
synfuels doesn't €ount, but one 
using at least 50% coal, wood, or 
biomass does. AutOQmatic controls 
on energy use in $ffices don't 
count, but similaf controls on 
energy used by an:industrial 
process are eligible. A computer 
used in energy conservation is 
only partially eligible if it's 
also used for any jother purpose. 
Consult the Federdl Register of 
Sept. 19 for detajled regs or 
check with your “he IRS office. 

| 


SHOULD YOUR COMP decide to 
switch to burning {coal in parts 
of its plant, keep a careful eye 
on talks between the United Mine 
Workers and the Bijftuminous Coal 
Operators Assn. T 1981 contract 
negotiations started extra early 
this time, since both sides 
earnestly want to avoid a strike 
that would doom cobl in the eyes 
of energy users as: simply too 
unreliable an enerpy source to 
be counted on. 


BE AWARE that your! marketing 
brass is out of step with the 
times if they're ptsshing 
reciprocity on you+-urging you 
to favor customers}in your 
buying decisions. $uch pressure 
1s a problem for oly 3% of the 
P.M.s we recently $urveyed. Big 
companies shun mutyal back- 
scratching becausejit can be 
1llegal. Enlighten¢d top execs 
in most companies fealize that 
purchasing's charté@r is to help 
assure profits; no .make sales. 
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oe Fe ere page 66 
Capital-intensive industries 
like chemicals stand to gain 
the most from proposed tax 
legislation aimed at boosting 


supply. 


Economy 


Air freight........... page 21 
Cutbacks in passenger flights 
will reduce air cargo service. 
All-cargo lines should benefit 
from buyers’ reduced cargo 
options. 


66 ECONOMY 


Focus is on supply-side policies as emphasis shifts to 
size and efficiency of capital stock 


73 INVESTMENT RECOVERY 


Surplus assets are sold or put back to work 


LEADTIMES 


Parts-coding monitors past and future leadtimes 


COST REDUCTION 


Profit-center purchasing can boost productivity 


CASTINGS 


Leadtimes are cut in half as foundries’ orders drop 


79 OFFICE BUYING 


Spotlight on supply stations, forms, copiers, typewriters 


87 ELECTRIC MOTORS 


Energy-efficient motors are only one way to save 


99 PURCHASING LAW 


Avoid accepting faulty goods even in a timing pinch 


News highlights 


14 Prices: Prepare for U-turn 
15 Business Report 
21 Freight: Not so friendly skies 


Departments 


13 INSIDE PURCHASING 


lIluminating purchasing’s function 


49 VIEWPOINT 


Cook sees buyers as team players 


51 PURCHASING OUTLOOK 
The high risk, high gain field 


53 WASHINGTON OUTLOOK 
Comprehensive tax cuts stalled 


55 NEGOTIATION OUTLOOK 
More on inflation-fighting tactics 


59 INVENTORY OUTLOOK 
Fixed, variable, and step costs 


63 VA OUTLOOK 
Cut through sales pitch clutter 


103 TRANSPORTATION 
Truckers post rate reductions 


105 PRICEWATCH 
Whopping electric rate increases 


107 MARKETPLACE 
Leadtimes cut for wire and cable 


111 BASICS FOR BUYERS 
Keeping user-customers satisfied 


25 . Uncle calls new tax signals 
25 Who’s news in purchasing 
38 Puncturing vendor deadbeats 


115 LABOR 
Labor-business split over OSHA 


119 NEW PRODUCTS 
Quiet air compressor 


143 APPLICATIONS DATA 
Casing and tubing detailed 


146 JOB SCENE 
Northeast boasts job growth 


149 LEADTIMES 
Now vs. a month ago; year ago 


154 FORECASTS 
Steady recovery for chemicals 


13 EDITORIAL MASTHEAD 
PURCHASING’S editorial staff 


140 BUSINESS MASTHEAD 
PURCHASING’S Sales staff 


141 ADVERTISERS’ INDEX 
Advertisers in this issue 


144 PURCHASING MART 
Classified advertising section 


147 JOB MART 
Employment advertising section 
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CENTRAL STATES 
DAVIES 
MILTON 
OHIO PAPER PRODUCTS 
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Ne 24 they: Pes? coast to coast, a wide range of 2am 

“Ne ae “types and sizes of high quality containers from , 
| AU ne production facilities in the eastern, southern, ‘on 
Ms _ mid-western and western parts of the United 


. ) States as well as Canada and Puerto Rico. 


They develop new containers to meet demanding 
_new requirements: lining and coating materials, 
@asy open tops, convenient closures, two-piece 
_ drawn aluminum and tin-free steel cans, welded 
- super-clean and composite containers with more 
- display area. 


ates for our facilities and product line brochure. 
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VAN DORN its Divisions are innovative leaders in: 


CONTAINERS metal, plastic and composite containers 
Central States Can Co., Davies Can Co., Milton Can Co., Ohio Paper Products Co. 


PLASTICS injection molding machines, 75 to 1000 ton capacity 
Van Dorn Plastic Machinery Co. 


HEAT TREATING for bars, angles, beams, channels and plates 
Van Dorn Heat Treating Co. 


Write for our brochure describing the Van D siQ ("Cc YO ) C gle 
Van Dorn Company 2700 East 79th Street join iaHon ar AO) o Cc 


Leading indicators 
(1967 = 100) 
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Bureau of Economic Analysis 


eOne view: GNP will only inch up 
eKeep watching supplier finances 


Recovery to drag 
its feet 


A POLL OF ECONOMISTS conducted 
by Purcuasinc finds what is being 
touted as the shortest recession in 
recent history is expected to be fol- 
lowed by one of the slowest recov- 
eries in the record books. The con- 
sensus forecast: No single quarter 
next year will record more than a 
3-4% (annual rate) increase in real 
GNP, and 1981 as a whole will grow 
by less than 1%. “‘It will be some 
time before production levels retain 
their pre-recession peaks and even 
longer before factory operating 
rates return to average levels,”’ 
Says one economist, summing up 
the projections of most PurcHas- 
ING interviewed. 


LEADING INDICATORS 

The explosive rebound in the 
index of leading indicators would 
at first glance discredit fore- 
casters’ expectations of an anemic 
recovery. But careful research 
reveals ‘‘leading indicators were 
designed to predict directional 
changes, not the magnitude of eco- 
nomic growth,” says Maury Harris, 
economist, Paine, Webber. In fact, 
using the index as a forecasting 
tool would lead you to over- or 
underestimate changes in real GNP 
by 3.5 percentage points, on aver- 


Capital spending starts 
) 


(Durable 
fs seasonally adjusted) 


age. From another vantage point 
the recent rise in the leaders is un- 
spectacular. Harris points out, 
‘“‘The current level of the indicators 
versus the previous peak is not 
unusually high (by historical stand- 
ards) since it is rebounding from a 
very depressed level.”’ 


PROFITS 

A recovery means suppliers will 
have more financial resources and 
will be in a better position to offer 
reliable service. After second quar- 
ter’s record breaking plunge in cor- 
porate profits, ‘“modest increases’’ 
can be expected for the third and 
fourth quarters, says Allen Sinai, 
vp and economist, Data Resources, 
Inc. However, continue to be on the 
look out for business failures. ‘““The 
slow and erratic nature of the re- 
covery will mean it will be harder 
to operate efficiently,’’ says Sinai. 
A cautious supplier probably will 
be the most financially stable. A 
business could be severely strained 
if it rashly overcommits resources 
in response to a false signal. 


CAPITAL EXPANSION 

At about the same time that 
housing starts began to turn up, 
capital spending starts fell. This— 
just like in housing—foreshadows 
a downtrend in plant and equip- 
ment expenditures. During the 
second quarter, manufacturers’ 


orders, dura 
(Seasonally adjusted) 
($ bil.) 
90 


eCapital spending is heading downhill 
eLong-range pricing from OPEC? 


capital spending starts fell 9%. 
Using the 1973-75 business cycle 
as a guide, this points to a peaking 
of outlays late this year or early 
next. If inflation is factored out, 
plant and equipment spending is 
already on the decline. ‘‘The fall 
usually lasts well beyond the end of 
the recession, ’ says Russell 
Sheldon, senior economist, Mellon 
Bank. He expects real capital 


spending to begin to strengthen in 
the second half of 1981, after 
having fallen 8-9%. 

OPEC PRICING 


“By the end of this year the 
situation will be ripe for opEc to 
institute a long-range pricing for- 
mula,’’ says John Emerson, vp, 
Chase Manhattan Bank’s Energy 
Economics. ‘This is likely to be 
marginally advantageous (to 
buyers) compared to other alter- 


natives considered by opEc’’ 


since the formula will provide some 
price predictability. The recent 
glut of oil and downward pressure 
on price should induce the hawkish 
faction of opEc to accept the 
formula. If that’s the case, Emerson 
expects an 11.5% increase in the 
marker crude price next year. That 
projection is based on expected 
movements in worldwide inflation 
and economic growth, plus 
changes in the value of the U.S. 
dollar. @ 
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eLook for repairs to buoy welding supplies 
eFlat-rolled steel shows some life 
eCompressor makers eye synfuel moves 


Paperboard tags 
start to drop 


THIS LOOKS LIKE a good time to 
negotiate new paperboard con- 
tracts with fixed-price provisions. 
Demand is sluggish and inventor- 
ies are rising, putting buyers in 
their best negotiating position in 
years. Operating rates for paper 
companies are dipping to about 
85%, compared to 92% in the 
second quarter of the year and 
95% in the first. Prices weaken 
when operating rates are below 
92%. Spot prices for linerboard 
have already softened. Export 
premiums of $30-40/ton have been 
eliminated. At the producer level, 
inventories were reported at about 
20% above last year’s levels. 
Buyers expect paperboard prices 
to rise about 8.7% in the next 12 
months. That’s down sharply from 
price hikes of the last 12 months. 


WELDING SUPPLIES 

Although sales by welding 
supply distributors have dropped 
about 7% since January, industry 
spokesmen expect demand to pick 
up. Even if the rest of the economy 
remains weak, welding supplies 


Hs HAUUStrial activity 


Weekly steel output 


(Thousand tons) 


1980 


American Iron and Steel Institute 
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should show strong sales because 
many plants use them for repairs 
and maintenance as well as for 
manufacturing operations. Thus, 
demand for welding materials is 
less recession-prone than that for 
other supplies. Leadtimes are 
sensitive to fluctuations in sales, 
so expect longer delivery times 
than the current 2%-3 weeks. 
Prices have crept up over the past 
two quarters by an average 4%, 
but gas and resistance welding 
equipment prices have risen faster 
than those of arc welding gear. 
Prices stabilized for a period in 
late summer, but the upward 
climb is resuming. 


STEEL 

The steel business shows signs 
of picking up a notch or two. 
Slight gains are seen in carbon 
flat-rolled shipments, which have 
been weak for a year. Inland Steel, 
for instance, reports that demand 
from appliance manufacturers is 
improving. ‘From St. Joseph, 
Mich.’s Whirlpool plant to the 
General Electric complex in Louis- 
ville, Ky., manufacturers are busy 
filling gaps in their inventory pipe- 
lines,’’ says an Inland spokesman. 
Confirming signs of a pickup come 


Kraft paper shipments 
( 


housand tons) 


Commerce Dept. 


eWarning: Western diesel crunch 
eAdhesives — latest Japanese beachhead 
¢Watch what’s happening in PVC 


from Robert Welch, president of 
the Steel Service Center Institute. 
He says: ‘“‘Metal service centers 
are still pulling inventories down, 
but at a slower rate than in recent 
weeks, and September shipments 
continued to show modest gains.”’ 
Welch says that service center in- 
ventories last month were down 
500,000 tons from the early part of 
the year. Some companies are 
beginning modest programs to 
rebuild stock levels. 


COMPRESSORS 

Leadtimes for compressors 
used in the process industries are 
starting to stretch out. Cooper In- 
dustries of Mt. Vernon, Ohio, re- 
ports that some lines are sold out 
through the first half of next year. 
Increased demand is coming from 
new oil and gas wells in the U.S., 
as well as from refiners who want 
more reciprocating process com- 
pressors for expansions and con- 
versions. Meanwhile, compressor 
makers are keeping an eye on 
potential demand from new syn- 
fuels plants. Manufacturers feel 
they have 2-3 years to make 
decisions on boosting capacity. 
New compressor plants could 
come on stream by 1985—in time 


Chlorine shipments 
(Average tons shipped daily each month) 


to meet demand for synfuels’ 
plants, they feel. 


SEMICONDUCTORS 

Leadtimes recently headed up 
a tick, possibly confirming in- 
dustry talk that a turnaround is at 
hand. Referring specifically to 
Mos products, E. Floyd Kvamme 
of National Semiconductor Corp. 
says the marketplace ‘‘correction”’ 
in leadtimes and prices “‘is behind 
us.”’ Another executive speaking 
at a recent West Coast conference 
said a pickup in the market may 
come from growth in demand for 


office automation products. It’s 


not likely that a sharp upturn is in 
the works. Reason: Consumer 
demand is still weak for products 
that use lots of electronic com- 
ponents. Those products include 
watches and toys. 


LUBRICANTS 

Watch for industry moves 
that will permit processing of lubes 
from lower quality crude oils. Sig- 
nificance: Lubes are historically 
made from selected crudes, which 
are depleting steadily and rapidly 
moving up in price. Big capital 
investments are necessary to per- 
mit production of high quality 
products from low-quality crudes. 
Case in point: Gulf Oil is investing 
$100 million in new lube facilities 
at Port Arthur, Texas, that will 
allow use of high-sulfur crudes. The 
company’s capacity to make lubes 
will be increased, and it will be less 
dependent on expensive crudes. 


DIESEL FUEL 

Prices on the West Coast could 
rise 5-7¢/gal and shortages could 
result from a California proposal to 
reduce the sulfur content from a 
maximum of .5% to .05%. Industry 
says it will fight the proposal in 
hearings to be held next month in 
Sacramento. Chevron USA, a major 
West Coast refiner, says there is 
‘‘no sound technical or scientific 
basis’’ for the proposed sulfur 
reduction. Effects would cover the 
whole West Coast because it isn’t 
economically practical to segregate 


fuel for California from fuel des- 
tined for other states. An imple- 
mentation date for the proposal 
hasn’t been established yet. 


ADHESIVES 

Japanese producers are build- 
ing U.S. plants with hopes of boost- 
ing industrial sales of instant 
glues. The Sumitomo Group and 
Three Bond Ltd. of Tokyo are both 
building plants in California. The 
Japanese market push may be 
coming at a good time. A new re- 
search report from Frost & Sullivan 
forecasts that adhesives’ sales will 
outpace those of mechanical fas- 
teners by a 2% annual rate over the 
next several years. 


RHENIUM 

Oil company purchasing man- 
agers are putting the brakes on 
soaring prices. Rhenium tags had 
risen as high as $2000/lb a few 
months ago, from a low of $345/lb 
in 1978. But Metals Week reports 
that rhenium couldn’t be moved at 
even $1000/lb recently. Ample 
gasoline stocks are giving the oil 
companies a little negotiating 
room. Rhenium is also used in 
metallic coatings, and instruments 
such as thermocouples, tempera- 
ture controls, and heating 
elements. 


PVC 

Sales of polyvinyl-chloride are 
off about 15% from last year’s 
levels, leading some companies to 
abandon the market. Heavy price 
discounting is digging deeply into 
profits. Latest bailout: Firestone 
Tire & Rubber Co. wants to peddle 
its plastics division to Occidental 
Petroleum Corp. It’s believed that 
two other companies may also be 
selling their Pvc operations: Air 
Products & Chemicals and Diamond 
Shamrock Corp. As an offshoot of 
the current industry shakeup, it’s 
possible that pvc capacity will be 
concentrated among fewer sources. 
It’s also possible that those re- 
maining companies will have the 
capital necessary to inject in new 
plants and equipment. 
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Screw machine parts 
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More leadtimes on page 149 
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GE Lucalox® lamps dished up two scoops of savings for 
Hendrie’s—lower lighting costs and reduced refrigeration costs. 


Dick Crowley, chief engineer at Hendrie’s, a frozen food and ice cream 
warehouse in Southborough, MA, figures his company will save $11,618.42 
a year in energy costs once all 17 rows of GE Lucalox high pressure sodium 
lamps have been installed in the 70,000 sq. ft. freezer space. 


Hendrie’s will replace eight 400 watt mercury lamps in each aisle with seven 
250 watt Lucalox lamps. It will still realize an increase in light level; yet it will 
save an estimated $5,662.93 a year on its lighting costs. 


That's not all. Lower wattage Lucalox lamps not only cut the energy 
expended on lighting, but cut proportional heat energy at the same time. 
Hendrie’s will save about 3414 BTUs for every kilowatt-hour saved with GE 
Lucalox lamps. That will reduce the energy needed to keep the freezer at 10° 
below zero when the freezer warehouse lights are on, six days a week, 24 
hours a day. 


“You could see the box temperature go up about 1° the first half hour the 
mercury lights were on. One degree doesn't sound like much, but it is when 
you're talking that much space and that much refrigeration,” Crowley said. 
“When all the Lucalox lamps are installed, | shouldn’t see the box temperature 
move as quickly.” He calculates Hendrie’s will save $5,995.49 a year on 
refrigeration costs at his current energy rate of 3.7 cents a kilowatt hour. 


GE sales rep Dick Grady helped point out the energy saving potential of 
Lucalox lamps. Grady showed him other installations to make sure Crowley 
would like what he saw as much as what he saved. So Grady wasn't 
surprised when Crowley exclaimed, “| bring people here and say, ‘Look at 
this.’ | love it. | really do.” 


Dick Crowley Dick Grady Dave Rice, Hendries Vice President 
and General Manager 


For more information on energy-saving lamps from GE write: General 
Electric Company, Nela Park, Dept. C-867, Cleveland, Ohio 44112. Or 
call toll-free at (800) 321-7170. In Ohio call (800) 362-2750. 


We bring good things to life. 


GENERAL @@ ELECTRIC 
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Capital equipment increases 
keep inflation pot boiling 


Higher energy 
tags are coming 


BUYERS ARE CALLING the signals in 
most markets, but energy and 
capital equipment prices continue 
to rise. 

Steam coal prices are up about 
4%, while decontrol is resulting in 
more high-priced natural gas com- 
ing into the market. Refined oil 
stocks remain high, but spot crude 
prices in Amsterdam markets 
jumped following the outbreak of 
the border war between Iran and 
Iraq. Stiffening energy prices 
throughout the winter are the 
prospect. 

Prices for metal-cutting and 
metal-forming machinery are back 
in the double-digit range after a 
one-month lull, according to a 
price survey by Georgia State Uni- 
versity. Preliminary data from the 
National Machine Tool Builders’ 
Association show that August 
orders for tools took a nosedive. 

Most likely, that was a reflec- 
tion of normal summer doldrums 
coupled with protracted industrial 
shutdowns in August. Backlogs 
remain high and, for the most part, 
customers are continuing capital 
expansion programs. Order levels 
remain high from the auto, aircraft 
and energy-related industries. 

Buyers’ alert: Prices for small 
trucks made in the U.S. will be go- 
ing up, partly in response to a 
25% duty on small trucks. 

Several markets, such as steel, 
plastics, and semiconductors, re- 
main soft. & 
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Summer doldrums keep lid igher prices recorded in 
on tags; some hikes coming caustic soda, sulfuric acid 


Source: Labor Dept. 


Purchasing’s price trends 
Price codes: L = List; D = Distributor; T = Transaction 


Latest Month 6months Year 
FERROUS (fob mill) rice 


Steel scrap (#1 heavy melt Pitt-Chicago avg, ton, T) 
Stainless (304 CR sheets, ton, T) 


NONFERROUS (fob mill) 


Tin (U.S. composite price, |b, T) ; ‘ 
Nickel (cathode, Ib, T) 3.475 3.475 3.475 3.05 


WOOD (fob mill) 
Plywood (¥2” W. sheathing, 4-5 ply, 1000 sq ft, T) 210 224 180 218 
Lumber (2x4 hem/fir, std & btr, 1000 bd ft, T) 185 215 155 270 
BOARD/PULP (delivered) 
Linerboard (fourdrinier kraft, ton, L) 270/300 270/300 250 


Boxboard (white-lined recycled sheets, ton, L) 350 330 330 330 


Pulp (bleached softwood sulfate, ton, L) 519.50 519.50 387 


Electricity (industrial demand in West, kwh, T) 
CHEMICALS (prices: T) 


Sulfuric acid (100%, frt eq, trk id, fob Chicago, ton) 


Caustic soda, Iqd (N, dphm grd, frt eq, 
bulk, 50% basis, 76% NA:0O, ton) 220 200 140 140 


PLASTICS/RUBBER 


Polypropylene (general purpose, Ib, T) 
Polystyrene (general purpose, Ib, T) 
Conveyor belting (16” 3-ply rough-top, ft. D) 


MECHANICAL COMPONENTS (prices: each) 
FHP motor (2 hp. std NEMA, single phase, L) ; 64.34 60.70 
Radial ball bearing (db! shid, 25mm bore, 52mm OD, D) ; 4.27 3.81 
Valve (1” bronze gate, L) . 21.10 20.10 


Machine screw (6D x %L, zinc-pitd carbon 
steel, 1000 pcs, L) 


Connectors (coaxial, UG1094, net each, 
lots of 1000, L) 


MOS (16K ROM, net each, lots of 250-499, D) 
Relays (small plug-in, net each, lots of 50,000, L) 


Let General Electric's computer analysis show you how 


high-efficiency motors can increase your profits. 


For a true picture of the costus payback sav- 
ings provided by GE Energy $aver motors, ask for a 
computerized motor efficiency analysis. Chances 
are, the results will give you a clear picture of the 
positive effect the right motors can have on your 
profits. 


You'll get a detailed report customized to your 
location and your operating requirements and 
procedures. In short, a comprehensive analysis 
covering the key variables that impact on motor 
efficiency and profitability. 


Result: you'll be able to accurately evaluate the 
economic advantages of GE Energy $aver motors in 
a number of ways. In terms of annual savings, pay- 
back period and ROI. Plus life-cycle costs, after-tax 
savings and internal rate of return. You’ll see how 
quickly our motors can contribute to your 
company’s profitability. 


GENERAL @® ELECTRIC 


i 


Let us prove it to you. Send in the coupon 
today for a free copy of our booklet, “How To 
Quickly And Accurately Analyze The Cost vs Pay- 
back Advantages Of High-Efficiency Motors.” 


P-10/23/8 
Show me how your computer analysis 


ENERGY can help me save energy and money. 
SAVER, Send me a copy of your Energy $aver motor booklet, “How To 
Quickly And Accurately Analyze The Cost vs Payback Advantages 
| MOTORS Of High-Efficiency Motors.” 


NAME 

TITLE/COMPANY 

ADDRESS 

CITY STATE ZIP 


TYPE OF MANUFACTURING 


APPROX. ANNUAL POWER COST 


Send to: General Electric Company, Section 295-03, Schenectady, 
Nex: York 12345 


Profit conscious buyers 
know total machine cost 


Total Cost Evaluation is the profitable way to examine machine costs. Buyers 
purchasing based only on initial price overlook very important costs that 
affect potential profit. 

That’s because true machine cost goes far beyond initial price. You must add 
operating and maintenance costs to your repair and downtime costs. Then subtract 
depreciation and resale value to get Total Cost. 

And, Total Cost Evaluation demands a search for machines having 
high resale values and low operating, maintenance, repair 
and downtime costs. Lower costs mean higher profits. 


Total Cost Evaluation is the objective way to select new 
machines. Your Caterpillar Dealer stands ready to 

help set up Total Cost record systems. Such 
professional assistance is only one of many 
CAT PLUS services available from 
Caterpillar Dealers. 
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Caterpillar, Cat and @ are Trademarks of Caterpillar Tractor Co. 
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Inside Purchasing 


Don't be suckered by 
the organizational chart 


For years the stock description of the purchasing function revolved 
around “getting the right goods, at the right time, at the right price... .” 

The problem with that description is that it tells little about deter- 
mining right goods, right time, price, etc. In short, it’s hard to tell from 
the description whether purchasing is a management function or an 
errand-running one. In many cases the truth about the function is 
obscured by static about its place in the organizational charts. 

In this issue, Leonard Cook, vp-materials management at Eaton 
Corp., takes a very hard look at the buyer’s role in materials manage- 
ment (Viewpoint, p.49). He says bluntly that too much time is spent 
worrying about where purchasing should report and too little time 
spent on fitting purchasing into the entire markets picture. Buyers who 
want to be important managers in the ’80s, he says, need to broaden 
their comprehension of such areas as production and inventory control. 

We at PurcuasincG buy Cook’s train of reasoning. Smart buyers, 
purchasing professionals with a future, need to widen the scope of their 
business understanding because the buying job itself is getting more 
complex. That’s what’s behind our recent effort to widen the scope of 
our coverage. 

Take, for example, the story on supply-side economics (p.66) by 
Economics Editor Rebecca Lipman. In it, Lipman explains what 
purchasing can bring to this analysis of in-house expansion plans as 
well as to the analysis of supplier capacity planning. 

On page 59, Contributing Editor Norman Kobert shows how to 
improve your knowledge of inventory costs to improve your purchasing. 

And on page 73, Senior Editor Tom Dillon opens up another area 
where purchasing involvement is still relatively slight—investment 
recovery. In the future, though, this could be a major concern for many 
purchasing departments. 

Of course we’re not suggesting that you spend all your time on the 
frontiers of purchasing. In fact, we especially recommend that you 
check out these stories for immediate (right now) useful ideas: 

eOn page 14 is the latest rundown on the inflation forecast. 

eOn page 86, News Chief Doug Smock examines the “‘dizzying”’ 
explosion taking place in the area of energy-saving electric motors and 
controllers and what smart buyers should be watching. 

eIn Negotiation Outlook (p.55), Dr. Chester Karras tackles such 
tactics as nibbling, cost negotiation, and using the ‘‘ego’’ factor. 

eOn page 38 is an explanation of Uniroyal’s new vendor evaluation 
system and how it achieved a one-year payoff of $2 million. 

eAnd on page 39 is an explanation of how many suppliers are 
raising the ante on terms of payment. 

It takes a lot these days to be a good purchasing pro. That’s why we 
urge you to read this issue—thoroughly. 


3 \ bee M “— 


MIIMNCUACIICO AOCTOBREDA 2 100on 414 


INFLATION FORECAST 


Hotter inflation looms 


just around the comer 


Purchasing managers believe 
the industrial inflation rate will 
cool down to 7% by the end of this 
year, and then start heading up 
again toward double-digit levels. 

Energy and chemicals prices 
are expected to contribute most to 
inflation’s upward path. Paper and 
packaging are expected to have a 
moderating influence. 

Prices will be pushed by two 
factors next year: a stronger 
economy and more stimulative 
government fiscal policies. 

Buyers feel a sharp recovery is 
imminent. They feel the recession 
will be history shortly, with opera- 
ting rates approaching 90% by mid 
1981. ‘‘A lot of costs are not being 
passed on now,”’ says a California 
p.M. ‘‘But when the recovery starts 


they are going to be recouped 
quickly and new ones passed 
through non-stop.”’ 

Buyers foresee many signs of 
more cluttered fiscal policies and 
therefore a hotter price environment. 

eUndisciplined spending. 
With many built-in cost of living 
adjustments and few limited life- 
times for programs, budget cuts 
aren’t possible. ‘‘Federal spending 
is like a snowball that’s rolling— 
automatically building up,’’ says 
Larry Slocum, a P.M. for a machinery 
maker. He adds, ‘“The government’s 
dollarscompete withindustry’s and 
consumers’ for available goods, 
artificially driving up prices.”’ 

eAutomatic stabilizers. 
“The federal budget and deficit 


will, as in the past, reflect the 


Industrial inflation outlook 


Influences: Government is the culprit 


(% responding that the factor will have biggest 
influence on prices) 
10 
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Fiscal policies 


Federal Reserve 
policies 


The business 
cycle 


OPEC 


Dollar’s value on 
world currency markets 


Other 
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(% change, annual rates) 


Impact: 
Moving back 
toward double digits 


Source: PURCHASING survey 
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business cycle,’’ says J. E. 
Duncan, a P.M. for a chemical com- 
pany. The recession—by causing a 
loss in revenues but increases in 
expenditures—will bloat the bud- 
get. While that helps to bring on a 
recovery it will also add to infla- 
tionary pressures. 

¢Politics. ‘‘This is an election 
year. Policymakers will be prompt- 


Tried-and-true 
inflation fighters 


What strategies should a pur- 
chasing manager have ready to 
combat uprising inflation? Pur- 
CHASING posed that question to the 
Survey group. Here are methods that 
were rated most effective, most 
often. 

eMarket leverage. Since com- 
petition to fill orders is expected to 
be somewhat active for a few more 
months, buyers will continue to 
scour markets for price quotes and 
alternate suppliers. 

Slack is also a negotiation 
point with current suppliers to 
convince them to write price 
concessions offered recently into 
longer run contracts. One way to get 
bargaining power is to consolidate a 
purchase at corporate level or at one 
location. 

eLonger term agreements. 
Buyers are finding they can trade 
promises of orders for stable prices. 
One Midwest Pm. has gotten firm 
prices with “agreements lasting a 
year or more that have flexible 
delivery schedules, but guarantee 
suppliers a set percentage of 
available purchases.” 

eDocumentation. A price hike 
announcement is getting by less 
often without documentation. Sup- 
pliers are asked to present evidence 
(often in written form) on what cost 
factor is going up, by exactly how 
much, and how important it is to the 
total cost. 

eProductivity. Buyers are 
working to get the most out of the 
ever-costly materials with value 
analysis, reclamation, and 
recycling. 


ing the economy out of the reces- 
sion to win votes,’ says a New 
York buyer. 

eMonetary policy. The Fed- 


eral Reserve, by stepping up money . 


growth, is expected to help finance 
government spending. ‘‘Monetary 
policy creates demand, but it 
doesn’t help increase the produc- 
tivity to satisfy it,’’ points out a 
purchasing director for a pulp and 
paper company. 

e Ineffective tax cuts. Policy- 
makers are working on tax cuts to 
stimulate investment and supply. 
But buyers are wary. ‘“‘Tax cut! 
What tax cut? It will probably be 
enough to just offset the tax in- 
creases coming through, such as 
for Social Security,’’ says an Ohio 
purchasing agent. 

The industrial inflation rate is 
different from the widely publicized 
government inflation rates. Indus- 
trial inflation consists of both raw 
and fabricated materials, and re- 
flects transaction prices (which 
many government indexes don’t). 
Right now, industrial inflation 
rates are below the government 
rates because of discounting for 
industrial commodities. ie 


POLICIES 
Pinpoint buyer 
duties and limits 


If you work for a company 
with at least 100 employees, 
there’s close to an 80% probability 
that you and your staff are covered 
by written job descriptions. It’s 
also common for dollar limits to be 
assigned to individual buyers’ 
signatures on purchase orders and 
contracts. That’s according to a 
PURCHASING survey. 

The job descriptions, purchas- 
ing managers say, are often part of 
a company-wide program covering 
all salaried employees. Sometimes 
the dollar-limits for signature 
approval are incorporated into the 
job descriptions. This means that a 
buyer’s orders exceeding a certain 
dollar figure must be reviewed by 
someone like a senior buyer before 
being mailed out—and so on up 
through purchasing hierarchy. 

When dollars limits are 
established on a formal basis, the 


Business Report 


Current data and trends from Purchasing’s Leadtime Survey 


SUMMARY: Inventories are moving into balance, a sign that the 
worst of the recession is Over.PURCHASING’S new economic data show 
that all-out inventory-cutting is on the wane. The percentage of P.ms 
reducing stock levels remains high, but well below July and August 
levels. Widespread inventory liquidation over the summer was a major 
factor in the weakness of the economy. Operating rates are low (77.3%) 
this month, but P.M.S. look for a pickup through the end of the year. 


LEADTIMES: Overall, leads remain quite low compared to last 
year. Of the 125 items checked every month, 89 are shorter than last year; 
9 are longer. But on a month-to-month basis, there is some lengthening. 
Thirty-eight are longer; 25, shorter. Most of the upward blips are slight, 
and reflect specific market situations. Example: It takes a little longer 
(and costs more) to get benzene and toluene because of increasing 
demand for premium unleaded gasoline. Also on the up side: printed 
circuits, soda ash, rubber hose, and repair parts. One surprise: Harvest- 
related items, such as cans and wire, which are usually tight this time of 
the year are readily available due to the severity of the drought. 


PRICES: Metals and plastic producers are moving to shore up shell- 
shocked price structures even though markets remain soft. Their target: 
the so-called temporary competitive allowances, euphemisms for formal 
discounts. Forecast: Too much, too soon. Survey respondents say most 
big markets are overwhelmingly mushy. One buyer says he’s paying July 
1979 prices for hot-rolled steel. Another says a distributor is offering 
steel discounts under mill discounts. Almost 1 in 10 survey respondents 
say prices for products they buy have dropped in the past month. On the 
down side are permanent magnets, styrene, paper, lumber, copper-based 
materials, and painted aluminum coil. On the up side: caustic soda, 
calcium carbonate and hydraulic cylinders. 


INVENTORIES: The percentage of purchasing managers slashing in- 
ventories this month is 48%. That's still high, but down from last month's 
56% and the previous month's 60%. Thirteen percent of the respondents 
are boosting stocks, up from 9% last month. These are solid signals that 
inventories are getting into alignment with sales. The tide could start 
shifting to inventory-building in 2-3 months, creating new demand that 
would be a powerful stimulus in the economy. 


QUALITY: Percentage of goods meeting quality specs this month is 
91.1%, down very slightly from the previous two months. Quality is in 
pretty good shape right now. There were some spot problems early in the 
recession when craftsmenship was affected by large employee layoffs. 


DELIVERY PERFORMANCE: On-time shipment rates dropped 
from 86.3% last month to 83.6% this month. Freight service declined 
because of recession-related schedule reductions. io 


accounting department usually 
has a list of who is authorized to 
sign for how much. A P.M. 
reviewing and approving a 
subordinate’s p.o. can then sign ac- 
counts payable’s copy of the order. 

Managerial review is less 
formal in some companies. “I want 
my buyers to retain their authority 
and make their own decisions,” 
says William Parks, p.m. for the 
Ertl Co., a subsidiary of Kidde, 


Inc. in Dyersville, Iowa. Nonethe- 
less, he’s established dollar levels 
above which buyers come in to 
discuss their purchases with him. 

Parks neither signs nor 
initials the buyers’ orders. But the 
discussion sessions give him a 
chance to review buyer-level 
decisions and make suggestions. 
He refers to the system as a 
“courtesy” between him and his 
staff. a 
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The Hare 


Geared to heavy domestic shipments 
with speed, efficiency, economy. 


Air Express is the world’s oldest, most experienced air freight forwarder. We got here 
first, 45 years ago, when most air freight firms were pipe dreams. We're geared for the big, 
heavy backdoor business, up to 4,500 pounds. We ship fan blades for Mack Trucks, com- 

puterized cash registers for National Semiconductor and tractor gears for Caterpillar, 
overnight. And we can zip your 
shipments to you fast and eco- 
nomically, whether you re in com- 
puter parts or dozer blades. 


Our |54 domestic offices and agents serve every 
major U.S. airport. And our Operations Center in 
Connecticut keeps a finger, hour by hour, on your 
shipments. Even the smallest communities get 
personalized service. 
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and liability. 


One phone call. One invoice. Door-to-door delivery, with 
one carrier taking all the burden. That's why we cut the 
paperwork to deliver shipments for Fortune 500 firms like 
John Deere, Univac, Boeing and IBM, among others. 

The buck stops here. 
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We operate our own 
domestic cargo fleet, a 
so your heavy ship- 

ments move as fast as 


_ Al Express 
those small packages. 


! ) . y | 
We connect most . eo : 
major cities with 28 ». | 


scheduled nightly 
flights. You get 


e@ 
guaranteed The consignee’s dream. 
expedited ser- 
vice even when Come true. 
major airlines Let your suppliers decide how to ship, and you could take de- 
make cutbacks. 


livery of trouble. Missed connections. Missing shipments. Blown 

deadlines. Next time, try The Hare Express. Tell suppliers to 

ship via AEl. Or call us direct. We'll take it from there 

and deliver the goods. On time. Intact. And at 
low cost — with our special economy rates and 

other money-saving miscellanea. 

+y The coupon below brings flight sched- 

2 ules and more information. Or call 

; 800-243-2910. 

Hop to it. The Hare Express Is waiting. 


And lower rates 
to boot! 


wt 
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+’ Air Express International Corporation 
*.” Marketing Department (PM) 


151 Harvard Avenue, Stamford, Connecticut 06902 
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Please send me more information on 
The Hare Express. Quick. 
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Air Express 2 = 


International 
The Short Hop, Long Haul Heavyweights. 


Air Express International Corporation, Stamford, CT 06902 © 800-243-2910 
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y Cronin, grinding, 
milling and pumping can 
whip a belt to death. 


Unless it’s a Gates PowerBand. 


Heavy, pulsating shock 
loads and lateral vibrations 
can tear an ordinary single 
belt to shreds. And that’s just 
the kind of punishment belts 
suffer on crushers, grinders 
and pumps. 

The solution? 

Use several belts — joined 
together witha high strength 
tie-band. 

Gates PowerBand. 

It won't turn over in the 
sheaves and wear out 
prematurely like single belts. 
No matter what kind of shock 
loads you throw at it. 

There's no costly drive 
changeover with Gates 


PowerBand,either. We offera 
wide range of sizes to fit 
virtually any existing 
multiple belt drive. 


So you can whip problem 
drives. Once and ae all. 

For more information on 
Gates PowerBand and our 
complete line of heavy duty 
industrial belts, contact your 
Gates Field Engineer or 
Gates Distributor. 

The Gates Rubber 
Company, P.O. Box 5887, 
Denver, Colorado 80217. 


RubberEngineering at Work. 
a4 
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TIN 
Stalled talks won't 
disrupt markets 


WASHINGTON — Even though 
talks on the sixth international tin 
agreement are stalled while the 
United States and Malaysia argue 
over the export controls issue, 
buyers shouldn’t expect any major 
disruption in tin supplies or 
sudden price hikes in the next few 
quarters. 

The reason: Demand for tin in: 
U.S. markets is static, held level 
only by the electronics industry. 
Even the need for strategic tin is 
less than it was, hence the General 
Services Administration’s at- 
tempted sale of most of the U.S. 
stockpile. Besides, a 10,000-ton tin 
surplus exists worldwide. 

These market factors are 
being eyed carefully by the 
tin-producing nations, led by 
Malaysia. With the bulk of the Gsa 
stockpile added to the market, tin 
producers are interested in 
keeping export controls as part of 
the next tin agreement. The 
current five-year pact expires in 
June 1981. 

Under the agreement, a buffer 
stock manager either buys or sells 
tin, depending on whether world 
prices approach agreed-to floor or 
ceiling levels. If the full purchase 
power of the buffer is not enough to 
buoy falling prices above the floor, 


Leading producers: 
Annual tin output 
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Source: Malaysian Tin Bureau 


the agreement permits producers 
to limit tin exports, to further 
tighten the market. 

The U.S. wants the export 
controls option ended, and it wants 
to increase the size of the buffer 
stock to 70,000 tons. Currently, 
producers are required to contrib- 
ute 20,000 tons to the buffer, and 
consumers have the option to 
contribute another 20,000. 

Compromise sought. Talks 
in Geneva in May were adjourned 


ORGANIZATION 


when producers and consumers 
couldn’t agree on those issues. But 
shortly after Labor Day, a 
Malaysian government official 
was in Washington, trying to 
assure State and Commerce 
Department officials that some 
compromise could be worked out 
before the end of the year. 
Meanwhile, both sides are sup- 
posed to reexamine their positions 
with the goal of reopening 
negotiations in November. i 


Most PM.s report to vice presidents 


The mainline thrust of purchas- 
ing’s job is reflected in its reporting 
relationships. As the chart indicates, 
a hefty 28% of P.M.s report either to 
the head of their firm or to a senior 
vp type. Other vp’s, including those 
responsible for operations and 
materials, directly supervise 26%. 

Staff vp’s such as finance and 
engineering supervise a bare 
6%—5% and 1%, respectively. Plant 
managers and manufacturing execs 
are well represented with 19% of 
surveyed P.M.s reporting to them. 


The PURCHASING survey from 
which the data was taken did not 
differentiate between types of 
business or product line. Some 
respondents, particularly those 
reporting at the plant level, noted 
that they also have a secondary 
(staff) reporting relationship to a 
corporate purchasing director or 
vice president. These adjunct 
relationships are not included in the 
total of 300-plus responses—none 
of which are from firms with fewer 
than 100 employees. 


Where purchasing reports 


(Executive level) 


Source: PURCHASING survey 
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THIS TOLL-FREE NUMBER 
GETS YOU THE FASTEST RESPONSE 
IN INDUSTRIAL BATTERIES. 


When you needa battery, fast, without order red tape and delivery 
doubletalk, this number gets it for you. 

When you need service, fast and efficient, without excuses, delays 
and haggling, this number gets it for you. 

When you need advice on specs, expansions or changeovers from 
experienced, knowledgeable people who stay with you until the job 1s 

done, this number gets it for you. 

At Douglas, we’ve made batteries, and only batteries, since 1921. 

And we want to be the single source for all your industrial battery needs. 


That’s why we custom-build your battery from scratch, not from 


inventory. Io make sure it performs to your exact specifications. 


It’s also why we make a point of beating our competitors’ delivery 
time, often by a matter of weeks. 


And it’s why we put this toll-free number on every industrial battery 
we make. It means you're not only buying a good, reliable battery, you’re 
also buying a responsive, and responsible, attitude about customer 


satisfaction. Discover 

To see how we respond to your needs, Douglas Battery 
give us a Call. 1-800-334-5264. It costs you , 
nothing. Not even the call. 500 Battery Drive, Winston-Salem, N.C. 27107 
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Steel ...“As you like it” 


Here at Morris, Wheeler you get steel plate exactly as you want it. 
In almost any way, shape or form. Depend on it. 


You can have it plain. Our plate 
inventory of 4,500 tons consists of 
carbon, high strength, and alloy steel 
with fifteen grades and qualities in 
thicknesses from 3/16” all the way up 
to 16”, and widths to 120”. Modern 
handling, control and shipping facilities 
assure close scheduling and delivery 
of your orders. On time. 

You can have it cut-to-order. Flame 
cutting is a fine art here. So is 
shearing the way we practice it. Our 
experts have up to forty years’ 
experience in burning steel plate and 
some customers will permit their 
material to be cut by no one else. 
Consistent quality is another hallmark, 
regardless of size or shape of items 
cut. Order a piece today ... be 
assured we can duplicate 


it at any later date. Exactly. 

You can have it fabricated. We can 
roll plate into cylinders, cones, half 
cones. We have press brakes to form 
bed plates for machinery, turbine 
housings, tanks, frames—any 
configuration for weldments. We 
operate our own furnaces for stress 
relieving. Mechanical scarfing, special 
edge preparation, grinding, sand 
blasting, oxygen-lancing, deburring and 
a wide range of testing. We do it all. 

Put our plate inventory, equipment 
and experience to work for you ‘‘as 
you like it’’. Call Bert Graham, Product 
Manager for Plates at: (215) 225-6060. 


Toll Free Numbers 
Eastern PA (800) 822-3755 
NJ, DE, MD, & NY (800) 523-3455 


Morris, Wheeler & Co., Inc. 
Fox St. and Roberts Ave. 
Philadelphia, PA 19129 
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MINORITY VENDORS 


Minority business can 
boost corporate profits 


By taking the initiative in 
minority vendor development, A. 
L. Gonzalez, manager of minority 
business development for Interna- 
tional Paper’s purchasing depart- 
ment, has both outdistanced 
federal minority purchasing goals 
and created profit opportunities for 
his company. 

How did he do it? By realizing 
that purchasing alone was not 
enough to help minority-owned 
firms get a leg up. The IP program 
of minority business support has 
three basic tenets: 

@Encourage purchases from 
minority vendors by setting 
company-wide goals and tying 
those goals to performance evalua- 
tion, so managers understand that 
the program is serious. 

eOffer technical and financial 
assistance to minority vendors to 
help them be more competitive. 

@Broaden the base of minority 
customers—offer support as a 
supplier, not just as a buyer. 


A fourth concept, that of 
actually setting up minority firms 
to sell to or buy from, is under 
consideration by IP management. 

Not just purchasing. “The 
program cannot be just a 
purchasing program,” says 
Gonzalez. “Now, this may get into 
internal politics, because once 
such a program goes beyond 
purchasing, where does it really 
belong? We’ve solved that one by 
establishing an advisory council 
which includes people from 
purchasing, marketing, finance, 
etc. No one has to feel left out, and 
everybody has a chance to 
participate.” 

As a result of Gcnndion S 
efforts, IP exceeded its 1979 
minority purchasing goal of $2 
million by $1.8 million. This year, 
he feels confident that IP will meet 
its new goal of $5 million—and 
take in $2 million in new business 
generated by minority firms. 

“When you look at the paper 


A successful minority vendor support 
program must go beyond 
purchasing, says A. L. Gonzalez. 


and packaging industry, you see 
that there is a dearth of 
minority-owned businesses,” says 
Gonzalez. “During our preliminary 
studies, we realized that IP’s 
business was capital-intensive, as 
were many of our suppliers’. We. 
buy raw materials in bulk 
quantities, which means we 
usually deal directly with a 
producer. And, most of our 
manufacturing operations are 
outside urban areas where minori- 
ty vendors are most commonly 
found.” 

With two strikes against 
it—scale and location—IP had to 
think hard about its options. The 
first solution was provided when a 
minority vendor came to IP for 
help. 

“A pallet maker in Alabama, 
Lowndes Wood Products, came to 
us to bid on some business,” says 
Gonzalez. “His problem was that 
he wasn’t price competitive. And 
he really had to be out of the 
ballpark, because we're willing to 
be flexible . . . without sacrificing 
value to the company.” 

IP sent a representative to 
Lowndes to see what was wrong 
and give technical assistance. As a 
result, Lowndes became compet- 
itive and eventually bid success- 
fully for IP’s business. 

“This is the essence of what we 
try to do from the purchasing end: 
give technical assistance to help a 
potential vendor become competi- 
tive,” says Gonzalez. “We were 
prepared to extend financial 
assistance as well, but didn’t do so 
in this case.” 
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Economize on 
complex parts 


with 


high-strength 
upset forgings. 


As one of the nation’s largest indepen- 
dent producers of upset forgings, 
Commercial has the freedom to spe- 
cialize in parts of unusual complexity 
and size. 

Some of the advantages of the upset 
forging process are a minimum of 
waste material in the form of flash and 
closely controlled tolerances to mini- 
mize machining. Mostimportantly, up- 
setting improves the part’s mechanical 
properties by reorienting the grain 
structure to provide greatest strength 
where it is most needed .Forged parts, 
therefore, have a high strength-to- 
weight ratio, often permitting vital 
weight reduction. Converting to one- 
piece forgings eliminates the need for 
multiple part assembly operations. 

All these advantages can be realized 
on parts made by Commercial. With 
our battery of 2” to 8” upsetting ma- 
chines, we can flange up to 11-1/2” dia- 
meter and pierce through up to 18”. 


From casting to forging 


Shock loads caused problems when 
this ball joint housing was made asa 
casting. It’s now upset forged to in- 
crease strength, and to eliminate 
porosity and other casting flaws. 


Shape and overall size are the same, 
but weight was cut 15 pounds. The 80- 
lb. housing is flanged on one end, 
spherical on the other, and it’s pierced 
full length during the forging process. 


One piece replaces assembly 
When you think of upset forging don't 
limit your imagination to just round 
bars. There are many real advantages 
in upsetting steel plate which can 
reduce your finished part costs and 
give you a better part. Give us a 
chance to show you what we can do. 
This upset forging 
is madein one piece 
from 5/8” x 6” steel 
plate. It's a tractor 
side frame delivered 
with smooth, straight 
surfaces, ready to 
finish. It replaces a 
three-piece weld- 
ment and eliminates 
welding, grinding, 
and straightening 
. operations. Durabil- 
ity is improved by reorienting grain 
structure in known stress points. 


Where strength is vital 


There are few tougher product appli- 
cations than a rock drill bit. This 17” 
part is forged for strength from 4.5” bar 
stock. Upsetting forms the intricate 
shape which holds the carbide button 
bits, holding finish machining to a 
minimum. 


(is) GOMMERCGIAL SHEARING, IVE. 
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Stronger part...easier to make 


The forged flywheel spindle, shown 
above, was originally a weldment, but 
more strength was needed. The 
spindle transfers power through an 
eccentric boss to the mower bars ona 
self-propelled windrower. The one- 
piece upset forging replaces two 
castings, provides required strength, 


and eliminates turning, sawing, and 
welding operations. 

Full length 

piercinc 

eliminates 

drilling 


This 39-Ib. axle 
spindle for heavy-duty 
construction vehicles 
is upset forged in 

one piece. We pierce- 
extrude the 1-1/2” internal 

bore its entire length. Only finish 
drilling is required and the part is 
ready for use with a minimum of 
machining. The unusual combination 
of a rectangular end, circular flange, 
and through-piercing demonstrate 
Commercial’s forging capabilities to 
the fullest. 


Send us a print 


Send us a print of your part for a quo- 
tation. For more ideas, write for our 
Upset Forging cat- - 
alog. Commercial | 
Shearing, Inc., — | 
Box 239, Youngs- 
town, OH 44501. 
(216) 746-8011 


Developing customers. A 
second solution came via the 
relationship IP had with Mish- 
Mah-Cu, a minority-owned corru- 
gated sheet plant in Flint, Mich. 

With guidance from Donald 
Malloy, IP’s Midwest Container 
Division general manager, Mish- 
Mah-Cu was able to bid successful- 
ly for business from General 
Motors. IP gave the box plant 
supply guarantees, extended credit 
terms, and technical and market- 
ing assistance. 

As a result, IP has Mish-Mah- 
Cu as a new customer for its sheet 
products and has picked up a side 
benefit of additional business of its 
own with GM. General Motors, in 
turn, has a viable new minority 
vendor. 

“There are residual benefits 
for everyone concerned,” says 
Gonzalez. “And for the first time, it 
looks as though there may be a 
substantial profit for us down the 
road, as suppliers to a successful 
sheet plant.” 

A similar arrangement has 
since been worked out with 
Lawndale Packaging, a minority- 
owned sheet plant in Chicago, The 
Sheet Plant in Los Angeles, and 
Rollins Container in Rochester, 
N.Y. and Minneapolis. 

MESBIC financing. The 
Lawndale story is similar to that of 
Mish-Mah-Cu, with one variation 
that intrigues Gonzalez and 
Malloy: Lawndale was started by a 
Minority Enterprise Small Busi- 
ness Investment Corporation, 
better known as a MESBIC. 

A MESBIC can be started by an 
individual or consortium with 
half-a-million dollars to invest in a 
minority-owned business. Through 
stock and debenture transactions, 
the Small Business Administra- 
tion will in effect lend four times 
that amount to the MESBIC, at a 
favorable rate. 

Lawndale began life with 
funds supplied by a MESBIC set up 
by Standard Oil of Indiana. Now, 
IP is considering a similar move. 

“The strong feature of the 
program is that it allows large 
corporations and/or individuals to 
fulfill their social responsibilities 
within practical business guide- 


have unlimited leverage potential, 
are certainly unique. In addition, 
the usual bureaucratic paperwork 
and reporting procedures are 
virtually eliminated.” 

Whether or not IP sets up a 
MESBIC, the company has shown 


AIR FREIGHT 


that meeting social goals and 
financial goals are not mutually 
exclusive. And, management 
doesn’t have to live in fear of new 
federal mandates; the company is 
already exceeding compliance 
standards. 


Passenger decline leads 
to curtailed service 


Sharp cutbacks in passenger 
airline schedules are placing an 
extra burden on purchasing 
managers who depend upon air 
cargo transportation for critical 
shipments. 

Most of the nation’s air cargo 
moves in the bellies of passenger 
aircraft. These cutbacks mean 
buyers should recheck the availa- 
bility of air cargo service from 
major supply centers and not 
assume that because service was 
available last month, it will be 
available this month. 

The fall is a slow season for air 
passenger traffic, and airlines 
traditionally trim schedules 
during the fall months. This year 
the cut is deeper. An Air Transport 
Association spokesman estimates 
flight departures in September 
totaled 11,600 compared _ to 
14,800 in September last year. 

The airline industry is 


plagued by high fuel costs, a slow 
economy, and a fall-off in 
passenger travel, down about 2% 
for the first seven months of the 
year when compared with the 
same period last year. Air cargo is 
off about 5%. 

This past summer saw a sharp 
drop in passenger business. In 
July, for example, passenger 
traffic was down 7.4% from a year 
ago, the largest drop in five years. 
The fall-off was attributed to sharp 
increases in fares—up 30% since 
one year ago—and higher costs for 
hotel and other accommodations. 
They combined to keep many 
potential air travelers on the 
ground. 

The airlines are on economy 
binge, and the schedule cutbacks 
are part of it. Fewer flights will 
mean more crowded airplanes and 
lower costs. The industry has 
also had major personnel cutbacks 
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lines and, at the same time, make 
a profit,’ says Malloy. “The 
financial opportunities, which 
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Flying Tiger Lines, an all-cargo airline, is expected to benefit 
from scheduled airlines’ service cutbacks. 
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Let new ideas 
work on your 


distribution mix. 


e@p The activities that can be considered parts of the “physical distribution” 
function are not only diverse but sometimes conflicting. They are costly, eating up 
some 20 to 40 percent of the sales dollar. And their performance has immediate 
impact on profits and long-term on market penetration. 


It’s now evident that effective management of these activities requires a 


systems approach, with comprehensive cost tradeoff analysis to determine the 
departmental practices that best answer corporate goals. 

Crucial to this approach is advanced information management capability, 
which clearly entails sophisticated voice and data communications to integrate these 
activities into an interactive total system. 

Bell System studies of distribution management across a broad range of 
industries have produced a unique body of pertinent knowledge. Elements include: 
Means of identifying like and different requirements among industries and between 
companies. Recommendations for optimum relationships among, for example, order 
processing, inventory management, warehousing and transportation. And finally, of 
course, the Bell System’s unparalleled competence in the design, development and 
maintenance of information management networks, involving voice, data, video and 
facsimile in any combination. 

@ A call to your Bell Account Executive can put this knowledge of physical 
distribution to work for your company. @ 


The knowledge business 
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The added 
Lubriplat 


Our customers Specify 
Lubriplate Lubricants 
for protection beyond 
the call of duty, 


Lubriplate Lubricants are extraordinary; 
blended with special ingredients to give longer 
lasting, superior protection. Th 


modern, high speed, high Performance machinery, 


during the year, with an estimated 
10,000 jobs to be cut by year-end. 
Not only will schedule cut- 
backs affect the airlines’ ability to 
offer air cargo service, but they 
will also crimp the ability of air 
freight forwarders, who move the 
bulk of their traffic via scheduled 


WASHINGTON 


airlines, to provide service. 

Both the all-cargo airlines, air 
freight forwarders who operate 
their own aircraft, and commuter 
airlines, now playing a more 
important air cargo role, will 
benefit by any reduction in 
scheduled airline service. 


Tax benefits may shift 


equipment buys timing 


Ten-five-three. Two-four- 
seven-ten. Those aren't random 
numbers or quarterback signals. 

They are shorthand for 
billions of dollars of investment 
incentives being readied for 1981 
by both Democrats and Republi- 
cans. Both parties want to give 
business and the economy a shot in 
the arm via changes in investment 
tax credits (ITc) and accelerated 
depreciation (AD) rules. 

Support for a_ post-election 
tax-cut bill weighted in favor of 
business is higher than at any time 
during the past 20 years. If a 
general tax-cut bill passes late this 
year or in the next Congress, 
investment incentives are almost 
certain to be included. 

Timing is critical. For 
puchasing, the key factors of 


Republican) - 


Accelerated depreciation 
Refundabie inv. tax credit 
Depressed areas inv. tax credit 
Total 


Senate Finance Committee 


Accelerated depreciation 
Used equip, inv. tax credit 
Total 


30 of year 
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($ billion) 


Carter Economic Renewal Program 


* Except Ho ehend Finance bill 1962-4 figures, which are for flacal year ending September 


Source: Treasury Dept: and Joint Tax Committee 


accelerated depreciation will be 
timing of major buys and the tax 
position of your company. In other 
words, you may want to plan major 
purchases with your company’s 
financial officers to make sure you 
get maximum leverage in using 
new benefits to reduce your 
company’s tax bill. 

The effects on investment tax 
credit improvements are more 
predictable. Says one Treasury tax 
expert: “rrc changes tend to move 
investment toward equipment and 
to speed up investment in the 
years immediately after enact- 
ment.” The reason: It’s easier for 
management to change the timing 
of equipment buys than the 
startup for plant construction. 

Here’s a rundown of what the 
three proposals would do: 


1961 


9.9 13.3 18.0 .18.7 
02 02 02 02 
10.1 13.5 18.2 18.9 


eCapital Cost Recovery Act. 
Known as 10-5-3 for short, 
referrring to the proposed adoption 
of just three categories for 
depreciation: buildings, 10 years; 
machinery and equipment, 5; and 
cars and light-duty trucks, 3. 
eCarter Economic Renewal 
Program (ERP). Announced in late 
August, the ERP’s investment 
incentives include a 40% speed-up 
in write-offs. ERP offers much less 
drastic acceleration of tax write- 
offs than ccra. Two features, not 
in CCRA: an extra 10% (beyond the 
standard 10%) tax credit for 
industries in depressed areas and a 
refundable rrc provision to allow 
businesses with losses or zero 
profits to get a check back from the 
government for up to 30% of their 
Itc. Currently such credits can 
only be realized by carrying them 
forward to when taxes are due. 
eSenate Finance Committee 
bill. Spurred by Chairman Russell 
Long (D-La.), the committee bill 
involves shortening the write-off 
period of each depreciation class by 
at least 40%. Other features: a 
boost in the maximum amount of 
used equipment qualifying for rrc 
from $100,000 to $150,000 annual- 
ly and upping from 10% to 25% the 
rehabilitation tax credit for 
industrial and commercial struc- 
tures. —Daniel Gottlieb 


WHO’S NEWS IN PURCHASING 
ARCO names new 
corporate P.M. 


J. F. McGouldrick has been 
named corporate purchasing man- 
ager for Atlantic Richfield Co. in 
Los Angeles. He was promoted 
from manager of purchasing for 
major products at arco. In all, 
McGouldrick has spent 32 years 
with the oil company. 

For 19 years, he worked in 
arco’s drilling and production 
operations in the Gulf Coast and 
Rocky Mountains regions, as well 
as in Texas and New Mexico. 

He first joined the purchasing 
staff in Dallas and later became 
the first purchasing manager for 
the trans-Alaska pipeline. He 
moved to Los Angeles in 1973. 

McGouldrick is a c.P.M. and a 
professional engineer. He holds 
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The 16-Ib. copier paper that races 
through high-speed copiers. 


Xerox.® 9200® and :9400® are registered-trademarks of XEROX CORPORATION. 


To keep your high-speed copier running at its best, 
you need a copier paper that runs best at high speeds. 

Our 16-lb. Hammermill Fore Xerocopy for the Xerox 
9000 Series is the lightweight copier paper made 
specifically for high-speed copier/duplicators. Maybe 
that’s why it’s already building such a great track record. 

Hammermill 16-lb. Fore Xerocopy is stiff enough to 
speed through high-speed duplicating systems like the 
Xerox 9200 and 9400 smoothly and consistently, copy 
after copy —for trouble-free performance that lets you 
stop worrying about costly copier downtime. 

With our 16-lb. Hammermill Fore Xerocopy you'll 
get a minimum of 100 sheets in each collating bin — 
guaranteed. And its high opacity lets. you print on both 
sides of the sheet. 


Our 16-lb. paper is light on your wallet, too. It gives 
you more sheets per pound. Because you buy paper by 
the pound, you save every time you buy. (You can even 
save on postage because your mailings will be lighter. ) 

Try 16-lb. Hammermill Fore Xerocopy for the Xerox 
9000 Series. Available from Hammermill Merchants in 
over 135 major cities. It’s a winner. 

Call toll-free 800-621-5199 (in III., 800-972-5855) for 
free samples and the name of the nearest Hammermill 


Merchant. 
See Let Hammermill 
gee do the paper work. 


~ How would you 
rate our 


You need metal 
fabrications in quantity. 
We specialize in big 
volume jobs like these. 
The whole job, from 
engineering through 
assembly. We handle 
press work to 250 tons. 


You Say it has to be right. 
For 62 years, we've not 
only been getting older, 
we've been getting better, 
too. With that experience 
plus the latest CNC equip- 
ment, we've practically 
eliminated rework. 


QOtrckness 


You need it now. 

We're pretty fast on our 
feet. And we use CPC 
(Computerized Produc- 
tion Control) to track jobs 
in progress. We don't 
shoot for sprint records. 
But, we'll have the order 
there when you need it. 
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How much? 

We might be able to whip 
the pants off your present 
supplier. We've found 
that our experience and 
technology often give us 
an edge. Only way to find 
out for sure is to get 
together and talk. 


If you’re looking to Buy-Q (Quantity, Quickness & 
Quote), contact Bob Schaefer, Midmark Corporation, 
Dept. PA, Minster, Ohio 45865. Toll free 1-800-537-6679. 
In Ohio (419) 628-2311. 
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Because we care. 


MIDMARK 
(a reo 


Jander 


Nahabit 


memberships in the Los Angeles 
Purchasing Management Associa- 
tion, the Society of Petroleum 
Engineers, and the Los Angeles 
Petroleum Club. 

In other purchasing personnel 
news: 

James R. Evans has been 
promoted to general manager, 
manufacturing, of Mergenthaler- 
Linotype’s plant in Wellsboro, Pa. 
Evans joined the Wellsboro plant 
in February as director of 
materials management. A gradu- 
ate of Purdue University, he has 
held purchasing and materials 
management positions at Perkins- 
Elmer Corp., Digital Equipment 
Corp., and Rockwell International. 
Merganthaler was recently pur- 
chased by Allied Chemical Corp. 

Bruce Goodwin has been 
named director of materials 
control for LogEtronics, a graphic 
arts equipment manufacturer in 
Springfield, Mass. Goodwin was 
purchasing manager for Acuity 
Systems, Reston, Va., and at EG&G, 
Oak Ridge, Tenn. He is a c.P.M. 
and is certified in MRP and 
inventory management by the 
American Production and Invento- 
ry Control Society. 

Michael J. McKenzie, out- 
side purchasing manager for 
plywood and engineered products 
at Georgia-Pacific, has assumed 
the additional duties of assistant 
manager in the company’s build- 
ing products division. 

In personnel news from the 
National Association of Purchas- 
ing Management: 

Kent Jander was recently 
elected national chairman of 
NAPM’s Chemical Buyers’ Group. 
Jander is a supply negotiator in 
the chemical supply department of 
Standard Oil (Indiana) in Chicago. 


William C. Meares, assistant 
director of materials and purchas- 
es for the Atchison, Topeka and 
Santa Fe Railway Co. of Topeka, 
Kans., has been elected the rail 
industry group chairman. 

Robert J. Nahabit, c.pM., 
was elected chairman of the 
electronic industries procurement 
group. He is purchasing manager 
for Lexar Corp., a subsidiary of 
Citicorp. Long a member of the Los 
Angeles pP.M.A., Nahabit has 
authored numerous articles on 
electronics and purchasing, and 
currently teaches a course entitled 


FLEET MANAGEMENT 


Trucking reform can be an 
opportunity for purchasing man- 
agers to start trucking programs 
that give their companies a 
competitive edge through improved 
deliveries and lower freight costs. 

By leasing its trucks, a 
company is immune to the 
chaos—sudden rate hikes and 
common carrier bankruptcies— 
that the Motor Carrier Act of 1980 
may create. And firms which 
already lease or own trucks can 
further reduce their costs by 
taking advantage of their new 
ability to run fully loaded 
backhauls. 

Advantages of operating your 
own trucks include: 

eQuicker service both for 
incoming and outgoing goods. 

elmproved security and flexi- 
bility, since the shipper knows 
where his load is at any given 
time. 

eLess damage, since goods are 
handled by the company’s own 
employees. 

eControl over costs and 
foreknowledge of cost increases. 

A key point for purchasing 
managers is to realize that terms 
of truck leasing contracts are 
negotiable. Buyers may not 
necessarily have to accept a 
boilerplate contract from the 
owner. 

Among the negotiable con- 
tract items: 


New trucking 
fuels leasing interest 


“Electronics for Buyers” at Califor- 
nia State University at North- 
bridge. 

The Los Angeles P.M.A. 
recently installed itsnew president 
and board of directors. Hilary 
Zimont, c.P.M. and assistant 
manager of procurement at Ralph 
M. Parsons Co., is president. 
Officers are Dale Cheney, first 
vp; Leonard M. Donneson, 
secretary; and Robert Tucker, 
treasurer. Directors will be 
Richard Amling, Richard In- 
gles, David C. Treen, and Diane 
Nocita. B 


law 


_ y. 
Truck leases can include 
maintenance. 


eEscalator clauses that boost 
monthly rates according to some 
index. Lessors like to use the 
Consumer Price Index, but there 
may be some more advantageous 
index that more realistically 
reflects costs. 

eThe rate-per-mile. This is 
related to depreciation and 
consequently on how long and how 
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Meet the great 


TEFC (Totally En- 
closed Fan Cooled). In 
cast iron and aluminum 
_housings. Wide 
application in chemicay 
NE petroleum or genera 
S industrial applications. 
1 to 200 hp. 


Titan® motors, the big 
horses for the heavy 
work, or harsh environ- 
ments. 400 to 4000 hp. 


Strate bleed DAL AL oc cca 


AA 
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: iM : = SW current and motor torque 
ed for problem applications. 
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Right Angle 
_ Syncrogear, single or 
double reduction, 
various speeds to turn 
the corner on power 
problems. Fractional 
to 5 hp. 
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Solid Shaft motors, ; ~ 
normal, in-line, high- 
thrust designs. 1 to 
350 hp. 


Hercules Reducer, 
ee parallel shaft, 


_ torque requirements 
and consistent, steady 
power. 


. C-Face 
mounting permits 
adaptation of the Hercules 
Syncrogear to a variety of 
industry-standardized 
C-Face motors. 


Y zr 
' Eddy Current Drive 
_ for a wide variety of 
adjustable speed 

SEO OME applications. Constant 

. or variable torque. A 

stretch runner, 1 to 150 hp. 


— fax - 


|| Vertical Syncrogears, 
‘| all sizes, for slow- 
speed high-thrust 
| requirements to 150 hp. 


Infi Drive® adjustable ~ 
speed drives, 3 to 700 
hp. Stands tall in the 
saddle in many driving 
applications. 


Hercules Motomount Syncrogear. 
High-torque output for harsh environment 
applications. 1 to 125 hp. 


horoughbreds of our time. 


Hercules Syncrogear Integral 
Gearmotor, the compact parallel Varidrive, compact, eco- 


shaft driver. 1 to 150 hp. nomical driving, fractional 


to 125 hp, for a variety of 
industrial applications. 


eet 


Vertical Holloshaft for 
continuous duty — 
high-thrust turbine pump 
applications. 3 to 4000 hp. 


wy : os 

4 ae Single Phase motors, totally en- 

: closed for rugged farm applications, 
1 to 10 hp. 1.15 service factor. 


Over 70 years of experience 
and application know-how have 
bred a line of motors, gears and 
drives unmatched in performance, 
raw power and long-running 
reliability. 

And to keep these Thorough- 
breds running fit, we've got superb 
service capabilities: round-the- 
clock, on location, with a full 
stable of replacement stock. 

Go with the proven winners, 
the U.S. Thoroughbreds. For 3 
precision, power, sales-engineering 
and responsive service, you just 
can’t outrun them. 


Were the Thoroughbreds. 


U.S. Electrical Motors 
Division of Emerson Electric Co. 
125 Old Gate Lane 
Milford. Connecticut 06460 
Distributors in Principal Cities 
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A question for the times: 


ho would turn down 
savings up to 70% 
on air delivery? 


y é. - = 


Certainly not you. Not when the 
service is as good as the price. 
The facts: UPS Blue Label Air 
is the money saving 
alternative to overnight air 
delivery. By taking just one 
extra business day, we 

deliver savings of up to 

70%. Look: a 10-pound 


package shipped between Boston 
and Los Angeles by overnight 

air costs about $36.48.* The 
Same package delivered on 

the second business day by 

Blue Label Air costs just 

210.51.* Big savings that 


*Rates in effect 7/80 


UPS shippers receive automatic daily pickup service for a nominal weekly charge. 
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nobody should turn down. 
Not in these times. 


@ 


Leasing industry 
posts big gains 


Automobile and truck leasing 
continued its leaps-and-bounds 
growth in 1979 even though new car 
sales slumped. 

And the industry is predicting 
sustained growth next year as well, 
according to a report from Hertz 
Corp. 

Lease and rental revenues rose 
13% last year to $27.3 billion and the 
number of vehicles in the lease- 
rental fleet grew 3% to almost 5.9 
million, Hertz said. 

In the past decade, industry 
revenues quadrupled as the number 
of vehicles rose 83%. 

Defies trend. Noteworthy was 
that while new car sales dropped 
5.6% in 1979 over the year before, 
the number of new vehicles entering 
the lease-rental fleet grew by 2%. 

Hertz'’s figures for the truck 
leasing segment of the industry: 

@Revenues rose 14% to $6.1 
billion in 1979. 

@The number of vehicles rose 
1.6% to 815,000 last year. 

®Over the past 10 years, the 
number of leased trucks grew 59%, 
from 512,000 to its current number. 

®Leased or rented trucks 
traveled 41.3 billion miles last year, 
up from 40 billion the year before, 
and 21.4 billion 10 years ago. 

“The prognosis is for further 
lease-rental growth,” the Hertz 
report said. Over the past 20 years, 
it added, the lease-rental business 
has grown at an average annual rate 
of 17%. By the mid 1980s, revenues 
could total close to $70 billion. 


far the lessee plans to run the 
truck. 

@Related services, such as 
maintenance and garaging. “Leas- 
es can be a smorgasbord of 
services,” notes Leigh Smith, 
spokesman for Hertz Corp., one of 
the largest truck leasing firms. 

Often, the lessor’s experience 
in operating trucks can be used to 
an advantage. For example, 
‘owners probably know which 
fuel-saving engine add-ons really 
work and which don’t. They may 
also know how a new truck should 
be equipped to enhance its 
eventual resale. The higher the 
potential resale value, the lower 
the depreciation costs to the lessee. 

—Thomas R. Temin 


MACHINE TOOL SHOW 


New tools em 
flexibility, 


Productivity concerns domi- 
nated the equipment exhibited at 
the 1980 International Machine 
Tool Show, the world’s largest in- 
dustrial show, held in Chicago last 
month. 

Key evidence of these con- 
cerns was the number and range of 
computer numerical control (cNc) 
machines and control systems dem- 
onstrated. cncs included micro- 


processor units, programmable 
controllers and microcomputer 
modules. Equipment included 


lathes, 2-, 3-, 4- and 65-axis 
machining centers, drilling and 
boring machines, chuckers, punch 


presses, mills and_ grinding 
machines. 
Among the highlights: 


Westinghouse introduced a 
cnc software program that moni- 
tors the amount of “follow error”’ 
in machining operations. 

Follow error is the measure of 


‘the lag between the control com- 


mand and the resulting machine 
axis motion. Excessive lag pro- 
duces cutting errors and results in 
inaccurately cut parts and exces- 
sive scrap. 

Cincinnati Milacron showed 
its new ‘‘Acramatic’’ 900MC con- 
trol for machining centers, de- 
signed for simplicity of operation. 
Key features of the machine- 
mounted control include ‘“‘menu 


-button”’ operation which stores a 


list of inputs and figures which 
can be selected by touch-action 
buttons and displayed in simple 
English on the crt. 

General Electric demon- 
strated the use of “bubble mem- 
ory’ which it is adapting for use 
with some of its Mark Century 
controls. Bubble memory allows 
the user to download (transfer an 
entered program to an operational 
mode) in 30 seconds or less. Con- 
ventional units take 4-5 minutes. 
Thus a machinist can begin cut- 
ting parts that much sooner at 
start of the day or more quickly 
after a machine was shut down. 
GE plans to have its bubble mem- 
ory units available by mid-1981. 


mphasize 
uctivity 


Next to productivity, flexi- 
bility i in machining operations is a 
major interest to domestic manu- 
facturers. The long-range trend is 
to retain the cost advantages of 
long-run high-volume machining 
while adding often-needed flexi- 
bility to handle short-run and dis- 
similar part production. 

One source states that ship- 
ments of these often-called Flex- 
ible Machining Systems (FMS) 
will increase 30-50% through the 
mid-80’s. 

Cincinnati Milacron’s “‘Vari- 
able Mission”’ exhibit included two 
machining centers supplied con- 
tinuously with palletized parts and 
tooling carried in remotely con- 
trolled wire-guided carts. The en- 
tire operation was controlled by a 
central computer console which 
functions as the data distributor, 
data manager, workpiece traffic co- 
ordinator, work preparation and 
tool manager. 

Kearney and Trecker dis- 
played its ‘‘Unmanned Machining 
Center’’ which, similarly, is a 
machining center station supplied 
by a central computer controlled 


Tools can be changed during 
machining in a new Bendix system 
exhibited at the 1980 Machine Tool 
Show. 


Vogt’s new C-3 Valve 


and Fitting Catalog. 
Free. 


Vogt's new 1980 condensed catalog describes all standard forged steel gate, globe and check 
valves, plus fittings, flanges and unions. Also included in this 32-page booklet are valve 
weights and indices, general material specifications, flow data utilizing CV factors and 
valve nomenclature. 

Write us for your free copy. Henry Vogt Machine Co., 
Dept. 24A-PU, Catalog C-3, P. O. Box 1918, 
Louisville, Kentucky 40201. 
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materials handling operation. The 
K &T systems use towed carts. The 
UNC loads and unloads itself auto- 
matically m response to the com- 
puter commands. The system in- 
cludes adaptive control, pallet 
coding, multiple program storage, 
and broken tool sensing. 

Bendix used a 10-minute film 
to demonstrate its FlexChanger 
FMS designed to provide economi- 
cal production of mid-range vol- 
ume of part production (4-15 
pieces/hr.). This system is similar 
to a transfer machine operation. 
The difference is that the part and 
its fixture remain at the machining 
station and a series of multi- 
spindle heads are_ transferred 
along a conveyor to and through 
the machining stations. (In a 
transfer line, the parts move 
through the system.) In_ the 
Bendix system, tools can be 
changed while machining is taking 
place. — El Hoeffer 


For another report on the 1980 
International Machine Tool Show, 
see ‘‘Cutting tools: Producers push 
standard inserts,’’ PURCHASING, 
Oct. 9, p. 19. 


FASTENING 


Automotive shrinking 


should aid adhesives 


Continued shrinking and light- 
ening of domestic automobiles will 
reduce demand for mechanical fas- 
teners while increasing the need 
for adhesive fastening, according 
to a new report on industrial fas- 
teners from Frost & Sullivan, the 
New York market research firm. 

Since the auto industry is by 
far the biggest user of fasteners, 
Frost & Sullivan predicts a 5% 
annual growth in adhesives sales 
between now and 1989, as opposed 
to a 3% annual growth rate for 
other types of fasteners. 

By 1989, total annual fastener 
sales should reach $6 billion, up 
from $4.4 billion currently. The 
adhesive segment of the market 
will grow from $470 million to 
$730 million, the report predicts. 

Frost & Sullivan says that al- 
though adhesives will probably 
never be able to join metals as well 


EVERY 


Daily production of more than 20 million special wasners and 
small stampings assures you of prompt response time to 
assembly line problems—no waiting in line for a five-cent item 
while your production lags. Give us an order for your current 
annual requirements and we'll stock parts for you. Let our tool 
room prepare your dies in advance so they'll be ready to meet 
your future production needs. Call your Freeway man today! 


as mechanical fasteners do, they 
can already outperform mechani- 
cals in non-metallic fastening ap- 
plications. 

Other trends the Frost & Sul- 
livan report predicts: 

Conflicts between fastener 
manufacturers and users over 
special designs will grow. Produc- 
ers, the report says, plan to make 
more specialty fasteners, while 
consumers prefer standard ones. 

¢Metrification, which the re- 
port calls ‘‘inevitable,’’ will help 
reduce the number of fastener 
types and help buyers reduce their 
inventory requirements. 

¢ T'ax incentives such as faster 
capital depreciation are needed by 
the American fastening industry 
to aid modernization and capital 
investment so that domestic sup- 
pliers can compete effectively with 
foreigners in the 1980s. a 
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9301 ALLEN DRIVE 
CLEVELAND, OHIO 
44125 


TELEPHONE: 


CORPORATION 
ey 216--524-9700 


WASHER AND STAMPING PLANTS 


ALSO IN ROCKFORD, ILLINOIS, AND 
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NEW SURVEY SHOWS 


66 Our name is Durable. So is our 
commitment...to meet your produc- 
tion needs, while freeing your capital 
from the inventory trap. Durable's 
Inven-Surance™ Plan is too big 

a Story to be told in one ad. 

Write me for the facts and 

figures on how Inven-Surance 

can provide you cash for 

capital investment. 99 


— Jack Hoyt, President 
Durable Wire 


DURABLE DELIVERS. 


When you buy shaped and 
precision wire,don't listen to a wire 
company. Listen to wire buyers. 

In anational survey, wire 
buyers told us what they look for 
from a wire company. A second 
poll showed that our own cus- 
tomers cite the same key reasons 
for buying: Prompt delivery. 
Precise tolerances. Lowest prices. 
Availability in small and large 
quantities. 

Far and away, our customers 
named Durable (and Arcola) as 


© 1980, Durable Wire, Inc. 


the companies they see as 
delivering best in these areas. 
They named us 5 to 8 times more 
often than other companies. 


We don't say it, customers who 
Know us Say it. Durable delivers. 

Lower costs. We start sav- 
ing for you even before you order 
product from us. As a leader 
in our field, we're on top of raw 
materials markets. We buy “right” 
so your price is “right.” And our 
greater production volume saves 
you even more. 

Lower inventory. We'll also 
help streamline and fine-tune 
your inventories. This could be 
your biggest saving — freeing your 
cash from the inventory trap. 
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Shaped and precision wire: prompt 
delivery, precise tolerances, 

lowest prices, large or small orders. 
Survey pinpoints: what wire buyers 
want, Durable customers get. 


Quality control is no after- 

thought. Precise tolerances 
are maintained during manufac- 
turing through microscopic 

» controls...then double- 
checked by lab inspection. 
From computers to medical 
products —toys to 
toothbrushes —we can 
shape wire to any need, 
any specification. 


ie 
800-243-4156 


“Live Wire” phone for 
fastest delivery. Get on the Live 
Wire, toll-free, and tell us— Shape 
desired....Size and tolerance.... 
Material required....Quantity.... 
Finish.... How packaged.... 

We'll quote you and serve you 
fast, to help you deliver for your 
company, and customers. 


Cia. Durable Wire, Inc. 
n\n and the Arcola Division 
Wy Beaver Road, Branford, 


Connecticut 06405 
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VENDOR EVALUATION 


New Uniroyal system 
yields $2-million payoff 


Vendor performance began 
improving almost overnight after 
Uniroyal Tire Co. implemented a 
computerized vendor evaluation 
system early last year. 

Payoff this year: about $2 
million in cost avoidance. 

“I was amazed at _ the 
immediate reaction we had in 
terms of problems going away,” 
says Jon Grant, purchasing 
manager for Uniroyal’s plant in 
Ardmore, Okla. One chemicals’ 
supplier boosted its rating 50% 
after purchasing sat down and 
explained specific deficiencies. 

Hard to deny. It helped to 
have a computer printout that 
listed exact problems and dates. 
“We needed a tool that allowed us 
to work with the vendors in 
specifics. One of the problems in 
the past is that we had to talk in 
generalities,” says Grant. 

Uniroyal Tire deals with 300 
vendors who supply chemicals, 
textiles, wire, additives, synthetic 
rubber, and natural rubber. 

Uniroyal has had an informal 
vendor rating system for several 
years. Last year it developed a 


formal system with a Vendor 
Service Rating (vsr) and a Vendor 
Quality Rating (ver). It also 
computerized the system so P.M.S 
have current information (up to a 
week old) available on a terminal. 

The veR is based on the 
quality of materials arriving at the 
company’s plants in Eau Claire, 
Wis.; Ardmore, Okla.; and Opeli- 
ka, Ala. Each plant keeps a log for 
each material covering such topics 
as generic and trade names, 
supplier’s name, whether the 
material was accepted or rejected, 
off spec, or had any quality 
problems, and whether the 
delivery included the supplier’s 
test report. 

To arrive at a specific quality 
rating, predefined penalty points 
are assessed depending on the 
seriousness of any problem. If a 
problem actually results in lost 
production time at a Uniroyal 
plant, the infraction is quite 
serious. The var is the total units 
approved without penalty, divided 
by the number of units with 
penalties, plus penalty points, 
times 100. 


Rubber rating: It’s a natural 


Savings in natural rubber have 
been enormous since Uniroyal Tire 
began a computerized vendor rating 
system. 

Improvements have come pri- 
marily in two areas: 

Weight. Uniroyal discovered that 
actual weights of rubber it was 
receiving were substantially below 
claimed weights. In some cases, the 
differences were substantial. The 
company began checking weights 
more carefully after the formal vendor 
evaluation system was established. 
No longer was anything taken for 
granted. “As one might expect,” 
explains Ed Valois, purchasing 
manager for Uniroyal Plantations, 
“some of these suppliers are more 
reputable than others. An unscrupu- 
lous packer might deliver short 
weights in the hope that the shortage 
would be undetected.” Savings here 


38 PURCHASING OCTOBER 23. 1980 


alone should account for $1 million 


using wooden crates to ship rubber. 
“The problem with wooden crates is 
that they can get battered up in transit 
from rubber and some- 
times wood splinters will get 
embedded in the rubber,” says Valois. 
Contaminated rubber must be 
. “We stack 30 bales of 
rubber on a wooden pallet base and 
wrap the whole thing in polyethylene 
film,” says Valois. “Then we apply 
heat so the polyethylene shrinks 
tightly around the whole package.” 
Uniroyal is expanding use o 
shrink-wrapping at operations in 
Malaysia and Indonesia, and insisting 
that other producers from whom it 
buys natural rubber also shrink-wrap. 


One chemicals’ supplier boosted its 
rating 50%, says Jon Grant. 


50 and out. A special vendor 
audit is ordered if a score in the 
50-70 range is made. If the score 
drops below 50, a vendor is 
disqualified, and must requalify. 

Only one vendor has actually 
been disqualified, says H. J. Batts, 
material and processing auditor in 
Uniroyal Tire’s quality assurance 
division. “The point is to shape 
these people up, not to disqualify 
them—unless the situation is 
hopeless. We need these people. 
They do us favors all the time. We 
do favors for them.” 

The quality rating is one part 
of the total rating. The two other 
critical components are price and 
service. The price part is fairly 
straightforward. Lowest price gets 
full score. Others are ratcheted 
down proportionately. Price is 
weighted so that it only accounts 
for about one-quarter of the total 
score. Service is strictly a 
judgmental rating made by the 
company’s purchasing managers. 
Factors considered include: prom- 
ises kept, delivery performance, 
accessibility, and followup. 

Plant visits. Bad ratings 
often result in detailed letters, 
face-to-face interviews, and even 
plant visits. Vendors are never told 
competitors’ names, but may be 
shown how they compare, with 
other vendors identified by letters. 

“Any companies worth their 
weight in salt want to know where 
they stack up,” says Grant. Adds 
Walt Markiewicz, corporate pur- 
chasing manager for synthetic 
rubber and carbon black: “Just 
knowing that we’re rating them 
against a standard and their peers 
will make some vendors improve 


their overall service.” 

Initial reaction from vendors? 
Quite positive. 

“A good supplier can become a 
better supplier when customers 
have a definitive rating system,” 
says C. F. Harger, sales manager 
of Ashland Chemical Co. in 
Columbus, Ohio. “We are pleased 
with Uniroyal’s vendor rating 
program because it puts a lot of 
decision-making on a more 
measured basis.” 

H. J. Batts, who developed the 
rating system for Uniroyal, says 
that general vendor performance 
has improved dramatically since 
the program began. 

Vendor performance and qual- 
ity control may get particular 
scrutiny in the rubber industry 
because of its low profitability and 
because of intense federal govern- 
ment pressure on product quality. 
“Federal officials place very high 
quality criteria on automotive 
components,” says Lynn Markley, 
quality control director at Uniroy- 
al Tire. —Douglas Smock 


PAYMENT TERMS 
Suppliers shake 
a bigger stick 


The explosion of interest rates 
early this year has caused changes 
in how both buyers and suppliers 
are currently negotiating and 
executing payment terms. 

While interest rates stand 
substantially below their record 
highs, events of the past couple of 
months show that rates can easily 
bounce back. As a result, suppliers 
haven’t rescinded strict measures 
instituted last spring. A recent 
survey conducted by the National 
Association of Credit Management 
(NACM) found that nearly 70% of 
its members expect credit and 
payment policies in the second half 
of 1980 to become more stringent. 

Buyers have been communi- 
cating this to financial staffers. 
“Terms we are using are antiquat- 
ed. They are the same ones in 
effect when the prime was 3%,” 
says a P.M. for an electronics 
company. His firm and many 
others PURCHASING spoke to are in 
the process of reviewing and 


Credit policies stayed 
tough as interest rates fell 


(% expecting increase in next six months) 


0 30 


Stringency of | __ 
policies 


Accounts placed |__| 
for collection 


Use of charges on | 
past-due accounts 


Source: NACM 


streamlining payment procedures 
to avoid suppliers’ penalties and to 
be able to react quickly in this 
volatile interest rate atmosphere. 

Late charges. The biggest 
change buyers have had to cope 
with is suppliers putting into effect 
charges for late payments or 
stiffening the penalty. 

The practice hasn’t faded with 
interest rates. The NAcmM found 
98% of its members expect the 
same or increased use of interest 
charges for late payments during 
this half of 1980. “We don’t want 
our customers to use us like a 
bank,” says a credit manager for a 
paper manufacturer. He is keeping 
his 142%/mo late fee. That equals 
an 18% annual rate “which at 
current bank rates gives buyers 
the incentive to borrow and pay us 
on time.” 

Cash discounts. This pay- 
ment term has been jostled by 
volatile interest rates and will 
continue to be jostled. 

“People who offered larger 
discounts to attract early payment 
have pulled them back,” says Art 
Trachsel, senior buyer for a 
Michigan manufacturer. The %4-1% 
discounts being offered now may 
look pale in comparison to the 2% 
ones of a few months ago, but 
taking them can be profitable 
when one considers that interest 
rates also have declined. If 
short-term interest rates get much 
above 12%, however, buyers 
probably will stop taking the 4-1% 
discount and once again will be 
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Prime rate, April = 19.8% 
June =11.5% 


negotiating a larger one. 

Due dates. Double-digit 
interest rates plus recession’s 
pinch on cash flow will give buyers 
the incentive to lengthen pay- 
ments. In fact, the amount in cash 
receivables, expressed in days’ 
sales, probably will be increasing, 
say 73% of NACM’s members. 

Suppliers will be tryiny to reel 
in the due date. “We treat the 
payment time as a precedent. If a 
supplier wants to change it we tell 
him he has to compensate us,” says 
J. Phillip Goshow, a manager of 
purchasing analysis in Ohio. One 
way is larger discounts. With the 
prime rate at 12%, Goshow 
points out a company would have 
to be compensated a %% discount 
for every 15 days prepayment. 

Buyers are trying to shorten 
up the time it takes to charge back. 
“If faulty machinery is delivered 
we send a debit memo and deduct 
the amount right away and don’t 
wait for a credit memo,” says a vp 
for finance in the Midwest. 

—Rebecca Lipman 


PURCHASING METHODS 


Molex pares strip 
costs 4% monthly 


A switch to a make-and-hold 
arrangement cost Molex Inc. of 
Lisle, Ill. ,the loss of a few suppliers, 
but James Geiser, director of 
procurement for the manufacturer, 
says the gains made it well 


A grease for all reasons. 


We make a lot of different 
greases. Over 60. Including 
an extensive line of semi- 
fluid, tacky and extra viscous 
lubricants that cover the 
range between oils and 
greases. Each is the finest, 
most carefully manufactured 
product we can make, abso- 
lutely suited to its application. 
Here are just four examples. 


Gulfgem. A grease that grows 
old gracefully. And slowly. 
Gulfgem is a versatile, 
multi-purpose grease with a 
patented aryl] diurea thick- 
ener for operation at elevated 
temperatures, high speeds 
and extended lubrication 
intervals. 

Laboratory performance 
testing has shown Gulfgem 
able to run for over 1300 hours 
at 10,000 rpm and 350°F 
under light load before bear- 
ing failure. That's five times 
longer than any competitive 
polyurea grease tested. 

In addition, Gulfgem re- 
mains functional at tempera- 
tures as low as —20°F and 
resists water spray-off, water 
leaching and water washout. 
It's the perfect choice for all 
types of grease-lubricated 
plain and anti-friction bear- 
ings, especially pre-packed 
and sealed-for-life bearings 
operating at elevated tem- 
peratures and/or high speeds 
and where contact with water 
is likely. 


Gulf Tacky Grease. This one 
will hold on for dear life. 


Gulf Tacky Grease is produced 
primarily for the textile indus- 


try. Its tenacity gives it excellent 


adhesion even on the most ec- 
centric high-speed parts, thus 
reducing lubricant waste and 
the possibility of contamination 
of the manufactured product 
by grease throw-off. 

Tacky Grease has a lith- 
ium soap base with special 
cohesive (stringy) properties. 

It won't thin out appreciably 
when worked in bearings or 
similar elements, and leak- 
age and run-off are minimal, 
even in the most poorly sealed 
bearings. 

Additional uses for the 
grease are found in industries 
where product protection is 
required. It's water resistant 
and has strong rust inhibiting 
properties and is recom- 
mended where high relative 
humidities are encountered. 


Gulf Cotton-Picker Spindle 
Grease. A top field hand. 

This is a premium lithium 
grease, water resistant, rust 
and oxidation inhibited and 
manufactured for outstanding 
temperature stability. It's rec- 
ommended for all mechanical 
cotton pickers equipped for 
grease lubrication. 

Gulf Cotton-Picker Spin- 
dle Grease is specially com- 
pounded to remain semi-fluid 
at high or low temperatures. 

It provides easy starts on cold 
mornings, and maintains full 


protection to bearings in the 
hottest weather. Field tests 
have proved longer bearing 
life and lower maintenance 
costs, plus very effective pro- 
tection of the bearings against 
rust and corrosion, even dur- 
ing long idle periods. 


Gulf Lubcote WR. Going to 
great lengths for protection. 
Gulf Lubcote WR is part of a 
family of adhesive lubricants. 
It's specially compounded 

for application in wire rope 
manufacture, and also for 
impregnating the fiber cen- 
ters used in wire ropes, to 
reduce wear and corrosion 
and to lengthen rope life. 
Gulf Lubcotes provide a lu- 
bricating film that will resist 
moisture and corrosion, and 
are strongly adhesive and 
flexible under a range of tem- 
peratures to prevent throw-off, 
cracking or peeling. 

We chose these four 
greases to show you because 
they exemplify the quality 
and range of applications of 
Gulf products. We think you'll 
get the idea; Gulf lubricants 
are the ones to use to protect 
your machinery and prod- 
ucts. Your Gulf pro can help 
you select the correct grease 
for your application, or write, 
Gulf Oil Corporation, RO. 
Box 1563, Houston, Texas 
77001. 


Greases pictured from left to right: 
Gulfgem. Gulf Tacky Grease. 

Gulf Cotton-Picker Spindle Grease. 
Gulf Lubcote® WR. 
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Flexseal conveyor belt. 
has guts. 


To take the punishment Flexseal does, it’s built 
tough on the inside. The 


Multiwarp® belt 
fabric weave. 


(| With Multiwarp, the 
nylon cords are straight 
laid, longitudinally and 
transversely — not 
crimped like conven- 
tional fabrics. That’s 
why two plies of Flex- 
seal can outperform 
four to six plies ofa 
conventional belt. 


Consider the benefits. 


e Superior durability ¢ Impact resistance 
¢ Controlled stretch ¢ Rip resistance 


In the Multiwarp weave, nylon cords 
are straight laid — not crimped like 
conventional fabrics. 
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¢ Transverse rigidity 
e Superior cover and 
ply adhesion 
¢ No ply separation ¢ Flexibility 
at belt edge e Longer life 
Less cost-per-fon handled. 
Flexseal has a lower initial cost than conven- 
tional belting. Lighter weight means easier in- 


stallation. And tough fabric means reduced 
downtime. 


Available now from your BFG distributor. 
He has Flexseal conveyor belts in stock to 
handle almost any application. He offers slitting 
and vulcanizing, and prompt service backed by 
BFG field engineers. Call him. Or contact: The 
BFGoodrich Company, Industrial Products 
Division, 500 South Main Street, Akron, Ohio 
44318. 


¢ Moisture-resistance 
e Superior fastener- 
holding ability 
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The gains made from the make-and- 
hold setup more than compensated 
for the loss of a few suppliers, 

says James Geiser, Molex, Inc. 


worthwhile. 

The manufacturer of electrical 
connectors has been buying 
80-85% of its brass on a 
make-and-hold basis from two 
suppliers, saving about 4% of the 
monthly cost of the metal by 
avoiding inventory costs. At an 
estimated average priceof $1.20/lb, 
the company’s cost avoidance 
savings run in the $30,000 range 
each month. 

Geiser says the brass included 
in the buying program is of 
standard grade, purchased in 
strips, and used in terminals for 
connectors. 

The metal is bought in wide 
coils from Chase Brass in 
Cleveland and Granges Metal- 
werken in Sweden. Chase sends its 
coils to one of its facilities in South 
Bend, Ind., where the coils wait 
until needed by Molex. Then, the 
coils are tinned and slit, shipped to 
Molex, and invoiced. Although the 
coils are produced directly for 
Molex, it takes title and assumes 
liability for payment only when 
the goods reach a Molex facility. 

The setup is similar for brass 
from the Swedish supplier, except 
that Granges Metalwerken doesn’t 
own a slitting and tinning facility 
in the United States. Coils are sent 
to a facility chosen by Molex and 
held until needed by the connector 
manufacturer. Title passes when 
the goods reach Molex. 


Quarterly orders, yearly 
contracts. Molex orders brass by 
quarters, locking in a price for the 
metal at the time of order, 
although the firm also has 
governing yearly contracts, includ- 
ing rates for fabrication, with 
these suppliers. Agreements are 
negotiated with the tinners at the 
same time yearly metal supply is 
being secured. 

Geiser says Molex is protected 
well by its contract, particularly 
regarding the imported brass. The 
tinner and slitter is responsible for 
inspection, protection, and ship- 
ping of the metal. If the brass 
arrives damaged or under specs at 
the Molex dock, the slitter is 
responsible for settling the issue. 
This is important when so many 
firms handle the metal before it 
reaches the final customer. The 
situation at Chase is not as 
complicated, because the brass 
company also owns the tinning and 
slitting facility, but the same 
responsibility exists, Geiser says. 

The idea for the make-and 


PLANT EXPANSIONS 


Big 


hold arrangement originated in 
the Molex purchasing department, 
and some suppliers were reticent 
about the idea. As a result, both 
Chase and Granges have increased 
their share of the Molex purchases, 
while other suppliers have been 
dropped or cut back. 

Credit for scrap. The 
implementation of the buying plan 
presented a few problems for the 
firm. Because varying widths of 
brass strip are cut from wide 
master coils, the company experi- 
enced varying levels of scrap. 
While Molex receives some credit 
for scrap, it’s cheaper not to buy 
excess metal in the first place. So 
the firm worked with suppliers to 
zero in on the best master coil 
widths for use in its facility. 

The recession also presents a 
problem, says Geiser. Molex orders 
are down, so Chase and Granges 
tend to be carrying their inventory 
longer. With lower turnover comes 
lower vendor profits, which can 
add to resistance to further 
make-and-hold business, he says. 


ger slitters installed 


at National facility 


Several expansions in metals 
and metal fabricating have been 
announced recently. Moves by 
National Steel, Bethlehem, Alcan, 
and Alcoa indicate greater interest 
in the fabricating and processing 
end of the metals business on the 
part of major primary producers. 

The opening of new valve- 
making capacity by Jenkins Bros. 
is also of particular noteworthi- 
ness, given recent predictions of 
undercapacity in that industry. 


METALS/FABRICATING 

Steel. National Steel’s Grand 
Rapids, Mich. service center now 
has a 72-inch slitter, a 52-inch 
multihead slitter, a modernized 
cut-to-length line, an automated 
packaging line, and a new 
computerized inventory system. 

One of the largest annealing 
furnaces on the East Coast, two 
60-ton overhead cranes, six wall 
cranes, and new automatic 


welding equipment have been 
installed at Bethlehem Steel’s 
Buffalo Tank division, Baltimore, 
Md. The plant manufactures 
storage tanks, pressure vessels, 
and plate work for chemical 
process industries. 

A threading upsetting and 
coupling line, seam annealing and 
ultrasonic welding equipment, and 
laquering and testing facilities are 
being installed at Central Steel 
Tube Co., Clinton, Iowa. Central, 
which formerly specialized in 
structural, mechanical, and 
drawn-over-mandrel tubing, is 
moving into oil-country tubulars. 

Aluminum. Aluminum rod 
mill capacity at Alcan Aluminum’s 
Richmond, B.C., Canada plant will 
be replaced and doubled to 27.2 
million tons/yr. Production is 
expected to begin in late 1981. 

Forging capacity will be 
expanded at three Alcoa plants in 
the next two years. The Cleveland 


PLIRCHASING OCTOBER 23.1980 43 


_ 


COSTCUTTERS: 


“THEY'RE THE DISTRIBUTION TOOL 

32 OF OUR SERVICE CENTERS 
FIND HANDIEST.” 

Manuel Doliveira 


Service Parts Manager 
Black & Decker, Inc. 
Towson, Maryland 


“We've got service centers scattered all over the 
country,” says Manuel Doliveira of Black & Decker. “And 
we used to have a scattered way of servicing them. With 
small lots. Irregular-sized batches. And different modes  - ae 
of transportation. Eastern showed us how their unique ( ee cee te 
Costcutter containers and nationwide flight system : be Si 
could get our shipments where we want them, when 
we want them.” 
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“THEY'RE THE RIGHT PRESCRIPTION 
WHEN YOU'VE GOT 4860 
WHOLESALERS ON THE MAINLAN 


Angel Cintron, Shipping Manager, 
earle & Co. 
San Juan, Puerto Rico 


“Efficient delivery is the life blood of the pharma- 
ceutical industry,” says Searle’s Angel Cintron. “Par- 
ticularly for a plant off the U.S. mainland. Eastern 
showed us how their Costcutter containers could 
provide the fast, reliable delivery system we de- 
manded to all 480 of our mainland wholesalers 

—at an unbelievable 32% savings in our total dis- 
tribution costs.” 


Eastern's Costcutters. ™ They hold up to 250 pounds. 
Are 9, 13 and 18 cubic feet in size. Can fly on every 
one of our 1,200 flights daily to over 100 Eastern destina- 
tions in the U.S. and Canada. 

And if you haven't considered them, you should call 
Jerry Schorr at (305) 873-6933 for a free cost comparison. 
Before your competition does. 
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“THEY BRING FIGHT FANS NEWS 
FASTER— AT 21% LESS COST TO US.” 


Clay Teppenpaw 
Publisher, Boxing Digest 


Miami, Florida 


“Slow delivery could deliver a knockout punch 

to a magazine like Boxing Digest,” says Clay 
Teppenpaw, its publisher. “Boxing fans want their 
news fast and they want it in depth. Eastern’s 
Costcutter containers get our magazine to our 32 
distribution points around the country 
faster than trucks —and at less cost. 


RY DAY. 


6) EASTERN Air-Freight 


WE HAVE TO EARN OUR WINGS EVE 


” 
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Quality begins in the melt shop. 


Use of select raw materials and rigid ad- 
herence to melt shop practices assure that 
quality begins early. We tailor our manufac- 
turing and inspection to your product re- 
quirements. Magnaglo billet inspection and 
grinding in our new conditioning facility 
verifies surface integrity prior to rolling. 

Our 11-inch precision bar mill rolls SBQ 
carbon and alloy rounds or flats for your 
demanding requirements. We'll even work 
with you to design special sections to meet 
your specific needs where feasible. 

Forgers, cold drawers and manufacturers 
demand high quality. We provide quality, 
reliability and service. Put CF&I experience 
and quality control to work for you. 


You'll find our brand all over the West. 


CF&I Steel Corporation 


STE Et 


Pueblo, Colorado Asubsidiary of Crane CO. mms 


Works will get an 8000-ton 
hydraulic forging press and a 
3000-ton flat-die press. The 
Vernon, Calif. plant will soon have 
a 2500-ton mechanical press; and 
at Alcoa’s Massena, N.Y. opera- 
tions, a scalping lathe, melting 
furnace, and warehousing space 
will be added. 


COMPONENTS/MACHINERY 

Valves. Jenkins Bros. is 
building a 45,000-sq.-ft. plant in 
Columbia, S.C. for the production 
of quarterturn valves. It is 
expected to come on.steam in the 
first quarter of 1981. 

Cable. The installation of 
high-volume extruding and ca- 
bling equipment at Brand-Rex Co. 
(division of Akzona, Inc.), Willi- 
mantic, Conn., will increase 
electronic and industrial cable 
manufacturing capacity by 9%. 
Work is expected to be completed 
this month. 

Hand tools. Magna Division 
of Vermont American has doubled 
production of screwdriver bits and 
other industrial fastening tools at 
its plant in Elizabethtown, Ky. 


CHEMICALS/PLASTICS 
Adhesives. A_ 56,000-sq.-ft. 

expansion of Esmark Inc.’s Estech 

Specialty Chemicals Corp. hot- 
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melt adhesives facility has been 
announced. Work at the Jackson, 
Tenn. plant is expected to be 
complete early in 1981. 

Ethylene. Corpus Christi 
Petrochemical has opened a new 
plant in Corpus Christi, Texas. 
The facility is expected to pro- 
duce 1.2 billion lbs/yr of ethylene, 
560 million lbs/yr of propylene, 
400 million lbs/yr of crude 
butadiene mixture, 60 million 
gals/yr of benzene, 45 million 
gal/yr of gasoline blending compo- 
nents and 50 million gals/yr of fuel 
oil. The plant is likely to have a 
large impact on the ethylene 
market, which is already in a state 
of overcapacity. 

Ethyl silicates. Production 
capacity of ethy] silicates has been 
increased to 15 million lbs/yr at 
Union Carbide’s South Charleston, 
W. Va. plant. The plant produces a 
variety of ethyl silicates for 
binding zinc-rich paints and 
binding refractory molds. 

Maleic anhydride. A 30% 
expansion of maleic capacity has 
been announced by Monsanto. 
Expansion will take place at 
Pensacola. Fla., and is scheduled to 
come on stream in early 1983. This 
will be one of the few butane-based 
(as opposed to benzene-based) 
maleic plants in the U.S. 


An automated ackaa a line has been installed at National | Steel’ 's Grand Rapids, 
Mich. service center. 
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Organotin compounds. Pro- 
duction of organotin intermediates 
by M&T Chemicals, Inc., will be 
doubled when a new plant is 
opened in Axis, Ala. The plant is 
expected to come on stream in 
August 1981. ® 


FHP MOTORS 


Leads stretch 
on motor devices 


Buyers. specifying overload 
protection with their fractional 
horsepower (fhp) motors are facing 
occasional delivery delays. Supply 
of the protection devices is 
irregular. Consequently, motor 
manufacturers are not always 
able to fill orders promptly. 

Leadtimes for motors with 
these protectors can run as long as 
eight weeks, while nonprotected 
motors are being delivered off-the- 
shelf or in less than a month. 

Few producers. The prob- 
lems, industry sources say, is that 
only one company supplies the 
bulk of the protection devices. 
While integral hp motors usually 
have overload protection provided 
by a separate motor control, fhp 
motors incorporate a device built 
into the unit. 

A separate motor control 
normally costs almost as much or 
as much as the motor itself. 
Sub-fractionals seldom need over- 
load protection, or the protection is 
in the circuit wired to the motor. 

Reflecting this year’s demand 
fall-off, the dominant supplier is 
making fewer production runs of 
the various models it produces, 
thus causing larger gaps between 
a motor manufacturer’s need and 
availability. If the motor manufac- 
turer needs a particular device and 
none is immediately available, it 
then has a wait before being able 
to fill the customer’s order. 
Because these devices are normal- 
ly used in small quantities and a 
variety of sizes and types, 
manufacturers seldom stock them 
in appreciable amounts. 

The devices generally are 
bi-metal heat- or load-sensing 
discs that break the electrical 
circuit when the metals respond 
differently to a changing circuit 
condition. —El Hoeffer 


When it comes to tackling 
lubrication problems, nobody 
double-teams you like Mobil. 


Of course, you want the company that furnishes your lubricating 
oils to be aware of your lubrication needs and problems. 

At Mobil, we make sure we're Qoubly aware. 

By making available a lubrication engineer to work with our sales 
representative whenever needed. 

It's not just that we believe two heads are better than one (they 
really are!). It makes us twice as likely to have someone on tap who's 
completely familiar with your operation when serious lubrication 
problems arise. And it ensures that all-important continuity of 
experienced people on your account. 

We've written a —— 

- booklet that tells how 
our doublesteam 
operates to pro- z 
duce lubrication 
programs that 
save you money. , 

Foracopy, | # 
write |. Kershaw, | 
Mobil Oil Ur 
Corporation, 
3225 GallowsRd.,y 
Fairfax, Virginia ¢% 
22037. 


If we can't 
save you money, 
we don't deserve 

your business. 


Mobil’ 
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Viewpoint 


Leonard C. Cook of Eaton Corporation 
Materials management: 


A blessing in disguise 


By Rebecca Lipman / Economics Editor 


CLEVELAND—Does the switch to 
materials management demote the 
purchasing department a level on 
a company’s organizational chart? 
Or does it put the buying function 
in capital letters in the minds of 
top management? 

Leonard C. Cook, vp-materials 
management, Eaton Corporation, 
answers yes to both questions. He 
admits that materials manage- 
ment adds a layer of authority 
above purchasing. But Cook 
argues that it makes the buyer a 
more effective team player of the 
company and opens up career 
opportunities for him. 

“Where he once reported 
directly to a general manager, the 
purchasing manager now reports 
to the materials manager,” says 
Cook. But this change in the chain 
of command means purchasing is 
more closely allied with produc- 
tion, inventory control, and 
transportation staffers. “Purchas- 
ing has been remiss in stepping up 
to its full responsiblity in the 
corporation. Materials manage- 
ment forces a purchasing manager 
into a mold where he has to 
consider other areas and broaden 
his perspective.” 

Experience such as this is a 
requisite for scaling the organiza- 
tional chart. “Those with specia- 
lized skills are not holding down 
senior positions in companies,” 
points out Cook. He speaks from 
experience. Preparation for his 
current title of corporate officer 
totals 14 years with Eaton. That is 
broken down as 5% years with 
purchasing and materials manage- 
ment plus 8% years in stints at 
various operations. 

Cook is also at a good vantage 
point to make the assessment that 
materials managment is “for the 
better” for both the company and 
for purchasing. In a corporate-wide 


restructuring several years ago 
the title of vp-purchasing was 
erased and superseded with 
vp-materials managment. Pur- 
chasing benefited because it 
“became a part of strategic 
materials planning.” Eaton bene- 
fited because it was able to “meet 
the challenge of going into this 
economic downturn with better 
controlled inventories.” 

Increased awareness. “Ma- 
terials are being managed more 
effectively than in the past,” says 
Cook. And he credits part of that to 
the fact that “purchasing manag- 
ers. have become more aware of 
their impact.” 

Cook explains, “In the past, 
purchasing was prone to create 
inventory problems by not coordi- 
nating with production. Now it is 
comparing notes to iron things out 
at the beginning where it is most 
meaningful to us.” 

This awareness also has 
shown up as more aggressive cost 
control. “Purchasing is better set 
for cost reduction, value analysis, 
and make-or-buy decisions since 
they are thinking longer run.” 

At the corporate level, Cook 
sets the policy guidelines for the 
700 staffers below him. But the 
execution of dollars being spent is 
decentralized. Similarly, materials 
management can be structured to 
fit a plant’s needs. 

“Every facility doesn’t need a 
materials manager. But it does 
need to have the authority vested 
at one level to pull together all the 
functions.” Cook explains, “That 
could be the production manager 
or it could be the purchasing 
manager.” In selecting a materials 
manager the most important 
credential is that he knows all the 
disciplines that fall under his 
juristiction. “If he only knows one, 
there’s probability of failure.” 
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“There are a multitude of ways 
to find out about and keep up 
with materials management.” 


. 
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Break with tradition. That 
quote is also Cook’s advice for a 
buyer eager to gain authority. 
“The need for a broad-based 
purchasing manager is more vital 
today than ever before.” What, 
specifically, should P.M.s be doing? 

@Research materials manage- 
ment. “There are a multitude of 
ways to find out about and keep up 
with materials management,” says 
Cook. Among these are attending 
seminars, consulting with experts, 
visiting a supplier who practices 
materials management. 

eBroaden professional know- 
how. “Traditional purchasing 
managers don’t want to give up the 
old role.” Consider working in 
production or transportation as 
a part of job development. 

eLearn all facets of the 
company. Cook says a P.M. 
should know such facts as how 
much it costs to carry inventory 
and how that affects the total cost 
of a product; how much is the 
plant’s total capacity and what it is 
currently operating at. i 
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WHO'S WHO IN BUSINES, 


Anybody who's anybody in business will tell you the best way to find out who's where, 
and what's what, is to check the Bell System Yellow Pages. And they should know. 

On the average they consult it at least once every business day, making it the #1 business source.” 
And now in many metropolitan areas there’s another popular source that's prestigious to be found in: 
the new Business to Business Bell System Yellow Pages. It’s made up 
exclusively of businesses other businesses need, and has an easy-to-use index. 


Take the first step. Let your fingers do the walking. 


Bell 
System 


Yellow VIGIt D\ ~iS q 
ae Pages *Burke Market Research Survey of 5000 businesses, April, 1980.” 
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Why purchasing 
isn't safe anymore 


First, it was the 
Big Sheikdown, now 
it’s supply-side economics 


Name of the new game 
is ‘getting it’ 


What reindustriaiization 
means to 
purchasing professionals 


By John F. O’Connor / Editorial Director 


There was a day—and not too long ago—when a career in 
purchasing was a nice, safe, sedentary way to make the 
mortgage payments. It isn’t anymore. And rising business and 
government concern over reindustrialization, revitalization of our 
manufacturing base, and supply-side economics ensures that it 
won't be again anytime soon. 

What purchasing is now and what it will become more 
intensely with each passing year is a high risk, high visibili- 
ty, high gain field. In short, an exciting place to be. 

The business world as we knew it and the good old days for 
purchasing ended abruptly one day in 1973. The Arab oil hold-up 
was the most dramatic manifestation of that change; it signaled a 
radical switch in the industrial buying job and clearly marked our 
entry into an uncertain, supply-short world. 

Sure, there will be temporary times of plenty—we’re in one 
right now—but, overall, supplies of many key products and 
materials will be far more limited than ever before. You and your 
top management know it: Now the rest of the world is starting to 
grasp it. That’s at least part of reason for all the talk about 
reindustrialization and supply-side economics. The politicians, 
economists, consultants, academics, and sundry intellectual 
camp followers have finally gotten wise to what business has 
known for at least the past seven years. Namely: If you can’t 
get the materials, components, or the energy to make your 
product, you don’t have anything to sell in world markets. 

This growing awareness of a supply-short world is 
propelling purchasing to corporate stage center. Over the 
years, business has marched through a variety of evolutionary 
stages—the era of the production type, the era of the designer, the 
age of the marketing expert, etc. These phases evolved out of 
business’s most pressing needs and goals at a specific point in time. 
Now we are in a new era—the age of procurement and supply 
assurance. 

Top management needs your insights and expertise right 
now, and it really doesn’t have anyone else to turn to. 
Purchasing pros are the only ones in business who focus on supply 
and suppliers and who have been doing that job for years. The rest 
of the corporate world looks in the other direction—at the 
customer. Their emphasis is on selling it—not getting it. 

Thus, for the past seven years, that is, since we entered 
the age of uncertainty and the era of a supply-short world, 
your own top management has been leaning on you—their 
in-house supply experts—more heavily than ever before. 
And you can count on a lot more of the same. 

Here’s why: Purchasing is going to play an exceedingly 
large role in reindustrialization, if and when it comes to pass. 
For openers, the supply side is purchasing’s turf. Since no one else 
has your experience or expertise, you’re a sure bet to be drafted 
into the role of supply-side consultant to your own top brass. Far 
beyond that, reindustrialization could well require the most 
massive sourcing and purchasing job in the history of American 
business. In short, you’re where the action is and where it’s 
likely to remain for a long time to come. te 


PURCHASING OCTOBER 23, 1960 51 


MM212WI isn't necessarily the 
right replacement for MM212WI. 


These angular-contact, super- designate fit, tolerance, sealing and 
precision bearings appear to be other variations that aren’t always 
identical. But the bearing at leftis | evident by looks alone. And our 

one of a duplex pair, precision trained, experienced inside and 
ground on both sides to be flush outside specialists know and 

with another duplex bearing. appreciate bearing numbers and 
Mounting the bearing atrightina — their meanings. Plus a 

duplex arrangement will cause computerized, $100-million 
premature failure. Getting the right inventory of bearings and PT 
replacement bearing is why you components, 24-hour emergency 
should call us. Our factory-fresh service and more than 200 

bearing cartons are coded to sales/service centers. Call us today. 


Bearings, Inc. 
Corporate Office: 3600 Euclid Avenue, Cleveland, Ohio 44115 
7 | Dixie Bearings, Inc. 


276 Memorial Drive, S.W. Atlanta, Georgia 30303 


Bruening Bearings, Inc. 


3600 Euclid Avenue, Cleveland, Ohio 44115 
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Tax-cut fever 
cools on 
Capitol Hill 


Too late to do 
much good 


Danger of an 
omnibus bili 


Reagan election couid 
rekindle new interest 


Washington o 


y Daniel W. Gottlieb 


What happened to Congress’ midyear tax-cut fever and budget 
balancing act? 

In short, cutting through all the economic jargon, the voters 
didn’t respond in the convention recess to tax-cut rhetoric. 
Apparently the inflation threat is more persuasive. 

As for a balanced budget, the Administration’s chief econo- 
mist, Charles Schultze, turned to musical comedy for an explana- 
tion: “A funny thing happened on the way to the forum—a 
recession.” What he meant 1s that the recession so cut into 
revenues and spurred automatic federal handouts, such as 
unemployment insurance, that everyone just gave up. So, from 
surplus projections the Administration is now back to esti- 
mating $30 billion of red ink in 1981; with tax cuts and the rest 
of the President’s “Economic Renewal Program,” the figure reads 
about $36-billion. 

Of course, Sen. Russell Long (D-La.) has had his reelection 
fling with pushing a big tax-cut bill and some Republicans are still 
taunting the Democrats with “Why not now?” But the growing 
feeling is that—with the possible exception of the income tax 
credit to offset the Jan. 1 Social Security hike—there won't 
be any action before ’81 on a comprehensive tax-cut bill. 
Elements in this thinking: 

eCongressional Democrats waited too long to react to 
evidence of the recession. Reagan stole the ball; then the Adminis- 
tration recovered by wrapping up a package called “Economic 
Renewal Program.” But on the tax cut provisions of the package is 
a note saying, “Don’t open until ’81.” 

eAfter the so-called “free fall” of the economy in the 
second quarter, the economic indicators and figures turned 
a bit better, calming fears of a long, steep decline. 

@While Democrats and Republicans are more aligned than in 
the past on tax incentives to business, the Democrats still balk 
at 10-5-3 for fast depreciation write-offs. They also insist on 
bending personal tax cuts to the middle or lower class rather than 
Reagan’s 10% across-the-board approach which gives a bigger 
dollar break to the upper brackets. 

eGiven disagreements within the Democratic camp itself on 
the business-personal division of a tax cut, the Administration and 
the House leadership, to a lesser degree, fear a “Christmas tree” 
bill if tax writers try to come up with something before 
election or in a lame-duck session. 

eFinally, there is a growing recognition in Congress and 
the Administration that perhaps the “quick fix” tax-cut 
remedy to recession has been oversold. As the Joint Economic 
Committee of Congress states in a recent report: “ . . . government 
responses too often have been too late and too ineffective to 
influence recessions . . . Once the American economy has entered 
a recession, Congress’ attention should focus on programs to 
enhance the quality of the recovery.” 

Much of this analysis assumes a Carter victory on Nov. 4. 
If Reagan wins, all bets are off. With a Republican headed for 
the White House, the Democrats may well try to push a tax 
bill through before the new president takes office. il 
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4 Texaco Star Ireatment 


| For contractors it means tested and trusted 
lubricants and lubrication programs that 
help reduce costs and increase efficiency. 
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No industry demands more from machinery pressure gear lubricants that give excellent 
than heavy construction. Everything is heavy- protection against shock-loading in 
duty, from the transmission to the smallest transmissions, differentials and gear drives. 
bearing. The shock-load demands heavy duty e@ RANDO OILS HD-heavy-duty anti-wear 
lubrication. hydraulic oils that were developed to extend 

That's where Texaco comes in. With pump life in high speed mobile equipment 
(a) quality lubricants tied wherever possible into a operation. 
minimum inventory plan, and (b) a lubrication And theres TEXCHEK, a rapid oil analysis 
program to simplify application/maintenance. program that can help prevent surprise 

Cncilieg tiekcniek da otine- downtime by early detection of problems before 

uality JUDNCaMts SUCH as: . they cause equipment failure. 

e URSA SUPER PLUS-an extremely versatile Quality products and efficient lubrication 
CD/SE premium engine oil series meeting programs. Find out from your Texaco industrial 
the requirements of virtually all U.S. high representative how Texaco Star Treatment to 
speed diesel engines. Doubling as a power- Contractors can help reduce costs and improve 
shift transmission fluid it can reduce storage efficiency. 
and inventory problems. 

e MOLYTEX EP-a heavy-duty grease 
series formulated for off-road components de 


subject to heavy loading and shock. 
e MULTIGEAR LUBRICANT EP-extreme INDUSTRY DESERVES STOR TREATMENT 


Principles 
and tactics 
Part 2 


Go for cost factors— 
not the best price 


It pays to put 


legitimacy on your side 


Patterns do 
repeat themselves 


Negotiation outiocok 


By Dr. Chester L. Karass 


This week we continue with the 10 
principles and tactics most effective 
in periods of inflation. 

eNibbling. Nibbling is based 
on the idea that if you can’t get a 
banquet, try for a sandwich. 

When a price hike comes in 
that has no room for compromise, 
you may still be able to nibble 
concessions regarding such 
matters as delays, limits, op- 
tions, switching, and audit. This 
is stuff that significant cost reduc- 
tion nibbles are made of. 

eNegotiate cost, not price. 
Don’t get into the bad habit of negotiating price. Try negotiating 
on the basis of cost data wherever possible. This is more effective 
because it provides for discussing differences rationally. 

Negotiation based on cost allows buyers to challenge the 
logic of each element of the price. Individual cost elements 
almost always are more vulnerable than the price as a whole. 

eThe ego factor. There’s no point in threatening or ranting 
at the salesman when he seeks an increase. To do so is counterpro- 
ductive, because the salesman probably is the best friend you have 
in the selling organization. Work from the base idea that the 
salesman is your ally in the battle against price hikes. Fighting a 
price increase is hard enough, don’t introduce the ego factor 
as yet another area of contention. 

eHigh ground. In times of inflation, buyers should negotiate 
from as high a plateau of legitimacy as possible. High ground 
makes it easier to fight an increase. Among the plateaus from 
which to operate are: government regulations and controls, 
government guidelines, company policies and procedures 
regarding price increases, sound backup data supporting 
your arguments, public statistics supporting your position, 
budget constraints, and approval requirements. An aspect of 
high ground often overlooked is the ground occupied by two 
people who have dealt fairly with one another for long 
periods. This commitment to mutual satisfaction is one of the best 
guarantees that increases will be kept reasonable. 

eLearning from experience. Sellers exhibit certain repeti- 
tive patterns. Some quote a 15% or 20% increase every time, but 
reduce it under challenge to 5% or 6%. Some hide the increase 
under a blanket of lower quality or service. Some cannot give an 
inch, but their bosses give three when confronted face to face. 

The point: Learn from these experiences. Patterns do 
repeat themselves. Your opponent can be calibrated. hi 


Dr. Karrass specializes in negotiation, purchasing, and sales seminars. His 
12-hour Effective Negotiating video program is licensed by 136 of the nation’s 
500 largest companies. He is author of How to Fight a Price Increase, 
Negotia ing Game, Give and Take, and How to Work with Your Employees to 
Improve Their Performance and Your Own. For more information on books 
and seminars: Karrass Seminars, 2066 Westwood Blvd., Los Angeles, Calif. 
90025 (213) 476-4554. 
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Increased annual energy savings for each Econ-o-watt 
fluorescent lamp installed- based on 4,000 hour s ‘year 
and $ .O4KWH x 10% increased energy cost per year. 


"Westinghouse lamps start saving energy 
and money the second you install them. 


Every purchaser concerned with light- 
ing has a vital task: finding a way to 
save money by getting more light out 
of fewer watts. 

Westinghouse lamps do just that in 
industrial, commercial and institutional 
applications. Our sales representatives 
are bringing back plenty of success 
stories to prove it. 

The Memorial Hospital in Cumber- 


The project involves replacing 270,000: 
mercury vapor and incandescent streete 
lights with high pressure sodium lamps 
Upon completion, they expect an 
annual savings of 130 million kilowatt 
hours—which will amount to 190,000 
barrels of oil. 

Add your company’s name to these: 
energy-saving success stories. Call 
your local Westinghouse Distributor. 


land, Maryland, isrelamping their 10,000 Or phone toll free 800-631-1259. 


standard F40 fluorescent lamp installa- 
tions with Westinghouse Econ-o-watt* 
warm white lamps. Annual savings are 
projected at $21,726. 

A massive four year streetlighting 
program has been undertaken by Pacific 


Gas and Electric Company in Californiasd by ( | aI J 


poe 


pipe + nen Electric Corporatiom 
mp Commercial Division 
faohitield, N.J. 07003 
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gets it t 


Or landing gear parts. Or shrouds. Or 
reactor core hardware. Or perhaps 
you need high temperature or stain- 
less billets for reforging. When you 
want alloys, you want them fast. 

And Guterl gets them there faster. 
Weeks faster. 

Because of their high quality and 
consistent ability to meet exacting 
industry specifications, through 
vacuum and electro slag melting, 
Guterl alloys are used in a wide range 
of aerospace and nuclear compo- 
nents. Among Guterl’s most widely 
used alloys are A286, HX, N-155, 600, 
L605, 625, 718, 722, X750, 800 and 
Stainless steel 304, 309, 310, 348, 410, 
422 and 446. Alloys available in ingot, 
bar, billet, sheet and plate. 

Guterl. Alloys for aerospace and 
nuclear. Weeks faster. For more in- 
formation, write or call Guterl Special 
Steel Corp., 695 Ohio Street, Lock- 
port, New York 14094. Telephone 
716/433-4411. 


Say you manufacture jet engine parts 
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Guter! Special! Steel Corp. 


Anew name with 80 years experience. 


Calculate inventory 
costs to improve 
purchasing 


Management decisions 
determine inventory costs 


What’s the economical 
amount of insurance stock? 


Fixed, variable, 
and semi-fixed costs 
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inventory outiook 


By Norman Kobert 


‘What are the costs of carrying 
inventory?” The usual answer is a 
percentage of the value of that © 
inventory—ranging 8-30%. 

This large range results be- 
cause many companies do not 
make distinctions between 
fixed, variable, and step costs, 
and thus don’t know what their 
real carrying costs are. 

Knowing these costs is essen- 
tial to sound decision-making. 
Without knowing true inventory 
costs, for example, you can’t 
answer the question, “Can I beat an anticipated price hike 
by stocking up now?” because the answer lies in comparing the 
value of the price break at the time of purchase versus the true cost 
of carrying the inventory. 

Calculating true cost of inventory relates to management 
decisions in connection with: 

eThe economics of how large an inventory is needed. 

eCalculations of savings potential from inventory cuts. 

eCosts of various stocking policies. 

eBalancing potential forecasting errors against deci- 
sions regarding inventory, which have to be made today. 

eDetermining the amount of stock which is economical 
to have against potential late deliveries, machine break- 
downs, scheduling imbalances, and supplier difficulties. 

eDetermining the size of runs against costs of both 
setups and stocks. 

eCalculating labor (direct and indirect) required to sup- 
port picking, moving, making, storing, shipping inventory. 

eThe size of new facilities. 

ePurchase price/volume decisions. 

eMake-or-buy decisions. 

@Cash flow and borrowing needs. 

Obviously, a large number of management decisions require a 
knowledge of true inventory carrying costs. Determining them 
starts with an understanding of the differences between 
variable cost—which is a cost that varies by the size of the 
inventory in the time frame being considered—and fixed 
cost, which is not dependent on the inventory size. Each 
contributes to carrying costs in a different way. 

Finally, there’s a hybrid category called step or semi-fixed 
cost. It can have serious effects on decision-making. Step costs 
remain fixed for a range of inventory sizes. Any inventory less 
than or greater than that range changes the cost factors. 4 


A frequently asked question is, C 
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Norman Kobert is a principal of N. Kobert and Associates, Fort Lauder- 
dale-based management consultants. A specialist in managing the inven- 
tory asset, Kobert has conducted numerous in-plant and public seminars 
on inventory management, and has written many articles for professional 
and business journals. His latest book, Inventory Strategies, is available 
from Boardroom Books, 500 5th Ave., New York, N.Y. 10036. Price: $50. 
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In the cutting tool business, many 

things happen between the raw stock 

and the shipping crate. For over 100 years, 
Butterfield has been making the most of it. 


Skilled Butterfield craftsmen have kept an 
eye on manufacturing to the highest stan- 
dards. You can count on the finest materials, 
the most precise tolerances, and you can 
count on the most for your money. 


The most impressive product line 
in the industry, too. You'll find 
the Butterfield name on drills, 

taps, dies, reamers, end mills, 
cutters, hobs, carbides 
and Special-T inserts. 


make the % 
most of if. 
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Regardless of whether the part is standard 
or special, traditional or metric, you can 
always count on delivery when you need it. 
A computer-based inventory system, 
seven fully-stocked warehouses, and 
360 fine distributors around the 
country have been helping us make f 
the most of that promise for a long time. 


If you’re not getting the most for your 
money, contact us. Call your nearest 
Butterfield distributor. Or write 
Butterfield, Athol, MA 01331. 

Gfice. 


LH BUTTERFIELD 


Litton Athol, Massachusetts 01331 
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High-quality Parker Flow Control 
and Needle Valves are as close as 
your nearby Parker Fluidpower 
distributor. And...with 130 locations 
in North American industrial 
centers...we deliver! 

Parker Colorflow valves are goof 
proof! A highly visible color coded 
reference scale makes setting 
and resetting as easy as dialing... 


Parker 


olorflow’: 


with 60 
standard 


types... 
all in stock! 


Gold. Fully guided poppets open 
and close more smoothly...last 
longer. Steel and brass bodies 
are offered with either pipe (NPT) 
or straight (SAE) ports. Sizes start 
at 1/8 inch. If highest quality, 
competitive pricing and consist- 
ently good delivery are important 
to you...order Parker Colorflow 
and we’ll take it from there! 


For further information, a copy of 
our Catalog #3310, or the name of 
our nearest distributor, contact: 
Parker Hannifin Corporation, 
Manatrol Division, 520 Ternes Ave., 
Elyria, OH 44035. Or, phone: 

[216] 322-4631. 


Fluidpower 


Use VA to cut 
through clutter 
of sales pitches 


Vendors’ claims 
must be pertinent 


Bare description may 
not be enough 


Is the statement 
just a disclaimer? 
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VA outiook 


by Tom King 


Making the best choice when a 
variety of suppliers are pushing 
their own products can be tricky. 
Vendors naturally stress the 
strong points of what they’re sell- 
ing. That’s what salesmen are paid 
for. The result can be a welter of 
conflicting claims that are tough 
for a buyer to sort out. 

One way to cut through the 
clutter: Be sure that all data 
furnished by vendors is perti- 
nent as well as accurate. This 
application of Step 1 of the VA job 
plan (gathering information) will 
provide answers to the following questions: 

@Does a supplier’s sales pitch simply describe the operating 
characteristics of a product? 

els it possibly just a disclaimer that the product has no 
serious defects? 

eOr does it spell out specific benefits (savings in time or 
money, or increases in function) that will really improve value? 

Improved value is the true test. A customer should receive 
basically functional products from those selling them, as a matter 
of course. If sales claims are to mean anything, they must indicate 
some improvement in the cost/performance ratio. 

Best bet for the buyer: Isolate each claim made by a 
supplier pitching his product. Then ask, “What does this 
mean if it’s true?” That’s what one buyer purchasing fuel for 
metal burning did when a gas supplier approached him. The sales 
pitch went something like this: 

“My fuel burns hotter than natural gas. It’s safer than 
acetylene. It leaves a better surface finish on part burnouts, de- 
livers more pounds-per-cubic-foot, leaves negligible impurities.” 

Value analyzing these characteristics, the buyer found that: 

eThe hotter flame would be an advantage only if it would 
enable production to speed up burning rates. 

eWhile increased safety is always a plus factor, there hadn’t 
been any accidents with the current gas, and there were no 
indications that using the proposed new gas would reduce 
insurance rates. 

eAn improved finish might reduce cleaning time, but it was 
debatable whether this would save money. 

The other claims were generalities applicable to just about 
all good-quality fuels for burning metal. When this buyer had 
sifted through all fuel suppliers’ claims in this way, he determined 
that the real criterion for awarding gas business should be cost- 
per-Btu. He made his decision on that basis, applying value analy- 
sis to a typical sourcing problem. = 


Tom King is Lepage of value analysis for Joy Mfg. Co.’s mining 
machinery division. He is a certified value specialist, and the author of 
Principles of Value Analysis Engineering, a set of booklets available from 
P.O. Box 684, Franklin, Pa. 16323. 
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ings and Castings 
by Bethiehem 


This rotor was designed for low- 
pressure steam turbine operation. 
Weighing over 75,000 Ib, it's almost 
6 ft in diameter and 24 ft long. 


In less than a minute, this 1,550 Ib 
compressor disc for a gas turbine 
was forged on the Slick Mill at 

our Johnstown Plant. 
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Housing for use in a new steel bar mill. One of 
the larger castings produced at our Steelton Plant, 
it weighs about 11,000 Ib. 


Closed-die forgings of every shape are made at 

our Bethlehem Plant. This assortment (top left) ranges in 
weight up to 55 Ib. A casting (top right) is carefully 
examined to confirm uniform dimensions. 


Bethlehem produces a wide variety of forgings 
and castings to meet your machinery and equip- 
ment needs. And we're always ready to share our 
metallurgical experience by providing you with 
technical assistance. Talk to our product special- 
ists. They can help you move your design off the 
drawing board and into a forge shop or foundry. 

Open-die forgings up to 400,000 Ib. Closed-die 
forgings up to 250 Ib. Circular forgings from 200 
to 2,500 Ib. Castings up to 400,000 Ib. In all 
standard grades of carbon and alloy steels, 
including stainless. 


Bethlehem 


Bethlehem Steel Corporation Bethlehem, PA 18016 


ECONOMY 


The spotlight shifts 
to the supply side 


By Rebecca Lipman / Economics Editor 


As policy lures business to invest, 
buyers can plan for fewer bottlenecks, 
less inflation, and a more active 

role in company planning 


Politicians and economists are 
just now finding out what a junior 
buyer learns his first day on the 
job—it’s the supply side that 
matters. 

In years gone by, Washington 
managed the economy primarily 
by manipulating the demand for 
goods and services. But the 
bugaboos of unchecked inflation, 
sagging productivity, and aging 
plants and equipment have made 


the supply side through a decrease 
in the marginal statutory corporate 
income tax rate. 
(1980$ billions) 

15 


the neglected side of the market a 
fashionable cause. “Supply-side 
economics” are being incorporated 
into forecasters’ models. “Supply- 
side policies” dominate congres- 
sional debate on tax legislation. 
Administrations to come 
probably will also embrace 
supply-side thinking. However, 
the expected results of the new 
economic management won't be a 
sweep, but more of a shift in 


A tale of two policies 


$10 billion is injected into . 
the demand side through an increase 
in goverment spending equally divided 
between purchases and transfers. 
(1980$ billions) 


Impact to inflation 


Source: Evans Economics 


emphasis toward spurring the size 
and efficiency of the capital stock 
and away from whipsawing 
demand. What’s more, the policies 
steering the economy in that 
direction won’t be revolutionary 
and will be phased in slowly. 
For purchasing profession- 
als—the supply-side people of 
industry—the increased attention 
paid to the economy’s ability to put 
out could produce striking altera- 


* * 
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By spurring productivity and capacity, supply-side policy can increase output without adding to inflation. 
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tions in their jobs. That’s from the 
standpoints of fulfilling changing 
materials requirements and deal- 
ing with changing characteristics 
of suppliers. In the next several 
years, expect P.M.s’ job descriptions 
to add or place higher priority on: 

eMonitoring legislation tar- 
geted at capital investment. 

eParticipating in the compa- 
ny’s plans to expand. 

eWatching for plant openings 
and product introductions. 

eAnalyzing how the new 
policies will affect the firm’s 
positions of buyer and seller. 

eAnticipating where these 
policies will exert or diffuse 
pressure on a supplier’s ability to 
perform. 

More than a_ buzzword? 
Right now, supply-side economics 
is only a concept. How can buyers 
tell if it will become more than a 
buzzword? Look for three “struc- 
tural tax changes,” answers 
Norman Ture, president of the 
Washington-based consulting firm 
that bears his name. 

First, “Tax changes should 
focus on the effective marginal tax 
rates.” Reductions there will offer 
incentives to spend incremental 
dollars. “If they start talking about 
average taxes, like giving rebates” 
then policy isn’t powerfully aimed 
at boosting supply. A second focus 
should be a liberalization of capital 
recovery allowances. That could be 
done by either shortening up the 
write-off period or basing deprecia- 
tion on the cost to replace. Either 
way, internal cash flow would be 
unshackled and then could go to 
investment. A third aim should be 
to make savings, “the flip side of 
investment,” more attractive. By 
postponing purchases, consumers 
would free up financial and other 
resources that industry could use 
to expand capacity. 

“These policies aren’t new,” 
says Sandra Shaber, senior 
economist, Chase Econometrics, 
Bala Cynwyd, Pa. She points out 
that tax credits successfully 


Splitting the economy’s personality 


sh $ trillions) 


Sources: Council of Economic Advisors; 
Bureau of Economic Analysis; PURCHASING 


spurred investment in equipment 
the mid 1960s. But the whole 
theme of supply-side economics 
and the proposed variations of 


‘tried policies are untested. 


“There’s little evidence on whether 
it will do what it’s supposed to do,” 
says Shaber. 

The results supply-side poli- 
cies will produce won’t be readily 
apparent. They will work slowly 
because investment planning is a 
lengthy process. “It will take at 
least six months for the impact of 
supply-side policies to start 
showing up,” says David Ernst, 
economist, Evans Economics, 
Washington. He adds, “It will take 
more like 2-3 years to achieve 
maximum impact.” 

So purchasing should be 
mindful of the economic statistics 
that take the pulse of supply. 


These include: ratio of investment 
spending to total Gnp, dollars 
going to research and develop- 
ment, new orders for durable 
goods, rate of savings, capital 
investment appropriations and 
actual outlays. 

Uneven-handed. It will be a 
useful exercise to track those 
variables for individual markets 
as well as the total economy. As 
the economy’s capacity responds to 
supply-side policies, there will be 
“changes in the composition of 
output, economic activity, and the 
size of certain markets,” says 
consultant Ture. He adds, as 
purchasing makes out the bill of 
materials for the company’s 
current needs, “prepare to see the 
list redone in the next few years.” 

One reason is that the recipe 
of supply-side policies would have 


NMB offers a broad variety of precision 
bearings, from standards to sophisticated 
specials — each designed and manufactured to 
meet exact specifications and assure the 
highest level of performance. 


So whether it’s standards or specials, 
small quantities or production in the thousands, 
NMB is the best guarantee of meeting all precise 
bearing requirements. 


Send for our Short 
Form Catalog. 
NMB Corporation 


9730 Independence Avenue Chatsworth GA 91311 
Telephone: (213) 3416820 Ye “FWX: i 14 1232 
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Tracking variables 


(continued) 


an uneven-handed effect. “A 
straight tax cut would help 
everyone,” says Charles Reeder, 
chief economist, Du Pont, Wil- 
mington, Del. “But accelerated 
depreciation or an investment tax 
credit would help capital-intensive 
industries more than retail 
establishments.” 

Specific policies would benefit 
some more than others. Accelerat- 
ed depreciation would “have the 
greatest impact on those indus- 
tries whose capital stock has long 
statutory lifetimes,” says Richard 
Rahn, vp and chief economist, U.S. 
Chamber of Commerce, Washing- 
ton. For example, the 10-5-3 
depreciation schedule being dis- 
cussed would free up relatively 
more internal financial resources 
in industries like steel and cement 
than in, say, electronics which 
already writes off its equipment 
quickly. 

One industry that will 
definitely be touched by supply- 
side policies will be capital goods. 
These producers will be answering 
the requests created by the 
legislated incentives to invest. 

Capital goods makers for the 
most part will be able to 
accommodate the increased de- 
mand, expects Peter Toja, manager 
of research for capital goods and 
energy, Merrill Lynch Economics, 
New York. Since this is a recession 
year, the industry starts from a 
weak base. The rise in orders 
caused by the recovery and 
supply-side policies probably will 
tighten supply in 1981-82. But by 
1983-84 “the industry should 
notice the shift towards more 
investment and will be respond- 
ing,” says Toja. 

Bottlenecks could appear in 
those capital goods lines not 
starting off from a weak base. If 
that describes your supplier, now 
would be a good time to firm up the 
relationship. One notable example 
is machine tools. Toja points out, 
“That’s an industry that will be 
running at tight capacity for some 
time to come. The pressure will be 
enormous.” 


“This inevitably will pressure 
suppliers to capital goods makers,” 
says Kirkor Bozdogan, senior 
economist, and head of industry 
modeling at Arthur D. Little, Inc. 
(ADL), Cambridge, Mass. Long-run 
concerns are the basic resource 
industries, like copper smelting, 
whose supply already have been 
constrained by environmental 
regulations. 

This ripple effect suggests 
that supply-side policies will 
create an “upstream orientation,” 
just as demand policies created a 
downstream orientation toward 
the final user. Bozdogan expects 
buyers will be checking on 
“industries one or two steps 
removed from the immediate 
suppliers” to see how the new 
policies are affecting them. 

A stablizing effect. Purchas- 
ing managers will be taking note 
of changes other than the 


Saving for the future: 
Trading partners 
overshadow the U.S. 


(Savings as a % of 
disposable income) 
20 


Source: Data Resources, Inc. 


Note: Data are for 1Q, 80 and 
aren't strictly comparable. 


By consuming a greater portion of its 
income than other industrial coun- 
tries, U.S. industry is left with fewer 
financial resources to invest to keep 
competitive. 


expansion of capacity. Supply-side 
economics holds out the promise 
for a stable and healthy 
environment—one with calmer 
inflation, revived productivity, 
and an enhanced position in world 
markets for U.S. industry. 

To get there, business will 
probably have to endure a period of 
sluggish growth. Consumers who 
make up about two-thirds of GNP 
“face the decision to save for future 
purchases or spend now,” says 
Donald Sweeney, senior econo- 
mist, American Hoechst, Somer- 
ville, N.J. He expects that the 
economy guided by supply-side 
policies will grow 2-3% a year, on 
average, in this half of the decade. 
To contrast, the economy has been 
following about a 3% growth track. 
“There will be more emphasis on 
investment spending at the 
expense of current consumer 
spending.” But with an expanded 
and upgraded capital stock in 
place, the economy could grow at a 
better-than-3% pace during the 
second half of the 1980s. 

This decade and ones to follow 
would be marked by fewer than 
average business cycles. “Evidence 
is that some past recessions 
started because certain materials 
became scarce,” says Chase 
Econometrics’ Shaber. She ex- 
plains that bottlenecks caused 
prices for those items to rise, which 
led to a higher general rate of 
inflation, which in turn caused 
policymakers to undertake restric- 
tive measures which brought on a 
recession. In the future, “a proper 
supply-side policy could stimulate 
production to avoid those bottle- 
necks and short-supply—induced 
recessions.” 

Bottlenecks would be avoided 
by ways other than breaking 
ground for a new plant. Mature 
industries would use the increased 
resources injected by supply-side 
policies “to improve and update 
facilities and develop more efficient 
processes,” says Donald DePam- 
philis, director of economic 
analysis, National Steel, Pitts- 
burgh. Steelmakers could “round 
out” their facilities by installing 
continuous casting equipment. 
“That would cause a substantial 
increase in labor productivity.” 

(Supply-side policy would 
come full circle. Steel industry 


FELT CUT TO YOUR 
REQUIREMENTS 


FELT STOCKED FOR 
PROMPT DELIVERY 


HAS A COMPLETE STOCK OF 
MORE THAN 300 GRADES OF FELT 
SUITABLE FOR EVERY PURPOSE. 


SELECTOR KIT 
AVAILABLE 


—shows you immediately which grade 
of felt to use! For the handy kit show- 
ing samples, specifications, compara- 
tive properties and applications of 
INDUSTRIAL FELT, write to 


CONTINENTAL FELT COMPANY 


Est. 1905 


22 W. 15th St., N.Y., N.Y. 10011 
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will get you 
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eee CEO REPORT 


Spend $3.00 for an advance look 
at decade ahead. Send for 24- 
page reprint of PURCHASING’s 
CEO Report. All the reasons why 

CEO’s consider purchasing 
pivotal to the eighties. 
Send check to: 
PURCHASING CEO Reprint, 
221 Columbus Avenue, 
Boston, Massachusetts 02116. 
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Capital intensive industries like 
chemicals stand to benefit the 
most from proposed tax legislation 
aimed at boosting supply. 


ECONOMY 


Avoid bottlenecks 


(continued) 


would be in a better position to 
meet the increased demands 
created by those policies. “On the 
average 60% of U.S. consumption 
of steel is capital goods and 
construction oriented,” says De- 
Pamphilis.) 

Economy-wide productivity 
should be revived as industries 
finance more capital to put in the 
hands of labor. “You find almost a 
perfect correlation between the 
rate of new investment and 
increases in productivity,” says 
U.S. Chamber’s Rahn. He expects 
that productivity, which is headed 
downward this year, could grow 
1.4% next year and 3% in 1982 if 
supply-oriented tax cuts totaling 
$30 billion are enacted now. “If no 
tax cut is enacted, productivity can 
be expected to increase much more 
slowly.” 

That would exacerbate the 
inflation situation. The slower the 
productivity, the less industry is 
able to absorb costs and the more it 
is forced to pass along costs. 

Supply-side policies would 
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also curb demand-push inflation. 
“The classic definition of inflation 
is too much money chasing the 
supply of goods,” points out Rahn. 
“If you sgh the supply of goods 
and don’t increase the supply of 
money more than you would have 
otherwise, then you can bring 
down the rate of inflation.” As 
with other results of supply-side 
policies, the moderation of infla- 
tion would not be dramatic. But 
economists would expect a point or 


so to be shaved off the rate. 
“U.S. industry would be in a 
better ition to compete in the 


world.” says Robert Horst, manag- 
er of purchasing economics, Shell 
Oil, Houston. He adds that buyers 
have had “to go foreign for goods” 
to get value. But then “the supply 
lines get long.” Being able to get 
the items at home means P.M.s 
won't have to worry about the time 
and shipping duty factors that go 
with sourcing internationally. 
The enactment of supply-side 
policies will herald a hands-off era 
in policy-making. ‘“Market- 
oriented regulation rather than 
command and control ones will 
probably be set down,” says ADL’s 
Bozdogan. For example, a pollution 
tax would be put on rather than 
setting an arbitrary pollution 
control standard. In that way 
ppl demand forces can sort out 
the cost/benefit of pollution. 


Supply-oriented data 


The government is a prime 


blish numbers on: 
al investment in plant and 


eNew orders for durable goods 
and, in particular, capital goods. 


F these statistics (and 
others of interest to purchasing 


2, depending on if you 
nt first or second class 
KS should be made out to 


io orders should be sent 
iperintendent of Docu- 
5. Government Printing 
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Electrical supplies and 


better purchasing efficiency? 


One distributor 
gives you both-GESCO. 


Save time with GESCO’s 
XPD™ Service. 

Time is money. And with General 
Electric Supply Company you won't 
waste it checking stock availability, get- 
ting quotes and placing your orders. 

With GESCO, we do it all for you in 
just seconds, thanks to our new, exclu- 
sive XPD Service. If necessary, XPD Ser- 
vice will even tap our 175-warehouse 
system for same-day shipments. 


Make your money work harder. 

With GESCO’s SENTRY Systems 
Contracting Service, we helo you 
reduce inventories through a planned 
stocking program. Purchasing is paper- 
less, and you can even use the service 
to monitor purchasing patterns. 


It’s time for GESCO. 

You can now get much more than 
supplies from the right electrical distrib- 
utor. That’s why we'd like to send 
you more information on GESCO’s 


unmatched capabilities to serve you. 
Send us the coupon below, or write 


We help you manage. 


GESCO Inquiry Services, 705 Cor- 

porations Park, Section 870-05, Scotia, he 

NY 19309. ectric 
We think GESCO can make a Supply 

difference for you. COMPANY 


A DIVISION OF GENERAL ELECTRIC COMPANY 


‘ee ea ee ee 


[ YES. Show me how unique GESCO services can speed and simplify my j 
j electrical supply buying. Send me more information on your capabilities. g 
J GENERAL ELECTRIC SUPPLY COMPANY, INQUIRY SERVICES, SECTION 870-05, I 
§ 705 CORPORATIONS PARK, SCOTIA, NY 12302. j 
| see | 
j Title i 
Company ; 
i Address i 
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‘ast Yea, 
200 MILLION PACKAGES 
MADE US AN 

UNHEARD-OF SUCCESS. 


Priority Mail from your Postal Service has unheard- 
of features for small package deliveries. 
Special treatment delivers packages (over 12 ounces) 
in a quick 2-3 days* Anywhere in the country. And it’s 
economical: a 2-pound package between New York 
and Los Angeles is only $2.83. 
So why haven’t you heard of Priority Mail? 
The truth is, we haven’t promoted it much. But 
last year, commercial mailers used it to deliver 200 million 
packages. That’s quite a few packages for a service you’ve 
probably never heard of. Until now, of course. 
And now that you’ve heard of Priority Mail, you’ll know where 
to go to get service that’s unheard-of. 


a i 


*Of course, if you want faster service there’s Express Mail Next Day Service. 


INVESTMENT RECOVERY 


Finding new markets 


for surplus equipment 


By Thomas F. Dillon, c.P.m. / Senior Editor 


Assets no longer needed are wasting away 
at most companies. American Cyanamid’s 
special program puts surplus assets back 
to work or converts them into cash 


Some call him a corporate 
junk man, but that’s a misnomer, 
says Frank Lando, manager, 
investment recovery, American 
Cyanamid Co., Wayne, N.J. 
“Investment recovery does not 
involve junk. If it has no resale 
value, we don’t list it as surplus 
equipment.” 

Investment recovery involves 
the transfer between company 
plants and divisions—or the resale 


“Electric motors are hard to sell,’ says Lando. “Buyers are afraid 


to outsiders—of equipment, mate- 
rials, and other assets no longer 
needed at one location. 

The alternative, too often 
followed by companies without 
such programs, is to have the 
equipment remain idle—taking up 
space and deteriorating year after 
year, until it is finally scrapped. At 
a time when inventory costs are 
high, and purchasing is fighting to 
keep inventories low, storing 


= 


of them, even if they have been reconditioned. They would rather 


buy new.” 


equipment this way is an 
extremely expensive alternative. 

Investment recovery pro- 
grams are formalized efforts to 
dispose of usable equipment and 
material no longer needed. 
However, to an investment 
recovery pro, if something is no 
longer needed, it should be 
disposed of in a manner that will 
return the maximum possible 
portion of the original investment. 

Says Lando, ‘“There’s a 
tendency for people to say, ‘I may 
use that someday. It’s too good a 
piece of equipment to let go. And if 
I let it go, Pll have difficulty 
justifying buying another.’” 

To counter this, Lando 
conducts investment recovery 
seminars at American Cyanamid 
plants. These seminars stress that 
if the equipment is not needed, it 
should be made available to the 
investment recovery program for 
the good of the company and that 
surplus equipment should be 
considered before buying new 
equipment. 

Transfer internally first. In 
disposing of equipment, Lando, a 
chemical engineer with a back- 
ground in purchasing, says the 
first priority is to see if the 
equipment is needed at another 
one of American Cyanamid’s 58 
domestic locations. “We’d transfer 
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in any brand of 
strapping machine 
on the market. 
Autoflex is the 


A great packaging 

system starts with 
reat strapping. § 
rainard offers 


you the best straightest, flattest band 
hi a on the you can buy. 
market — plus And then there are Brainard’s 


machines, tools, 


supplies and acces- non-metallic strappings — nylon, 


polypropylene and polyester—the 


stapes acsnels finest in the industry. 
and economically. rim “he offers yee one more 

ingredient not shown on this 
Hiller? the high _ page. That's Brainard 
tensile steel strapping engineering capability. The 
that’s made of high ability to design, build and 


install a strapping system that's as 
simple or as complicated as your 
operation calls for. 


carbon steel for greater 
elongation and maximum 
strength. 


Hiflex is edge conditioned twice, heat P Brain ee ce nr 


treated and lead quenched. And its 5 Mee 
electro-deposited coating provides PO i é 50], _- oi ange! bars fy 
smooth, trouble-free operation. eee, ia © 216/372-4040 
If you need tensional steel strapping, the 


° ° 5 fi ~T 
to assure smooth, uninterrupted operation BRAINARD EZG@ug™ STRAPPING 
DIVISION OF SHARON STEELCORPORATION-© AN (NYE COMPANY 
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INVESTMENT RECOVERY 


Equipment transfer 


(continued) 


everything internally if we could. 
That way we wouldn’t be spending 
dollars outside the company.” 

Lando is responsible for 
listing what surplus equipment is 
available at each of the 58 plants. 
In addition, each plant has a 
surplus coordinator who feeds 
information to Lando. The coordi- 
nator’s job is to tell Lando what 
equipment is idle or declared 
surplus, provide a description 
(preferably with a photo), and 
detail the cost of crating, if 
necessary. “He’s my main contact 
in the plant and he is extremely 
important to the success of the 
program.” 

Three or four times each year, 
Lando publishes a surplus equip- 
ment selection catalog, which he 
first sends to each American 
Cyanamid facility. ie 

Catalog entries show the 
equipment code number, the 
location of the equipment, the 
quantity available, and a brief 
description of the item. A sample 
description: “Motor—15 hp 1200 
rpm, three-phase 220/440 volts, 60 
cycle, type C.S. frame 326, vertical, 
T.E., F.C., B.B., induction motor, 
with C.I. splice box and C.I. cover 
over fan.” 

Entries also include an 
estimate—purposefully conserva- 
tive—of the condition of the 
equipment. Some sample esti- 
mates from the current catalog: 
new, in crates; new, never used; 
excellent; very good; good; and 
fair. The catalog points out that all 
equipment was in operating condi- 
tion when removed from service. 

After the plants have had time 
to review the catalog and make 
their selections, Lando deletes the 
chosen items from the listing and 
sends a revised catalog to a list of 
prospective customers, including 
end users (companies that use 
similar types of equipment) and 
surplus equipment dealers. 

What the market will bear. 
The price of the material and 
equipment is usually fixed and 
available on request. The book 
value is only a guideline. More 


“Surplus Equipment Selections” lists everything from air compressors 
to waste water treatment systems. The catalog is published 3-4 

times a year, and goes to American Cyanamid plants first. After 

their selections are made, it’s sent to potential outside customers. 


important is the fair market value. 
Lando cites a special piece of 
laboratory equipment that has a 
high book value but a much lower 
market value. The opposite is true 
for usable stainless steel tanks. 
They may have been used for many 
years and their book value is close 
to zero. Their market value, 
however, is close to or more than 
their original cost. Each item, says 
Lando, must be priced in light of 
today’s market—regardless of 
book value. 

The custom sell. A key to the 
success of American Cyanamid’s 
investment recovery program is 
the ability to ferret out potential 
buyers. One example: Lando is in 
the process of selling a 300,000 
gallon water tank constructed 
when the company moved its 
headquarters to Wayne, N.J. At 
that time, the town was not able to 
provide water for the office 
building at sufficiently high 
pressure, so the tank was erected. 
Now the town can provide the 
pressure and the tank is no longer 
needed. Who would buy a 300,000 
gallon water tank? Lando rea- 
soned some small town might. 

Lando sent out a flyer, with a 


picture of the tank, to every 
municipal engineer in New Jersey 
towns with populations of 2000 or 
more. He received several inquir- 
ies. He expects that by the time 
this article is printed, the water 
tank will have been dismantled by 
a new owner and erected in some 
town in New Jersey. 

Some items are easier to 
dispose of than others. There is 
always a buyer for a stainless steel 
tank, says Lando, particularly if it 
is pressure-rated. Such a tank is 
easy to inspect; the damage, if any, 
is apparent, and the buyer can see 
what he is getting. 

“Electric motors, on the other 
hand,” says Lando, “are hard to 
sell. Buyers are afraid of them, 
even if they are reconditioned.” 
Exceptions are high priced motors, 
100 hp and up. Here people will 
buy a used motor to save money 
and get quick delivery. 

“Instruments and control 
valves are also difficult to sell,” 
says Lando, “even new control 
valves that have never been used. 
There is little market for them. If 
people want a control valve, they 
want a specific type, with a specific 
pressure drop rating and size.” 
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INVESTMENT RECOVERY 


Finding a market 


(continued) 


A corollary to Lando’s job is 
that he is often asked to locate 
materials and equipment not only 
within but also outside the 
American Cyanamid organization. 
He is in touch with investment 
recovery counterparts in other 
companies and used equipment 
dealers. They keep each other 
informed of surplus equipment by 
exchanging circulars, catalogs, etc. 

Although investment recovery 
at American Cyanamid is pretty 
much a one-man operation (the 
function is part of the Materials 
Planning and Procurement Divis- 
ion), some chemical companies 
have large investment recovery 
operations with dozens of people, 
each specializing in certain areas, 
such as chemicals, waste products 
machinery, etc. 

Other companies still handle 
the investment recovery function 
on a part-time basis. Lando 
believes it must be full-time. 

Recoverer’s profile. In a 


one-man operation, says Lando, 


the investment recovery specialist 
must be versatile. He should 
preferably be an engineer, and if 
he is in the chemical industry, a 
chemical engineer. 

“He should be familiar with 
the equipment and how it is used. 
People who buy ask questions, and 
he has to know what he is talking 
about. The more knowledge he has 
and information he transmits, the 
better chance he has of selling the 
equipment.” 

In addition to an engineering 
background, Lando recommends 
that the investment recovery 
specialist have negotiating ability. 
He must also know enough about 
the equipment to price it 
properly—low enough to sell it but 
high enough to recover as much of 
the investment as possible. 

If equipment or plant disman- 
tlements are involved, as they 
often are in the chemical industry, 
the investment recovery specialist 
should have a knowledge of 
construction and be able to write 
dismantlement specifications. 
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If you're concerned about productivity, 


why not spend less on limit switches 
and get more reliability? 


People who use our new Bulletin 802M limit switches are spending less in two ways: (1) lower 
installed costs, and (2) greater on-line reliability, which means less costly downtime. When 
you install these switches, you benefit from exceptional electrical and mechanical life. 
They’re factory sealed and pre-wired with STO cable—simply mount switch, and wire 
at junction box. Epoxy sealed cover, cable entry, and wire strands guard against 
fluid leaking or wicking into the switch. U.L. listed. Meets NEMA Type 4, 6Pand 13 
enclosure ratings. So if you’re concerned about productivity, get the full story 
on the new limit switch that means less downtime—see your A-B distributor! 
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sto Cable/Conduitandwire | _NoChage | 8 
[Cable Grip/Conduit ting | Nocherge | 8 
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Economical 
Fewer purchase parts, 
simpler installation — 
thanks to factory 
wiring and sealing. 
Compare the costs! 


Labor/Wire Contacts 
Labor/Seal Cover & Cable Entry No Charge 
TOTAL COST : eee 
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Quality inthe besttradition. 4 


: (AB) ALLEN-BRADLEY So 
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ORRINGTON <—) | 
5200 Series (== 


gives you integral flanges 


for the price of snap rings. 
a 


Torrington’s 5200 series cylindrical roller bearings 
with integral flanges cost no more than | 
competitive snap ring types, yet I 
offer these distinct advantages... 


@ Complete interchangeability ; 


@ Better roller end guidance, less roller 
skewing — even under heavy loads 


@ Controlled contour rollers for greater 
capacity 


@ Industry standard fitting practice 
is maintained 


@ Immediate delivery from stock — shaft sizes 
from 100mm through 240mm available 


a fl et a ces 


Integral flanged 5200 series are available from 
Torrington—and are completely interchangeable 
with snap ring types. 

Contact your Torrington Sales Engineer or 
your Local Torrington Authorized Distributor. 
ff The Torrington Company, Bearings Division, 
ee South Bend, Indiana 46634. 


) TORRINGTON BEARINGS | 
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Parts codes simplify 
leadtime analysis 


By Somerby Dowst, c.P.mM. / Managing Editor 


Past and future leadtimes 
are easier to visualize when 
parts are classified by categories 


BETHPAGE, N.Y.—Generic coding 
of purchased parts makes leadtime 
monitoring a more manageable 
task at Grumman Aerospace Corp. 
The coding system allows a 
computer to “publish” leadtime 
data to everyone who needs 
it—and before long that data will 
include forecasted leads. 

“People in all walks of life at 
Grumman are interested in 
leadtimes,” stresses Louis A. 
Corrao, director of the finance and 
planning group in corporate 
procurement. He cites not only 
buyers, but also engineers and 
marketing staffers. It’s often 
important, he adds, that someone 
designing an assembly or making 
a bid proposal know what future 
leads on particular parts will be. 

According to Corrao, Grum- 
man has monitored leadtimes and 
made projections for the last seven 
years. Shortages have been 
“drastically reduced” since the 
days of ’73-’74, when the company 
experienced some supply _ prob- 
lems. The new system—being 
phased-in in stages—makes the 
most of Epp technology: from 
on-line terminals to computer 
graphics. 

Say a buyer wants to know the 
current leadtime on aluminum 
alloy precision forgings. He can 
punch a four-character code into a 
cathode ray tube (crt) keyboard, 
and get an immediate readout 


based on the most recent quarter’s 
purchases: high, low, and average 
leadtimes. The code on _ those 
forgings happens to be “1F5A.” If 
the buyer wanted the word on 
titanium precision forgings, he’d 
punch in “1F5T.” 

Breaking it down. The 
generic coding system covers the 
more than 100,000 parts that 
Grumman purchases. It starts by 
coding all items into five classes: 
raw materials, standard parts, 
equipment, subcontracts, and 


| 


major subsystems. The classes are 
then subdivided into groups. And, 
for raw materials, there are 
subdivisions by 33 forms (rod, 
sheet, tubing, etc.)and 23 mate- 
rials (aluminum, stainless, etc.) 

In the forgings example noted 
before, the “1” indicates raw 
material class, the “F” indicates 
forgings group, the “5” indicates 
precision form, and the “A” and 
“T” indicate aluminum and 
titanium, respectively. 

There are about 600 possible 
code-combinations, Corrao notes, 
and about 300-400 of these will 
cover the most active parts. “This 
approach brings the problem down 
to a manageable level,” he says. 
He also cites the major differences 


Terminals can provide data to buyers like Carol Seymour and Kristine Trillo (r.). 
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hen you need high-carbon strip 


steel to exact specifications, 
you need Wallace Barnes Steel. 


We give the Wallace Barnes treat- 
ent to hot rolled strip that makes it 
eet your most critical tolerances, 
and product or production needs. 
Ournewcomputer-controlled Z-mill 
an cold-roll to +0.0001”, if needed. 
e can anneal or pretemper strip in 
one of our 22 furnaces. Our battery of 


lf . 


precision slitters gives you the criti- 
cal widths and our special finishing 
equipment the edges you need. And 
we helped pioneer EB welding of dis- 
similar strips. 

We handle up to 13-in widths. And 
offer scaleless, bright, blue or straw 
finishes. Almost anything you need 
to meet your specifications is availa- 
ble at Wallace Barnes Steel. 


Our 65 years of experience in rol- 
ling, heat-treating and slitting high- 
carbon specialty strip steel, plus mil- 
lions of dollars in state-of-the-art 
equipment, makeWallace Barnes Steel 
a preferred supplier. Call (203) 589- 
5511 foraquoteon your next order, or 
send your specs to 300 Broad St., 
Bristol, CT 06010 for samples. 


Wallace Bagres /Q\ BARNES 
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Computer-drawn charts like this one show leadtime trends so logical projections can be made. 


LEADTIMES 


Generic coding 


(continued) 


between the former leadtime 
control system and the new one. 

Although both systems are 
pegged to the part-number level in 
the computer’s storage memory, 
the old system was a batch-report 
procedure, updated three times 
weekly, and containing historical 
leadtimes only, processed via 
80-character tape. (Forecasts for 
one quarter into the future were 
made independently.) 

The new system, linked to the 
computerized data base that is 
part of the corporate information 
system, is a disk-run, teleprocessor 
operation. It can be updated either 
on-line or in a batch mode. 
Inquiries can also be handled 
on-line. 

When the complete system is 
on-stream (slated for early next 
year), the information in the EDP 
file will include future as well as 
past leadtimes. 

As Corrao explains it, the 
system is based on a “time bucket” 


concept, in which data are 
gathered for particular periods of 
time. There are three such buckets 
or periods at Grumman: historical, 
current, and projected. Particular 
information goes into each bucket, 
based on its (and the overall 
system’s) purpose. 

Three to get ready. The 
historical bucket contains lead- 
time data on the last nine 
purchases of each part prior to the 
current quarter. The period 
covered may be weeks, months, or 
years. The leadtimes are those 
anticipated by the buyer at the 
time he placed each order. With all 
parts coded, the computer can turn 
out data on generic leadtimes— 
including computer-drawn charts 
that indicate trends up or down. 

The current bucket contains 
leadtimes on all purchases made in 
the current quarter, regardless of 
how many buys this represents on 
each part. From this information, 
the computer also generates data 
on generic lows, highs, and 
averages. 

Based on data in the first two 
buckets, the third or projected 
bucket will be loaded with 
forecasted leadtimes. The plan 


now is to go out four quarters into 
the future, although Corrao 
concedes that this can be tricky. 
These forecasts won’t be mathe- 
matical derivations from the first 
two buckets. They will collectively 
represent the subjective opinion of 
Grumman procurement. But the 
accessibility and formatting of 
past data will make it a lot easier 
to come up with sound judgments. 
Example: A sub-program under 
which buyers can regularly 
forecast leadtimes on the items 
they purchase. 

The computer-drawn charts of 
past leadtime performance, for 
instance, will enhance discussions 
centering on anticipated lead- 
times. Such discussions might 
involve Corrao, economists on his 
staff, major suppliers. “You have to 
know the dynamics of the 
industries you're dealing with,” 
says the financial planner. 

He also points out a little 
nicety that goes with the 
computer-drawn charts as well as 
other EDP leadtime reports: an 
indication of the standard devia- 
tion pertinent to a generic class’s 
leadtime average for any period. 
The standard deviation basically 


PURCHASING OCTOBER 23, 1980 78A3 


STEEL UPDATE 


from Republic. 


“X-80-W plate 
helps take the heat 
off purchasing people 
to cut costs.’ 


Tom Kelly 

Assistant Manager of Sales 
Flat Rolled Division 
Republic Stee! Corporation 


roe 


“Republic X-80-W* 
as-rolled HSLA a 
plate can replace = ss 
more expensive 
quenched and = | 
tempered carbon steel plate, cutting 
the initial cost of material. 

“And because of its high strength 
(80 ksi minimum yield), X-80-W plate 
also provides a significant weight- 
saving over carbon steel plate through 
gage reduction. 

“Its cold bendability, good impact 
toughness, and outstanding weld- 
ability make X-80-W plate ideal for 
load-bearing applications involving 
cold forming and welding. Such as 
mobile cranes, railroad cars, trucks, 
and buses. Even rugged earthmoving 
equipment, barges, and dredges. 
Plus mining and industrial equipment. 

“What's more, X-80-W plate 
comes in sizes no one else offers in 
an 80 ksi product—thickness to 3/4", 
width to 96", and length to 720". 
Plus superior flatness and surface 
finish over quench and temper plate. 
Thus providing a reduction in fabri- 
cation costs. 

“It’s just one of many high strength 
steels that Republic has developed 
to help Purchasing Managers keep a 
lid on costs. While providing materials 
with high strength, less weight, and 
superior performance for producing 
high-quality finished products. 

“Ask about our new as-rolled 
X-80-W plate and other steel products 
listed in our High Strength Steels 
brochure (Adv. 2577). Write to me, 
Tom Kelly, Republic Steel Corpora- 
tion, Department 1441, Cleveland 
OH 44101.” 


*X-80-W is a trademark of Republic Steel Corporation. 


Republicsteec! 


Action to meet your critical needs. 
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Raw Materials Forgings 


Honeycomb 


Viscous 

Etc. 
Purchased standard 
parts 

fasteners 


(apply to raw 
material class only) 
Form Material 


Aluminum 
Steel 

Extrusion | Titanium 
Etc. 


Electrical/electronic 
Hardware and 


Hydraulic components 


Etc. 
Purchased equipment 


Subcontracts 


Antennas and wave- 
guides 
Fuel systems | 

Instruments/indicators 
Etc. 


Airframe sheet metal 


Accessory structures 
Major machined parts 


Etc. 
Major subsystems 

control 

Displays 


Fire control 


Etc. 


Automatic flight 


Generic codes classify 100,000-plus purchased parts into 
categories whose leadtimes are a lot easier to analyze. 


LEADTIMES 


Standard deviation 


(continued) 


shows how wide were the 
fluctuations of individual parts’ 
leadtimes within a class. Too high 
a deviation (it’s expressed as a 
number), may impel investigation 
of critical items’ leadtimes at the 
part-number level. 

Buyers look ahead. Stan- 
dard deviations are included on 
the leadtime-update forms that 
will be distributed to buying 
supervisors quarterly. Also on 
these forms: generic low, high, and 
average leads for the current 
quarter, and spaces where buying 
personnel can fill in their 
estimates for future leads. 


After these estimates have 
been keypunched into the comput- 
er, the overall leadtime outlook for 
generic classes can be studied. 
These studies encompass a great 
deal. On aluminum, for example, 
the availability of heat-treating 
capacity and aerospace alloys must 
be considered as well as producers’ 
basic ingot capacity. Similar 
questions must be probed in regard 
to titanium and cobalt. The 


long-term availability of skilled. 


machinists can affect future leads 
on machined parts. Leadtimes of 
capacitors and resistors must be 
assessed in terms of their coming 
from a “growth industry” which 
Corrao sees as “well-invested” and 
(fortunately) one that “knows 
where it’s going.” 

No matter what items are 
involved, however, the computer- 
ized data that’s readily available 
provides a valuable frame of 
reference for leadtime discussions. 
Then, once forecasts have been 
made, future generic leadtimes 
can immediately be entered into 
the EDP system via one CRT 
terminal. (Only one CRT can 
handle such revisions, for security 
purposes.) And once the new 
information is in the computer, 
any CRT unit will flash back the 
updated answers when it’s queried 
by part number. 

Staffers who don’t have access 
to a cRT, will be supplied with 
the data in microfiche form and 
regular hard-copy printouts. 
Among the tasks that will be 
eased: p.o. release planning, 
termination liability studies, cash 
flow analyses, bid proposal 
support, inventory planning, and 
requisition funding. 
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Consider the Alternative =|" 


Box 279 Marshville,, 


to cast or forged rings.  _— 3.22 


4 may solve one or more of m 
4 needs. My primary concern 


4 


Need better quality? Lower costs? Quicker deliveries? Better service? Lower inven- 
tories? Special specifications? P 

Then consider King rings. Send me your booklet, 

King rings are not cast or forged. They’re rolled and flash-butt welded (shown / “The Shape of the Future.” 


in photo) from flat bars, plate material or mill-rolled shapes. This weld is the P| 


strongest and most consistent known. / Name 
So King rings are always high quality. They can usually be delivered he ee 
sooner. They frequently cost less. Or they solve some need that a forged Title 
or cast ring just can't. 
Find out for yourself. Call (704-624-5081) or return the coupon for a 
free booklet. F, iadeainn 
King rings are ideal solutions for gear blanks, sprocket rings, 
vessel and pipe flanges, bearing races, machinery parts, rolled City 
structural sections or any other application that requires a carbon, 
ainte pel or alloy ring from 6’ to 140’ in diameter (Even larger . 


Company 


“Ultrasonic testing 

pinpoints defects down to .001’. 
This year we'll use it 

to check over 1.5 million feet 
of our tubing.” 


Jim Bean j 
Director i 
Quality Assurance y, 


es Se ae 


; 


“Ultrasonic picks up nicks as little as 
Extra effort 001" deep and .030" long. 


is what makes us _ its slowancd expensive. 

| But it’s by far the best. We recently put 
Superior. through a lot of over 6000 pieces 
for a nuclear customer with a reject rate of only 0.6%. 


“Today | have a whole array of non-destructive tests to 
pick from... ultrasonic, eddy current, dye penetrant, alloy 
identity. Plus | can subcontract out for X-ray or magnetic 
particle testing. 


“Special testing is a big investment. But it’s not too big a price 
to pay when you're the #1 name in precision tubing.” 


(S?) Superior Tube 


The big name in small tubing 
Norristown, PA 19404. West Coast: Pacific Tube Co.;Los Angeles) CA 90040) 
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COST REDUCTION 


Financial rewards 


By Somerby Dowst, c.P.m. / Managing Editor 


When the department and buyers 
both pocket some of the savings, 
purchasing can really be a profit center 


FRAMINGHAM, MASS.—When 
purchasing is treated as a true 
profit center, it can plow some of 
its savings back into its own 
budget. Then it can use the money 
to continually refine and expand 
its professional buying tech- 
niques—generating still more 
income for the company and the 
department. 

Case in point is Bose Corp. 
Lance Dixon, director of corporate 
procurement, has an agreement 
with top management that 25% of 
authenticated purchasing savings 
are allocated to the department. 

Since joining the hi-fi speaker 
producer a bit over a year ago, 
Dixon has used those dollars to 
boost the HQ purchasing staff from 
12 to 17 people. Titles and pay 
levels have been upgraded. And 
he’s set up a unique recognition 
program that financially rewards 
individual buyers for cost reduc- 
tion accomplishments. 

Sell the boss. “You’ve got to 
sell top management on what 
purchasing can do,” Dixon says. 
“You’ve got to tell them: “These 
things don’t just happen; give me 
dollars to accomplish them.’” 

Indicative of the backup that 
purchasing gets from a young and 
supportive management group at 
Bose is the comment made by 
Dixon’s boss, vp of plant operations 
Gordon Fowler, in the premiere 
issue of a worldwide purchasing 


newsletter started in February. 
Noting that 1980 will indeed be a 
challenging year, Fowler pegged it 
as one “in which purchasing, more 
than any other group, can 
contribute to our profitability.” 

Several control methods as- 
sure the authenticity of purchas- 
ing savings. Standard costs have 
been worked out with accounting. 
If purchasing buys below standard, 
it’s credited with a saving; if it 
buys above standard, it’s debited. 
Accounting checks invoices to 
validate dh isdear aca 
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keep savings coming 


There’s another validation 
related to actual prices, however. 
If the last price paid on an item 
was lower than standard cost, a 
new purchase must beat that price 
to qualify as a saving. And a price 
decrease due solely to a quantity 
increase doesn’t qualify. 

If a buyer makes a purchase at 


standard cost, he doesn’t report it. 


But he does report variances either 
up or down. Dixon feels that 
having buyers report the increases 
spurs them to resist such hikes 
even more vigorously. Any saving 
over $1000, moreover, must be 
verified with an assist from Bose’s 
computer. Here’s how that part of 
it works: 

On any saving of more than 
$1000, Dixon insists that the buyer 


Management support is key element in profit-center purchasing at Bose 
Corp. Here vp Gordon Fowler (I.) listens as procurement director 
Lance Dixon discusses upcoming purchasing projects. 
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It takes a microscope to best see our cost 
saver—a thin adhesive coat on Bondeze"-M mag- 
net wire that bonds the wire turns together in elec- 
tric motor windings. But the savings it offers users 
are anything but microscopic. 

With bondable magnet wire, motor manufac- 
turers can eliminate tying, varnishing, baking and 
cleaning processes—for major savings in equip- 
ment, energy and labor costs. Or totally automate 
from winding through testing, for even greater 
Savings. 


2 on many fronts. They've 


introduced a new breed of butterfly valve for 
industrial piping systems. Perfected silver-bearing 
copper that’s 99.999% pure for electronics. And 
developed Higher-Performance Cable for Amer- 
ica’s utilities. 

All in all, each year, we transform into inno- 
vative, useful products about a billion pounds of 
copper mined by us, by others, and reclaimed 
from scrap. That's because people who depend 
on copper depend on pus. For information, call toll 
free (800) 221+3333* Phelps Dédge—the time- 
tested name in copper. *InNY. State, Collect 212 775-1395 


The firm bond that can be obtained between motor windings using Bondeze-M magnet wire is shown highly magnified on a TV screen 


300 Park Avenue, New York, New York 10022 


The copper people from 
Phelps Dodge 


Oil-tempered spring wire: 


At Cuyahoga, were 
making It big. 


° Ravers a 


U.S. Steel is once again 
producing the largest-size oil- 
tempered spring wire made— 
0.625” in diameter—on a line 
we believe is the industry’s most 
modern. On this new line, the wire 
is oil-quenched, then continuously 
tempered by the fluidized-bed 
process, an advanced rnethod that 
eliminates the use of molten lead. 

The wire is manufactured 
at the Cuyahoga plant of U.S. 
Steel’s Lorain-Cuyahoga Works, 

a mill long known for superior 
quality wire. 

USS Cuyahoga Mill supplies 
oil-tempered wire in sizes ranging 
from 0.148” to 0.625”, primarily 
in the Class I and Overhead Door 
grades specified by the construc- 
tion industry, manufacturers of 
agricultural equipment and auto- 
makers. The wire is available in 

1500-b. coils, which have a nominal 
I.D. of 54” and an O.D. of 60”. 

The line on which the largest- 
size wire is made is characterized 
by several key improvements. 
Heating takes place in a muffle 
furnace that has been significantly 
modernized to increase heating 

time and improve wire uniformity. 
Line temperatures are closely 
regulated with thermo-couple- 
activated controls, and wire tem- 
peratures are monitored by optical 
pyrometers with digital readout. 
Temperature of the oil quench 
is controlled within + 5°F 

The mechanical properties of 
the wire are adjusted to proper 
levels by tempering in the multi- 

zoned fluidized bed, where tem- 
peratures are controlled within 
+ 10°F in each of the five zones. 

Every coil is tested before 

the wire is stocked in a special, 
humidity-controlled storage facil- 
ity. Wire is shipped in truckload 
quantities, with a minimum of 
5 tons per item. 

For a quote on your next order, 
contact your nearest USS Distnct 
Sales Office, or write U.S. Steel, 
Box 86 (C1417), Pittsburgh, PA 


15230. = 
HS MI = 


Technical Member 


United States Steel 


COST REDUCTION 


Verified savings 


(continued) 


go to purchasing’s cathode ray 
tube (crT) terminal. The buyer 
punches in the part number, and 
gets a display of the last six 
purchases on the part—including 
quantities and prices. Then he 
punches a print-out key on the crt, 
and gets an identical hard copy 
that he must attach to his savings 
claim. This proves that recent 
prices have indeed been beaten on 
a like-quantity basis. 

Publicity helps. To publicize 
the cost reduction program to both 
vendors and other departments, a 
clear plastic tube has been 
mounted on the wall in purchas- 
ing’s entry area. It’s calibrated in 
hundreds of thousands of dollars, 
much like a community United 
Fund billboard. Replicas of the 
first coin minted in the U.S. record 
progress. They pile up in the tube 
as a visual indicator. 

The coins are also conversa- 
tion pieces—useful for sparking a 
new vendor’s interest in cost 
reduction. All buyers have them by 
the handful, so they can slide a few 
across the desk to visiting 
salesmen or technical reps. 

Under the buyer recognition 
program, purchasing staffers get 
real U.S. money. And their 
chances of getting it—from 
$50-250 a month—are directly 
related to their cost saving 
achievements. It’s really a three- 
part program: 

In the first part, every $1000 
worth of direct savings a buyer 
accrues in a month entitles him to 
have his name put into a hat for 
the next monthly drawing of 
winners’ names. If he saves $2000, 
two slips with his name go in; if he 
saves $3000, he gets three slips; 
and so on. Moreover, every slip 
that goes into the hat in any month 
stays there for the full year. The 
more consistently a buyer saves 
over the year, the more he builds 
up his chances of winning. 

On the first Tuesday of each 
month, two names are pulled from 
the hat. The first one pulled gets 
$100; the second one pulled gets 
$50. (Buyers who have gained cost 


“avoidances’—the distinction is 
indicated on their name slips—are 
eligible for the second drawing.) 

In the second part of the 
recognition program, all buyers 
who have beaten standard costs by 
3%—on a net basis for all their 
items—are awarded $50 each. 

The third part of the program 
combines cost reduction with other 
measurement criteria. Dixon has 
identified eight negative indica- 
tors (he jokingly calls them 
“transgressions”) of buyer per- 
formance. These include _rejec- 
tions, shortages, unplaced requisi- 
tions, change orders, etc. 

Subtract the savings. Low 
numbers in these areas indicate 
good performance. And, under a 
formula that’s been refined a 
couple of times based on experi- 
ence, a buyer’s cost reduction 
improves his overall score on such 
support-type activities. Current 
formula: The first $15,000 of 
savings in a month earn a 
one-point subtraction per $1000; 
savings above that earn one point 
off per $5000. The buyer with the 
lowest score for the monthgets $100 
as the buyer-of-the-month award. 

The company pays the taxes 
on all buyer awards, to keep them 
in round numbers. Payment is by 
check, made out to whatever 
establishment the buyer 
chooses—whether it’s supermar- 
ket, department store, night club, 
or orthodontist’s office. 

“You're treating buyers as 
professionals when you reward 
them on their overall perform- 
ance,” says Dixon. “That’s a lot 
better than browbeating them for 
cost reduction on one particular 
order.” Having the rewards come 
monthly also improves motivation, 
he says. “A full year is an awfully 
long time to wait for recognition.” 

The cost savings and other 
efficiencies that Bose purchasing 
has racked up—with the help of 
other departments and _ sup- 
pliers—are broad in scope. Here’s a 
sampling: 

@Magnet costs have decreased, 
thanks to expanded sourcing that 
has increased competition. Pur- 
chasing and engineering toured 
major sources, and arranged for 
samples and tests so that new 
vendors could be approved. 

eOffice-supply expenses are 


Purchasing project manager 

Tom Flanders (I.) discusses new 
product’s phase-in and costs with 
senior buyer Derek Smyth, visiting 
from Irish plant. 


down 10% across the board 
because of a systems contract on 
such items. A stationery stock- 
room has been eliminated, as have 
individual p.o.s and recievers: 

eFasteners have been put on a 
blanket order. So have other 
commonly used items. There’s also 
a blanket order with which 
engineers can get immediate 
delivery on materials needed for 
development work. 

eF iberglass has been replaced 
with polyester batting in some 
applications. Yearly savings are 
estimated at $25,000. 

@A batch assembly process has 
been changed to a continuous one 
at a vendor’s plant. An adhesive 
with a faster dwell time made it 
possible. It took four or five 
vendor - purchasing - engineering 
meetings to complete, but produc- 
tion is now more reliable. 

eAnother supplier's sugges- 
tion that a perforated plastic part 
be changed to an injection-molded 
piece has improved its producibili- 
ty and lowered incoming inspec- 
tion costs. 

eStill another vendor is 
examining several ways of produc- 
ing knocked-down pedestals. Op- 
tions include threading male and 
female ends, or using a rod and 
bolt approach. No matter how the 
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Cahners Publishing 
Company 


Cahners Magazine Division 
publishes the following 
business magazines and 
directories: 


Appliance Manufacturer 
Brick & Clay Record 


Building Design & 
Construction 


Building Supply News 
Ceramic Industry 
Ceramic Data Book 
Construction Equipment 


Construction Equipment 
Maintenance 


Design News 
Design News Directories 
EDN 


Electro-Optical Systems 
Design 


Electronic Business 


Electronic Packaging & 
Production 


Foodservice Distribution 
Sales 


Foodservice Equipment 
Specialist 


Institutions 

Mini-Micro Systems. 

Modern Materials Handling 

Modern Railroads 

Package Engineering 

Plastics World 

Professional Builder/ 

Apartment Business 
e Purchasing 

Security Distributing & 

Marketing 

Security World 

Semi-Conductor International 

Service World International 

Specifying Engineer 

Traffic Management 

U.S. Industrial Directory 
The Cahners Exposition Group 
is the largest producer, 
operator and manager of trade 
and consumer shows in the 
world ... with 67 shows, 
3,300,000 square feet of 
exhibition space and total 
annual attendance of over 
three million. 


Cahners Publishing 
Company 
221 Columbus Avenue 
Boston, MA 02116 
617/536-7780 
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Antique coin replicas are dropped into clear plastic tube to indicate 
cost-reduction progress—and into salesmen’s hands to spark their interest. 


COST REDUCTION 


Vendors’ ideas 


(continued) 


basic idea is implemented, says 
Dixon, there will be savings in 
freight costs, storage space, and 
corrugated packaging material. 

eCorporate purchasing is 
actively exploring worldwide 
sourcing: steel and components in 
the Orient, printed circuit boards’ 
assembly in the Caribbean, 
pedestals and cabinets in Canada, 
fabric and components in the 
Common Market. 

eCoordinated buying, that 
will pool requirements of plants in 
Canada, Puerto Rico, and Ireland 
with those of Framingham, is 
being started up. First target 
commodity: corrugated. 

Close relations with engineer- 
ing have a lot to do with keeping 
costs down and quality up. As 
manufacturing engineer Carl 
Griffin says: “What purchasing 
buys, we have to put together.” 
And, with Bose expanding into 
electronics and professional speak- 
er units, new product introduction 
has even quickened its pace. 

Early involvement. To as- 
sure liaison at the design stage, 
Dixon has set up a project manager 
system in purchasing. Each of his 
three senior managers is assigned 


a new product as soon as planning 
starts. Cutting across their buyers’ 
commodity lines, these managers 
are responsible for all parts 
needed. That means setting up 
PERT-like planning schedules, 
sitting in on new _ product 
development sessions with engi- 
neering and marketing, and 
monitoring buyers’ costing efforts. 

“No part becomes an orphan,” 
says Dixon. The planning also 
identifies just when overseas 
buyers should visit HQ, on 
products that have been engi- 
neered in Framingham for over- 
seas production. Recently, for 
example, Irish senior buyer Derek 
Smyth journeyed over to huddle 
with purchasing project manager 
Tom Flanders and engineers. 

For the future, Dixon is 
planning to beef up his staff still 
more. He’d like to add a corporate 
buyer, an expediter, a purchasing 
engineer, a purchasing assistant, 
and maybe a full-time buyer to be 
based in the Orient. 

That’s a healthy investment. 
But his requests for staff additions 
won’t take management una- 
wares. Concludes Dixon: 

“You don’t just walk in and 
ask for more budget. By the time 
you get to bargaining with 
management, the increase should 
be practically a fait accompli, 
based on results you’ve already 
shown.” 


There’s good reason why people of discriminating good taste look 
beyond their local horizons for the best choice in quality. They 
understand that certain peoples of this world, usually through 
talent and specialization, have achieved excellence in certain products. 


And so it is that they look to England for fine bone china. 
To Ireland for linens. France for wines. Switzerland 

for cheese. And to America for technological 

know-how ...and the world's finest beefsteak! 


It's much the same 
with individual 
companies, including 


) if : those that manu- 
FB )) facture fasteners. For 
L a6 ww” whatever reasons, there 


simply are some 
companies which produce 
better fasteners of a 
certain kind. And they are 
located both-here and 
around the world. 


1s | Earnest Machine Products 
Company has recognized this 

fact for years. To the point 

where it has developed a highly 

In era ‘ona refined system of monitoring the world 
fastener market to locate, test and obtain 
the most reliable of every kind of heavy- 


duty industrial fastener. And the world’s 
best value for the final user. 


No need for you to search the world 

over for industrial fasteners to meet your 
needs. They're all here. Only a phone 

call away. 


In an international setting of quality, 
price and delivery. 


fy 


EARNEST 


MACHINE PRODUCTS CO. 


Headquarters Southeasterm Division) >, Seuth-Central\Division New Western Division 
Cleveland (216) 362-1100 Tampa (813) 223-1661 “Houston (713{.688-1118 San Jose (408) 946-9121 
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CASTINGS 


Leadtimes drop, orders 
cut at foundries 


By Thomas F. Dillon, c.P.m. / Senior Editor 


Plentiful foundry supplies and a sharp 
drop in orders cut foundry leadtimes and 
prices. But some buyers are worried 


It’s a buyer’s market for 
castings, and some say castings of 
all kinds will be plentiful even 
after business picks up. Some see 
no castings shortages throughout 
the 80s. Others aren’t so sure. 

Everyone agrees that materi- 
als shortage problems that 
plagued foundries just a year or 
two ago are over—problems such 
as shortages of ferroalloys: 
ferromanganese, ferrosilicon, 
foundry ferrochrome, and ferromo- 
lybdenum, in tight supply until 
the recent dip in stainless steel 
production. Vernon H. Patterson, 
consultant, Foote Minerals Co., 
Ferroalloys Division, says vanadi- 
um, chromium, manganese, and 
silicon are plentiful. “I know of no 
foundry materials that are in a 
critical supply condition at the 
present time,” says Patterson, one 
of the top names in ferroalloys. 

Iron and steel scrap, a vital 
raw material for foundries, is also 
readily available, as evidenced by 
prices that are running 30% lower 
than they were at the start of the 
year, and the recent decision by 
the U.S. Department of Commerce 
that there is no need to monitor 
iron and steel scrap exports, as had 
been requested by the steel 
industry and the foundry industry. 

There is no shortage of 
foundry coke, say experts, and 
some coke producers view the 
demand outlook as so depressing 
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that in recent months they have 
closed facilities. 

Supplies of foundry materials 
are plentiful because the foundry 
business—a key factor in the 
economy—is off and foundries are 
working at 50-70% of capacity. 

_ Buyers’ reports. Leadtimes, 
say many casting buyers, have 
been cut in half in recent weeks. 
Some report even sharper cuts. 
Here is a sampling of the 
leadtimes scenario: 

eW. Russell Moseley, purchas- 
ing manager, Kershaw Manufac- 
turing Co., Inc., Montgomery, Ala., 
says leadtimes have dropped from 
three months to four weeks. 
Moseley cites an order for 300 
complicated, high alloy manga- 
nese, 54-lb. castings he was able to 
have delivered within a month. A 


year ago, says Moseley, it would 
have taken 6-9 months. 

eJim Illy, senior buyer, ITT 
Aimco Division, Tonawanda, N.Y., 
says “We have no difficulty getting 
castings as we need them and 
leadtimes are coming down.” 

@Bob Brown, buyer, Dempster 
Dumpster Systems, Knoxville, 
Tenn., says, “We buy valves made 
from gray iron castings. Our 
leadtime on valves is determined 
by the leadtime on castings. I have 
seen within the last. eight weeks a 
drop in leadtime from 44 weeks to 
16 weeks. It’s amazing.” 

@A Minneapolis buyer of 
aluminum castings says leadtimes 
have been cut considerably. 
Castings are available as needed, 
he says, “no problem compared to a 
year or two ago.” 


Foundry shipments drop as capacity increases 


yor tae (est) Shipments Shipments asa 
(Million tons) (Million tons) 7. of capacity 

1973 20.0 18.2 91 

1974 20.6 16.7 81 

1975 21.1 13.1 62 

1976 21.7 15.0 69 

1977 22.3 15.8 71 

1978 22.9 16.2 71 
1979 23.4 15.3 65 

1980 24.0 12.9 (est.) 54 


Source: Iron Castings Society, PURCHASING estimates 


eA Pennsylvania castings 
buyer says delivery has eased. “It’s 
a buyers market. Many, many 
foundries’ business is slow. Many 
not backed by a larger company 
are at the point where they may 
even fold.” 

@eOne buyer of gray iron 
castings in upper New York State 
says he has been contacted by 
several foundries “with unlimited 
open capacity.” His company 
serves the automotive aftermar- 
ket. Foundries contacting him, he 
says, normally serve the original 
equipment market, and since that 
business is down, they have 
capacity to fill. y 

Worrisome trend? Through- 
out the country, buyers report 
foundries are working on short 
weeks, extending their vacations, 
and in some cases, closing down. 
One vice-president of a major 
foundry says his company has been 
approached in recent weeks by 
several foundries interested in 
getting out of the business. 

Some buyers are concerned 
about this trend. They recognize 
that business will pick up again 
and they worry that they'll have to 
go scrambling for castings as they 
did in 1973 and 1974. There are 
reports that the Department of 
Defense is concerned. 

Others in the industry argue, 
“not to worry.” They say that the 
1973-74 scrambling was a fluke, a 
combination of upward worldwide 
demand for castings and panic 
buying. They do not see such a 
situation occuring again, despite 
the foundry closings: One estimate 
is that 500,000 tons of foundry 
capacity has been lost in the past 
year—and some buyers point out 
that industry capacity is larger 
today than it was in 1973. 

In 1973, says the Iron 
Founders Society, industry capaci- 
ty was 20 million tons. Today it is 
24 million tons. In recent years, 
the industry has been shipping 
about 15 million-16 million tons. 
This year, the society estimates 


Iron is poured into a mold to produce a moderately large casting. 


Liquid metal is formed into its final shape in one step. 


the industry will ship 12.9 million 
tons, down from 1979’s 15.3 
million tons. This means the 
industry will operate at about 54% 
of capacity in 1980, 

One observer compares the 
recent shutdowns to “the pruning 
of a tree,” and says it is healthy. 

“People who are going out of 


Buyers are able to 
negotiate better 
prices, but some play 
it cautious. 


business now,” he continues, “have 
been going out of business for 20 
years. They are small, shaky 
operations. You don’t see any of the 
big foundries in trouble.” 

No slack. Not only has 
overall capacity increased, but the 
new capacity that has come on 
stream in recent years is more 
efficient. New processes, such as 
vacuum molding, and high- 
production automatic molding 
equipment are helping to take up 
the slack left by the foundries that 
have closed. 

One vote of confidence in the 


ability of the foundry industry to 
meet future demand is being cast 
by automotive companies who are 
closing their in-house foundries. 
Part of the reason for the closings 
in recent months is the cutback in 
auto production, but another part 
is the decision by the industry to 
rely more on outside foundries for 
future castings. The increased 
use of outside foundries started 
before the auto sales slowdown. 

Negotiating leverage. Has 
the excess capacity caused any 
softening of prices? Some buyers 
report they are able to negotiate 
better prices and that foundries 
are more sensitive to requests for 
quotes from foundry competitors. 
Others find foundries more 
agreeable to schedule changes. 
Price negotiation and schedule 
changes, say buyers, were verbo- 
ten just a few years ago. 

Some buyers are playing it 
cautiously. They believe there will 
be a casting supply crunch when 
business picks up. If they switch 
suppliers now to take advantage of 
a lower price, they reason, they 
will be the first to be cut off when 
the pendulum swings back. & 
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LEESON. 
We take the agony 


out of buying motors. 


We're not aGE, Westinghouse or Emer- 
son. And that’s what makes it so easy 
to get the right electric motors you want 
— when you want them. You see, when 
you contact LEESON, you get through 
fast. No red tape...no fuss. Because 
were big enough to give you quality, 
quantity, and a competitive price, yet 
small enough to respond — quickly and 
efficiently. 


You can choose from over 1,200 high 
efficiency, standard NEMA general and 
definite purpose motors. Single or 
three phase—from % to 100 HP. And 
our standardized design concept gives 
us the flexibility to make most any type 
of “modified” standard motor you will 
ever want. The kind to meet your non- 
standard electrical and mechani- 
cal needs. 


i] 


A no-compromise engineering pol- 
icy and the latest manufacturing tech- 
niques make LEESON motors the most 
dependable power source for virtually 
all applications. And each is tested to 
comply with applicable NEMA, U.L. and 
C.S.A. standards. 


LEESON is highon service too. Start- 
ing with the initial contact, we'll give 
you all of the personal service you ex- 
pect. And need. 


Take the agony out of buying motors. 
Make it simple and fast. Contact us 
or one of our authorized distributors. 
LEESON ELECTRIC CORPORATION, 
P.O. Box 241P, Grafton, WI 53024. 
Phone (414) 377-8810. Telex 26-9672. 


Ask for our full-line catalogs: one on 
fractionals, the other on integrals, 
plus our stock catalog for prices. 


| 
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The supermarket stockroom used by Xerox Corp 


CONSUMABLES 


WEBSTER, N.Y.—Stocking office 
supplies or consumables (such as 
stationery, business forms, paper, 
envelopes, pens, pencils, scotch 
tape, etc.) is not a unique problem. 
Inventory control of office products 
has posed a major headache to 
buyers for years. 

The “central service station”, 
a storage/supply area at which 
employees can pick up supplies as 
they are needed, has been a 
welcome solution at a variety of 
industrial firms. Each station is 
set up like a newsstand, and in 
addition to being the distribution 
center for office supplies, acts as 
the reproduction center and 
central message and mail center. 

Overall, the concept has 
helped to improve the stocking 
system, and eliminates rush 
orders, say purchasing managers 
who have implemented such a 
stocking solution. 

Supermarket storeroom. 
Now, Xerox Corp., Webster, N.Y., 


Xerox uses ‘Su 
stockroom’ approach 
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has added a new twist to its 
company supplies service. Its 
system is built around optical 
scanning terminals hooked into a 
computer. Because these terminals 
are much like the cash register 
terminals you see in many 
supermarkets, Xerox calls the 
operation a “supermarket stock- 
room.” The system not only allows 
close watch of inventory and cuts 
down on petty pilfering, but it 
also automates billing or charge- 
back to the correct department or 
budget center, and minimizes 
human error. 

Here’s how it works: For most 
office supplies, the employee comes 
to the company’s centrally located 
stockroom, walks through the 
clearly marked aisles where the 
items are displayed, and selects 
needed items (Xerox even provides 
shopping baskets). Then the 
“customer” takes the supplies to a 
clerk at the checkout counter, 
where the clerk first scans the 
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. is one solution for stocking office supplies. 


employee’s identification tag and 
then scans each item “purchased.” 
Thus, an accurate record is kept of 
all purchases for billing purposes. 

The core of the system is a 
data-entry terminal designed 
specifically for Xerox by NCR Corp. 
In developing the Xerox applica- 
tion, NCR started out with a basic 
package developed for wholesale 
operations. This system was 
specifically aimed at control of 
inventory, accounts receivable, 
and order entry. It handles the 
entire operation from order entry 
to billing. 

Xerox wanted features such as 
cost accountability, and the 
ability to track the movements of 
hundreds of items and keep the 
supply pipeline short and efficient. 
But, most important, the company 
wanted to avoid the errors that are 
created when many people put 
data into a system. 

The key to the system is the 
use of color-bar coded tags. One tag 
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is attached to the users’ company 
identification badge and identifies 
the customer as an authorized user 
of the stockroom. The system 
recognizes only that tag as 
authorization to buy. The Material 
Services people issue the tag after 
written authorization of the em- 
ployees’ budget center manager. 

The other color-bar code tag is 
attached to each item. The coded 
information is on price, quantity, 
etc. Most items are displayed in 
bins or on shelves with the items 
grouped by categories. (In addition 
to office supplies, the storeroom 
stocks tools, components, instru- 
ments, lab supplies, etc.) 

The clerk uses a penlike wand 
to scan a tag attached to each item. 
Data encoded on the tag are read 
into a computer and simultaneous- 
ly transferred to a magnetic tape 
cassette. The cassettes are for 
back-up safety and for transaction 
verification. At the end of the day, 
the cassettes are read into the 
computer as a second check on the 
day’s activities. The computer 
information is used for real time 
processing, inventory control, and 
billing the customer’s budget. 

Only people who can pro- 
duce proper identification are al- 
lowed to enter the stockroom. This 
cuts pilferage. 

The key to successful opera- 
tion, says Xerox, is control and the 
special care they take to insure 
proper output by assuring proper 
input. Only highly trained people 
in the Material Services Group can 
make manual inputs to the 
system, and all transactions are 
made through the scanning 
medium. The computer automati- 
cally produces the procurement 
paperwork to purchase the items. 

“Incidentally, our entire Ma- 
terial Services area operates 
within the Xerox Procurement 
System,” says Gary Mortenson, 
manager Materials Services 
Group, “so it is not a way for our 
(employees) to bypass procurement 
procedures. It simply combines 
many little procurement opera- 
tions into major purchases and 
eliminates tons of purchase 
requisitions and related paper- 
work.” —Terri Thompson 
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FORMS DESIGN 


CHICAGO—You can improve the 
efficiency of your business forms 
by making an advance test for 
clarity part of the design process. 
And you can perform that test with 
nothing more elaborate than a 
tape recorder and a handful of test 
subjects; vendors, requisitioners, 
and your own or other departmen- 
tal staffers. 

So says Dr. John A. Juskevice, 
head of Simplified Directions, a 
consulting firm specializing in 
taking the gobbledygook out of 
instructional messages and print- 
ed forms. 

According to Juskevice, 
there’s a fundamental similarity 
between sets of directions (perhaps 
for putting a bicycle together, or 
assembling a plastic model) and 
business forms. “They’re both 
instructional. Their purpose is to 
guide someone. And that kind of 
communication should be treated 
as a science rather than an art.” 

No guesswork. To take the 
guesswork out of forms design, 


Five test sessions will guarantee 
clarity in a business form, 

says John Juskevice of 
Simplified Directions. 


Use the us 
your office forms 


ers to test 


Juskevice recommends develop- 
mental testing. This step-by-step 
approach is similar to programmed 
learning. The first draft of a 
proposed form is presented to 
neophyte “students,” who are told 
to verbalize any difficulties they 
experience in filling it out. 
observer (the author of the 
form) counsels and corrects each 
student who talks his way through 
the preparation of the form. The 
observer also tape records both the 
student’s complaints and his own 
corrections. 

NVhen the test session is 
finished, the tape recording 
pinpoints troublesome sections of 
the form: those where a potential 
user might be confused as to what 
data to enter, how to express it, 
etc. Moreover, the taped explana- 
tions provide a head start on 
clarifying language that will solve 
each problem. 

Juskevice cites an example of 
a medical insurance claim form. 
Before developmental testing, one 
of the first boxes at the top of the 
sheet was labeled simply “Sub- 
scriber.” Taped sessions with 
policy-holders who had never 
made a claim revealed that they 
were unsure what that meant. So 
an explanatory tag-line was added: 
“The person who has insurance 
coverage.” 

Users are testers. To the 
extent possible, the test-subject 
students who appraise drafts of a 
form should be taken from the 
group that will eventually use the 
finished form. That means having 
in-house employees look at 
internal forms such as requisi- 
tions, while suppliers try out 
external forms like expediting 
requests. But those chosen should 
not be experts. Says Juskevice: 

“Say you’re developing a form 
that will be used internally by 
purchasing department staffers. 
Don’t choose a 20-year veteran asa 
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test subject. Such an individual 
may be a great source for what 
should be in a new form. But for 
testing the way the form presents 
that material, you’d be better off 
observing someone you hired just 
two weeks before.” 

As a rule of thumb, Juskevice 
says that five separate test 
sessions will assure clarity in a 
printed form. Each test must be 
held independently, using a 
different subject and incorporating 
form changes that the preceding 
test indicated as desirable. 

The first few test sessions in a 
series, he says, will quickly 
indicate major ambiguities or 
jargon that must be corrected. The 
final ones are to assure that efforts 
to fix things up haven’t somehow 
made them worse. 

This programmed approach, 
Juskevice stresses, is a lot better 
than trying to cure a form’s defects 
on the basis of the author’s 
hunches as to what’s wrong. 
Moreover, it can be applied to 
existing forms as well as those 
being developed for new purposes. 

To make the system work, 
however, the one applying it must 
have a certain degree of humility. 
There’s little point in ascertaining 
just where your language is 
confusing, if you’re too proud to 
change it. —Somerby Dowst 


COPIERS 


Wading through the 
copier industry 


Keep in mind that the 
fundamental role of a copier is to 
save time and money. It’s 
important to find both a system 
and a vendor that don’t compete 
with your budget or needs. 

Richard Hanson, a consultant 
on copier efficiency, has set up 
guidelines for vendor selection and 
picking a copier to fit your needs in 
his recently-published book, A 
Manager’s Guide to Copying and 
Duplicating. 

Shop around. “The potential 
user has literally as many choices 
in selecting a copier or duplicator 
as he or she has in choosing a car,” 


says Hanson. In terms of cost and 
performance, it pays to shop 
around. 

The most important step in 
choosing a machine is choosing a 
reputable vendor. “Keep them 
honest,” advises Hanson, with 
these tips: 

@Make vendors prove their 
claims—particularly those that 
are especially strong, or that relate 
to competitors. 

@Push for a demonstration on 
a user’s machine of the same model 
the salesperson is plugging. 

@eAsk them to name their 
strongest competitors, outlining 
the pros and cons of each. 

@Have vendors recap the 
primary needs you have outlined, 
and then explain how their 
machines can best meet those 
needs. 

@Ask what the sales rep would 
do if in your position. 

Before making a final decision 
about a vendor, also determine 
whether or not he has: 

@A sizable rental fleet. 

@A rental trial (90 days) 
where 90-100% of rental fees can 
be applied toward purchase. 

eAccounts with multiple 
machine placements. 

Hanson stresses checking the 
vendor’s references and visiting 
the dealer’s place of business. 

Set priorities. With about 
126 models available it’s easy to 
get confused or carried away with 
a particular feature. Hanson has 
suggested a formula to help you 
narrow down the choice. 

The trade-off triangle is an 
equation comparing convenience, 
quality, and cost. For instance, if 
your basic requirement is that the 
copy be legible, the weight of the 
paper has no significance and you 
can use a less expensive paper. 
Yet, if the copies are to be mailed, 
you will want a low-weight paper 
(quality vs. cost). 

If you want a copier that is 
easily accessible, be prepared to 
give cost a high rating too 
(convenience vs. cost). “Conve- 
niently located copiers are subject 
to personal and mechanical 
abuse.” Employees will be tempted 
to make more copies than needed 


and additional copies of recipes or 
scoresheets. If convenience is not 
that important, put the copier in a 
“departmental type of environ- 
ment where special technical skills 
as well as dedicated operators are 
available,” suggests Hanson. 
—Anne Franco 


TYPEWRITERS 


Consider total 
typewriter costs 
WASHINGTON—Can you treat a 
typewriter like a machine tool? 

The General Services Admin- 
istration thinks you can—at least 
when it comes to applying 
life-cycle costing principles to the 
purchase of typewriters. In fact, 
GSA has already begun applying 
life-cycle costing to the $50-million 
worth of typewriters it buys for 
Uncle Sam each year. 

While life-cycle costing is 
usually reserved for machinery 
and heavy equipment, the folks at 
GSA decided that, in principle, 
there isn’t much difference 
between the costs of running 
machinery and typewriters. Type- 
writers, they felt, can be readily 
compared in terms of purchase 
price plus such things as energy 
usage, costs of ribbon replacement 
and machine repair (parts and 
labor), and the cost of productivity 
lost while the typewriter is 
awaiting repair. Based on this 
comparison, they proposed to 
measure all the costs of owning 
and operating a typewriter over 
seven years (the assumed life of a 
typewriter). 

Extensive testing of 20 
typewriters (4 each from 5 
competing companies) was made to 
determine total costs of a 
typewriter over its lifetime. 

Experimental testing. The 
life-cycle costs of these typewriters 
were computed by use of automatic 
testing equipment which caused 
each test machine to type 21 
million key strokes at 125 
words/min for 12 weeks—which is 
considered to be the equivalent to 
seven years of average use. 

Developed by Logistics Man- 
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“According to the manual, this baby will do over 7,000 dn hour 
Unfortunately, Parker here can only staple at 31 24 


A copier is really only as fast as its slowest 
link. Which is to say that rated speed and actual 
productivity are quite often very different things. 

Whatever a Kodak copier does, it does 
at full 42200-per-hour speed. If you want copies col- 
lated and stapled, for example, they’re collated 
and stapled at full soeed. Which means that, in 
many jobstreams, a Kodak copier is more produc- 
tive than a “faster’’ copier! And it turns out what 
people are calling the best copies in the business. 
Your Kodak rep has some real-life examples. 

Write: Eastman Kodak Company, 
CDO0000, Rochester, N.Y. 14650. 


Kodak copiers. They may be the most 
productive in the world, for you. 


A 100-yéar Start on tomorrow Kodak Ektaprint TSOAF copier-duplicator 


agement Institute, the sophisticat- 
ed life-cycle cost formula factors in 
statistics from this typewriter 
testing—measuring lost productiv- 
ity due to downtime, costs of parts 
and labor as a result of repairs, 
and costs of ribbon replacements 
and energy use. 

What was the result of all this 
testing? Not much. The asa still 
awarded the contract to the 
typewriter manufacturer with the 
lowest bid price. 

But things aren’t as clearcut 
as they look, says csa. Of the 
sample typewriters tested from 
Facit, IBM, Remington, Royal, and 
Olivetti, Olivetti had the lowest 
overall life-cycle costs—even 
though recurring costs over seven 
years where third highest of the 
four models tested in each of two 
categories. This was because 
Olivetti’s bid price more than 
compensated for the difference in 
operating costs between its 
typewriters and the other two 
models with lower operating costs. 

For csa’s detailed life-cycle 
costs formula and test parameters 
for typewriters aquisition, contact 
GSA’s Federal Supplies Services, 
Value Engineering Division, 
Washington, D.C. 20406, (703) 
557-7567. —Terri Thompson 


WASHINGTON 
Competition in 
telecom services 


The Telecommunications Act 
of 1980, currently before House 
and Senate committees, could have 
a tremendous impact on competi- 
tion in voice and data communica- 
tions equipment and services. 

Primarily affected would be 
long-distance private-line (WATs- 
type) service, data terminals, 
switchboards, automatic dialers, 
and data-processing equipment. 
The purpose of the bill is to foster 
as much competition and reliance 
on the private sector as possible in 
order to determine the availabili- 
ty, variety, quality, and cost of 
telecommunications services, facil- 
ities, and products. 

Chief provisions of interest to 
buyers are those that: 


OFFICE CALCULATORS 


Office buying 


Buyers’ checklist determines needs 


analyze 

product features and calculator 
vendors: 
1. Make a written list that 
evaluates the purpose and application 
of the calculator(s) to be bought. 
Interview the people who will use the 
machine regularly and occasionally. 

2. How many machines will you 
need? Interviews for No. 1 should 
provide answers to this question. 

3. How many hours a day will the 
machine be used in the most frequent 


products 
several dealers to get a better idea of 
the different machines and features. 


6. Ask your vendor to provide you 
with a list of users of the machines he 
recommends 


7. What about the background of 
the makers of the calculators you're 
interested in? Are they financially 
sound? Do they make other electronic 
products? How committed are they to 
calculators? 

8. Look over the dealer’s 


eRequire AT&T and other 
telephone companies to continue 
offering basic telephone service at 
affordable rates on a regulated 
basis. 

@Deregulate the manufacture 
and sale of telephone receivers, 
switchboards (pBxs), and other 
terminal equipment. 

eAllow AT&T, through estab- 
lishing a fully separate subsidiary, 
to offer any unregulated service, 
such as data processing and in- 
formation services. 

eProhibit Western Electric 
from selling equipment to AT&T 
competitive subsidiaries unless it 


ty and “ 


premises—showroom and service 
evidence of reliabili- 


staying power. 
9. Find out if your vendor will lend 


impact 
Most thermal machines take a 
, More expensive 
and are apt to be less reliable. 
15. How long is the warranty on 
the machine your dealer may 
probated How broad is its 


also sells the same equipment at 
the same rates and terms 
to any customer who requests it. 

eRequire AT&T’s regulated 
entity to provide interconnection 
to all carriers at the rates and 
terms charged to its competitive 
subsidiaries. 

eEstablish an access fee for 
carriers using local (intra- 
exchange) telephone facilities to 
complete long-distance service. 

e@Authorize the Fcc to require 
equivalent interconnection, ensur- 
ing that all carriers have access to 
equivalent facilities at the same 
rates, terms, andconditions. 


PINCHING PENNIES 
ON BEARINGS 
COULD BE COSTING 
YOU AFISTFUL. 


There's always someone around who'll offer to save you a 
buck on tapered roller bearings. But all too often, that’s just where 
the buck stops. 

The real savings start with service. And that is most definitely 
where we come in. 

Timken Company engineers can start you saving right at the 
design stage by helping your people pick the most economical and 
efficient bearings for your job. 

They can also show you ways to save time and money on your 
assembly line. 

Another way we help you save: with a worldwide quality audit 
program for making sure that Timken® bearings will perform no 
matter where your product—or our bearing—is made. 

And yet another way: we're so high on research we're dou- 
bling our effort. A larger part of every dollar you spend on our bear- 
ings is going into our search for new and improved bearings and 
better and better manufacturing. 

Turn to Timken bearings now. And you won't get short- 
changed later. 

The Timken Company, Canton, Ohio 44706. 

The company that tapered the bearing can taper your 
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ELECTRIC MOTORS 


Efficiency drive spurs 
new buying strategies 


By Douglas Smock / News Manager 


New premium motors are making rapid 
market penetration, but permanent magnet 
motors and controllers deserve a look 


Increased interest in energy 
savings is creating rapid changes 
in the electric motor marketplace 
and in the ways buyers analyze 
their motor purchases. 

There’s been a succession of 
energy-saving motors and control- 
lers introduced at a dizzying pace, 
more attention is being paid to 
basic fundamentals such as 
properly matching motors to their 
loads, and there has been some 
product switching. 

The biggest development in 
the marketplace is the very fast 
acceptance of the premium-line 
efficient motor despite views of 
many skeptics just 2-3 years ago 
that such motors cost too much to 
justify their payback in savings. 

Explosion in models. Right 
now, there are more than 2000 
models of energy-efficient motors 
available from manufacturers. The 
National Electrical Manufactur- 
ers’ Association estimates that 
energy-efficient motors hold more 
than 11% of the market in the 
5.1-20 hp range. That’s up from 
less than 1% of the market three 
years ago. 

“Since the beginning of last 
year, more models of energy- 
efficient motors have been intro- 
duced than appeared in all the 
years 1970 through 1978,” says 
Bernard H. Falk, president of the 
National Association of Electrical 


Photo: Baldor Electric 


three months of this year, more 
models were introduced than were 
introduced in all of 1979.” 

A look at one of this year’s 
new lines—Delco’s E*? motors— 


illustrates what the noise is about. 


A $275.18 premium for an E? 
motor compared to a standard 
motor can be paid back in four 
years in reduced electricity costs. 
Any savings beyond four years is 
gravy. The E* motor has an 
efficiency rating of 91.1% vs. 
88.8% for the comparable standard 
motor. The payback in this 
example is based on operations of 
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Some manufacturers sell standard-priced motors with h 


Manufacturers. “And in the first average efficiencies. 
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6000 hrs/yr, kwh rates of 3¢, and a 
tax rate of 40%. 

Considering that electricity 
rates are more than twice that in 
some parts of the country (such as 
New York City), and that some 
motors operate more than 8000 
hrs/yr, even more dramatic 
savings can be made. 

Without question, industrial 
pump purchasers are showing a 
sharp increase in interest in 
energy-efficient products. Manu- 
facturers say they are taking more 
and more orders from buyers who 
are directly specifying energy- 
efficient motors. “We have seen 
direct customer specifications for 
energy-efficient equipment grow 
from something insignificant two 
or so years ago to perhaps 10-20% 
of current orders,” says a 
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marketing manager for Gould 
Pumps. Partek Corp. says its direct 
specification of efficient products is 
20% higher than it was a year ago. 

Eyeing marketing opportuni- 
ties for efficient motors, manufac- 
turers began introducing special 
premium lines five years ago. 
Now, several major companies 
offer special, energy-efficient 
motors. Included in that group are 
Gould, General Electric, Reliance 
Electric, U.S. Electrical Motors, 
the Delco Products Div. of General 
Motors, Emerson Electric Co., 
Louis-Allis, Universal Electric, 
Franklin Electric, and Westing- 
house Electric (for a rundown on 
product offerings see the data file). 

After an initial entry in the 
energy-efficient field, some manu- 
facturers even launched major new 
design programs and introduced 
second géneration energy-efficient 
motors. Such is the case with 
Reliance Electrics XE Duty 
Master Motors. 

Efficiency-improving design 
changes made with the XE include 
increasing cross-sectional areas of 
copper in the stator conductors and 
increasing the size of the 
laminated steel magnetic core. 
Some manufacturers, such as GE, 
use aluminum housings in 
energy-efficient motors. Alumi- 
num housings can improve heat 
transfer and reduce operating 
temperatures. 

Congressional mandate? 
Pressure to use energy-efficient 
motors may soon be coming from 
more than just market forces— 
even though the natural pressure 
of the market would seem more 
than enough. Congress is consider- 
ing bills that would mandate 
labeling of products with efficiency 
levels using government- 
established criteria. The next step 
could even be mandated use of 
efficient motors. 

Mandated efficiency stan- 
dards would be “one of the gravest 
mistakes the government could 
make,” says Christopher L. Doerr, 


Electric motors data file 


To obtain information on efficient motors from the following manufactur- 
ers Circle the appropriate number on the Information Retrieval Card in the 


back of this issue. 


Catalogs/brochures 


Baldor Electric Energy-saving 
motors, 1/50-200hp (Cat. 500E), 
Circle no. 308. 

Colman OEM Inc. AC geared, 
shaded pole, and synchronous 
gear motors. Circle no. 309 

Delco Products Division, General 
Motors Corp. Energy-efficient 
Delco E? motors, 2-150 hp, T&U 
lines. Circle no. 310 

Doerr Electric Standard stock 
bulletin, 4-30 hp (MS 103G) 
Circle no. 311 

Emerson Electric Co. Economizer 
fhp motor, E-Line motors. Circle 
no. 312 

Fasco Industries FHP motors, 
blowers. Circle no. 313 

Franklin Electric Killowatt-Killers. 
48 frame: 5.5” dia., PSC 6-pole, 
2-speed. 56 frame: 6” dia., 
2-pole, 1-speed, 3450 rpm. Circle 
no. 314 

General Electric Energy-saving 
motors, fractional to 250 hp. 
Circle no. 315 

Gould E-plus energy-efficient 
motor selection, guide (Bulletin 
3307). Circle no. 316 

Honeywell Motor Products DC 
control motors, pm motors. 
Circle no. 317 

Leeson Electric Motors %4-100 hp 
motors; single- and three- phase 
general purpose, definite 


vice-president, marketing, for 
Leeson Electric Corp. of Grafton, 
Wis. “The supply and demand cycle 
will bring about the change.” 
A spokesman for the Chemical 
Manufacturers Association says a 
schedule of mandated efficiency 
levels proposed earlier this year by 
the Department of Energy is 
“unrealistic because it does not 
recognize that factors other than 
energy-efficiency dictate proper 
selection in some cases. We refer to 
applications requiring special 
starting torques, accelerating 
torque, multiple speeds, a higher 


purpose motors; unwound 
motors and bench grinders. 
Circle no. 318. 

Louis-Allis Spartan general- 
purpose high-efficiency ac 
motors, T-frame, Y2-500 hp (PB 
115). Circle no. 319 

Reliance Electric Duty Master 
energy-efficient XE ac motors, 
12-200 hp, 182T-449T. Circle 
no. 322 

U.S. Electrical Motors Division, 

Emerson Electric Co. Energy- 
efficient Corru-Duty motors, 1- 
200 hp. Circle no. 323 

Universal Electric FHP, Double E 
energy-efficient motors, 6-pole, 
5%" dia. Circle no. 324 

Westinghouse Electric MAC-|| 
ecu Mizer motors. Circle 
no. 325 


Literature 


Baldor Electric Energy efficiency 
and electric motors: Reprint of 
the executive summary of the 
Federal Energy Administration’s 
report. Circle no. 326. 


General Electric How to intelli- 


gently evaluate energy-efficient 
motors. Circle no. 32 

Reliance Electric AC motors 
efficiency: A guide to energy 
conservation. Circle no. 328 

Westinghouse Industry definitions 
and interpretations of motor 
efficiencies. Circle no. 329 


starting frequency, or lower 
starting currents.” 

Falk of NEMA acknowledges a 
need for better testing standards 
that eliminate misunderstandings 
between manufacturers and users. 
“Recognizing this,” he says, 
“industry has recently developed 
standards that describe: test 
methods that produce accurate 
results, methods of properly 
analyzing such test data, and 
methods for determining the 
efficiency of a production run of 
motors based on selective testing. 
Because these procedures are 
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BEARING RING | \RESILIENTAND 
SELF-LUBRICATING 


The Shock Mount Bearing 


This unique Heim spherical than is available off-the-shelf, For a detailed look at 
bearing design broadensthe  letusdesignoneforyou... eim’s standard bear- 
engineer's selection process we guarantee it will meet ing lines, send today 

to include a bearing capable ~——- your most demanding re- yr our product catalog. 


of withstanding bothsub- — quirements. Write or call 
stantial static and shock Heim, Incom International 
loads. The secretisaspecial {nc,60 Round Hill Road, 
pre-lubricated seal whichnot _ Fairfield, CT 06430; 

only eliminates the possibil- (203) 255-1511. 

ity of contamination, butalso oe 

acts as acushion against 

instantaneous heavy applied 

shock loads. 


For more than 35 years, Heim 
has been designing bearings 
for specialty applications. 

If you have a rugged pound- 
ing or high shock application 
that calls for more bearing 


INCOM INTERNATIONAL INC 


INOGAN 
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ONLY THE ARMY 
-PUTS MORE PEOPLE IN 
UNIFORM THAN ARATEX. 
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Thousands of companies rely on 
ARATEX textile rental services— but not 
just for garments. 

Some companies depend on 
ARATEX to help them cut costs. To 
eliminate the expense of maintaining 
huge inventories of uniforms. 

Others call on us to help improve 
their public image and their 
employee morale. With stylish, yet 
practical on-the-job apparel. 

ARATEX is also a necessary part of 
“clean room” environments where 
even a specks of dust cannot be 
tolerated. And where flame and acid 


retardant garments are vital for 
worker safety and OSHA compliance. 

The innovative ability of ARATEX 
isn't limited to garments alone. We are 
a leading supplier of towelling and 
other sanitary products. As well as 
a host of money-saving building 
maintenance products and services. 

ARATEX is thriving because, like all 
ARA services, if fhrives on new 
challenges. Every day ARA serves 
over ten million people around the 
nation and around the world. And 
never stops looking to serve them 
better. 
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« Food and Refreshment Services 
- Distributive Services 
- Health Care Services 


- Textile Rental and Maintenance Services 


- Transportation Services 


For more information write: 
ARA Services, Inc. 
ladependence Square 
PhiladelphiasPA 19106 
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Every day, 16,000 aluminum 
canisters move through the 
production line of the Kromex 
Housewares manufacturing plant 
in Cleveland, Ohio. 

And every day, each of those 
canisters is passed through one 
degreaser. Twice. 

Such a heavy degreasing 
requirement coupled with 
aluminum’s great reactivity could 
create serious solvent-breakdown | 
problems. It could. But it doesn't. 
Because of a PPG solvent called 
Tri-Ethane 1,1,1-trichloroethane. 

Tri-Ethane has a unique 
stabilizing system that not only 
allows the solvent to do its job, but 
also prevents it from losing 
stability due to repeated recycling. 

In fact, this stabilizing system 
makes Tri-Ethane so predictable 
that Kromex has simply stopped 
worrying about unscheduled 
production shut-downs caused by 
a degreaser going acid. 

Instead, theyve been able to 
work out a regular schedule for 
cleaning and purifying their 
degreaser. A schedule so reliable 
that it enables management to 
make very accurate estimates of 
annual solvent needs. 

PPGanditssolvent | 
distributors—the GrimeFighters— 
can suggest a PPG solvent* that’s 
just as effective for you. Write or 
call us for the name and phone 
number of your local distributor. 
PPG Industries; Inc., 
Chemicals Group, One Gateway 
Center, Pgh., Pa. 15222 
(412) 434-3131" 


— 


*Tri-Ethane 1,1,1-trichloroethane, 
perchlorethylene, trichlorethylene 
and methylene chloride. 
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ELECTRIC MOTORS 


Efficiency levels 


(continued) 


accurate, workable, and in use, a 
government-mandated test pro- 
gram is not needed.” 

NEMA has selected IEEE 112 
Test Method B as the most 
effective for small ac motor 
ratings, and several manufactur- 
ers also use that standard, affixing 
the efficiency rating right on the 
motor’s nameplate. 

Other ways to go. Selection 
of a premium-line, energy-efficient 
motor is just one way to reduce 
in-plant electricity costs of motors. 

Consider these facts also: 

eSeveral manufacturers have 
traditionally stressed motor quali- 
ty, and have sold motors with 
higher-than-standard efficiencies 
all along. “Historically, we’ve put 
a little more materials—basically 
steel and copper—in our motors 
and we've always had a more 
efficient design,” says Dennis 
Allar, manager of market research 
at Doerr Electric, Cedarburg, Wis. 
“Because we didn’t develop a 
complete new line of high- 
efficiency motors, we have tried to 
keep the price of our motors as 
close as possible to the standard 
price.” Likewise, Leeson and 
Baldor Electric sell standard 
motors with better than average 
efficiencies. Examples: Baldor’s 
25-hp stock motor 284T and 50-hp 
stock motor 326T have efficiencies 
of 91-93% compared to competi- 
tors’ stock motors that have 
efficiencies of 86-89%. It’s also 
important that these are higher 
efficiency motors with a wide 
variety of different features that 
are available right from stock. 
Some buyers report availability 
problems with certain types of the 
new high-efficiency motors. “We 
think the right way (for a 
manufacturer) to go is to produce a 
standard product line with all the 
variations, different speeds, differ- 
ent enclosures, and different 
mountings,” says R. S. Boreham 
Jr., president and chief executive 
officer at Baldor, which is based in 
Ft. Smith, Ark. 

e@Properly matching a motor to 
a load may yield greater savings 
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than buying a premium-line 
efficient motor. Thomas Prov- 
encher, manager of marketing 
services and planning for Bodine 
Electric Co., Chicago, says: “Many 
motors are sized by estimation of 
trying an intuitively selected 
horsepower. If it works, it is 
specified—especially if it is one of 
the NEMA 48 or 56 frame motors 
that are manufactured in high 
volumes and are therefore inex- 
pensive and sold like 
‘commodities.’” Example: If a %4-hp 
motor is driving a %-hp load, the 
motor is running at one-half load, 
which is obviously inefficient. “To 
achieve the rated efficiency of a 
motor, the motor must be run at 
the rated load point,” adds 
Provencher. 

eSwitching products or types 
of motors can yield big payoffs. 
Example: Efficiencies approaching 
80-90% are possible with perma- 
nent magnet motors. John 
Mazurkiewicz, product manager at 
Honeywell Motor Products, says: 
“PM motors have increased in 


popularity and are being specified 
in a majority of applications in 4-3 
hp ranges. This is due to numerous 
factors: high efficiency, superior 
controllability, ability to dynami- 
cally brake, and reduced mainte- 
nance costs.” Mazurkiewicz is 
referring to applications such as 
pumps, winches, fans, compres- 
sors, machine tools, and conveyors. 
Other product shifts that can pay 
off in increased efficiency: replac- 
ing shaded-pole motors with 
permanent split capacitor motors 
and a shift to parallel-shaft 
gearing away from worm gearing 
in gear motors. 

®Knowledge of control devices 
is also important in making 
decisions about motor energy 
costs. Exxon made a big splash 
when it acquired Reliance Electric 
with the stated purpose of using 
Reliance to market a new 
controller that would adjust ac 
frequency. There is nothing new 
about the concept, but Exxon said 
it planned to use microprocessors 
that would slash the cost of the 


What are energy-efficient motors? 


Energy-efficient motors consume less electricity than standard motors 
when converting electrical energy to mechanical energy. Efficiencies of 
motors can vary widely depending on types of motors and applications. 
Differences of 1% can be critical in some applications, while large 
differences can be insignificant in others. 

Here are ways motors can be made energy-efficient: 

1. Core improvements. Use longer core length, lower loss steel, and 


improved slot configurations. 


2. Rotor changes. Increase size of the cross section by using larger rotor 
conductor bars. That lowers conductor resistance and losses due to 


current flow. 


3. Stator windings. Use heavier gauge magnet wire. 

4. Smaller fans. Vent fans can be reduced in size, thus cutting down on 
electrical waste in the operation of the motor. Smaller fans can be used 
because energy-efficient motors are cooler than standard motors. 
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tellurium 
or selenium 


machines 
at 420 sfm 
without lead, 


Introduc 
the bar that 


P Wil 


Series 83™-420 Cold Finished Steel Bars finish, can be carburized and lend them- 
are equivalent in all respects to the fastest selves well to cold working operations such 
free machining leaded steel bars available as roll threading, crimping, swaging, 


today. The equally fast machining charac- peening, etc. 
rae z —_ teristics (nominal speed of 420 sim) are Today, machine shops demand predictability 
— achieved by the addition of a specially de- because of the need for accuracy in analyz- 


¢ veloped Bismuth (Atomic number 83) alloy. —_ ing and estimating part production. The un'- 
The problems of segregation, often as- _formity of Series 83-420 steel bars helps to 


minished by the use of the Bismuth alloy. _—_dictable. 

Even dispersion allows for better uniformity The ability to depend on Series 83™-420 
throughout fe oe This-unitormny pipe inal bet a werraanes can nae an entire 
tant in machining, especially when computer machinin : roiect easier and more rofita- 
controlled equipment is being used. th g pro} p 


Based on the experience of LaSalle, Series Take a closer look at Series 83™-420 free 
33™-420 is the fastest machining screw machining steel bars. They have all the qual- 


stock available anywhere and does notcon- _jty and dependability you've come to expect 
tain lead, tellurium or selenium. The Vole from LaSalle. From Stressproof" to Series 
arts you produce, the more you profit. You'll 33™-420, we're coming on strong to meet 
profit from longer tool life, better drilling qual- —_ your toughest requirements. 


ities, and the energy you save in machining. 

Series 83-420 drastically reduces friction. Please write for our free Series 83™-420 
Chips break clean and small. Series Data Bulletin 60. LaSalle Steel Company, 
83™-420 steel bars machine to a fine satin PO. Box 6800-A, Chicago, IL 60680. 
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A RIDGE 
TRADITION: 


Pipe wrenches that set 
‘industzy Standards. 


rTrwwy * 


Legendary strength, gurability and uty’ Each 
wrench is quality Built as an integratégh system, 
backed by aj full lifetime warranty. Cofgpletely 
at home in your/hands. Everyone tries primitate 
them. Nobody matches them: 

See your Ridge distributor for details, or 
write for literature. The Ridge Tool Company, 
AOO Clark Street, Elyria, Ohie 44036, U- SA. 


Ridge Toot ‘ekbsidiary 
Emerson = Co. 
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Our name is in your fands. 
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ELECTRIC MOTORS 


Control devices 


(continued) 


units. That product still isn’t ready 
for the market. A more significant 
development—at least for the 
moment—has been the emergence 
of NASA-type controllers, also 
called “power factor controllers” 
that focus on voltage regulation. In 
some cases, these items are priced 
low enough to yield significant 
energy savings within a reasona- 
ble period of time [PURCHASING ; 
May 23, ’79; p. 59]. There’s another 
important new product entry in 
the controller field. It’a a device 
which the Parametrics Div. of the 
Barry Wright Corp. (Watertown, 
Mass.) says combines frequency 
and voltage controls in a single 
unit at a cost of just 1% more than 
frequency controls. 

eSloppy rewinding of motors 
can reduce efficiency. It’s impor- 
tant to send motors to rewinders 
that closely follow manufacturers’ 
specs. Some rewinders may strip 
old windings in too-harsh an 
environment, resulting in destruc- 
tion of insulation in the motor’s 
stator core. Motors generally are 
rewound after 5-8 years. 

Last thought: If you’re 
confused about which way to turn 
first, many manufacturers offer 
sophisticated analyses. Case in 
point: General Electric has a 
computer analysis that allows 
buyers to see quickly whether or 
not use of energy-efficient motors 
in specific applications is worth- 
while. The test can be used for 
motors already installed or for new 
motors. In addition to annual 
energy savings and an investment 
payback report, the test can 
provide evaluations on: discounted 
investment payback, life-cycle 
costs, and aftertax cash flow. It’s a 
time-shared program that can be 
run in a buyer’s office by a GE 
representative using a portable 
terminal linked to a central 
computer via phone lines. Varia- 
bles used in the evaluation 
include: motor price, voltage, 
speed, horsepower, local power 
cost, depreciation, tax rate, hours 
of operation, and investment tax 
credit. i 
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“1 GET THE PART ABOUT THE 
FIRST-CLASS IMAGE, BUT, KNOWING 
YOU SIR, THERE’S ANOTHER REASON 

FOR THOSE NEW TOWELS 
IN YOUR WASHROOM.” 


Uh-oh. Now everyone And that’s why Brand 
will know. 150 is the best-selling C-Fold 
There’s no secret to the towel of all time. 
good impression our Brand 7 Try it for yourself. Send 
150 makes. for a free sample of our Brand 


People will notice the 


{ 150. Wet your hands and dry 
personal luxury of getting one thot 


them wi 


towel that’s theirs and theirs One towel will tell you: 
alone. One that opens to just this is the one towel for you. 
the right double-thick size. For more reasonsthanthe 


ey Il feel the smooth, 
soft texture. And the 
Perf-Embossed® finish that 


obvious one. Now you know. 


SCOTT 
AHOUSEHOLD NAME, 


© 1980 Scott Paper Company Scott Plaza ll. Philadelphia. PA. 19113 


exposes more of the drying yy “ 
“er Oe V1 Ne 
nd, if they look closely, VA \— 
they’ll even see the name NN m\\ 
“Scott” on every towel—the 
symbol of our pride in making Just this. 
our finest C-Fold for over _ Then, every towel 
60 years. lives up to its statement. 
VALUE: By = ng — we 
. uickly and completely. 
THE SECRET BEHIND , Result: inte pach 
BRAND 150’S SUCCESS. ‘oo hand dry. And more 
But people will never and dries per dollar. 
guess the surprising value That's true value. 
rand 150 gives you. 
You see, every Brand 
150 C-Fold makes a quiet 
statement: It says: this is it. ‘iiecmelacenac nadia calcitamias acta aka a aera oni 
This 2 we one towel to dry 7 O feds Hp nane agood UL ee ti be ne ee 
our hands. l | : oe 
F No interfolded next : ksh picks gp 
towel hanging there, inviting | aie ko ee ch 
you to take more. | ONION isan te ne 
For more infomation circle 75 | Address 
: S| ee a ae ee a ee |: 
| Mail coupon to: Commercial Wi Scoms Marketing 
l Scott Paper Compan 
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for every faste 


No matter what you make, chances are a Truarc 
retaining ring will make it better. You can use 
these versatile fasteners to position and secure 
parts on shafts, or in bores and housings. They 
eliminate bulkier and more expensive fastening 
devices, save materials and machining, give you 
a simpler design that’s easier to assemble and 


' 


VAT | 


PLASTIC-STRAPPING TOOL uses two Series 5555 
GriprinG® retainers, which need no grooves, to 
hold pivot pins. Series 5160 heavy-duty ring 


secures feed wheel. 


MECHANICAL SHOCK ARRESTORS for piping and related sys- 
tems use Truarc Series N5002 beveled internal rings to lock 
support cylinder in housing. Wedge action of ring in groove 
(inset) provides rigid end-play take-up. 


DIRECTIONAL CONTROL VALVE uses Series 5105 
self-locking rings to secure actuating lever hinge 
pin. Series 5160 ring holds spool end. 
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47-16 Austel Plage. bona Island City, N.Y. 11101 * 212/392-3100 
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service in the field. Some typical product appli- 
cations are illustrated below. You can choose 
from 50 different Truarc ring types, more than 
850 standard sizes for shafts and bores .040” to 
10” dia... plus 7 metals and 6 finishes. Want 
complete data? Write today forafree < 
copy of the Truarc Technical Manual. a 
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DIESEL ENGINE rocker arm shafts are secured 
in brackets with wave springs and Truarc Series 
5100 basic external rings. Rings lower costs for 
parts and assembly. 


BICYCLE lin BRAKE has hing’ ¢ pin held in | 
frame with Series 5139 Prong-Lock® ring. Bowed 

ring 8 as spring, compensates for tolerances 

in frame. 
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ESCALATOR ROLLER CHAIN links are fastened 
with Truarc Series 5304 Klipring® retainers. Ra- 
dially-installec — provide high thrust capac- 
ity, permit fast chain | aaete for field service. 
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PURCHASING LAW 


Don't be rushed into 


unwanted acceptances 


By Dr. Russell Decker / Professor Emeritus of Legal Studies, Bowling Green State University 


Buyers need fast answers about 
inspection results and shipping papers 


Everyone in industry wants to 
keep his inventory at rock bottom. 
That means more risk of stockouts 
and near-stockouts. It also increas- 
es the possibility that incoming 
goods will be rushed into use even 
if they’re nonconforming or are 
delivered with “new” terms on the 
supplier’s shipping papers. 

In this risky environment, 
buyers must work closely with 
their own receiving departments, 
and with subcontractors who may 
be getting direct shipment of 
buyer-ordered goods. The danger: 
Production’s insistent demands for 
material may cause hasty short- 


cuts in receiving/inspection rou- 
tines. The aim: to avoid acceptance 
of undesirable contract terms, or of 
faulty goods. 

Sucker-punches are out. In 
general, vendors can’t wait until 
actual delivery to surprise the 
buyer with a final salvo in the 
battle of the forms. The Uniform 
Commerical Code (ucc) does not 
expect receiving personnel to be 
experts in contract law. Their job 
is to open, to count, to inspect—not 
to compare shipping papers’ terms 
to those on purchase orders. 

This point was made in a 
recent Illinois case, involving the 


JOE WAS READING THE FAN 
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purchase of furnace components. 
The supplier’s sales order form 
included a disclaimer of liability. 
From a legal point of view, this 
disclaimer was strong and well- 
worded. But, because of timing, it 
didn’t do the vendor any good. 
Here’s what happened: 

The buyer orally ordered some 
components. The supplier’s stan- 
dard practice was to transmit its 
sales order form to customers at 
delivery time. Normally, since the 
vendor stocked most of its product 
line, the time between order and 
delivery was very short. In this 
case, however, delivery of the 
goods and the sales order form took 
place more than a month after the 
order was placed. 

When the buyer later sued the 
vendor for breach of warranty, the 
vendor tried to enforce the 
warranty disclaimer. But the court 
ruled that this effort to disclaim 
was untimely and ineffective. 
Noting that the terms of the 
contract had been set long before 
the seller’s sales order form 
reached the buyer, the court said: 

“There is no indication that 
purchaser assented to the dis- 
claimer terms or that it even knew 
of the conditions contained 
therein.” The court also cited other 
cases where a seller’s attempt to 
disclaim an implied warranty— 
with a document submitted 
contemporaneously with delivery, 
such as an invoice or similar 
notice—was ruled insufficient. 

Despite such precedents, 
however, smart buyers will 
coordinate purchasing and receiv- 
ing systems so that they get an 
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SR METAL GOODS « DIVISION OF 
ALCAN ALUMINUM CORP. 


OFFICES AND METAL SERVICE CENTERS: 


CALIFORNIA 
Santa Fe Springs (213) 698-0011 


COLORADO 
Denver (303) 388-4141 


CONNECTICUT 
Windsor (203) 688-4921 


GEORGIA 
Atlanta (404) 352-3970 


ILLINOIS 
Chicago (312) 625-3910 
Franklin Park (312) 455-7900 


LOUISIANA 

Harahan (504) 733-7310 
MARYLAND 

Baltimore (301) 944-2000 


MASSACHUSETTS 
Cambridge (617) 876-4680 
Marlborough (617) 485-9400 
MICHIGAN 

Midland (517) 631-2210 
MISSOURI 

Kansas City (816) 471-3516 
St. Louis (314) 427-1234 
NEW JERSEY 

Edison (201) 2841700 

NEW YORK 

Buffalo (716) 685-4900 

New York City (212) 964-2800 
OHIO 

Cleveland (216) 524-6410 
OKLAHOMA 

Tulsa (918) 836-2561 


OREGON even NE METALS” 
Portland (503) 288-6861 
PENNSYLVANIA 

Philadelphia (215) 464-3800 
TENNESSEE 

Memphis (901) 948-3405 


TEXAS 

Beaumont (713) 842-5350 
Dallas (214) 351-3271 
Freeport (713) 233-6483 
Houston (713) 747-1110 


WASHINGTON  EZ/\GILIE Qe”METALS * 
Seattle (206) 762-0600 

Spokane (509) 534-0586 

*Eagle Metals is a unit of Metal Goods 
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PURCHASING LAW 


Disclaimer terms 


(continued) 


early look at incoming papers—at 
least on important orders. And 
they'll see to it that faulty goods 
aren't unwittingly accepted at any 
location: company HQ, outlying 
plants, or subcontracting shops. 
This means understanding that 
acceptance can be independent of 
possession, delivery, or payment. 
The ucc says that acceptance may 
be indicated by: 

express words. 

eThe presumed intention of 
the buyer. 

eThe conduct of the buyer 
when such conduct is inconsistent 
with the seller’s ownership of the 
goods. 

Buyer gets eyeball time. The 
ucc also says that acceptance can’t 
occur until the buyer has had a 
reasonable opportunity to inspect 
them. After inspection has taken 
place, the acceptance can be based 
on either positive or negative acts. 
It may result from the buyer’s 
words, his actions, or his silence 


Acceptance can result 
from buyer’s silence. 


when he has a duty to speak. That 
puts a premium on fast transmis- 
sion of test reports to buyers. 

Without such speedy commu- 
nication of inspection results, 
off-spec goods may wind up being 
used before the buyer can reject 
them. Sometimes, it’s true, a 
buyer’s use of goods even after 
rejecting them may be considered 
reasonable. (It may be mandatory 
under the buyer’s duty to mitigate 
his consequential damages.) But 
very often a buyer’s use of goods is 
deemed inconsistent with the 
supplier’s ownership, and is thus 
an acceptance. 

Here are a couple of cases that 
illustrate how the law judges each 
situation on the pertinent facts 
involved: 

The buyer won the first case. 
He purchased production equip- 
ment to be installed in a facility 
operated by a lessee. The contract 
provided that the buyer’s obliga- 
tion to pay was conditional on the 


satisfaction of the lessee. 

When the goods arrived, the 
lessee notified the supplier that 
the equipment was unsatisfactory, 
and asked that it be removed. A 
supplier’s rep visited the plant and 
made some adjustments. He later 
testified that the equipment was in 
use and working properly when he 
left the plant. 

After the first production run, 
the vendor was again notified of 
defects. More adjustments fol- 
lowed, but the lessee couldn’t get a 
satisfactory production run and 
stopped using the equipment. 
When the supplier sued for price, 
the buyer pleaded that there was 
no acceptance of the goods. The 
trial court ruled for the vendor, 
but the buyer appealed. 

No inconsistency. The appel- 
late court found that there was no 
evidence of the lessee’s signifying 
that the equipment was conform- 
ing, or would be retained despite 
its nonconformity. The court 
further ruled that the acts of the 
lessee were neither inconsistent 
with the contract nor with the 
seller’s continued ownership. 

The second case—won by the 
supplier—illustrates the point 
that under the vucc, title to the 
goods isn’t material to the rights of 
the parties. Unlike earlier law, the 
ucc makes no provision for 
acceptance of title apart from 
acceptance of the goods them- 
selves. So any action taken by the 
buyer, which is not consistent with 
a claim that he has rejected goods, 
may be an acceptance. 

The lawsuit involved screen- 
ing units purchased by a coal 
company (buyer). The contract said 
that title wouldn’t pass until the 
goods were paid for. The buyer was 
to pick up the units at the 
fabricator’s plant. The fabricator 
notified the buyer that the goods 
were ready to be picked up, but the 
buyer neither picked them up nor 
rejected them. 

When sued for the price, the 
buyer contended that title hadn’t 
passed as he hadn’t paid for them. 
But the trial court held for the 
supplier, and this was affirmed on 
appeal. The courts pointed out that 
the rules of acceptance operate 
independently of title. The buyer 
had accepted the units because he 
failed to reject them. a 
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OPTIMISTS 


These are some of our top INCO men. They're —_ ocean floor. And that’s why, in the same period, 
optimistic about the future! They foresee con- we've spent two billion dollars on produc- 


tinued growth. And that means nickel will grow __ tion facilities. Because we want to make sure our 


too. Sure, we’ve had periods of oversupply. But. Customers won’t be caught short. 
we've seen the demand for nickel grow for 75 Who does more for you than INCO? Nobody! 


years. And we don’t think it’s about to stop.Infact, | Our free booklet, “We’ll Earn Your Business; | 
we think nickel is going to grow faster than the proves it- (Write to: Dept. 279; INGO, One New — —— 


| 


economy for the next ten years. York Plaza, New York, New York 10004. ) ee 


That’s why, over the past decade, INCO has We will earn your business with competitive 


spent almost one quarter billion dollars search- _ prices and unmatched service. Think about that 
ing for nickel all over the world—even under the __ the next time you buy nickel. 
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A Union Pacific freight train is one of the consumption, we’re upgrading our fleet | 
most economical means of transportation with lighter cars and more efficient 
available. Itcan move a2000 pound payload locomotives; modifying engines with spe- 


from Seattle to Kansas City on only cial fuel-saving equipment; and analyzing UNION 
3% gallons of diesel fuel. A truck would handling and refueling techniques to fapphes 
use nearly four times as much fuel doing find ways of eliminating waste. | 

the same amount of work. Our search for economy means economy 

We're energy-conscious because our for you. A little energy goes a 

livelihood depends on it. To reduce fuel long way on Union Pacific. 


the Union. Pacific railroad people. 
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Truck rates 


Overall 


Source: PURCHASING survey 


500-1000 LBS. 
300 


Source: PURCHASING survey 


Rail rates 


1979 
Source: BLS 


Transportation 


By Thomas F. Dillon c.pP.m. / Senior Editor 


Truckers cut rates... 


LOOK FOR FREIGHT RATE reductions 
by truckers as softened economy 
erodes traffic and motor carrier 
regulatory reform legislation steps 
up competition. 

Overnite Transportation Co., 
Richmond, Va., wants Icc approval 
to lower less-than-truckload and 
any-quantity class rated and 
minimum charge shipments by 
10%. Thurston Motor Lines, 
Charlotte, N.C., and about 50 
smaller trucklines plan to go along 
with the rate cuts. 

For the past several months 
many truckers have cut rates 
selectively. This is the first move 
by carriers to cut rates across-the- 
board. 

Overnite, a nonunion carrier, 
was not affected by recent wage 
increases built into the current 
Teamsters’ contract. 


... and propose hikes 


RATE INCREASES ranging from 
0.5-7% have been proposed by nine 
major motor carrier rate bureaus. 
The rate bureau proposals filed 
with the Interstate Commerce 
Commission call for the following 
increases in_ less-than-truckload 
and truckload rates: 

Central & Southern Motor 
Freight Tariff Association, LTL, 
5.0%; TL, 0.5%. Central States 
Motor Freight Bureau and New 
England Motor Rate Bureau, LTL, 
5.0%; TL, 2.0%. Eastern Central 
Motor Carriers Association, both 
LTL and TL, 3.1%. Middle Atlantic 
Conference, LTL, 5.5%; TL, 2.0%. 
Middlewest Motor Freight Bureau, 
LTL, 7.0%; TL, no increase. Pacific 
Inland Tariff Bureau, both LTL and 
TL, 2.5%. Rocky Mountain Motor 
Tariff Bureau, both LTL and TL, 
2.9%. Southern Motor Carrier 
Rate Conference, LTL under 5000 
lbs., 4.7%; LTL 5000 lbs and over, 
2.0%; and TL, 0.5%. The sMcRc also 
wants to increase minimum 
charges by $1.50. 


ICC suspends proposal 


A MIDDLE ATLANTIC CONFERENCE 


proposal designed to lower operat- 
ing costs by encouraging 
multiple-tender shipments has 
been suspended by the icc. The 
proposal would lower rates 10% if 
a shipper tendered two or more 
shipments weighing 5000 pounds 
or more to a carrier for pickup at 
one time. It also would increase 
rates 5% for shipments weighing 
less than 5000 lbs. 


Rail rates up again 


RAIL RATES CONTINUE TO CLIMB, 
according to the latest Department 
of Labor Rail Price Index Report. 
The index is 21.6% higher than 
one year ago. 

The biggest increase is in 
“wood and lumber products,” 
whose rail price index is 
up 25.7%. 


Rules open meetings 


INTERIM RULES issued by the Icc 
concerning how motor carrier 
freight bureaus should operate 
give shippers access to previously 
confidential freight bureau infor- 
mation. The new rules require that 
the rate bureaus, if requested, 
divulge the name of the proponent 
of any rule or rate docketed. The 
bureau also must admit the public 
to any meeting at which rates or 
rules are to be discussed. 


Claims study announced 


THE NATION’S TRUCKERS are 
studying the possibility of offering 
“claims deductibles” on shipments, 
similar to claims deductibles on 
insurance policies. 


New look at pooling 


POOLING OF TRAFFIC, once illegal, is 
permitted under the Motor Carrier 
Act of 1980. Section 20 of the act 
provides that any motor carrier of 
property may apply to the tcc for 
approval of a pooling agreement. 
Under pooling arrangements 
carriers could divide the available 
business. The goal is_ better 
service for customers and more 
efficient use of transportation 
equipment. ae 
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Select 
a scale. 


We have the 
one you need. 


When your job involves 
weights and measures, having 
the right scale can make your 
work more accurate. That’s 
why McMaster-Carr carries 
over 200 different scales. Digi- 
tal, beam, dial, platform, just 
about any scale you'll ever 
need. And we offer the same 
big selection in all our product 
lines. Because we want you 
to have the right equipment 

to do the job right. And fast. 
»» That's why most of our 110,000 
catalog items are on our 
warehouse shelves ready to 
be shipped to you. Sothe next 
time you need a scale and 
need it fast, reach for the 


°° tj McMaster-Carr catalog. 
. The warehouse 


y at your fingertips. 


McMASTER-CARR 
supply company 

P.O. Box 4355 

Chicago, Illinois 60680 


P.O. Box 54960 
Los Angeles, California 90054 


Vinyl chloride 


(1973 = 100) 


400 


Prices continue to soften 
due to low PVC demand. Pro- 
ducers are cutting output 

to nix further slippage. 


(1967 = 100) 


Sluggish economy and ample 
inventories should keep 
prices steady-to-soft 

over the next six months. 


Aluminum wire 


(Dec. ’69 = 100) 


Capacity problems, upturn 
in housing will restart the 
upward spiral by mid ’81. 
Look for 7-10% hikes. 


Source: Labor Dept. 
PURCHASING forecasts 


Pricewatch 


Electric rates charge up for big increases 


ELECTRICITY: Inflation, the 
steep cost of capital, and more 
generous regulatory decisions 
are all leading to whopping 
increases in electricity rates 
this year. And the outlook is for 
more of the same next year. 

Regulatory bodies are expect- 
ed to grant rate increases this year 
of as much as $3.5 billion, well 
above the record $3.1 billion in 
1975. 

To a certain extent, the bulge 
in rate requests represents a 
“catchup” from 1979 when regula- 
tors sat on rate filings while 
inflation soared. But it also 
reflects factors that will be around 
for a while. Lower earnings and 
big debt loads have resulted in a 
reduction of some utility bond 
ratings. And softness in the bond 
market has resulted in substan- 
tially higher costs for anyone 
trying to raise capital there. 

This comes as many utilities 
are trying to reduce their 
dependence on oil by converting 
power plants to oil, or building 
nuclear plants. 


BLEACHED PAPERBOARD: A 
recent 6% hike brings clay- 
coated recycled sheet prices to 
$435-450/ton. 

Clay-coated sheet prices last 
rose in January. Manufacturers 
cite the same reasons for the 
current increase: higher costs for 
labor, energy, and chemicals 
(especially liquid caustic). 

One factor that may make the 
price stick is exports. Domestic 
demand had been off since the 
beginning of the second quarter, 
but exports have softened the blow 
for producers. 

During the second quarter, 
export production rose 7%, even as 
domestic production dropped 5%. 


COATED CARBIDE 
Increases this year have aver- 
aged out to 7%. Expect prices to 
rise about that much again over 
the next six months. 

Higher raw material and 
labor costs are pressuring produc- 


INSERTS: 


ers to seek price relief. However, 
competition among suppliers and a 
gradual increase in imports of the 
more popular grades wil] keep any 
price moves within guidelines. 

Special and exotic grades will 
continue to cost appreciably more 
than uncoated and standard coated 
products. 

Sales have held firm this year. 
The big decline in automotive 
usage has been offset by demand 
increases from the aerospace 
industry and for products used in 
oil drilling and distribution. 


BUTADIENE: Don’t expect big 
price changes until early 
next year, when the current 
2¢/lb discounts are pulled. 

Both of butadiene’s primary 
markets—SB rubber for auto tires, 
and ABs plastic resin—have been 
in the doldrums all year. 
Production and sales of ABS, in 
fact, have recently been 50% off 
last year’s mark, and discounts are 
widespread. Adding to butadiene 
producers’ woes: Imports during 
the first three months of 1980 
came in at a record 90,000 tons. As 
the recession takes hold, European 
ethylene plants are slashing 
production, and imports during the 
present quarter may not exceed 
20,000 tons. 

Unless the economy turns up 
during the first quarter of 1981, 
rescuing the battered auto indus- 
try, butadiene tags may remain 
virtually unchanged for six more 
months. 


TIN: Weak demand and ample 
supply could push prices down 
5-10% by spring. 

Industry observers report 
demand for tin is off 40-50% since 
the start of the year. Major 
markets—including bronze and 
brass, solder, and tinplate—have 
all been hit hard by the downturn 
in autos and construction. 

U.S. plans to dispose of 
100,000 metric tons of General 
Services Administration stockpile 
tin add another level of downward 
pressure on prices. it 
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$100,000,000 
for oils for industry. 
That's commitment. 


We believe in the future of 
American industry. That’s why we 
invested $100 million in the last 
five years to assure ample supply 
of quality lubricants for industrial 
markets. 

And that’s why we continue 
updating and upgrading our 
refineries at Marcus Hook, Pa., 
Tulsa, Okla., and Yabucoa, Puerto 


; : Rico, improving distribution 
Bons Potrolesai Peddie Company throughout the U.S. and preparing SUN 
in many other ways for a bright 
tomorrow. 


Sun Petroleum Products 
Company, Philadelphia, PA 19103. 


7 © SUN PETROLEUM PRODUCTS COMPANY 
- A Division of Sun Oil Company of Pennsylvania 
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Photo: Copper Development Assn. 


Coiled cast copper rod is prepared for 


drawing into small diameter electrical 
wire. 


MARKET CONDITIONS: 
Shorter leadtimes 


Capsule view. Falling demand 
from the home building industry 
and sluggishness in some OEM 
markets, particularly for electric 
motors and automotive electrical 
parts, has shaken the wire and 
cable business. The result has been 
what some producers call “panic 
discounting” and increased pres- 
sure from Japanese and Korean 
wiremakers. 

Tempering the general down- 
turn for wire is strong performance 
by the electronics industry. 

The price of copper is the 
biggest factor in the final price of 
wire. Sixty percent of U.S. copper 
production ends up as wire and 
cable. Copper prices have fluctuat- 
ed widely since the beginning of 
the year. Aluminum, the distant 
but steady second to copper as 
conducting material in wire and 
cable, is rising steadily in price. 

In the overall market, alumi- 
num is stabilizing the market 
share it once gained on then partly 
lost to copper. In 1979, the latest 
year for which complete figures 
are available, copper insulated 
wire shipments were 2838 million 
lbs., as opposed to 814 million lbs. 
for aluminum. 

Supply. Since the U.S. can 
supply between 90-95% of its 
copper needs from domestic 
sources, the recession cut ore 
imports. A lengthy copper workers 
strike simply forced copper product 
manufacturers to draw on a 
300,000 ton mill inventory. The 
result: virtually no availability 
problems for most types of wire. 
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jump as 


A housing upturn and a 
resurgence of the American-made 
automobile market is expected to 
put the pinch back on domestic 
wire supplies, but not until the 
final quarter of 1981 or the first 
half of 1982, wiremakers predict. 

Leadtimes for both copper- 

and aluminum-based insulated 
wire and cable are down from a 
year ago. Most types of wire can be 
obtained in 5-6 weeks, compared to 
8-10 weeks 12 months ago. 
Price. Thanks to  pre-strike 
speculation early in the year, the 
Producer Price Index for copper 
wire and cable jumped 22 points to 
227.1 between January and 
February, when copper spot prices 
reached their highest level ever. 
Six months later, it dropped to 
January levels. 

In the next quarter or the one 
beyond, wire and cable prices could 
much as 12-20%, 
reflecting cost pressures from 
copper and aluminum, and from 
all of the raw materials in wire. 
Manufacturers cite rising costs for 
polyvinyl chloride (Pvc), a materi- 
al widely used in insulation. 


BUYING FACTORS: 
Prices to seesaw 


Distribution. Electronic and 
electrical wire and cable come in 
such vast assortments of sizes, 
conductor-coating-insulation com- 
binations, and finished forms that 
the buyer’s first job is to zero in on 
the few types that are suitable for 
the job at hand. 


Marketplace 


Electrical wire and cable 


Specialty wires, magnet wire, 
power and control cable, and many 
types of electronic wires used by 
OEM manufacturers are sold 
directly by the wire producer. 
Building wire and flexible appli- 
ance cord, on the other hand, are 
sold through distributors. 


Competition. Because of the 
havoc the recession has wrought 
on housing and automobiles, and 
because of the ever-present threat 
of foreign sources, electrical wire 
and cable prices are highly 
competitive. 

Offsetting manufacturers’ 
pressure to discount is the rising 
price of raw materials. Even 
though copper is stable for the 
moment, many manufacturers 
plan to raise prices after the first of 
the year. But, volume buyers may 
be able to have price increases 
delayed. 

It probably won’t be worth- 
while to try to lock suppliers into 
long-term price contracts. Reason: 
Most wiremakers don’t want to be 
copper speculators. 


Trends. Price fluctuations of 
copper-based wire and cable could 
increase because more and more 
metals purchasers are buying at 
commodity exchange prices rather 
than producer index prices. 
Thanks to new technology 
that reduces the number of wire 
pairs needed in telephone sub- 
scriber networks, plus a trend 
toward smaller average wire sizes, 
metal demand will increase at a 
slower rate. & 


Who uses electrical wire and cable? 
(% of wire types used by various groups) 


Power 
and 


High 


OEM 3.5 
16.2 
57.2 
2.6 
4.7 


15.8 


82.5 
2.2 
1.5 
4.4 
5.4 
4.0 


Construction 
Utilities 
Government 
Consumers 
Business end-users 
Source: National Electrical Manufacturers Assn. 


temp- 
control erature 


Elec- 
tronic 


41.7 
12.1 
12.4 
4.8 
4.1 
24.9 


Flexible 
cord Magnet 


26.7 94.0 
26.0 
5.7 
5.1 
10.6 
25.9 


Build- 
ing 


1.0 
82.1 
1.9 
1.0 
7.8 
6.2 
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People, machines, 
computers and trucks 
moving every day 

to deliver your 
Reynolds Aluminum 
and stainless steel 
when you need It. 


At Reynolds Aluminum 
Supply Company, fast 
delivery is as important as 
quality workmanship. 

With our computer- 
controlled inventory of 
aluminum and stainless 
steel we can pull-out, load 
and deliver stock items in 

time to meet your production 

schedule. And, with our 
extensive product lines, we can 
cover almost any size order of 

sheet, plate, rod, bar, commercial and farm 
metal you need. 

Order something special, and we can handle 
that, too. Quickly. Our pre-fabricating ability lets us 
cut, shear, saw, slit, level and plasma arc cut 
special orders to save you time and money. 

Also, we'll warehouse your order and deliver it 
as and when you need it. A service which will 
reduce your cost of possession. 

Finally, we're competitive. Check us out and 
compare. You'll find we have what's good for your 
business. You want metal. You want action. 

Try the RASCO Hustle. 
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RASCO Capabilities 


A performance report on 
inventory, pre-production, 
delivery, service and how 
they can profit you. 


Call for a copy: 


ATLANTA, GA (404) 355-0310 
BIRMINGHAM, AL (205) 591-2341 
CHARLOTTE, NC (704) 552-2568 
CINCINNATI, OH (513) 771-8940 
DALLAS, TX (214) 631-1860 
DENVER, CO (303) 399-2150 


FORT LAUDERDALE, FL (305) 772-6100 


FRESNO, CA (209) 268-7071 
JACKSONVILLE, FL (904) 783-1950 
KANSAS CITY, MO (816) 842-2200 
LOS ANGELES, CA (213) 726-7111 
LOUISVILLE, KY (502) 366-0314 
MEMPHIS, TN (901) 363-3822 
NASHVILLE, TN (615) 242-3405 
NEWARK, DE (302) 366-0555 

NEW ORLEANS, LA (504) 733-6873 
ORLANDO, FL (305) 293-6430 
PHOENIX, AZ (602) 258-7121 
PORTLAND, OR (503) 233-4701 
RICHMOND, VA (804) 222-7100 

SAN DIEGO, CA (714) 262-8635 

SAN FRANCISCO, CA (415) 648-0170 
SEATTLE, WA (206) 872-7060 

ST. LOUIS, MO (314) 344-0123 

ST. PETERSBURG, FL (813) 527-1123 
TULSA, OK (918) 834-3305 


eas: 


REYNOLDS 
ALUMINUM 
Supply Company 
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Think of your empty spaces 


as cubic dollars. 


Think of today’s price tag on new storage space and then call your 
Penco Distributor. He can find cubic feet you didn’t think you had. 


There’s no charge for his looking. If he sells you Penco storage prod- 


ucts, you can be sure the cost will be a fraction of what you might have 
spent. Penco Products, Inc., Dept. 44, Oaks, PA 19456. (215) 666-0500. 


Penco shelving: custom spaces 
“within spaces for eliminating 
xonfusion, speeding retrieval. 
Penco makes a wide variety of steel shelv- 
'iing—22 shelf sizes in 8 load classes, in 
stock for immediate delivery. 

Fabricated from heavy gauge steel and 
formed on all 4 sides with welded corners, 
Penco shelving lasts. pence 
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Penco storage rack can organize 
all today’s inventory. And still be 
ready for tomorrow’s. 

High strength steel Penco Rack offers 
you higher loading capacities with less 
weight. Quick and easy to install. It is 
designed in accordance with AISI Speci- 
fications and may be furnished to meet 
RMI and all other codes. ance 
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PENCO 


SUBSIDIARY VESPER CORPORATION 


Penco wide-span: efficiency for 
inefficient shapes. 

If you stock bulky items that are too 
light to store on a costlier rack, too large 
for standard shelving, Penco wide-span 
can save you money. Extremely rigid, 
it is higher, wider and deeper than shelv- 
ing and it’s designed for easy assembly. 
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Smart salesmen never stop 
selling their accounts. They know 
that just one goof, or even the 
appearance of ignoring a custom- 
er’s needs, can tarnish an 
outstanding reputation. 

Smart buyers, similarly, 
recognize that in-house users are 
customers to whom purchasing 
must continually sell itself. And 
these buying pros never take 
specifiers and requisitioners for 
granted. Instead of relying on 
management directives or policy 
statements to garner users’ 
business, they seek to earn it every 
day. 

That may sound corny. But it’s 
effective. And consider the alter- 
native: If any user feels he’s 
“stuck” with you as his sole route 
to suppliers, you’re going to be 
“stuck” with him as a disgruntled 
requisitioner. 

Here are a few tips on ways to 
keep user-customers satisfied: 

eBe prepared to supply 
information they may need: 
potential sources, catalogs, hard 
data on current suppliers’ perform- 
ance, etc. An orderly filing system 
will help you field queries more 
promptly. 

@Make it easy for users to tap 
purchasing’s know-how, and plug 
into its systems. You may want to 
distribute printed or photocopied 
handouts, explaining purchasing’s 
resources and how it works. 
Examples: types of contracts, 
methods for preparing requisition 
forms. 

eShow an interest in requisi- 
tioner’s problems—whether 
they’re related to cost, delivery, 
quality, or availability. Make it 
plain that marshaling suppliers’ 
assistance to solve such problems 
will be your number-one priority. 

eKeep users informed of 
what’s happening to their re- 
quests. If there’s going to be a 


Basics for 


By Somerby Dowst, C.P.M. / Managing Editor 


Dont treat users as 
captive customers 


delay, let them know how long it 
will be and why. Set up a simple 
follow-up system to insure that no 
incoming papers get buried 
somewhere in your desk. 

eSkip socializing when 
you're talking business with 
requisitioners. Conserve their 
time just as you do your own and 
salesmen’s. On the other hand, 
don’t give anyone the impression 
that he’s getting the bum’s rush 
out of your office. 

eProtect users from sales- 
men who really don’t have 
anything to offer. To screen 
inappropriate callers out, you 
must know users’ current needs 
and future interests. So touch base 
with them regularly to find out 
what’s going on. 

eAvoid bombarding them 
with unwanted samples that 
there’s no point in testing, anyway. 
You should’t accept a sample from 
a salesman unless it may mean 
lower prices, better quality, more 
assured availability, or a means of 
broadening the supplier base. 

@Be patient in explaining the 
rules and regulations that pur- 
chasing and requisitioners both 
must follow. To those who aren't 
accounting-oriented, many re- 
quired procedures may seem like 
so much red tape. Tip: Remind 
users that the Foreign Corrupt 
Practices Act zeroes in on 
publicly-held firms’ auditing 
methods—particularly disburse- 
ment controls. 

@Give a hearing to preferenc- 
es for brand-name goods. Yes, 
performance-type specs are almost 
always preferable. But don’t turn a 
completely deaf ear to personal 
likes and dislikes. Possible com- 
promise: a standards program that 
includes mutually acceptable 
equivalents for each item listed. 

eAsk users’ advice on 
short-cut systems for handling any 


purchasing activity: soliciting 
quotes, appraising them, ordering 
the material, logging it in, paying 
the bill. If you leave them out of 
such systems-planning, they may 
feel that they’re getting stuck with 
the paperwork while purchasing 
enjoys the time-savings. 

eBe aware that most internal 
departments have both material 
and labor budgets. Help them to 
trim each of these, when you 
can—perhaps by paying premium 
prices for something that’s easier 
to work with. 

eInvite major users to 
accompany you on trips to inspect 
suppliers’ or bidders’ facilities. 
Send them your invitation far 
enough in advance so they can 
work the trip into their own 
timetable. 

ePass along vendors’ ideas, 
but don’t force-feed suggestions 
to requisitioners. A user may 
have very valid reasons for 
sticking to his specifications. 

eTreat your customers as 
individuals. They may not be 
“always right.” But each one has 
the right to expect first-class 
buying service from you. That’s 
your responsibility. a 


Editor's note: Somerby Dowst's 
books, Basics for Buyers and More 
Basics for Buyers, are available at 


$14.95 per copy. Send prepaid 
orders to Kim Gorton, PURCHASING 
Magazine, 221 Columbus Ave., 
Boston, MA 02116. 
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Now you don’t have toknow 
the price of gold 


Burndy GTH" connectors deliver good-as-gold 


performance... without gold! 


Forget sky-high gold prices! Forget gold adders 
and surcharges! With our patented GTH 
connectors, you don’t have to know the price of 
gold to know what your connectors will cost. 
And you don’t have to sacrifice quality either! 
Proven in billions of terminations and in 
thousands of applications worldwide — Burndy 
GTH connectors use high-pressure, plastic 
deformation to achieve a gas-tight, corrosion-free, 
good-as-gold contact. The patented GTH geometry 
provides a mechanical interlock to insure positive, 
metal-to-metal contact. 


We've applied the GTH concept to a whole 
family of connectors to slash interconnect costs as 
never before. Across the board! Completely 
eliminating the need for gold in both the 
connector and in the mating component. 

So forget unstable gold prices and uncertain 
connector costs. Just check the performance. 
Think of the savings. Then contact me for details. 
Quick! Call or write: Joe Bradley, VP/General 
Manager, Burndy Corporation, Norwalk, 
Connecticut 06856. «© s 
203) 838-4444... Ss SURINDY 


~-+--#i-= -i--I- 00 


SBURNDY CONNECTS 


NAL SALES ! MANUFACTURING: BRUSSELS. BARCELONA, PARIS, ROTTERDAM, STOCKHOLYSIYV, STUTTGART, 1\ rte L ENS (ENG.,), TORONTO. SYONEY, TOKYO, MEXICO CiTy, SAD PAULO 
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LEHIGH sarery sos 
COLD WEATHER PACS 


Don’t get caught in the cold without LEHIGH’s insulated and waterproof protection. 


These Insulated Safety Pacs feature: 1127 12” Insulated Lineman’s Pac 1129 12” Sheepskin Lined Pac 
* LOCKRIM®safety toe cap Wool insulation; special Lineman’s Extra deep suction rubber sole 
¢ THORKOTE* treated rubber to resist support shank; Sure-grip rubber sole. Whole sizes 6-14 
severe industrial environments Whole sizes 6-12 ‘ | 
¢ High visibility, safety yellow trim. 1130 12” Insulated Pac . 
© Built-in supporting shank 1128 12” Sheepskin Lined Pac Ankle high wool jersey insulation; 
* Full comfort cushion insole Sure-grip rubber sole Sure-grip rubber sole 
* Contoured last construction to fit more Whole sizes 6-13 Whole sizes 6-12 
like a shoe than a boot! 


; 515 10” Women’s Sheepskin 
¢ Job designed soles for indoor or Lined Pac 


outdoor requirements. 


Extra deep cleated rubber sole 
Whole sizes 4-11 


Call or Write: 
LEHIGH SAFETY SHOE CO. 
JIOO E Ddeip Stxoot Endicott DIX 132€0 Brewe EOI(ZE4 ZOGO Lele 033 440 Eor moro information circle 100 


Labor 


Labor-business fights 
over OSHA will go on 


If labor felt slighted by the Supreme Court’s 
rejection of OSHA’s benzene exposure standards, it 
could claim victory shortly after when the court 
upheld lead exposure standards. 

For labor and management alike, the court’s 
even-handed disposition of osHa-related cases—and 
there are more to follow—makes future battles seem 
certain. The reason: Beyond the specific arguments of 
each case lies a more fundamental labor- 


| Management split. 


Industry believes it’s possible and necessary to 


_ strike a compromise between costs and benefits of 


_ lowering risk. The world is not risk-free, they argue. 


Labor, on the other hand, shares osHa’s mindset. | 


Take carcinogens, for example. If zero exposure 
equals zero cancer, then exposure should be reduced 
as near to zero as technology permits, no matter what 
the cost. 

To industry, OSHA is often unreasonable in what 


_ it demands. While no one questions workers’ rights to 


a clean or safe workplace, management is bitter 
about OSHA’s methods and its apparent disregard for 
the costs of what it imposes. 

Yet, the same OSHA is viewed by labor as 
“landmark legislation,” a vehicle for “the fulfillment 
of the promise of. . 
out the loss of life, limb, or lung.... 


” 


In short, labor sees OSHA as an ally in a trench 


war over safety. Labor literature is replete with 
references to what it sees as the ruthlessness of 


business and of its attempts to dismantle OSHA. 


It’s therefore unlikely the two sides will ever see 
eye to eye on chromium, pesticides, cotton dust, or 
any other substance oOsHA sees fit to regulate. wi 


Negotiating calendar: 
major contracts expiring in November 


Contract Number 
expires of workers 


11/2 3000 


industry Union 

Auto (Gibson Autoworkers 
Products Corp.) (UAW) 

Steel (Dana Steelworkers 
Corp.) (USA) 
Aircraft (Lock- Independent 
heed Calif.Co. unions 
Division) 


Electronics 
RCA Service 
ivision) 

Aircraft parts Machinists 

(Rohr Industries) (IAM) 

Air conditioning Machinists 

oF (Trane (IAM) 


11/3 1800 


11/7 2200 


Electrical 2300 


workers (IBEW) 
3000 
1300 


. the right to employment with- | 


Who makes toner dance? 


Meet Fannon 
Metal Industries 


Your First American Source 
for Toner Transport Systems! 


Now . .. a full line domestic manufacturer with complete 
toner projection system capabilities! Our R&D and 
Production facilities are within hours from anywhere 
in the U.S. 


What does Fannon offer? 


= Acomplete line of standard and custom rolls. 
® Unique roll designs using ceramic, flexible and 
hybrid magnets. 
# Total range of roll performance and sizes. 
= 3 to 5 week prototype roll delivery. 
=» Developer assemblies for SCT, DCT, black or 
color toners. 
= A decade of experience in designing and supplying 
the complete transport system including rolls, 
doctor blades and pressure fusion rollers. 
* More than competitive. ..in quality, price and 
delivery. 


Fannon manufactures complete “drop-in” developer 
housing assemblies for the electronic, copier microfilm 
and non-impact printing industries on an OEM basis. 
Call or write today. We'll be glad to quote your 

YH current or future needs. 


.. Fannon’'s “drop-in” 


Y developer housing 
assemblies can incorporate 
any of our roll designs. 


Advanced Tt@¢hnology Group 
Fannon Metal industries, Inc. 
60 Saginaw Drive, Rochester, N.Y. 14623 
USA (716) 244-1343 Telex: 978324 
A Bunnington Company 
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riders number one in America. 

For areal choice in straddle or extend 
narrow aisle trucks, start by getting our 
10-page brochure: “Facts about Real 
Value in narrow aisle lift trucks.” 

Learn what makes Yale electric mo- 
tors the best there are. How we design for 
easy access to components. Why we're 
committed to narrow aisle materials han- 
dling. (Our “Management Guide to Nar- 
row Aisle Materials Handling’ has been 
an industry guide for many years.) 

See your Yale industrial truck 
dealer for a free copy of “Facts.” Or 
write: Eaton Corporation, Industrial 
Truck Division, 11000 Roosevelt 
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Yale value in accessibility. Cow! | 
cover lifts off easily and exposes 

all major components for fast 
maintenance. 


Yale motors for value. We build our 

motors with Class H insulation, the 
highest there is. Every motor is 
dbench tested before installation. 


Yale masts for value. We make 
all our own masts — all internal 
hydraulic hosing. 


Yale parts for value. Your 
Yale industrial truck dealer 
Carries an extensive inven- 
tory of original equipment 

parts, competitively priced. 
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THROUGH 


INDUSTRIAL 

DISTRIBUTORS, 

OR SUPPLIERS 

OF MECHANICAL IF IT GOES 
RUBBER GOODS! 


WITH HOSE... 
GO WITH... 


LON 
D[SXQNJ VALVE & COUPLING CO. 
800 HIGH ST., CHESTERTOWN, MD. 21620 


CHICAGO « ATLANTA « KANSAS CITY » DENVER « LOS ANGELES « HOUSTON « PORTLAND, OR..* IN. CANADA: DIXON V. & C., LTD. 
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Metal locknuts 
in all sizes 
JENKINTOWN, PA.—These §all- 


' metal locknuts from sps, designed 


_ to resist loosening under the most 


extreme vibration conditions, are 
available off-the-shelf in sizes from 
0.06-80 to 2” diameter, or for just 


- about every application imagina- 


ble, from microelectronics to Army 
tanks. A full range of metric 


- Flexloc locknuts are also availa- 


ble. sps Technologies, Jenkintown, 
Pa. 19046 
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Diesels power new 


_ Toyota lift trucks 


CARSON, CALIF.—To meet the 
growing interest in diesel power- 
plants, Toyota is now offering 15 
diesel lift truck models with load 
capacities to 6000 lbs. The diesel 


series includes nine trucks with 


pneumatic tires (with load capaci- 


. ties ranging from 2000-6000 lbs. in 


500-lb. increments) and six with 
cushion tires (3500-6000-lb. 
capacity range). Toyota Industrial 
Trucks, u.s.A., Inc., 1041 E. 230th 
St., Box 6225, Carson, Calif. 90745 
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Compressor offers 


quiet performance 


BENTON HARBOR, MICH.—The 
selection of an air compressor is 
generally mandated by pressure 
and air flow requirements. For 
pressures above 100 psig there’s 
only one choice: a piston compres- 
sor. Between 30 and 100 psig, 
either a piston or diaphragm 
compressor may do. At lower 
pressures a rotary vane or 
regenerative blower may be used. 
So where does Gast’s new “rocking 
piston” compressor fit in? The 
company says between piston and 


,diaphragm compressors. 


One of the problems with a 
piston compressor is that it’s a bit 
noisy. Reducing the pressure or air 
flow is the only way to quiet down 
a piston compressor. This perform- 
ance tradeoff doesn’t have to be 
made with the new Gast Roc-R 
compressor. It runs as quietly as a 
diaphragm compressor. The Roc-R 
is also an oil-less type like 
diaphragm compressors—an_ es- 
sential requirement for many 
users who need an uncontaminat- 
ed or “instrument” quality air 


supply. 


The Roc-R is also more 
compact than conventional units, 
thanks to a short piston stroke. It 
measures 734” high by 544” wide by 
74%" long, and weighs 12.3 lbs. 

The Roc-R has free air 
capacities ranging from 0.78 cfm 
at 0 psi to 0.2 cfm at 100 psi. It can 
generate a maximum pressure of 
100 psi in both continuous and 
intermittent operation. The initial 
model offered by Gast is rated at % 
hp. Gast Mfg. Corp., P.O. Box 97, 
Benton Harbor, Mich. 49022 
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Grinding wheels for 
tough ferrous metals 


VITRIFIED CUBIC boron nitride grinding 
wheels are recommended for high 
volume internal grinding of ferrous 
metals. Improved service life boosts amas 
productivity and machine efficiency. sapiens ORT amit 
Typical applications include grinding el IBALSTONE 
fuel injection components, bearings, 
air conditioner components, valve 
lifter bodies, etc. Products Div., 
Cincinnati Milacron, Cincinnati, Ohio 
For more information circle 151 


Blower-filter for solitary 
Productivity means metalworking machines 


BLOWER-FILTER is designed for use 


with a single piece of metalworking 

machinery contained within a tight 

flektri: VA MOTORS enclosure. Model BR-0735 complete- 
ly eliminates all visible oil mist 

. 4 from the working environment. It 

for quality and efficiency comes as a ready-to-install package 
with a 3” outlet port and weighs 

only 40 lbs. Filter section houses 


NEMA STANDARD A.C. INDUSTRIAL seven 2” x 9” Microfibre filter tubes. 
ELECTRIC MOTORS Balston, Inc., P.O. Box C, Lexing- 
¢ Higher efficiencies and power factors ton, Mass. 02173 

e Cast iron construction — For more information circle 152 


1.15 Service Factors 
¢ Copper windings 
¢ Large industrial size bearings 


POLISH-AMERICAN MACHINERY CORPORATION 


Phone, write or wire 
today for catalog. 


Electric Motor Division 

800 Greenleaf Avenue 

Elk Grove Village. II!. 60007 
Phone: 312/364-5450 

Telex 25-6119 

Eastern Branch and Warehouse 
1822 Underwood Boulevard 
Delran, N.J 08075 


Phone: 609/461-2053 
ant 2 ———= 
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Hydraulic floor press 
a versatile performer 


FLOOR PRESS is designed for a wide 
range of industrial pressing, bending, 
straightening, and assembly applica- 
tions. The 50-ton cCG570BHY comes 
complete with press frame, ram, pump, 
and work blocks, Other standard items 
include two “V” blocks, 1” and 174” bull 
nose adaptors, and a 13-piece step 
plate. Snap-On Tools Corp., 8019 80th 
St., Kenosha, Wis. 53140 
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New products 


Computer system monitors work 


SHOP FLOOR control system with input terminals at each 
machine keeps work supervisors up to the’ minute on 
stoppages by men or machines. Able to handle up to 256 
terminals, Alert anticipates production problems. Lanier 
Business Products, Inc., 1700 Chantilly Dr., N.E., 
Atlanta, Ga. 30324 
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Expanded computer supplies 


COMPUTER SUPPLIES catalog features new ribbons, 8” and 
5.25” flexible discs and flexible disc storage systems. Also 
featured are anti-static mats, CRT work stations, a printer 
stand and various accessories. Uarco Ltd., 121 Ninth St., 
P.O. Box 948, DeKalb, Ill. 60115 
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Handy O-ring kits available 


O-RING KITS can meet replacement requirements on 85% of 
all industrial equipment. Buna-N, Neoprene, EPR, silicone 
rubber, fluorocarbon, and Teflon types come in sizes from 
yg" - 1%" ID. Over 180 rings in each kit. Bearings, Inc., 
3600 Euclid Ave., Cleveland, Ohio 44115 
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No, SNR 


isnot anew 
gene-cioning 
procedure. 


SNR is a manufacturer of very high 
quality bearings. Part of the $16 billion 
Renault prune that’s the world’s 21st largest 
industrial corporation. Impressive? Sure is. 
And so are our bearings. 

Next time you're in the market for 
bearings, why not bear our name in mind? 

Send now for complete catalog. 

Write SNR Bearings USA, Inc., 
a subsidiary of SNR France, 334 Veterans 
Boulevard, Carlstadt, N.J. 07072. 


PLEASE, BEAR OUR NAME IN MIND. 
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Fast new source for step motors 


You can now get step motors 
virtually overnight from TRW Globe 
or one of our stocking distributors: 
Arrow Electronics 

Hall-Mark Electronics 

Hamilton/ Avnet Electronics 
Jaco Electronics 

Pioneer Electronics 


43 different part numbers; 200 organization. 


steps/revolution; 1.8% step angle. 
You can be confident of an 
objective recommendation from 
us because we also make AC and 
DC miniature motors, actuators, 
and motion systems. 

Moreover, you have easy access 
to our national sales and service 


Take a quick step to fast 
delivery: write for our Step Motor 
Catalog. Globe Motor Division, 
TRW Inc., Dayton, Ohio 45404. 
Phone 513-228-3171. 

TWX 810-459-1642. 


TR W GLOBE MOTORS 
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Control valve sized 
for tough requirements 


HIGH PRESSURE control valve with 
larger end connections can eliminate 
the need for reducers or larger valves. 
The 1” and 2” ansi Class 900, 1500, and 
2500 Design EH valve boasts 
significantly more capacity than 
current designs. Fisher Controls Co., 
Marshalltown, Iowa 50158 
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MADE-TO-ORDER 
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PERMANENT MAGNET 
DC MOTORS 


¢ Compact 
e High Efficiency 
° Lightweight 


e Less Power Loss 


© Low Heat Rise 
e Reliable 


FULL SPECIFICATIONS 
AND APPLICATION DATA 
IN THOMAS REGISTER 
WRITE OR CALL 

FOR PRICING 


FHP DESIGNS 


HIGH VOLUME 
OEM PRODUCTION 
... OUR SPECIALTY 

FOR OVER 30 YEARS 


MANUFACTURING COMPANY 
A UNIT OF GENERAL SIGNAL 

1711 South Street e Racine, Wi 53404 
414-639-7801 


VM-12 
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Filter/regulators 
piggyback compact 


INTEGRAL AIR filter/regulators are 
rated for primary pressures to 200 psi, 
with secondary pressure regulation in 
the 0-100 psi range. CFDR60 units in %”, 
8%”, and 14” pipe sizes are recommended 
for use with air tools, valves, and 
cylinders. Transparent polycarbonate 
filter bowls feature 40-micron porous 
bronze filter elements. Master 
Pneumatic-Detroit, Inc., 6701 Eigh- 
teen Mile Rd., Sterling Heights, Mich. 
48078 
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Pliable ducting is 
very accommodating 


PLIADUCT HOSE needs only a twist of the 
wrist to increase or decrease ID by as 
much as 68%. The continuous, 
all-plastic extruded strip can be 
hand-bent to various positions and 
remains there until reshaped. It comes 
in IDs from 1”- 20” and lengths to 25’. 
Recommended for dust collection, 
airconditioning, venting and similar 
applications, it handles temperatures 
from —10°F to 150°F. Dayco Corp., 333 
W. First Ave., Dayton, Ohio 45402 
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Pictured is a portion of the Port Everglades, Florida oil storage facilities. System 
wide, total storage capability is over 9 million barrels. 


When you need energy... 
Belcher can supply and deliver. 


Our storage capacity, transportation facilities and over 
65 years of know-how enable us to meet your energy requirements. 


Main Office/8700 West Flagler, RO. Box 525500, Miami, Florida 33152 — Phone (305) 551-5200, Telex Marine Sales, Towing and Supply 
— 51-9452, Cable/BelOilCo/Miami, Florida Marketing Offices and/or Terminals: AL-Mobile. AR-Helena, West Memphis. FL-Cape Ca- 
naveral, W. Palm Beach, Port Everglades, Miami, Port Manatee, Tampa, Pensacola, Tallahassee, Port St. Joe, St. Marks. GA-Savannah. 
MA-Boston. NJ-Bayonne. NY-New York. TN-Memphis. TX-Corpus Christi. Bunkering Ports: EAST COAST-Boston, New York, Port 
Canaveral, W. Palm Beach, Port Everglades, Miami. GULF COAST-Port Manatee, Tampa, Pensacola, Mobile, Pascagoula, Gulfport, New 
Orleans, Lake Charles, Port Arthur, Beaumont, Houston, Galveston/Texas City, Point Comfort, Corpus Christi; Brownsville. 

SO OY SYnits-ofThe.Coastal Corporation 
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The Handy & Harman family | 


of specialty manufacturing companies... 


making good products that become 
partof your good products. 


We're a family of companies worth knowing. 

Our parent company, Handy & Harman, was founded 
as a three-man precious metals operation more than a 
century ago, in 1867. Today we're a “Fortune 500” 
company, with a solid reputation as the U.S. leader in 
precious metals fabrication and refining. 

Over the past several decades we've grown in a new 
direction. We’ve become a family of specialty manufac- 
turing companies, with eighteen U.S. subsidiaries and 
divisions. Our products are now made of non-precious 
metals and plastics, as well as precious metals, and 
they’re used in virtually every manufacturing industry. 

Our companies are diverse, but share some important 
features. We all make industrial products—products 
that become part of your products. In the main, we 
make specialty rather than commodity products, 
whose production is likely to be measured in pounds 
or even ounces rather than tons. As you'd expect in 
this kind of specialty manufacturing, our companies 
are characterized by high engineering skills, advanced 
equipment and a faculty for innovation. We work 
closely with customers, from initial design to product 
application and follow-up service. 

This ad introduces you to our parent company and a 
number of our subsidiaries. In other ads in this series, 
you ll meet other companies in our family. 

We're a family worth knowing. Get to know us. 


FL. Handy & Harman 


850 Third Avenue, New York, NY 10022 + Telephone: (212) 752-3400 


The parent company: Handy & Harman 


Handy & Harman is the U.S. leader in the manu- 
facture of silver and gold alloys in mill forms, and 
refining of precious metals from industrial scrap. 

The Company’s silver products include fine 
silver, sterling, contact alloys, anodes, silver braz- 
ing alloys, flake, oxide and powder. The fine 
silver and silver alloys are supplied as sheet, 
wire, rod, strip and grain. Gold products include 
fine gold, gold solders, and gold alloys in the form 
of strip, wire, tubing. powder, grain, circles, 
blanks and many special! shapes. 

These products are widely used in metalwork- 
ing industries, especially electrical-electronic, 
automotive, appliance, aircraft, refrigeration and 
air conditioning, jewelry and silverware. 

A major service offered by Handy & Harman is 
its refining operation—the reclaiming of precious 
metals from industria! scrap to produce gold, 
silver and platinum of highest purity levels. 

Handy & Harman has manufacturing facilities 
and sales-service branches in key U.S. industrial 
centers, in Canada and in Japan. 
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2onn-Form Corporation 


vonn-Form makes small- and medium- 
.iameter tubing and eyelet parts, used in 
[lectronic, appliance, air conditioning 
jnd automotive products. It is the leading 
‘roducer of one-piece bulb and capillary 
c2mperature sensing units. Conn-Form 

| lso makes small stampings, split shells 
ind sleeves, wire and ribbon forms, and 
iprings for electrical, optical, drapery 
ardware and jewelry industries. 
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‘Aerit Plastics, Inc. 
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herit is a full-range plastics processor, 


hose capabilities include extrusions of 
ample, braided and reinforced tubing; 
mplex profile extrusions; metalwork- 
g operations; injection molding; and 
‘ophisticated assembly. Merit’s mechan- 
al controls, speedometer cables, vacu- 
im harnesses and components are widely 
‘sed in automotive, appliance and 
tdoor power equipment industries. 
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Greenback Industries, Inc. 


Greenback makes metallic powders of 
copper, copper alloys, tin, premixed 
bronze and infiltrating powders—for 
porous bearings, metal powder friction 
elements and a wide range of P/M parts. 
Also barium hard ferrite powders with 
exceptional magnetic properties—whose 
uses include magnetic refrigeration 
gaskets and Ceramic 5 magnets used in 
radio and television speakers. 


For more information circle 54 


Pennsylvania Wire Rope Corp. 


One of a series 


New Industrial Techniques, Inc. 


“NIT” uses powder metallurgy to make 
custom molded structural parts from fer- 
rous and nonferrous powders; machined 
and heat-treated P/M parts; and assem- 
blies containing P/M parts. NIT supplies 
complex assemblies, mechanical and 
electrical, including wrapped spring 
clutches—for business machines, hand 
power tools, hydraulic motors and 
pumps, lawn products and fishing reels. 
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U.S. Auto Radiator Mfg. Corp. 


Penn Wire Rope makes stainless and 
high carbon steel cable and strand (dia. 
%,"-%", footage or cut lengths), used in 
automobiles, aircraft, leisure products 
and material handling equipment. 
Plastic-coated, electromechanical and 
other specialty cable and cable assem- 
blies are made to order. Design help is 
offered for cable control devices and 


non-standard cable/strand constructions. 
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U.S. Auto Radiator is a leading producer 
of motor vehicle cooling and heating 
components. OEM products include 
heaters for buses, trucks, industrial 
equipment and recreational vehicles. 
Aftermarket products include the indus- 
try’s most complete line of automotive 
replacement heaters. The company also 
manufactures replacement radiator 
cores for the radiator repair industry. 
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Ballpoint hex keys 
can speed assembly 


BALLPOINT HEX keys engage quickly 
without wasting time “feeling” the tool 
into the socket. This makes them 
handy for assembly lines and fast field 
service operations. Hex keys are 
available in 0.028” to 1%” sizes in both 
screwdriver and L-wrench configura- 
tions. They can drive or loosen socket 
head fasteners and plugs at angles to 
30°. sps Technologies, Jenkintown, Pa. 
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DELTA DASH. 


SAME DAY DELIVERY 
ON SMALL PACKAGES. 


Why settle for overnight deliv- 
ery? Delta DASH can give you 
same day service. DASH (Delta 
Airlines Special Handling) 
takes to the air 1,500 times a 
day on Delta jets. So if your 
small package is in a big hurry, 
DASH it. Shipments picked up — $$$ ______, 
during normal business hours 
will be delivered that same day. 
If your package arrives after 
normal business hours, we will 
deliver it the first thing next 
morning—and generally no 
later than 10am. Delta carries 
more over-the-counter ship- 
ments of 50 lbs. or less than any 
Customer Services Agent Tom other scheduled airline. And 
Sineath is a Delta professional. He DASH serves over 80 U.S. cities 
goes that extra mile for you. plus San Juan. 

Packages are accepted at airport ticket counters up to 30 
minutes before flight time. Up to 60 minutes at cargo terminals. | 
Size limit is 90 inches: width +length +height. L 


The airport-to-airport rate between any two of Delta’s domes- 
tic cities is $40 ($25 between Dallas/Ft.Worth and Los Angeles or Metric terminal and sp plice 


a 2 
idee einrialeritiat 
insulators are rugged 


SF/DUROID electrical insulating materi- 
als are recommended for 155C 
applications in motors and transform- 
ers. The smooth materials are easy to 
insert into rotating machine stators 
and rotors as slot liners or wedges. 
Available in a wide range of 
flexibilities, they have high moisture 
resistance, dielectric strength, and hot 
cut-through resistance. Rogers Corp., 
Fiberloys Div., Rogers, Conn. 06263 
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San Diego or San Francisco). Expedited pick-up and delivery 
available at extra charge. Call (800) 638-7333, toll free. (In Balti- 
more, 269-6393.) 

You can also ship via DASH between Delta cities in the U.S. 
and Montreal, Nassau, Bermuda, London, England and Frank- 


furt, Germany. For full details, call your local Delta cargo office. 
ADELTA 


The airline run by professionals. 


DELTA IS READY WHEN YOU ARE* 
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crimper is color coded 


METRIC WIRE crimper handles insulat- 
ed and uninsulated terminals and 
splices in sizes 0.5 to 6mm’. Wire 
barrel and insulation barrel on 
insulated terminals and splices are 
crimped in the same die, making the 
tool faster and easier to use. Color 
coded dies in the nose correspond to 
colors on terminal. The tool also has a 
wire cutter, bolt cutter, and wire 
stripper. AMP Special Industries, 
Valley Forge, Pa. 19482 
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Compact photoelectric 
controls are solid state 


PHOTOELECTRIC CONTROLS are designed 
for short range detection use in 
continuous production, packaging, and 
materials handling applications. Se- 
ries E3A units measure a compact 
90mm high <X 87mm long x 25mm 
thick. Selection includes separate 
source-and-receiver types and retrore- 
flective types for sensing opaque 
objects, plus diffuse reflective types for 
transparent and opaque objects. 
Omron Electronics, Inc., 650 Wood- 
field, Schaumburg, II]. 60195 
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Count/control instrument 
fully user-programmable 


PROGRAMMABLE CONTROLLER can be 
used as a six-figure count controller, a 
timer controller, or both. Series 6400 is 
all solid state and recommended for 
production and processing control 
applications. It can be programmed to 
count up to 64 coincidence points or to 
count down from a preset number to 
zero 64 separate times. Eaton Corp., 
100 Erieview Plaza, Cleveland, Ohio 
44114 
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ALL OF CANADA 

Claude Bismuth Enterprises, Ltd 
3285 Cavendish Bivd., Suite 440 
Montreal, Quebec H4B 2L9 

Ph. (514) 733-9166 

Telex: 05-827-716 Bismuth MTL 


NEW YORK—(except Chautauqua 
and Cattaraugus counties) 

Casting Techniques Corp. 

9 Arrowhead Way, South 

Fairport (Rochester), N.Y. 14450 

Ph. (716) 223-4125 


Casting Techniques Corp. 
Bayberry Office Bidg. 

Liverpool (Syracuse), N.Y. 13088 
Ph. (315) 652-8500 


SOUTHWESTERN NEW YORK, 
(Chautauqua and Cattaraugua 
counties), WESTERN 
PENNSYLVANIA & 

EASTERN OHIO 

Sesco, Inc. 

1545 W. 38th Sreet 

PO. Box 3516 

Erie, Pa. 16508 

Ph. (814) 866-2856 and 866-5975 


BEATRICE 


BRILLION IRON WORKS 


A DIVISION OF BEATRICE, FOODS CO. 


Now you can have an invaluable 
reference book that puts a wealth 
of useful information about gray 
and ductile iron castings at your 
fingertips. It covers: factors to 
consider in determining patterns; 
properties of gray and ductile iron; 
tables of hardness by iron grade; 
summaries of gray and ductile iron 
specificiations. And much more. 
Send for FREE 28-page 

BRILLION HANDBOOK. 


if you don't already have Brillion 
Bulletin 275, write today for your 
free copy. Or ask a casting 
specialist listed below. 


BRILLION IRON WORKS, 


Dept. F-4100, Brillion, WI 54110 
(414) 756-2121. 


ae) 


EASTERN PENNSYLVANIA, 
NEW JERSEY & MARYLAND 

The Castings Co.., Inc. 

PO. Box 27064 

Philadelphia, Pa. 19118 

Ph. (215) 233-2724 and 247-2272 


MINNESOTA, NORTH & 

SOUTH DAKOTA 
Larson-Bossert & Associates, Inc. 
4124 Quebec Ave., North 
Minneapolis, Minn. 55427 
Ph. (612) 533-6622 


KANSAS, MISSOURI & 
SOUTHERN ILLINOIS 

Rrank May Co., Inc. 

699 Rue St. Francois 

Florissant (St. Louis), Mo. 63031 

Ph. (314) 921-4300 


NEW HAMPSHIRE, VERMONT, 
MASSACHUSETTS, MAINE, 
RHODE ISLAND, & CONNECTICUT 
(except Fairfield & New Haven 
counties) 

Taylor Industrial Sales, Inc. 

99 Norman Avenue 

Brooklyn, N.Y. 11222 

Ph. (212) 389-3200 


TEXAS, OKLAHOMA 
ARKANSAS & LOUISIANA 

Russell H. Norman 

Manco Metals, Inc. 

4000 North Freeway 

Suite #103 

Houston, Texas 77022 

Ph. (713) 691-0851 and 691-0852 


MISSISSIPPI, TENNESSEE, 
ALABAMA, GEORGIA & FLORIDA 

THM Company 

584 Shades Crest Road 

Birmingham, Alabama 35226 

Ph. (205) 823-1565 
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When you buy machined graphite parts, you 
often end up getting more grief than graphite. 

The problem is, getting a graphite part that 
meets cost and performance requirements Is a 
complex procedure that takes lots of your time. 

You have to know about graphite parts design. 
Grade selection. Properties. Machining charac- 
teristics. Tolerances and finishes. And how they 
interrelate. 

And you have to know about your graphitiza- 
tion schedules, production times, delivery, packag- 
ing and shipping requirements, as well as what the 
parts must do. 

Fact is, the less you know about graphite, the 
better. Because the right supplier can do it all for 
you. He can not only see that you get the correct 
properties, finishes and tolerances for your parts, 
but also help you pick your grade, design your part 
and decide how best to fabricate it. Then he'll get 
your parts made and delivered on time, in the 
quantities you want and the grades you need. 

When you come to Airco Carbon, you get the 
parts, not the problems. And that’s the most 
important thing you need to know. 


A good graphite part 
starts with the right graphite grade. 

Selecting the optimum grade of graphite for 
your part can be tricky if you don’t know graphite. 
Because there isn’t one grade to pick. There may 
be a dozen or more that might work. 

You have to make intelligent trade-offs to select 
one grade that gives you optimum combinations of 
machinability, performance, properties and eco- 
nomics. While meeting your specifications and 
your specific manufacturing conditions. 

A machine shop that manufactures Its own 
graphite should have full command of the 
material’s history. In addition, they should know all 
the performance aspects of the graphite for your 
part (such as thermal conductivity, electrical resis- 
tivity, porosity, purity and oxidation retardation) that 
can be affected by machining and fabrication. 

Airco Carbon provides this total capability. 

We make carbons and graphites in over 1,000 
different grades, shapes and sizes. We make 


The less you 
about graphite the better. 


know 


graphite grades for electrical and electronic, 
nuclear, aerospace, chemical, glass processing, 
railroad, urban transit, automotive, nonferrous 
and precious-metals foundries, and the steel 
industry. 

So when you come to us you can be assured 
of getting the right start for your part. 


No muss, no fuss 
when you machine it with us. 


Whether you need a simple shape like a plain 
ground rod or an intricate part like a resistance 
heater, we can machine it for you. Quickly. Easily. 
Economically. And correctly. 

We can produce carbon and graphite parts as 
Small as a pin or bigger than a desk. We have fully 
equipped multiple-spindle NC drilling machines, 
tracer lathes, machining centers, rise-and-fall 
mills, double disk grinders, vertical tracer lathes 
and NC vertical boring mills. All these machine 
tools are modified and dedicated to machining 
carbon and graphite. 

some of the modifications include special ‘ 


dust collectors needed to control the high er. 
volumes of powdered graphite produc- ee... 
ed by machining. Without the special sete 
collectors and seals, protectors and os 
sweepers, the graphite dust gets Seco?’ 
into everything. Spindles, bearings, -- 6e 


motors, and NC controls. The dust is also electri- 
cally conductive. And it’s abrasive. You wouldn't 
believe what it can do to your shop. That’s another 
reason why it’s better to do it in our shop. 

Our shop also has something else that’s very 
important. Experienced graphite machinists. 

That's something you really need to produc- 
tively machine graphite at lowest possible cost. In 
the right orientation, grade, wall thickness, surface 
finish and tolerance, while maintaining the pro- 
perties you want in the grade you should use. 

It takes years to train a good graphite 
machinist. We've already done that part of your 
job. It’s a further reason why we should do 
the rest of your job. 


We won't machine your part 
unless we have to. 


In some cases, it’s more economical to mold 
instead of machine your carbon and graphite 
parts. Then you don’t need a machine shop at all. 

For example, when you need large numbers of 
identical, fairly small parts, molding them to final 
size and shape is better than machining. It can 
reduce or eliminate your machining costs. 

In other cases isostatic pressing or 
extrusion, by themselves or in 
combination with finished 
machining, can reduce 
your total costs. 


~ 
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Machine shops that don’t make graphite can't do 
that. The point to remember is that we have the 
| Capabilities, equipment and objectivity to make 
\ \ your part the way that’s best for you. Not for us. 


| No goofs. No grief. Just graphite. 

You have enough on your mind without worry- 
ing about graphite parts. So the more we do for 
you, the less you have to know. That makes your 
job easier. 

At Airco Carbon, we work like machines, we 
don’t think like them. Good, responsive technical 
service is another part of what you get when you 
buy your graphite parts from us. 

lf you want graphite, not grief, ask for our 
detailed machining-services brochure. It tells you 
how to do it yourself. Our brochure also explains 
why you probably shouldn't. Call George Houpt for 
a copy today. (814) 781-2638. Or write him at 
Airco Carbon, P.O. Box 387, St. Marys, PA 1585/7. 
In Montreal and Kitchener, Speer Carbon 
Company of Canada, Ltd. We know graphite and 
how to machine it. That’s al 


| 
you really have to know. Axlaco Larbon 
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manufacturers 


your spec 
schedule 


out same day 


ASK FOR OUR ’ 
FREE CATALOG ah 
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Hundreds of hinges 
for tough-to-fit applications 


Wagner is literally the house of hinges for OEM cus- 


tomers. We have a great variety of stock hinges plus 
more than 80 years of hinge know-how to solve diffi- 
cult hinging application problems. And you can count 
on quality hinges at low prices. Widths from %" to 25"; 
lengths from %” to as long as you need; thicknesses 
from .018 to .125. Choice of steel, brass, aluminum or 
stainiess — painted, plated or anodized. Write or 
phone for quotations. 


Send for FREE brochure 
ENGINEERED PRODUCTS DIVISION 


of E.R. Wagner Manufacturing Co. 
4617 N. 32nd Street, Milwaukee, WI 53209 - 414/871-5080 WRGAER 
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FOR BEARINGS 
CALL US TOLL FREE 


(800) 526-2353 SS 


We offer it all: 
STOCK: comprehensive inventory/all major * 


PRODUCT: virtually every kind of military 
and commercial bearing — roller, ball, nee- 
dle, spherical, rod end, etc. 


LUBRICANTS: ali the standard and exotic 
types — bearings relubed and packed to 
PRICE: usually below manufacturers’ price 


DELIVERY: for stock items, orders in orders 


TECHNICAL PERSONNEL: available to 
answer questions and help you select the 
best bearing for the job 


MICRO MINIATURE BEARING CO. 


12 Progress Place, Jackson, New Jersey 08527 ® (201) 928-3650 


- | 
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Hydraulic clutch eases 
diesel startups 


SAE MOUNT hydraulic clutch is 
designed for declutching pumps and 
compressors from diesel engines for 
cold weather startup. A self-contained 
package for sAE “D/E” gear and 
hydraulle pump mounts, it also is 
recommended for use with two-speed 
drills and auxiliary drives for 
mining and construction equipment. 
_ Auto Specialties Manufacturing Co., 
P.O. Box 8, St. Joseph, Mich. 49085 
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GOLD SHIELD SOLVENTS 
The Full Service Operation* 


“The Gold Shield Division of Detrex markets chlorinated sol- 
vents for cleaning metals through vapor degreasing and cold 
cleaning and is an authorized duPont Freon®solvents distributor. 


“Additionally, to help you conform to RCRA, Gold Shield will 
dispose of your spent trichloroethylene, perchloroethylene, 
methyl chloroform and degreasing Freons. 


Call our representative nearest you: 
Charlotte, NC (704) 372-9280 
Chicago, IL (312) 345-3806 
Cinnaminson, NJ (609) 662-1202 
Cleveland, OH (216) 692-2464 
Dallas, TX (817) 265-5422 
Detroit, MI (313) 491-4550 
Hartford, CT (203) 528-4471 
Indianapolis, IN (317) 241-9379 
Los Angeles, CA (213) 582-8736 
Philadelphia, PA (215) 925-8257 


Meeting the specialized cleaning needs of industry since 1920 


DETREX CHEMICAL INDUSTRIES, INC. 
GOLD SHIELD SOLVENTS DIVISION 
P.O.BOX SOI DETROIT.M! 48232 . }”© 


—\ SOLVENTS 
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‘We specify 
super-clean 


bearing 
Steels’ 


“Our first consideration is always bearing 
performance. That’s why we specify 
double vacuum-melted, super clean steels 
for the tough jobs-like aircraft bearings. 
Fafnir’s exacting steel specs are a challenge. 
But, we know where bearing dependability 
starts.” 


ME sant Meh bie 


Horace B. Van Dorn, Vice-President, Engineering 
Fafnir Bearing Division 
of Textron Inc. 


UNIVERSAL-CYCLOPS 
been a leading producer of bearing steels SPECIALTY STEEL DIVISION 


for Fafnir and other major American 
bearing makers. We’re proud of this record. 
We intend to earn their continuing 


For many years, Universal-Cyclops has 


confidence. 
For high-quality bearing steels, and 650 WASHINGTON ROAD, PITTSBURGH, PENNSYLVANIA 15228 
. STAINLESS STEELS + HIGH TEMPERATURE METALS + HIGH SPEED STEELS + TOOL AND DIE STEELS 
other specialty steels, call (41 2) 561-6300 ELECTRICAL, MAGNETIC AND ELECTRONIC METALS + CHEMICAL PROCESS INDUSTRY METALS + SHEAR 
or contact any district office. KNIVES + OTHER SPECIALTY STEELS—IN ALL PRODUCT FORMS, INCLUDING PRECISION ROLLED SHAPES 
S-354 
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The United States of Carolina ties 
the Mainland and Caribbean together. 


Our tractor-trailers don’t have wings or floats, 
but Carolina Freight moves goods efficiently 
between the U.S. mainland and the tropical 
markets of the offshore islands. 

We haul everything from rum to room air 
conditioners, and a lot in between—tools, 
textiles and machine parts, to name a few. 

To or from the Caribbean, your shipment will 
move through the most conveniently located 
airport or seaport on a single bill of lading. 

We never lose sight of your shipment. Our 
advanced computerized tracking system, 
ROLIN ®—Rapid On-Line Information Network 
—keeps track of your shipment, and we keep you 
posted. 

And we never lose sight of your shipping needs. Our 
“Shippers’ Bill of Rights” indicates that we understand 
| your problems and are committed to serving you better. 
Everytime! 

‘To or from the Caribbean, specify 
Carolina. For information on routes, 
rates and schedules—or professional 
assistance with your shipping 
problems—contact your local 
Carolina Freight account 
representative. 


CAROLINA FREIGHT \ 


CARRIERS CORPORATION 
GENERAL OFFICES —CHERRYVILLE, 
NORTH CAROLINA 28021 


For your flatbed needs, call 800/624-1300 toll free. 


DEMAND YOUR RIGHTS! Fora free, large copy of the Shippers’ Bill of Rights—suitable for framing—ask your 
Carolina Freight representative. Or write to: Public Relations Dept., Carolina Freight Carriers, C herfy ills, @\e yqaert 
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People are stepping all over us. 


Indoors or out, in fair weather or foul, they 
keep right on walking all over us. But we like it 
that way. And so do they. Because what they're 
walking on is our Sure-Foot™ safety plate. 

Rolled from Lukens quality plate steel, 
Sure-Foot™ features an attractive pattern of 
sharp, clearly-defined projections that resist 
slippage. And it’s easy to match and to keep 
clean. 

The combination of this design and Lukens 
quality plate steel has never been available 
before. Put them together and you've got a win- 
ning combination that’s great for heavy traffic 
walkways, stairs, docks, ramps, work tables, 
truck floors, tailgates and kickplates. 


Eoc wore inoformetion circle 14 


The Lukens quality plate steel gives you the 
strength and support you need, with a sharp, 
skid-resistant pattern that could be a real life- 
saver in a lot of applications. 

If you haven't already done so, ask your 
local Service Center about the many sizes and 


thicknesses available in Sure-Foot™ safety plate. 


Or contact your nearest Lukens sales office 
for further information. 


Lays Lukens Steel 


ye oe Coatesville, PA 19320 


on 


Handy labeler offers 
two-line capacity 


HAND-HELD LABELER Offers a two-line 
capacity of 16 characters and a highly | 
visible dial-set viewport for accurate | 
application. Model 1115 weighs only — 
10 oz. and imprints a variety of label | 
supplies, including fluorescent and 

part-gum labels. Labels are packaged 

1500 to the roll, 10 rolls to the box. 

Monarch Marking Systems, Inc., P.O. | 
Box 608, Dayton, Ohio 45401 
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Safety boots are 
rugged and comfortable 


SAFETY BOOTS feature steel toes, 
full-cushion insoles, storm welts, and | 
non-skid soles. The 8” Model H709 has © 
a pillow-top collar, speed hooks, and a 
Hy-Wall last. Sizes are 6-12, 13, C- 
EEE. The 10” Model H712 with Hy-Ho 
last comes in sizes 6-12, 13, C- EEE; 
7-12, 13 C. International Shoe Co., 
H-Test Div., P.O. Box 14486, St. Louis, © 
Mo. 63178 
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When it comes to 
sheet steel com- 
ponents and 
parts, there are 
many reasons 
why it may be 
costly and ineffi- 
cient to manufac- 
ture a product your- 
self. The parts quantity 
required may be too smal 
to set up production or so 
large that a heavy investment in 
additional building and equip- 
ment will be required. You might 
wish to avoid disrupting your 
regular production, or you might 
wish to determine the problems 
of design, fabrication and pric- 
ing before going it on your own. 


A big product, a 
little product, sev- 
eral pieces or 
several thousand 
pieces—it makes 
no difference to 
K&B. You merely 
use Our experi- 
ence, equipment and 
capabilities just as you 
would your own. We'll 
take care of your temporary 
peaks, eliminate any invest- 
ments On your part in plant, 
equipment and inventories and 
establish ourselves as a produc- 
tive arm of your plant. Just send 
us your drawings and specifica- 
tions and we'll answer you 
promptly with a quotation. 


The Kirk & Blum Manufacturing Company 
3109 Forrer St., Cincinnati, Ohio 45209 (513) 351-1400 


© 


KIRK: BLUM 


Custom Metal Fabrication 
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New products 
Versatile rodiess cylinder 
is a real space saver 


RODLESS PNEUMATIC cylinder operates 
within its own length of half that of 
conventional types. It can move and 
support a load in any direction 
required—horizontally, vertically or 
diagonally. The 25mm bore miniature 
cylinder is available in strokes of 30’. 
Travel speed is adjusted easily with a 
self-locking screw. Origa Corp., 928 
Oaklawn Ave., Elmhurst, Ill. 60126 
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PC board fasteners 
resist torque, pullout 


BROACHING-TYPE fastener is designed 
for use on pc boards and most brittle or 
hard materials. It features a knurled 
shank that can be pressed into a 
drilled hole. Shank grips the board 
tightly with an interference fit by 
broaching its way into the panel as it is 
squeezed into the hole. Fasteners are 
available as nuts or studs in standard 
and metric sizes. Captive Fastener 
Corp., 115 Bauer Dr., Oakland, N.J. 
07436 


HEAVYWEIGHT 
MATERIAL-INTENSIVE 


STAMPINGS 


Steel Thickness to 1”... Diameters to 
26” O.D. at High-Speed Production Prices 
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high production equipment finishing 
operations. ..and raw material purchasing power, 
it has become a leading supplier of heavyweight 
stampings and first operation blanks. With its 
extensive inventory of over 160,000* die sets that 
are adaptable to many jobs, Wrought Washer is 
the logical supplier when your job involves a 
standard or special design configuration with high 
material content. 


Purchasing: When you receive those freshly- 
drawn blueprints from your engineering depart- 
ment, be sure to send us a copy with your 
inquiry. Join the group of Wrought customers... 
from all industries ... who purchase from 200 to 
1,000,000 pieces at a time to satisfy assembly 
needs. 


Split bearing assemblies 
for use on stepped shafts 


NEEDLE BEARINGS with split retainers 
are designed for requirements difficult 
or impossible with conventional 
assemblies. Performance matches that 
of conventional bearings with one- 
piece assemblies. Axial movement is 
prevented by shoulders on the stepped 
shaft and contact with internal gear 
surfaces prevents radial movement. 
American Koyo Corp., P.O. Box 45028, 
Westlake, Ohio 44145 


2100 South Bay Street 
Milwaukee, Wisconsin 53207 
WW-14R Phone (414) 744-0771 ¢ TWX 910-262-3101 
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PAN fiber an economical 
substitute for asbestos 


PYRON FIBER substitutes effectively for 
asbestos in flame and heat-resistant 
safety clothing. The heat-stabilized 
polyacrylonitrile’s chemical and ther- 
mal resistance also makes it suitable 
for mechanical pump packing and 
shaft sealing. Pyron is offered in a 
variety of forms including tow, staple, 
sliver, roving, plyed yarns, woven, and 
knit fabrics. Stackpole Fibers Co., 
Foundry Industrial Park, Lowell, 
Mass. 01852 
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Zinc plating process 
saves on energy use 


BRIGHT ACID zinc process permits faster 
plating speeds, higher output, and 
lower energy consumption than 
cyanide or alkaline-noncyanide pro- 
cesses. Nonammoniated and non- 
chelated System 244 also can replace 
cadmium for many applications. 
Deposits have receptivity for chromate 
conversion coatings to produce blue, 
iridescent yellow, black, and olive drab 
finishes on zinc. M&T Chemicals Inc., 
Rahway, N.J. 07065 
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| CAN HELP YOU 
GET IT ALL TOGETHER! 
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We’ve had well over acentury of experience making fastener 
“specials” that have held all kinds of things together for peo- 
ple in all kinds of industries. 

We can make your ‘‘specials”’ in steel, aluminum or bronze. 
We can quote promptly on your design, or our long-time fas- 
tener engineering know-how — which has saved many a Cus- 
tomer many a dollar — is at your service. No obligation, of 
course. 

Try us, Phone, or send today for our brochure. 


BROS.BOLT CO. 


Telephone (203) 628-5525 Milldale, Connecticut 06467 


Send for brochure. 
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Run with Springhil 


Do you think you can run with 
Springhill" eight hours straight? 
That's what many of our biggest 


in-house printing customers can do. 


They can because International 
Paper's premium Springhill repro- 
graphic paper has super quality 
and super versatility. 

So it has super flexibility. And 
super stamina! It can keep up the 


pace without breaking down be- 
cause its built to run consistently. 
You canrun and run andrun withi 

We give you a choice of two 
premium papers: 

l. Springhill Business Paper, 
which runs and runs in the most 
popular reprographic processes 
used today by in-house printers. 

2. New_and improved Springhil 


3 hours a day. 


[High-Speed Copy Paper, which 
performs like a winner when you 
tturn on the speed. And it works 
{beautifully in offset printing, too. 

For short runs and marathons, 
ryou ll want them both. Send the 
coupon now. Get a free Springhill 
sample for your own test run—and 
an. “T Run With Springhill" T-shirt, 
a runaway value for only $1.98. 
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Springhill T-shirt-only runs you $1.98. 
1 Send free Springhill Business Paper for a test run— 
plus Springhill T-shirt(s): 
I enclose a check made payable to “I Run With Springhill” for $ 
each T-shirt, including postage!!) 0 Send free paper for test run only. 


. ($1.98 


1 Se mee tl: 

Company 

Address 

2 | | a  : . —nee 
Send to:"I Run With Springhill,” PO. Box 711, Darien, Connecticut 06820 


INTERNATIONAL PAPER COMPANY 


Oley expifessaniiary 31, 198). 


Oa 


Small; _-__- Medium; ______ Large. 


Telex: 83-1539 
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HYDE 


has been 


making 


thingamabobs 


for your 


watchamacallits 


Not engineering language? 
You're absolutely right, but 
Hyde molds so many engineered 
products for so many industries 
that it would take a great deal 
more space than we have just 

to list them. The important point 
is that Hyde is one of the oldest 
and most experienced custom 
molders in America. Hyde has 
maintained an unexcelled record 
for producing the highest 


quality items for other manufac- 


turers. Hyde delivers fast— its 
production is high on the list of 
top 10% of plants in America. 
Hyde equipment is unsurpassed 
with press capacity from 6 oz. 
to 300 oz. At right are shown 

a few of the products Hyde 
produces for other manufac- 
turers, including Filtration and 
Liquid Processing Control, 
Batteries and Electrical Equip- 
ment, Furniture Parts, Medical 
Equipment, Gas Transmission 
Fittings, and a host of other 
industry products. For complete 
information, call or write: 


A.L. HYDE COMPANY 


A Subsidiary of Western Pacific Industries 
Custom Molding Department (P-2) 
Grenloch, New Jersey 08032 Telephone: 609-227-0500 


A Member of Plastics Pioneers 


Push-pull switch assembly saves time 


installation time up to 80%. All 
ing a single nut and popping the 
pre-assembled knob and stem into the switch body. 
Roll-type contacts assure precise make-and-break. Clum 
Manufacturing Co., Inc,, Hartland, Wis. 53029 


For more information circle 195 


SWITCH ASSEMBLY cuts 
that is required is aff 


Gas/cushion tire lift truck has a slant six 


CUSHION TIRE lift truck features a heavy-duty Chrysler 
slant six engine. The G83C offers standard hydrostatic 
power steering, powershift transmission, and fully- 
rollered I-beam mast. Eaton Corp., Industrial Truck Div., 
Dept. 100, 11000 Roosevelt Blvd., Philadelphia, Pa. 19115 
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Polyurethane suit for outdoor jobs 


WET-WEAR 900 worksuit boasts twice the barrier protec- 
tion of other polyurethane types at half the weight of 
neoprene and Pvc suits. It resists snags, tears, very cold 
temperatures. Edmont-Wilson, division of Becton Dickin- 
son and Co., 1300 Walnut St., Coshocton, Ohio 43812 
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Monitor spots dangerous gases 


PORTABLE COMBUSTIBLE gas and oxygen alarm serves as a 
semicontinuous safety monitor in confined work areas. 
Model 260 operates 8-10 hours per battery charge and has 
visual and audible alarms. Mine Safety Appliances Co., 
Four Gateway Center, Pittsburgh, Pa. 15222 
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Steel stacking racks highly portable 


STORAGE RACKS handle 2500 Ibs./level. Heavy gauge units 
can be moved by forklift or dismantled into compact 
self-storing units when not in use. Bases come in 36”, 42”, 
and 48” widths; 42”, 48”, and 60” depths. All are 12%" high. 
Equipto, Aurora, Ill 60507 
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Paperboard void filler holds loads in place 


VOID FILLER prevents shipping damage caused by side-to- 
side movement of loads. The honeycomb cell-patterned 
material is denser and stronger than other fillers. It comes 
in 4” to 14” widths and 2’ to 8’ lengths.Signode Corp.,3610 
West Lake Ave., Glenview, II]. 60025 
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Are you buying 


too mucn calculator? 
or too littie? 


The key to productivity is matching your Everybody gets exactly the calculator he or Sal 

calculators to the job. Many are loaded with needs. No more. No less. 

complicated features that never get used. This makes calculating simple and fast. 

Others are SO basic they can only handle Your productivity goes up. Your costs go down. 

simple arithmetic. | Your Victor representative will even come 
Victor makes sure all your calculators in and train new employees. That's the quickest 

match the job. First, we monitor each of your way to get them up to speed. 

work stations. Then, lect the features you Victor makes calculating easy. That makes 


need from our full line of business calculators. your choice easy. Call today. 


1 ay pega nae ae 
e iiaiee t ie —— 
~ "] > pa e° 


_ 
f 


Get in touch with Victor at (800) 447-4700. 
in Itlinois, (800) 322-4400. Or mail this coupon. 


We're open 24 hours a day, seven days a week. BUSINESS 


Subsidiary of Walter Kidde & Company, Inc 


AO ——— 


Mail to: 
_—__——— Victor Business Products 
PO. Box 3900 
City ~~ State i ae Peoria, Illinois 61614. 


—— OO 
Address 


‘Noisy gears wear fast, and are failure prone. Sound 
level is just one of the criteria we evaluate when you 
ask Arrow to meet your bevel gear requirements 
with a better gear at favorable price and delivery. 
We've computerized most all levels of our evalua- 
tion, machining, testing, and inspection procedures. 


And, we've sharpened our skills to reduce lead times. | 


A a Let Arrow Gear lend a sensitive ear—to your 
oe spiral bevel gears. Call or write for details on 
QUIET GEAR—a no-obligation evaluation 
AK: a your pes Siac 


from concept 
to completion. 
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Why bearings customers 
replacing an XYZ should do it 
with an MRC. 


= 
: 


MRC 
BEARINGS 


AUTHORIZED 
DISTRIBUTOR 2 =" — 


Most of the bearings customers It's personal service. We're there 

a distributor sees every day when we're needed—with product, 
are replacing bearings to keep with problem-solving, and most 
production moving and important, with people who listen. 
machinery healthy. As part of TRW Inc., one of the top 
For them, our 1200 Authorized MRC 100 companies in the country, TRW 
Bearings Distributors do much more Bearings Division is committed to the 
than just replace worn out bearings. kind of quality and service that mark 
They offer hundreds of popular sizes an International supplier of high- 
supplied direct from a nationwide technology products and services. 
network of TRW Bearings Division Our distributors sell MRC Bearings 
warehouses. with confidence. 

They offer emergency service Confidence in a quality product and 
(usually overnight), when it takes quality service. 


extra muscle from a company like 
TRW Bearings Division to come 
through. 


And they can offer our service 

engineers when you're choosing the | Ree Vy 
best bearing for a specific application 

or determining why a bearing failed. 

In fact, TRW Bearings Division offers BEARINGS D/ VISI ON 
a made-to-order service to tailor our 


product to your specific bearing 
requirements. 


TRW INC. 402 CHANDLER STREET JAMESTOWN, NY 14701 U.S.A. 


For more information circle 117 
142 PURCHASING OCTOBER 23, 1980 


Quiet please! 


EXCESSIVE LEVELS of noise, both 
in the office as well as the 
factory, have been found to 
contribute to fatigue, low 
efficiency, and productivity. A 
new noise control guide studies 
the problem of noise in its 
various environments and comes 
up with step-by-step methods for 
reducing it, such as: 

eTreating the source of the 
noise, either by mechanical 
corrective action or by applica- 


Sound Source or Environment 
Jet aircraft at take-off 

Boiler factory 

Noisy factory, loud street noise 
Noisy office, average factory 
Average office, noisy home 
Private office, quiet conversation 


Fluid power products 


GENERAL PRODUCT brochure 
provides an overview of the 
entire Schrader Bellows fluid 
power product line. Charts are 
plentiful, fully illustrated, and 
easy to read. Pneumatic and 
hydraulic cylinders, air prepara- 
tion units, fluid power accesso- 


Oil country tubing 


THIS HANDBOOK on_ tubular 
products is based on and derived 
from generally accepted indus- 
try ratings and tables, plus lab 
and field test data. Included is 
complete technical and applica- 
tion data on casing and tubing. 
Tolerances, range lengths, and 


minimum performance proper- 


ties are covered in detailed 
charts. Transportation, han- 
dling, storage, and other general 
topics are also covered. 41 pages. 
(“Oil Country Handbook”). cra 
Steel Corp., P.O. Box 316, 
Pueblo, Colo. 81002. 
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tion of acoustical material. 
eTreating the reflective or 
direct path taken by noise. 
eTreating the receiver of 
the noise by constructing an 
acoustically efficient enclosure. 
Readily comprehendible charts 
enable you to make comparisons 
and then choose the right 
materials. 40 pages. Owens- 
Corning Fiberglas Corp., Fiber- 
glas Tower, Toledo, Ohio 43659. 
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Listener’s Perception 
Threshold of pain 
Deafening 

Very loud 

Loud 

Moderate 

Faint 

Very faint 


ries, and control stations are 
among the many things covered 
by this guide. Also provided is a 
description of the company’s 
technical capabilities . 20 pages. 
Schrader Bellows, 200 West 
Exchange Street, Akron, Ohio 
44309. For your copy circle 341 


Electric lift trucks 


A COMPONENT-BY-COMPONENT 
examination of electric lift 
trucks in six major design 
areas—masts, construction, 
power, performance, serviceabil- 
ity, and human engineering—is 
the focus of this new brochure. 
In addition, this booklet also 
tells you where to look for 
quality design in components 
and shows how  human- 
engineering contributes to pro- 
ductivity. 10 pages. Eaton 
Corporation, Industrial Truck 
Div., 11000 Roosevelt Blvd., 
Philadelphia, Pa. 19115. 
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A grip on hand tools 


SELECTING hand and power 
tools is easy with the help of this 
completely revised catalog. Not 
only does it cover Ridge’s full line 
of hand and power tools, it also 
includes new products, replace- 
ment parts, comprehensive tech- 
nical specs, and metric measure- 
ments. To facilitate ordering, 
product identification is in the 
standard, 5-digit nomenclature. 
107 pages. Ridge Tool Co., 400 
Clark Street, Elyria, Ohio 44036. 
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Structural adhesives 


STRUCTURAL ADHESIVES and their 
uses in the packaging, electron- 
ics, automotive, appliance, and 
pneumatics/hydraulics indus- 
tries are the subjects here. Guide 
contains complete information 
on film and liquid resin 
adhesives. To insure the opti- 
mum adhesive performance for 
your specific requirements, there 
are also sections on heat cur- 
ing and pressure equipment. 15 
pages. 3M, Adhesives, Coatings 
and Sealers Div., 223-6NE 3M 
Center, St. Paul, Minn. 55144. 
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Heat treatment costs 


HAVE YOU EXAMINED your heat 
treating costs lately? Lindberg 
experts, in evaluating scores of 
internal heat treat operations, 
have found that many of them 
operate at less than 50% of 
planned efficiency. A _ rapidly 
growing number of companiés 
have reduced or eliminated 
internal heat treating depart- 
ments altogether. With the help 
of this booklet, you will be able 
to determine for yourself what to 
do about this increasingly 
important problem. 14 pages. 
Lindberg Heat Treating Co., 
8600 West Bryn Mawr, Chicago, 
Ill. 60631. For your copy circle 346 
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CLASSIFIED ADVERTISING 


WANTED! 
YOUR SURPLUS HYDRAULIC: 
Pumps & Motors 
Valves 
Cylinders 
Hose & Fittings 
Filters 
Gauges 
ENGINES: 
Diesel & Gasoline 
Accessories 
Power Transmission 
Roller Chain 
Sprockets 
Belts 
Pillow Blocks 
Transmissions 
Axles 
PROMPT ACTION—CASHI! 
Wire—Phone—Write 
GROBAN SUPPLY COMPANY, INC. 
9300 South Drexel Ave.— Dept. PM-1080 
Chicago, Illinois 60619 
Telex 25-3009 
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ee ae 
CASTINGS 


Ductile, Steel, and Stainless Short- 
run, Prototype, Repair parts, Mining 


parts, Show Castings. 


HOLLAND ALLOYS 
4524 136th Street 
Holland, Ml 49423 
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OPEN CAPACITY 
AL. & ZN. DIE CASTINGS 
IN-HOUSE MACHING 


SCOTT DIE CASTING, INC. 
25 Linden Street 
Carlisle, OH 45005 
Call: Mike Mores, (513) 746-4588 
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CASTINGS 
Ductile and Iron Squeezer work, 
Production work, Prototype, Repair 
parts, Mining parts, Show castings. 
KANSAS ALLOYS 
Asherville Rd. 
Beloit, Ks. 67424 
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| would like more information about placing an ad in the 
. .. the classified advertising section of Purchasing 


Check below clip and mail this coupon. 


[] Phone me with more information. 
(] Send me complete information. 


Name: 


| 
| 
| 
| 
| 
| 
| 
| 
| Title: 
| 
| 
| 
| 
i 
| 


City/State: 


Mail To: Barbara Brand Manager of Classified Advertising 
1200 Summer St. Stamford, Conn. 06905—or CALL: (203) 327-6772, 327-6746 


Send box no. replies to: Lynn George, PURCHASING MART, 1200 Summer Street, Stamford, Conn. 06905 


open time 


PRECISION MACHINING 
PROTOTYPE AND PRODUCTION 
CNC MILLING AND TURNING 
MIG and TIG WELDING AND FABRICATION 
SURFACE AND CYLINDRICAL GRINDING 


TOOLS «+ DIES ¢ FIXTURES 


ME Es. 


80 GROVE STREET GLOUCESTER, MA01930 617/283-1360 
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GRAY IRON CASTINGS 
Small, Light, thin walled castings. High quaiity, 
fine finish, close tolerance, easily machined. 
Jolt squeeze molding, electric melt. Low or 


high volume. 


FERROCAST, INC. 
20 Fair ST. 


Guilford, CT 06437 
(203) 453-2791 
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144 
IRON FOUNDRIES 


with open capacity 
IRON CASTINGS. 
HOTLINE 
216-333-9600 


Iron Castings Society 
Cleveland, Ohio 


For more information circle 357 


CUSTOM METAL FABRICATIONS 


Complete capability from engineer- 
ing through assembly. Over 100,000 
sq. feet of modern facilities in- 
cluding the latest CNC equipment. 
Quantity fabrications with or with- 
out hard tooling. Press work to 250 
ton. Computerized production con- 
trol. Quality control program. Sig- 
nificant manufacturing economies 
from 62 years experience. Ask for 
quote and delivery on your job. 


MIDMARK CORPORATION 
Dept. PC, Minster, Ohio 45865 
Toll free 1-800-537-6679 
In Ohio (419) 628-2311 
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Magazine 


contract work 


CUSTOM FABRICATION 


Sheet, plate, bar and _ structural 
components or assemblies com- 
pletely or partially fabricated in ex- 
tensively equipped 250,000 square 
foot plant. Complete facilities to 
handle any job 20 gauge to 3” 
plate—from shearing and burning 
through welding and finish paint- 
ing. NC Press work a specialty— 
your material or ours. Kirk & Blum 
Mfg. Co., 3109 Forrer St., Cincin- 
nati, Ohio 45209. (513) 351-1400. 
Jim Cloran. 
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A SHAFT. 


Lots of people can make a shaft. Like you, or 
us. But we are dedicated solely to making shafts 
and shaft sleeves, so we do It more economi- 

cally, faster, to closer tolerances and in 
more kinds of materials than anyone 
we know. 
We have so much warehousing that 
we often produce in quantity and 
inventory per your release free of 
charge. 
Ask us to quote on your next job. 
Large or small, we'll do It better because 


Enterprise 


ord 


2 Oivisior ftnterpr se Manutacturina ( 
740-P York Ave., Pawtucket, R.1 02861 
(401) 725-8394 
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gear manufacturing 


Capabilities include spur, helical, splines, 
shafts, internal. We make our own blanks, 
50.000 sq. ft. plant. Good quality control, 
engineering, competitive prices. 

Send your prints for quotation to: 


JACKSON GEAR COMPANY 
221 Mill Ave. 
Brooklyn, Michigan 49230 
phone: 517-592-6021 
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We offer 34 years of engineering and manu- 
facturing experience in production of gear, 
shafts and sprockets. We have capacity to 
blank, hob, shape, broach, thread, grind, etc. 


All prints quoted within 3 days. 


LEEDY MFG. COMPANY 
214 Hall Street S.W. 
Grand Rapids, oe aa 49501 

616-245-051 
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CLASSIFIED Abvertisinc Purchasing Mart 


Here is the marketplace for indus- 

trial buyers & sellers. To run your 

se car 203-327-6772 or 203-327- 
746. 


YOU’LL STAND OUT 
WITH A SPLASH 
OF COLOR. 
YOUR FIRST AD IN 


PURCHASING MART 
WILL BE BORDERED IN RED 


CALL BARBARA BRAND 
TODAY 
FOR THE DETAILS 


(203) 327-6772 
wanted to buy 


Specialty Steels 
WANTED 


¢ STAINLESS ¢ HIGH TEMPERATURE 
* NICKELALLOYS ALLOYS 
* COBALT ALLOYS * EXOTICS 


¢ TITANIUM ———_____— 
ALL MILL FORMS 


(Geromet Inc. 


41 Smith Street 
Englewood, N.J. 07631 


201)569-3800 TELEX 135384 
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equipment for sale 
(new— used— rebuilt) 
Installed But Never Used 


Kepro Bench-Top 
Plate-Thru 
Equipment 

Consisting of: 

1-BTT - 4H Heated Tank 

- BTR - 203 Rise Tank 

- BTT - 2S Soak Tank 

- BTT - 4R Recirc. Tank 

- BTT - 4S Soak Tank 

- BTP -610 Electro-Plater 

- BTB - 532 Fresh Water Base 
- BWD - 204 Water Drier 

- BTB - 522 Fresh Water Base 
-BTC - 101 re Coater 

- BTO - 102 Infra Red Oven 


Total price New - $7380.00 
Make reasonable offer !! 
Also one (1) Mod 300 Strip Printer Photo 
Composing Machine, 16 fonts of type. 
$325.00 


THURMAN MFG. CO. 


1939 Refugee Road 
Columbus, Ohio 43207 


614/443-9741 
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FLEXOGRAPHIC CASE PRINTER 
. . with slotting-scoring attachment and 
Matthews Fast-Loc printing die system. 
Equipped with automatic sheet stacker. Can 
print case blanks up to 54”x35”x1”". Used only 
9 months. 


— ot ot ot A AD AD OC 


Contact Mike Brown 
SA eee a COMPANY 


.O. Box 
Sacramento, CA 95807 
(916) 428-7890 
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TEST EQUIPMENT 
C A RTS SHOCK-PROOF 
LABORATORY 
INSTRUMENT 
SEND FOR pRee coueee 
100 CARTS 


‘ee e . ws , hs yy Or ” : & Je-— i ~ ae 
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Specialists in industrial and price 
catalogs. Typesetting, printing, 
binding, and mailing to meet 
your varied and specific graphic 
needs and budget. Anywhere in 
the U.S. 


Carl H. Wurzer 
CENTAUR & COMPANY 
1629 K Street, N.W. 

Washington, D.C. 20006 
301-983-1152 
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ONE OF THE NATIONS 
NEWEST MOST MODERN 


AUTOMATIC SCREW 
MACHINE PLANTS 


MULTIPLE SPINDLE 
Acme and New Brittons 
9/16” To 1-5/8” 

4 to 8 Weeks Lead Time 


BRASS ONLY 


On Site Heat Treating 
Complete Secondary Available 


MARSHALL 
BRASS 


Oo Qo 


450 Leggitt Rd. Marshall, MI. 49068 


16-781-3901 
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IRON CASTINGS 


Ductile & gray iron castings from 1 Ib. to 
4,000 Ibs. Complete pattern & machining 
facilities. Low to medium volume quantities. 
TALLADEGA FOUNDRY 
& MACHINE COMPANY 


P.O. Box 579 
Talladega, AL 35160 
(205) 362-0056 
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ARE YOU READY FOR RED? 


IF YOU ARE NEW... WE’LL 
BORDER YOUR AD IN RED 


CALL BARBARA BRAND 
& GET THE STORY 


(203) 327-6772 


PURCHASING 
AND 
PROFITABILITY 


Achieving corporate success through improved 
purchasing strategies. 


November 17-19, 1980—Chicago 


Presented by the 
AMERICAN PURCHASING SOCIETY 


in cooperation with 


THE UNIVERSITY OF CHICAGO 
CENTER FOR CONTINUED 
EDUCATION 


For further information 
call (312) 753-31 
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:STEEL WANTED 

We will purchase 
EXCESS OR OBSOLETE STEEL 
co 


Area Code 216 683-7171 
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MIANUFACTURERS & 
CONTRACTORS! 


We will buy your excess or obsolete steel 
and metal inventory in plate, structurals, 
beams, tubing, pipe coils, sheets, 
shapes, any size, ere or condition. 
A STEEL & TUBE, INC. 
2275 Halfday Rd., Suite 135 
Bannockburn, III. 6001 312-948-9140 


For more information circle 372 


SURPLUS STEEL WANTED 


OUR AD IS SMALL 
SO WE CAN PAY YOU MORE! 


METAL EMPORIUM INC. 


Patton Avenue 
West B Babylon, N.Y. 11704 
516-643-2242 


For more information circle 373 


SURPLUS—Vickers, Racine, Denison oil- 
gear, Pumps, Valves, Cartridge Kits, Rings, 
Vanes, Shafts, etc. 


CRS SERVICE, INC. 
650 N. Rochester Rd. 
Clawson, Mich. 48017 


Phone: 313-583-9896 


For more information circle 374 


WANTED! 
USABLE COPPER 


MAGNET WIRE 


Call Mr. Kent 


312-267-9019 


SALES 
AERO WIRE iwc. 
3902 N. Elston Ave. 
Chicago, Il. 60618 


For more information circle 375 
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Job 
Mart 


NEW KIND OF 
RECRUITMENT 
CENTER 
NOW OPEN 


Join JOB MART, the 
new Recruitment Ad- 
vertising Service Now 
in PURCHASING. 


JOB MART can recruit for you. 
For Positions Available. For 
Positions Wanted. For your 
own agency communications 
program. 


JOB MART puts 3 factors in 
your favor. 

1. Speed. Late Closing 
Form means you can 
place your recruitment 
ad UP TO 7 DAYS 
before the magazine is 
mailed. Closes every 
other Wednesday at 
noon. 

2. Selectivity. Your list- 
ing talks directly to the 
largest group of indus- 
trial purchasing man- 
agers and buyers avail- 
able. You get re- 
sponses from qualified 
applicants. 

3. Economy. Just pen- 
nies per contact. You 
don’t pay for all the 
fringe readers that 
come with high circu- 
lation metropolitan 
dailies. 


JOB MART is in the one mag- 
azine that is read and pre- 
ferred by more purchasing pro- 
fessionals than any other pur- 
chasing publication. Over 89,- 
000 of them read it twice a 
month. 


Lynn George, Manager, Classi- 
fied Advertising has the full 
story. 

Write her at Purchasing Mag- 
azine, 1200 Summer Street, 
Stamford, Connecticut 06905. 
Phone her at (203) 327-6772, 
327-6746. 

JOB MART. What a nice way 
to join up for results. 
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Job scene 


Northeast is fertile job hunting ground 


NEW YORK—Myth: The North- 
east is a decaying ruin, no place 
to search for a job. Manufacturing 
here is dead, recession’s made it 
worse. 

Reality: Don’t write off the 
nation’s industrial cradle so fast. 
There is growth here, and jobs. 

To be sure, electronics and 
service fields are the most visible 
stars. But amid the hordes of 
consultants, analysts, and pro- 
grammers, some solid engineer- 
ing and manufacturing is taking 
place in the corridor from north- 
ern New Jersey to southern New 
Hampshire. 

New Hampshire. The “gold- 
en triangle” in the southern re- 
gion of the state—bounded by 
Manchester, Salem, and state 
capital Concord—is an area of 
explosive growth. Many of the 
so-called high tech firms are 
moving in, replacing the aging 
textile and shoe industries. 

One recent opening: A Peter- 
borough, N.H. manufacturer of 
precision ball bearings seeks a 


senior buyer for metals, tooling, 


and machinery. Salary range: 
$21 ,000-25,000. 

Boston. “It’s no secret that 
Boston is one of the hottest areas 
in the country,” says an executive 
placement counsellor in Welles- 
ley, a Boston suburb. Electronics 
and engineering fuel the Boston 
area’s relative economic strength. 

A suburban fluid meter 
maker recently had three slots: 


purchasing manager, buyer, and 
vendor expediter. Salaries were 
open, depending on the appli- 
cants’ experience, but the employer 
wanted business degrees and MRP 
experience. 

New York, New Jersey. 
Companies with corporate pur- 
chasing departments in New 
York City and manufacturing 
plants in the surrounding area 
are smart job bets. 

New Jersey is strong in 
chemical and pharmaceutical 
manufacturing, while The Big 
Apple is heavy in nonmanufac- 
turing industries, such as cable 
TV and computer software. 

In many cases, companies 
want people with backgrounds 
not only in purchasing, but also 
in the company’s main field. 

Recent suburban New York 
opening: electronics manufacturer 
seeks material planning manager 
with ability to relate to top man- 
agement. Salary range: $25,000- 
35,000, depending on experience. 

A New Jersey slot: wallpaper 
manufacturer in Hackensack 
looking for a purchasing manager 
with marketing talent and an 
understanding of graphic arts. 
Salary range: $26,000-31,000. 

Rockland County, N.Y. job: 
Fortune 500 company, maker of 
Jet engine and gas turbine parts, 
wants a department purchasing 
manager. Applicant should have 
experience in heavy negotiating. 

—Thomas R. Temin 


The Northeast: Don’t write it off 


Southern 

New Hampshire: 
precision 
manufacturing 
Boston: 

computers 

New York: 

software 

Hackensack, N.J.: 
wallpaper 

Rockland County, N.Y.: 
aerospace components 
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DIVISION PURCHASING 
ADMINISTRATOR 


Medium-sized chemical division of a 
corporation located in South Central 
U.S. requires experienced purchasing 
administrator. Experience in contract 
negotiations, systems and procedures, 
and planning desirable. Bachelor degree 
in chemistry, engineering and/or busi- 
ness preferred. Starting salary commen- 
Ssurate with experience plus excellent 
benefits package including relocation 
assistance. Please submit resume 
including salary requirements to: 


VULCAN MATERIALS COMPANY 


PERSONNEL DEPT. 
P. O. BOX 7689 
BIRMINGHAM, ALA 35253 


positions wanted 


POSITION WANTED 


Widely-known purchasing professional seeks 
to relocate in a new and challenging position 
due to reorganization. Over 20 years extensive 
and diverse purchasing experience. Served in 
executive capacity as State Procurement Offi- 
cer, County Government Purchasing Agent, 
Hospital Purchasing Manager, University Pur- 
chasing Agent, School Board Purchasing 
Agent, and in private industry. A frequent 
speaker, consultant and author. Individual de- 
sires to utilize knowledge and energy in a 
strong and vigorous procurement environment. 
Age 41. Mobile. Direct all inquiries to P.O. 
Box 10501, Chicago, II. 60610. 


PURCHASING PROFESSIONAL 


Accomplished Director with over 21 years experience. 
Documented records of cost saving achievements and 
new programs implementation. Supervised staff of ten 
while developing specifications, negotiating long term 
contracts and multiple sources program. Created 
computer replenishment system for over 100 various 
installations. Prefer Northern Jersey, N.Y.C. Will relo- 
cate. Age 39. 
Box G-23 


CASTING BUYER 


25 years old, 4 years purchasing expe- 
rience for truck parts and oil field equip- 


ment. Presently working on M.B.A. Prefer 
southwest and large companies. Willing 
to relocate. 


BOX #M23 


Highly motivated, self-starting, aggressive pur- 
chasing/materials professional with a need to 
advance his career. Possesses good leadership 
and decision making skills. A team builder, 
highly effective negotiator, and has ability to 
identify, design and implement either a pur- 
chasing or materials requirement planning 


system. 
Box N-15 


90,000 Purchasing Pros are read- 
ing this ad — would you like to 
meet some of them? Call Lynn 
George or Barbara Brand now — 
203-327-6772. 


RECRUITMENT ADVERTISING JOb Mart 


Specialists to the 
Purchasing/Materials Management 
Community 


Matis. Mgr., Bio-med 

Matis. Mgr., Hi-Vol 

SubContr. Admin., IC process 
Sr. P/A Engineering projects 
Buyer, electronics 

Purch. Mgr., electronics 
Purch. Mgr., chemicals 
Purch. Mgr., packaging 
Purch. Mgr., MRO 


F-O-R-T-U-N-E 


Personnel Agency, Inc. 
505 Fifth Ave... NYC 1001 
(212) 557-1000 


DIRECTOR OF PURCHASING 
This Fortune 100 company currently 
seeks a professional to direct its 
capital equipment and expendable 
purchasing activity. 


Responsibilities will include plan- 
ning, development, organization 
and implementation for this cost 
efficient function. Compensation is 
negotiable in the mid $30’s. If inter- 
ested submit resume to Management 
Search Consultant. 


Box S-29 


PURCHASING/MATERIALS SPECIALISTS 


Mgr., cap eqpt & constr, NE 

Mogrs., electronics, CHGO, MW & NE 
Sub-Contr. Admin., mil MW 

P.A.s & Buyers, mech & electr MW 4&SE.... 
P.A.s & Buyers, several CHGO 


F-O-R-T-U-N-E Personnel 
500 N. Michigan Ave., Suite 1044D, Chicago, || 60611 


‘ 312-467-9130 NATIONWIDE fees & relocation paid 


ELECTRONICS 
PURCHASING 
MANAGER 


Excellent opportunity for the experienced 
PURCHASING MANAGER in the electron- 
ics field. Managing our purchasing depart- 
ment will be the primary responsibility of this 
position. The preferred candidate will be de- 
greed, possess C.P.M. and M.R.P. exposure, 
and have at least 2 years experience. How- 
ever, in-depth experience can substitute for 
some preferences. 


Only an hour's drive from Atlanta, we are 
located in a small but progressive town of 
approximately 10,000 people where crime 
and fast-paced living are minimal. Included 
in our excellent benefit package is dental 
insurance and a substantial bonus plan with 
a proven track record. 


If you would like to be considered for joining 
this rapidly growing company, please sub- 
mit resume and salary history to: 


LANIER BUSINESS PRODUCTS 
225 Aviation Drive 
Thomaston, Georgia 30286 


VAIMOLEIR 


Equal Opportunity Employer M/F 
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Nationwide opportunities offered for your con- 
sideration by the pacesetters In Purchasing 
recruitment. 

Stores Mgr. — Refinery/equip & parts ....T042M 
Sr. Mech. Buyer — Technical degree 

Sr. Buyer — Molded plastics 

P.A. — Refinery equipment 

IC Supervisor — Process industry... 

P.A. — Electronic Components/NJ . 

Inv. Planning Mgr. — Peripherals .......TO 
Inventory Analyst — Health care/MRP ....TO30M 
Buyer — Process industry equip 

Purch, Mgr. — Electro-mech/WI.. . 

P.A. — Chemicals/ Chicago .... 

Purch. Mgr. — Machine Tool/Midwest . 

Inv. Supervisor — New England .......+. . To 26M 
Sr. Buyer — Mechanical/Chicago . - To 25M 


BRITT ASSOCIATES 


FEE PAID, CONFIDENTIAL SERVICE 


53 West Jackson Blvd, Chicago 60604 
(312) 427-9450 


SPECIALISTS IN PURCHASING 


Purch. Mar. — COP OQPt ..ccccsccccccccccscces $45K 
CONTAC AGN oii8 060k 6b b0acoren res ooosens 


Sub-Contract Admin ..............ceeeeeee $24-32K 

Purch/Engr. — electronics ...........ceeeeces K 

Cap. Eqpt. — Tech. degree ...............005 $30K 

BUGS ci casetesouacivensennsaeavasaucceee $20-35K 
F-O-R-T-U-N-E 


455 Pennsylvania Avenue, Suite 105 
Ft. Washington, PA 19034 (215) 542-9800 


Southwest /West 

P.O. Box 7 402 Las Vepee NV 89114 
Metro New Yo 

P.O. ex 3207 tasters. CT 06905 


or New Eng.an 
179 Allen St. pastierd: CT 06103 


ELECTRONICS 
PURCHASING 


TO $37,000. Several nationwide cor- 
porations are seeking degreed pro- 
fessionals with prior management 
exp in a high-technology environ- 
ment i.e., electronic components, 
communications or computer equip- 
ment, LSI devices, semi-conductors, 
analog-digital systems, etc. Pur- 
chasing agents with good supervi- 
sory potential will be considered by 
many clients. Client co’s pay all 


costs. Contact, in confidence, Walt 
Kent, 412/232-0410. 


FOX-MORRIS 
PERSONNEL CONSULTANTS 


4 GATEWAY CENTER 
PITTSBURGH, PA 15222 


MATERIAL MANAGEMENT 


Mcinturff & Associates has specialized in the 
recruitment of material professionals for over 
eight years. During that time we have estab- 
lished an outstanding reputation for profes- 
sionalism in recruiting and understanding of 
the career needs of practitioners. If you are 
interested in making a career change at this 
time, or would be interested in discussing pos- 
sible career paths available; Please contact: 


Kenneth M. Rowe 


Mcinturff & Associates, Inc. 


209D West Central Street, Natick, MA 01760 
(617) 237-0220 
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positions available 


Expanding major oil company seeks 


Senior Drilling Buyer 


Exploration, Production 


Your record of proven performance in the petro- 
leum or related industrv has prepared vou to take 
responsibility for selecting suppliers, negotiating 
and executing purchase agreements for materials. 
supplies. equipment and services. 


You're capable of dealing with the complexities 
involved in the procurement of a range of equipment 
including tanks, pipe. valves. flood equipment, 
pumps, separators, heaters, treaters, casing. tubing, 
etc. You would be involved in annual purchases ex- 
ceeding $50 million. Typical responsibilities: 

@ Implement all purchasing activities within the 
region vour unit serves. 
® Review requisitions. Delegate responsibility 

for proper execution. 

@ Personally perform buying function involving 
major high cost equipment and or special com- 
plex procurement problems. 


ORDER FORM 


POSITIONS AVAILABLE 
EIS EL LE Ta EI ITE ETE TIER, 


Please run the following “Positions Available” ad in the next issue of PURCHASING’s JOB MART. 
(Figure 30 words to one inch). 


@ Supervise disposition of surplus or salvage 
equipment. 

@ Develop value analyses and related perform- 
ance studies on selected materials. equipment 
and services. 


This high visibility Southwest-based growth posi- 
tion provides a unique opportunity to build on your 
present level of professionalism and make a signifi- 
cant contribution toward the solution of the nation’s 
energy problems. 

You'll appreciate the attractive compensation 
package including competitive benefits and paid re- 
location. Act today. Send vour resume and current 
salary in strictest confidence to: 


Box S-30 


An Equal Opportumits Emplover MF 


JOB MART 


1200 Summer Street 
Stamford, CT 06905 


Phone 


CO Assign me a Box Number. 
Pe a ee ED TE Be SE ERTL DIO Cee EERE 


Name (print) 
Company 


STANDARD INCH UNITS 
(Minimum Buy—$105.00) 


Advertisers may purchase space at the inch rate up to 8 inches. 
Thereafter standard display rates apply. 


1 ”  aial Kad 4” 5” 6” F ho 8” 
$105 $210 $315 $420 $525 $630 $735 $840 
90 180 270 360 450 540 630 720 
85 170 255 340 425 510 595 680 
80 160 240 320 400 480 560 640 
75 150 225 300 375 450 525 600 


(Above rates are per insertion) 
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Address 
City, 
State, Zip 


(1) Use address as shown. 


STANDARD DISPLAY UNITS 


Black & White Advertising Rates Per Insertion (Full Run) Over 


89,000 Circulation 


Frequency 1 Page 4 V2 V3 
1x $3,395 $2,375 $1,900 $1,290 

3x 3,375 2,360 1,890 1,285 

6x 3,275 2,295 1,835 1,245 

Sx 3,225 2,255 1,805 1,225 
12x 3,135 2,190 1,755 1,190 
18x 3,060 2,135 1,715 1,160 
24x 2,980 2,085 1,670 1,130 


Blind Box Number. Add an additional $10.00 per insertion to cover postage and handling. 


Do you have any questions? Call today . . . 203-327-6772 or 327-6746 . . . Ask for Lynn George Recruitment Ad 
Manager, or Barbara Brand, Recruitment Ad Rep. To reach over 89,000 Purchasing Executives run your ad now!!! 


“You'll be glad you did!” 


SS ee 


Commodity leadtimes 


This month vs: Shorter Longer Same 
Month ago 25 38 62 
Year ago 89 9 27 


Biggest monthly increases 0, decreases 0 


1-5 6-10 11-20 21-30 “0. Avg. Mo. Yr. 
STEEL wks wks wks wks wks (wks 
Plate 81% 15% 2% 0% 2% 4.2 40 62 
Sheet & strip (HR & CR) 72 26 1 0 1 43 43 72 
Sheet & strip (SS) 61 33 4 0 2 5.4 4.9 7.9 
Galvanized sheets 72 28 0 0 0 4.0 6.0 6.1 
Precoated sheets 48 32 20 0 0 6.9 7S “TS 
Bars & rods (HR & CF) 86 9 4 0 1 3.8 47 75 
Bars & rods (SS) 78 13 7 0 2 4.7 45 88 
Strapping 93 7 0 0 0 2.9 3.1 3.6 
Structurals 70 23 5 2 0 49 40 6.1 
Too! steel 67 20 11 2 0 5.5 8.1 8.0 
Gray iron castings 16 63 16 5 0 9.2 94 118 
Steel castings 3 62 24 8 3 11.7 124 15.5 
Ductile iron castings 18 59 19 4 0 9.1 10.6 13.7 
Investment castings 4 42 42 8 “ 13.3 153 158 
Forgings 14 33 40 10 3 12.7 12.7 185.1 
Stee! wire (inci. galv.) 58 39 3 0 0 5.0 70 69 
Carbon tubing 74 23 3 0 0 4.2 50 73 
Alloy tubi 57 26 14 0 3 6.6 7.9 103 
NONFERROUS METALS 
Sheet & strip (cop./brass) 64 32 2 0 2 5.1 4.5 6.1 
Bars & rods (cop./brass) 77 19 2 0 2 4.4 4.0 5.1 
Copper tubing 63 35 2 0 0 4.7 5.2 75 
Bronze castings 22 56 22 0 0 8.4 8.4 10.7 
Copper wire & cable 50 43 7 0 0 5.8 5.7 8.7 
Magnet wire 50 39 11 0 0 6.1 63 65 
Sheet & strip (aluminum) 68 30 0 0 2 4.7 54 8.1 
Bars & rods (aluminum) 83 15 0 0 2 3.9 5.1 6.9 
Aluminum wire & cable 25 63 6 0 6 8.5 74 9.0 
Tubi aluminum 50 50 ) 0 0 5.3 §.7 8.9 
Aluminum castings 21 48 28 0 3 9.6 8.7 11.6 
Bars & rods (titanium) 33 17 17 0 33 15.1 123 11.9 
Zinc 63 31 6 0 0 5.0 6.1 6.8 
Die castings (all kinds) 14 57 29 0 0 94 103 12.0 
FABRICATED METAL PRODUCTS 
Weldments 54 34 12 0 0 5.9 6.7 8.7 
Structural steel, fabricated 53 42 5 0 0 5.5 7.7 9.0 
Cans 70 27 3 0 0 44 8.1 4.7 
Stee! drums (shipping) 88 10 2 0 0 3.3 35 64 
Stampings 35 55 9 1 0 6.9 8.2 10.1 
Chain 30 12 0 0 5.7 45 106 
Jigs & fixtures 17 47 33 0 3 10.2 121 126 
General machining 58 28 14 0 0 5.9 6.4 10.1 
Powder metal parts 11 56 30 3 0 106 105 15.0 
MECHANICAL/ELECTRICAL EQUIP. & SUPPLIES 
Electric motors: fhp 64 17 14 3 2 6.5 9.1 9.9 
Elec. motors: 1-30 hp 55 32 11 2 0 6.2 7.9 9.8 
Elec. motors: over 30 hp 26 29 29 9 7 11.9 98 15.2 
Motor controls 43 43 14 0 0 6.7 84 96 
Pumps 32 43 18 7 0 8.8 93 12.2 
Gears 48 28 13 9 2 8.4 93 118 
Nonfriction bearings 59 27 4 8 2 6.9 9.2 13.4 
Screw machine parts 24 61 13 2 0 8.0 8.8 10.7 
Fasteners, standard 88 11 1 0 0 3.2 3.2 49 
Fasteners, special 12 59 28 1 0 9.6 8.5 11.7 
Pipe fittings 88 9 1 1 1 3.6 36 49 
Machine tools 52 21 11 9 7 92 11.7 144 
Portable power tools 84 13 3 0 0 3.6 40 65 
Speed reducers 39 41 15 5 0 7.9 65 108 
Repair parts 56 38 4 1 1 5.6 4.7 9.0 
Cutting tools 78 19 3 0 0 3.9 3.9 5.5 
Grinding wheels 76 20 “ 0 0 4.1 5.3 6.7 
Welding rods 95 4 1 0 0 29 ar 633 
Lubricants 98 2 0 0 0 2.6 28 3.2 
Adhesives 94 4 2 0 0 3.0 41 3.8 
MATERIAL HANDLING EQUIPMENT 
Cranes & hoists 11 30 44 4 11 13.9 116 14.0 
Lift trucks 21 33 40 0 6 11.2 14.2 13.1 
Conveyors 12 52 36 0 0 10.0 94 128 
Lift truck batteries 53 35 12 0 0 6.0 8.5 7.7 


Purchasing’s 
Leacitimes 


(125 items in production quantities; % of buyers responding) 


15 610 11-20 21-30 re Avg. Mo. Yr. 
CHEMICALS wks wks wks wks wks 
Paint 93% 7% 0% 0% 0% 29 3.1 3.5 
igments 84 16 0 0 0 3.4 33 §633 

igerants 93 7 0 0 0 29 3.1 29 
Com 99 1 0 0 0 26 26 26 
Solvents 97 3 0 0 0 2.7 2.7 2.7 
Plastic resins 70 30 0 0 0 42 35 52 
Plasticizers 74 26 0 0 0 3.9 3.0 3.1 
Sulfuric acid 98 2 0 0 0 2.6 28 25 
Nitric acid 91 9 0 0 0 3.0 28 25 

rochioric acid 93 7 0 0 0 2.9 30 26 
Fatty acids 90 10 0 0 0 3.1 2.8 3.7 
Alcohols 96 4 0 0 0 2.7 2.6 2.9 
Benzene 86 14 0 0 0 3.3 25 25 
Chiorine 91 4 0 0 0 3.0 28 25 
Ethylene glycol 90 10 0 0 0 3.1 25 33 
Soda ash 91 4 0 0 0 3.0 27 48 
ELECTRICAL/ELECTRONIC COMPONENTS 
Pressure gauges 60 35 5 0 0 5.1 50 64 
Temperature controls 41 42 17 0 0 7.0 66 82 
Instruments/gauges 35 57 8 0 0 6.7 6.8 75 
Chart recorders 44 29 27 0 0 7.6 66 86 
Lamps 86 12 2 0 0 34 34 35 
Switches 60 33 7 0 0 5.2 55 62 
Relays/solenoids 51 44 3 2 0 5.8 re Se 
Transformers 30 46 24 0 0 8.2 79 7.3 
Integrated circuits 34 32 20 7 7 105 108 10.0 
Other semicons 41 30 20 7 2 8.9 69 64 
Resistors 61 25 10 2 2 6.2 5.4 5.1 
Capacitors 52 18 26 4 0 78 la” GA 
Printed circuits 30 40 26 2 2 9.1 78 7.6 
Connectors 67 15 2 7 “4 7.8 66 6.0 
WOOD AND PAPER PRODUCTS 
Lumber 95 5 0 0 0 2.8 3.1 3.5 
Plywood 95 5 0 0 0 2.8 27 33 
Pallets — 93 7 0 0 0 29 30 3.6 
industrial crates 76 24 0 0 0 3.8 27 639 
Fiber drums 84 16 0 0 0 3.4 30 638 
Corrugated containers 93 6 1 0 0 3.0 28 3.4 
Multiwall bags 67 25 8 0 0 49 46 65 
Kraft paper 91 a 0 0 0 3.0 35 62 
Printing paper 84 14 2 0 0 3.5 a 
Foil laminates 64 36 0 0 0 45 56 94 
OFFICE SUPPLIES AND EQUIPMENT 
Envelopes & stationery 84 16 0 0 0 3.4 35 42 
Copier paper 93 7 0 0 0 29 3.1 2.8 
Tab cards 84 16 0 0 0 3.4 3.3 4.1 
Business forms 43 56 1 0 0 5.7 5.2 6.1 
Office furniture 38 40 22 0 0 7.6 8.6 11.2 
Typewriters 41 36 23 0 0 7.5 92 109 
Calculators 89 8 3 0 0 3.3 28 3.4 
PLASTIC AND RUBBER PRODUCTS 
Molded parts 38 54 8 0 0 6.5 6.0 7.9 
Plastic film 73 21 0 0 0 3.7 4.1 5.1 
Plastic pipe and tubing 93 7 0 0 0 29 33 44 
Plastic bottles 92 8 0 0 0 29 44 46 
Sheeting/ ets 79 21 0 0 0 3.7 48 
Seals and rings 71 20 9 0 0 48 4.1 5.1 
Conveyor belting 70 30 0 0 0 4.2 40 48 
V-belts 89 9 2 0 0 3.3 2.7 3.7 
Hose 81 14 5 0 0 3.9 30 54 
nO EEE 
Nes Se Ss el BE ee | 
Glass bottles 50 33 17 0 0 6.5 80 8668 
Refractories 39 50 11 0 0 6.7 7.7 #1144 
Fiberglass 53 37 10 0 0 5.8 58 6.1 


Purchasing’'s Leadtimes may be reprod for u (ober ere 
err aerig Lasctree may be soorepoed Or eH FOTe 


LYON doesn’t cramp anybody’s work style. 


We tailor your shop equipment to the job. 


Whether your work involves light assembly or heavy indus- 
trial components, Lyon has the right combination of work 
surface and tool/material storage to meet your needs ex- 
actly. And your Lyon Dealer adds the touch of a storage 
architect, matching Lyon shop equipment to the work you 
do and the way you do it. It’s all tough, long-lasting 
equipment that quickly pays for itself through increased 
production efficiency. 


From work benches to service carts, tool toters to parts 
cases, or a complete array of shop and warehouse equip- 
ment...you can depend on Lyon. We know your needs, 
because we use shop furniture ourselves—and we've been 
testing and improving it for over 75 years. 


LYON ici 
180 PURCHASING QCTQBER 23, 1980 


F - 


FREE KIT helps solve 


storage problems. 


Lyon's new “SOLVING STORAGE PROBLEMS’ kit contains these 
helpful catalogs in a handy folder for quick reference or filing: 
1 Lyon Storage Equipment—racks, mezzanine and high rise shelv- 
ing, slotted angle, etc. 
2 Lyon Condensed Catalog—steel shelving 
and racks, lockers, shop and office equipment. 
3 “The Touch of a Storage Architect"— shows 
how Lyon helps cut storage costs. 
4 Lyon Minitrieve™ — auto- 
mated storage/retrieval. 
Circle Reader Service Num- 
ber 25 if you want this free 
multi-catalog kit PLUS reg- 
ular Lyon product mailings. 
Circle Reader Service Num- 
ber 26 if you want ONLY 
the catalog kit, not the 
mailings. 


Or, call your Lyon Dealer 
for your kit and/or mailings. 
He's in the Yellow Pages under LOCKERS, 
RACKS, and SHELVING 
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@Real GNP to recover sluggishly 


Early Warning Indicator 


(%) (End of quarter values) 


Source: Cahners Economics Dept. 


Natural gas sales 


(Tril. Btu) (Total utility sales) 
6000 


Source: AGA 


Gross national product 


Source: Commerce Dept 


Railroad freight traffic 


(Class 1 railroads, revenue freight only) 


ve one 
os 


sp es Sige | ton- a ae 
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700 


| 1979 | 1980 


Source: AAR 


Output per employee-hour 
(Manufacturing sector) 


136 
(1967 = 100) 


Source: Bureau of Labor Statistics 


Forecasts: Cahners Economics Department 


eVendor performance to slow next year 
einterest rates to decline more calmly 


Forecasts 


Dow Jones industrial average 


(%) (Closing prices on 20th of each month) 
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Source: Dow Jones 
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“Aluminum’s 
no problem now. 


But what about 
next year... 
and the next?” 


Most of our customers see 
beyond the cyclical shifts 
in aluminum demand. They 
look for long term relation- 
ships with dependable sup- 
pliers whose commitments 
they can plan around— no 
matter which way the mar- 
ket goes. 

At Anaconda Aluminum, 
we ve built our reputation 
and our business by deliv- 
ering on our commitments 
to our Customers and to 
their markets. 


Anaconda Aluminum Company, Mill Products 
PO Box 32850 Louisville, KY 40232 


Plan your tomorrow 
with us. Today. 
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New plant and equipment 
expenditures 
($ bil.) (All industries) 


Source: Commerce Dept. 


Steel mill products 
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eCapital spending to be weak into 1981 
Castings shipments to slip 20% during '80 
@Box shipments to creep up next year 


Industrial production 


(1967 = 100) 
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Steel shipments to 
service centers 


Source: Commerce Dept. 


Chemicals operating rates 


(Previous low: 66.8% in 1Q, '75) 


(%) 
9 


Source: FRB 


Plastics production 


(Bil. Ibs.) 
10 


(Castings for sale) 
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Forecasts 


Forecast data: Cahners Economics Department. For further 
information on how to subscribe to Cahners Early Warning 
Forecast Service, developed to help purchasing managers 
make their own forecasts of prices, leadtimes, etc., circle no. 
339 on the Information Retrieval Card. 


Aluminum to return to peak form 


Chemicals production 


(Seasonally adjusted) 
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Chemicals production bottomed 
out last quarter about 13% below 
the peak established early in the 
year. A slow-but-steady recovery is 
expected. Forecast is for quarterly 
increases averaging 3% through 
next year. Supply won't be a 
problem since operating rates 
should stay below 90% for most of 
1981. Energy costs will put 
upward pressure on price. 


Petroleum products prices 
(Producer prices of refined products) 


900 


Source: Bureau of Labor Statistics 


Petroleum product prices are 
forecast to climb about 10% during 
1981. That’s less than half the rate 
of growth expected for this year. 
Demand for oil probably won’t be 
putting much pressure on supply. 
Therefore, OPEC will lose some 
pricing leverage. Domestically, 
however, phased decontrol of oil 
prices (to be in effect for the bulk of 
1980) should add to prices. 
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Aluminum production 
(Primary; domestic and foreign ores) 
(Thous. short tons) 


Source: Aluminum Assn. 


Aluminum production this 
quarter is expected to be about 5% 
below fourth-quarter 1979. By late 
next year output probably will 
have made up that lost ground and 
be back to its previous peak level. 
This could cause availability 
headaches for items that entered 
this recession with strained 
supply. Sourcing common alloy 
sheet should not be a problem. 


Electric power prices 
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Steel production 


(Mil. short To 
i 


Source: ‘1 ey Al 3 


Raw steel production is expected 
to begin to recover this quarter— 
but from a very low level. So gains 
every quarter next year are 
forecast to bring 1981’s level only 
up to, or slightly more than this 
year’s 107 million tons. Contribu- 
ting to steel’s climb will be 
increases in auto and appliance 
output plus continued strength in 
energy exploration. 


Coal prices 


Source: BLS 


Electric power prices to com- 
mercial and industrial users this 
quarter are expected to stand 
about 15% above fourth-quarter 
1979. Prices are forecast to go up 
about 10% during next year. That 
moderation reflects some slow- 
down in fuel costs. Power output is 
expected to grow at a below 
average rate as industry continues 


to work to increase its efficiency. 


Source: BLS 


Coal prices are expected to follow 
a speedier, 7-10% growth track 
next year. That would be more 
than double recent growth rates, 
representing coal’s increasing role 
in the nation’s energy policy. Some 
of that price pressure may be 
traced to users stockpiling in 
anticipation of a labor strike. An 
expensive settlement could also 
add to coal prices. 
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Baldor motors are built tough. Built to 
last. They work for years, even when they’re 
used in some of the most hostile environments 
imaginable. 


And every one of S cutienantimmniiememeee 
them isan energy- fe ron 
saving, high-efficiency | 


motor. Yet they're SEE ner 


priced competitively 

with other manufacturers’ ordinary motors. 
So you won't pay a premium for Baldor high- 
efficiency motors. But you will save a bundle 
on energy costs when you put them into 


service. Enough, in many instances, to recoup 
in one short year what you paid for them. One 


good reason by itself to use Baldor motors. 


And they'll hang in there for years, putting 
a dent in downtime. Which means you'll be able 


to reduce your share of industry’s annual 
$8- billion bath. : 


According to PRODUCTION ENGINEERING Magazine (April '78), downtime costs 
American industry almost $8 billion per year. The average plant sacrifices about 


7 
‘at 
s 


10% —nearly $260,000 worth of productivity—each year to downtime. In a broad 
survey of PE readers, 67% of the respondents mentioned electric drives and 
components as a major source of downtime. 


Baldor high-efficiency motors are available in a wide range of types, including 
C-face mounted, brake motors, explosion-proof, 200 & 575 volt designs, chemical 
service and hostile environment motors, textile motors and close-coupled motors. 


Compute the potential savings you can realize by using Baldor high-efficiency 
motors. Send for our free “ABC” shortcut calculator and Energy Management Pak. 


energy-saving electric motors since 1920 


Fort Smith, Arkansas 72902 
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How to select the right ingredients 


for uniformity, batch after batch. 


Select Carpenter tool and die steels. 


The Carpenter “Star Perform- 
ers’ have all the ingredients 
you need for easier, safer 
production of quality tools and 
dies. Each grade gives you 
lot-to-lot uniformity, consistent 
machinability, extra safety in 
heat treatment and excep- 
tional dimensional stability. 
Further, you can eliminate 


surface preparation by order- 
ing the ‘Star Performers’’ in 
DeCarb-Free (DCF) condition. 

Select from five popular 
‘Star Performers’”’ grades. 
Air-hardening: No. 484° (A2), 
No. 610® (D2) and Vega® 
(A6). Oil-hardening: Stentor® 
(O2) and R.D.S.® (L6). 

If you have a taste for qual- 


ity tool and die making, con- 
tact the Carpenter Service 
Center or Distributor near you. 
They have the “Star Perform- 
ers’ in stock for prompt deliv- 
ery and can supply you with 
our free booklet and other 
technical data on the “Star 
Performers.” 

Bon appeéetit! 


CARPENTER TECHNOLOGY 
CARPENTER STEEL DIVISION + READING, PA 19603 


CoriecH 3 
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Accept No Substitutes... 


Get exactly the specification steel you need 
for your particular application. 


Lapham-Hickey’s complete stocks make 
substitutions unnecessary. 


LAPHAM-HICKEY STEEL 


SPRING STEEL 
Blue Tempered & Polished ¢ Scaleless Biue & Black, Oil Tempered 
Cold Rolled Annealed - C1050, C1075, C1095 
C.R. Annealed Alloy - AlSI 8617/8620 « Hot Rolled Floor Annealed - C1095 
Hard Cold Rolled - C1075, C1095 « Largest Spring Steel Stock In The Country 


STEEL TUBING 
Cold Drawn Seamless Mechanical « Coid Drawn Seamless JIC Hydraulic 
Electric Resistance Welded (Rounds, Squares and Rectangles) 
Drawn Over Mandrel Electric Resistance Weided 


STRIP STEEL 
Cold Rolled Strip Steel - All Tempers (Coils & Straight Lengths) 
Cold Rolied Shim Steel (Coils & Straight Lengths) 
C1005 - Widely Accepted Substitute For Electromagnet Iron (S.L.& Coils) 


FLAT WIRE 


Cold Rolled Round Edge Flat Wire - All Tempers (Coils & Straight Lengths) 


TIN COATED STRIP 


Cold Rolied Electrolytic Tin Coated (Bright & Matte Finish - Coils) 


BAR STEEL 


Cold Finished « Alloy & Carbon Steel « Rounds « Squares * Hexagons ¢ Flats 
Centerless Ground « Turned & Polished « Drawn Ground & Polished 
Turned Ground & Polished ¢ Carbon Restored « Drill Rod « Flat Ground Stock 


Cold Drawn Resistance Welded JIC Hydraulic ¢ Coid Drawn Butt Welded 
Bundyweld Copper Brazed (Plain & Tin Coated - Staight Lengths & Coils) 
Bundyweld Electric Resistance Welded (Plain & Tin Coated -S.L.& Coils) 


CHICAGO 
main office and plant 


5500 West 73rd St., Chicago, Ill. 60638 
; Phone: (312) 496-6111 © TWX: 910-224-3048 © TELEX: 25-3007 , -. 
---the - ST. LOUIS, MO. INDIANAPOLIS, IND. NEENAH, WISC. 
ra 4 people plant and office plant and office plant and office wat thd H ic KEY 
11305 Hammack Drive 4002 Industrial Bivd. 944 Apple Blossom Drive 
Bridgeton, Mo. 63044 Indianapolis, Ind. 46254 P.O. Box 248 


Phone: (314) 731-1510 
Warren Rusgis, Branch Mgr. 
Jerry Strnad - Gary Strnad 


NATIONWIDE SALES COVERAGE 
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DON'T FRET ABOUT a credit squeeze. 
Money will be available. But the 
question is at what cost. Talk 

of bulging federal deficit has 
caused worries that private 
borrowers will be "crowded out." 
But with the recovery in business 
expected to be so weak, chances 


are there won't be much competition 


for available funds. Interest 
rates will probably be declining 
this winter and into 1981. But 
because inflation expectations 
are still high, rates will hang 
near the double-digit level. 


ANTICIPATE ANOTHER TRY at raising 
kraft linerboard prices this 
month. The last attempt at a 
$300/ton price, in April, held up 
only on the West Coast. This 
time, the increase will probably 
Stick, sources say. This despite 
an expected 8%+ dip in liner 
demand during the fourth quarter. 
If the price does stick, it will 
end the East/West price split, 
and will bring semichemical 
corrugating medium tags up to 
$290/ton. It is not yet clear 
whether boxmakers will be able to 
pass the increase on to their 
customers, given current low 
demand. 


ECONOMIC FALLOUT from the nuclear 
accident at Three Mile Island in 
Pennsylvania is still landing on 
buyers' desks. Most recent 
report: A P.M. in Massachusetts 
says three foundries in 
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southeastern Pennsylvania are 
boosting castings' prices 8-12% 

to reflect, in part, their soaring 
electrical bills. Big industrial 
customers in the Metropolitan 
Edison Co. service area are now 
paying twice as much for power 

as they did before the accident 

in the spring of '79. Two big 
surcharges were imposed last June. 
What's a buyer to do? The P.M. 

in Massachusetts says: 'We don't 
usually take price increases like 
that sitting on our fannies. We are 
moving a few patterns." 


BRACE FOR A JUMP in oil and 
0il-based products this time next 
year. Now is a good time to start 
negotiating longer range pricing 
arrangements, especially since the 
supply of oil is so plentiful. 
Warning: Next September domestic 
price controls on oil run out. 
"Oil prices will promptly rise to 
meet the landed price of crude and 
the various products," says Bruce 
Netschert, vp, National Economic 
Research Associates. He figures 
domestic crude will have to jump 
20-30% in price to catch up to 

the cost of imported. 


TRACK AUTO SALES this month for 
clues to the direction of 
secondary aluminum ingot prices. 
The automakers account for 60% of 
the market, and sales performances 
on their part will likely affect 
secondary prices. Ingot tags 

rose recently in sympathy with 
higher primary tags, but buyers 
Say the increase had shaky 
underpinnings. 


DON'T COUNT ON A GENERAL rate hike 
for railroads, tentatively set to 
take effect Dec. 31. A battle is 
shaping up between railroads and 
the ICC over ,the_ratey boost quest. 
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The railroads' view: This is their 
last chance for an across-the- 
board rate hike before the 
Staggers Rail Act of 1980 takes 
effect, restricting general rate 
hikes. The ICC view: Commissioners 
prefer the approach favored under 
the new law, namely to grant 
individual rate hikes only in 
response to specific instances 
where railroads can prove rising 
costs for hauling a specific type 
of freight. 


EXPECT CASTING AND FORGING shops 
to be busier than usual in the 
Midwest. Chrysler plans to shut 
five of its own outdated shops, 
and is already inquiring about 
available capacity in the region. 
Major independent iron foundries 
in the area say there's ample 
Capacity to handle the projected 
increase in Chrysler's demand. The 
increased activity won't last 
more than a year or so, since 
many of the parts Chrysler wants 
are for models which will be 
phased out in 1982-83. The 
company may also be looking to 
independent shops for stampings 
in the near future. 


LOOK FOR MORE modified plastics 
to hit the market next year. 
Oriented, filled, and reinforced 
plastics are blurring the 
distinction between commodity and 
engineering plastics. Savings 
could be quite large in areas 
such as film and extrusions. 

For example, linear low-density 
polyethylene (LLDPE) promises to 
be a low-cost, high-strength 
replacement for HDPE wrapping 
film in industrial applications. 
Other new items include glass- 
filled polypropylene and glass- 
reinforced polystyrene. Price 
won't be the only factor. More 
suppliers will be selling custom 
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resin formulations on the basis 
of desired pr@perties and cost- 
in-use. Compeqition among resin 
suppliers should intensify with 
the resulting texpansion of 
options for buyers. 
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WATCH FOR DISCQUNTS when buying 
word-process ~jequipment. With 
an estimat d 64% of the domestic 
market, IBM is tthe supplier to 
beat. When the Company lowered 
prices for its hew Displaywriter 
system, the competition followed 
suit. More discqgunting is 
expected. The stirongest 
Challengers to I\BM's hegemony are 
but others are 
Sources say 
nix, Facit, 
and Royal are 
s, and that 
the field with 


Brother, Contitr 
Hermes, Olympia, 
pushing new mode 
Xerox will enter 


use in 1980. The 
is jointly sponsor 
National Associati 
and University Bus 
and United States 
Aim is to share VA 
For more informatio NACUBO, 
One Dupont Circle, Suite 510, 
Washington, D.C. 20036. 


College 

Officers, 
Foundation. 
ideas. 


PLANNING TO BUY TEL equipment? 
There's a price war going on 
among what the FCC cpllis the 
"international recor@ carriers." 
ITT, RCA, and TRT ar@ fighting 
for market share of fhe overseas 
data-transmitting business, and 


as terminals. 
"promotional packages 
accompanying discount 
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Industrial Distribution ...p.55 
Distributors are developing 
subtle inventory control ap- 
proaches which solve buyers’ 
problems and meet their new 
demands. 


ITS EITHER A MUTINY 
OR A REVOLUTION, 


BUT NOTA 
CONSPIRACY... 


Purchasinglaw........ p.110 
Fixing of credit terms by a 
group of distributors does not 
violate the Sherman Act unless 
it restrains competition. 
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©Eastman Kodak Company, 1980 


“Ls that what they taught you at repair school, Larson? 
A good swift kick?” 


Larson doesn’t work for Kodak. Our busi- 
ness machines are designed for quick, easy mainte- 
nance, and our service people are equipped with the 
very finest equipment and techniques. All of which 
eliminates the need for “impact adjustments.’ 

The way we look at it, Kodak people actu- 
ally work for you. So they’‘re stationed nearby to pro- 
vide prompt service. They're dedicated to one ideal: 
to keep your work flowing. Nothing’s more important 
than that. Count on it. 


Write: Eastman Kodak Company, 


CD0466, Rochester, N.Y. 14650. 
Kodak service: Good training, Kot 
good tools, good people. 


Kodak Ektaprint 150AF copier-duplicator 
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eExpect operating rates to inch up 
eWatch for a supply-side tax cut 


Supe slackness 
to hold its ground 


AN EARLIER-THAN-COUNTED-ON Up- 
turn in business activity won’t 
bring on premature strains to sup- 
ply. The recovery will creep along 
so slowly that availability condi- 
tions by this time next year are not 
expected to be much different than 
they are today. The numbers: Over 
the course of 1981 operating rates 
are expected to be nudged up from 
the low 70s to the mid 70s and lead- 
times-in-general extended 1-2 
weeks. ‘‘We spread out the growth 
initially forecast to be bunched in 
1981 back into this year,’’ says 
Joseph Spiers, economist, McGraw- 
Hill. He explains that the earlier- 
than-expected bottoming out of 
the recession will put added up- 
ward pressures on prices and there- 
fore will squeeze gains in output. 
Result for p.M.s: Practically all of 
your suppliers will be operating 
safely below peak levels in fourth- 
quarter 1981—as shown by a few 
forecasts from Spiers: 

eSteel—71% 

e Paper—84% 

eChemicals—74% 


MONETARY POLICY 

Those forecasting much more 
than a 1% gain in real GNP next 
year will find their outlook ‘‘on a 


Inventory/sales ratio 
(Manufacturing) 


Census Bureau 


HIGHLIGHTS: 


collision course with monetary pol- 
icy,’’ says Gary Stern, senior econ- 
omist, A. Gary Shilling & Co. The 
Federal Reserve Board is not likely 
to yield because inflation will re- 
quire a firm hand. Stern points out 
that even if the Fed follows the 
more expansionary end of its an- 
nounced policy and money changes 
hands at an above average rate, the 
current dollar volume of goods and 
services could only grow about 10% 
during 1981. That doesn’t leave 
much room beyond the 9% inflation 
rate that prior expansionary pol- 
icies have destined for 1981. 


TAX CUT 

Recent and upcoming congres- 
sional debates probably will pro- 
duce the variety of tax cuts which 
will produce a long-run lift to sup- 
ply—not the more typical one- 
quarter explosion in demand. Best 
bet: $30-billion tax cut being split 
evenly between business and con- 
sumers taking effect in mid 1981. 
On the business side, a likely action 
is speeding up depreciation to ‘‘put 
money into company coffers very 
quickly,’’ says Robert Gough, econ- 
omist, Data Resources, Inc. And 
that should entice more plant and 
equipment spending in the next 
few years. Instead of the usual mail- 
ing of rebate checks, cuts on the 
consumer side will probably be 
permanent. 


HOTLINE 
Economy 
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eWarning: Regulations constrain supply 
¢Brace for next quarter’s price surge 


REGULATION’S EFFECTS 

‘The major impact of environ- 
mental controls stems from the cur- 
tailment of capacity expansion,” 
concludes a study sponsored by 
the Joint Economic Committee of 
Congress. The case to back that up: 
air quality standards on copper 
smelting. The sec found that in 
order to meet regulations the in- 
dustry has had ‘‘to refrain from 
several activities and incur sub- 
stantial investment and mainte- 
nance costs.’’ Bottom line to 
buyers: In copper’s case, stiff regu- 
lations in comparison to more mod- 
est ones would cause 30-40% higher 
prices, 25-35% less domestic pro- 
duction, and a 15-20% increase in 
imports during the 1974-87 period. 


INFLATION OUTLOOK 

Don’t be fooled by a probable 
first-quarter surge in producer 
prices. Seasonal, not supply/ 
demand, factors are to blame. A 
new year is usually greeted with 
price hikes, says John Ortego, 
director, Chase Econometrics’ In- 
flation Planner. He explains that 
demand is pushed above trend by 
the replacement of inventories run 
down at year-end for tax purposes 
and by ‘‘the desire to get ready for 
the spring thaw.’’ Supply is ham- 
pered by ‘‘winter problems,”’ such 
as transportation difficulties and 
plant shutdowns. al 
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eSome tool steel prices are rising 
¢Small tube orders may lengthen leads 
eMore variety in welding equipment 


Aluminum hike 
may go soft 


IF WEAK DEMAND from fabricators 
and less-than-robust export mar- 
kets persist, look for a weakening 
of the new ingot and common alloy 
sheet prices. While distributor sales 
picked up a scant 3% in August 
over July, primary producers saw 
business fall off 5% during the 
same period. A lot of this was due 
to inventory-cutting at the distrib- 
utor level, where inventories are 
the lowest they’ve been in 19 
months. Export sales of aluminum 
have nearly tripled compared to 
1979, but have been tailing off since 
midsummer (down 13% in July). 
Prices in Western Europe have 
taken a similar tumble. Countering 
this is another production curtail- 
ment in the Pacific Northwest, due 
to power supply cutbacks by the 
BPA. So far, only Reynolds and 
Alcoa look to be affected by the 
cutback. But if demand climbs a 
few points by year-end, the ingot 
price will firm quickly. Otherwise, 
look for domestic spot tags of 
about 73-74¢/lb. The 8% hike in 
heat-treated products looks solid, 
as most aerospace buyers expected. 


Basic metals 
(Previous trough: 68.6% in Jun '75) 


Federal Reserve Board 
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TOOL STEEL 

With domestic shipments down 
about 15% from last year’s levels 
(according to ats figures), domes- 
tic producers are not unanimous 
about the 7.5% increase instituted 
by Bethlehem, Cyclops, Guterl, and 
Jessop in October. The increases 
were accompanied by higher extra 
charges, up as much as 9.5%. Other 
U.S. producers did not immediately 
follow. Expected orders from auto- 
makers have yet to materialize, so 
the market remains soft. In addi- 
tion, imports have made a signif- 
icant dent in U.S. markets; while 
other steel imports dried up due to 
uncertainties over U.S. Steel’s 
anti-dumping suit, imported tool 
steel continued to be abundant due 
in large part to the dropping of 
specialty steel quotas. Yet another 
factor mitigating against an in- 
crease has been the relatively low 
cost of tool steel alloy materials 
such as molybdenum and nickel. 


STEEL TUBING 

Markets for welded carbon 
steel and stainless tubing began a 
slow recovery in the third quarter, 
but the return of high interest 
rates may flatten the trend. New 
order bookings grew and inquiries 


Paper 
(Previous trough: 72.4% in Apr '75) 


eStrike didn’t tighten copper stocks 
eZinc price up, but demand still low 
¢Strike tightens titanium picture 


picked up by about 20%, according 
to the Welded Steel Tube Institute. 
Suppliers say the preponderance of 
small orders has upset mill sched- 
ules due to increased setup time for 
short runs. Asa result, buyers with 
low inventories may bump up 
against longer-than-planned lead- 
times. Structural tube markets are 
quite soft due to the uncertain 
state of the construction industry, 
a major market. Buyers on the 
West Coast will find an abundance 
of imported Korean structural tube 
on the market, reflecting aggres- 
sive marketing by Korean mills. 


WELDING SUPPLIES 

Buyers can expect to see more 
and more automatic and semi- 
automatic welding equipment on 
the market in the next year or so. 
The U.S. leads the world in produc- 
tion-line welding technology, with 
electron beam, laser, friction, and 
ultrasonic welders gaining market 
share. According to a new study by 
Frost & Sullivan, Inc., the popular- 
ity of automatic equipment grows 
as the cost of labor escalates. Elec- 
tric welding equipment markets 
are expected to grow at a 13.5% 
annual rate through 1985. A slower 
growth rate of 9.5% is predicted for 


Operating rates AR EASTER TE CEES 


Energy materials 
(Previous trough: 82.7% in Feb '78) 
/o) 


gas welding apparatus. With more 
than 50 manufacturers of arc weld- 
ing equipment and more than 50 
making gas welding apparatus, 
competition should be vigorous. 
Imports are not a strong factor, the 
study claims, consisting mainly of 
expendables rather than equipment. 


COPPER 

It appears that nearly half a 
million tons of copper production 
were lost due to the strike (meaning 
total U.S. production will come in 
at about 1 million tons for 1980). 
Local issues held up settlement at 
several smaller producers, extend- 
ing the strike at some smelters into 
October. Kennecott and Duval are 
back in full swing, but Anaconda’s 
smelter and refinery in Montana 
will not reopen because state en- 
vironmental standards could not 
be met. Buyers aren’t likely to en- 
counter supply problems, despite 
the production loss. Demand has 
been so low over the past two quar- 
ters that the strike served mostly 
to prevent a huge inventory build- 
up at the producer level. Analysts 
expect a supply-demand balance to 
last through next year. A price of 
90-95¢/lb seems likely through the 
end of the year, followed by a quick 
climb up over $1/lb early next year. 
Producers warn that new domestic 
capacity is highly unlikely without 
a doubling of current prices next 
year, and that dependence on 
offshore sources could prove as 
debilitating to consumers as 
dependence on offshore oil. 


TINPLATING 

Use of tin for tinplating de- 
clined 15.5% in the second quarter, 
while consumption of tin for solder- 
ing increased 1.5%, according to 
the Bureau of Mines. The biggest 
share of the tinplating market 
belongs to can makers, most of 
whom are trying to decrease tin 
use. But electronics manufacturers 
are increasing use of tin and tin 
alloys for solderable finishes. This 
could become a significant market 
with the development of continuous 
plating techniques. Buyers can 


expect to see job platers offer more 
kinds of tinplated strip for elec- 
tronics applications as a result. 
Tin supply: Buyers who have 
been disappointed by the nonper- 
formance of the Gsa’s tin sales may 
gain some consolation from recent 
statements by Bolivian tin officials. 
They say they’ll make major invest- 
ments this year to restore tin- 
producing capacity lost during the 
past two years of political upheaval. 
Current production levels are about 
19,000 tons/yr, which should be 
boosted to a more normal level of 
30,000 tons by early next year. 


ZINC ; 
Producers say a squeeze in zinc 
concentrates will firm prime west- 
ern prices, but weak demand may 
make the recent 2¢/lb increase un- 
sustainable. Higher interest rates 
are expected to dampen the recov- 
ery of housing, a major market for 
galvanized steel. Galvanizers con- 
tinue to grow as the largest con- 
sumers of zinc, but they’ll use 65,000 
tons less in 1980 than in 1979, 
according to Gary Wickham, mar- 
keting vp for Bunker Hill. He looks 
for galvanizing consumption to 
total 490,000 tons in 1981, assum- 
ing a rebound in housing and auto 
markets. That’s still below 1979’s 
500,000 tons. Zinc alloy consump- 
tion for die casting is estimated at 
320,000 tons for 1981, illustrating 
the gap between zinc usage in 
galvanizing and in die casting. 


TITANIUM 

U.S. producers say they’re 
worried about overcapacity in 
1985, but buyers are being pinched 
right now by a strike against 
Titanium Metals Corp. of America 
(Timet). Workers struck Timet’s 
Nevada sponge and ingot facilities 
five weeks ago, and the impact was 
expected to be rapid. Leadtimes for 
rod and plate, which had begun 
coming down from 100-week levels 
during the summer, are shooting 
back up again. The Henderson, 
Nevada facility has a capacity 
of 16,000 tons/yr—about a third of 
U.S. sponge production. we 
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National O-Rings. 


At National we go to extremes to please you—extremes of 
temperature, pressure and other conditions likely to cause 
degradation. That's how we've developed our carefully 
exacted, fine quality compounds. 

And, to make certain they'll perform to your 
specifications for temperature, compression 
set values, tensile stress, etc., we ve 
developed the most sophisticated 
manufacturing methods in the industry. 
With process controls that ensure 
consistency of cure and higher density. 

National also goes to extremes in 
service with O-Ring distributors located 
Strategically throughout the U.S.A., who 
provide fast, local service that meets— 
and goes beyond—your needs. 

lf you'd like more information about 
National O-Rings—including our 
popular Design Guide and catalogs— 
contact your local National O-Ring Distributor 
or write: Federal-Mogul, O-Ring Sales 
Manager, P.O. Box 1966, Detroit, MI 48235. 


FEDERAL-MOGUL 
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Overall pricing trend still Petroleum-based feedstock tags A slight upturn due to higher 
flattening out in 3rd quarter weakened in September folding box prices 


Source: Labor Dept. 
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Electrical supplies and 


lower enersy costs? 
One distributor 


gives you both-GESCO. 


Today, saving energy can be an 
energy-consuming task, Out your job 


can be a lot easier with General Electric 
Supply Company. 

With GESCO, you get more than 
one of the biggest energy-saving supply 
inventories available. More than people 
and know-howto back it up. You get our 
unique services for faster, more efficient 
supply purchasing. 


GESCO knows how to deliver. 

For example, ordering takes just 
seconds with GESCO’s new, exclusive 
XPD™ Service. If necessary, it can tap 
our 175-warehouse network for same- 
day shipments. And our SENTRY Systems 
Contracting Service reduces your inven- 
tories, makes purchasing paperless and 
monitors buying patterns. 


It’s time for GESCO. 

Increasing energy efficiency today 
isa process requiring its own efficiencies, 
and the right distributor can help you. 


That’s why we'd like to send you more 
information on GESCO’s unmatched 
capabilities to serve you. Send us the 
coupon below, or write GESCO Inquiry 
Services, 705 Corporations Park, Section 
870-07, Scotia, NY 12302. 

We think GESCO can make a 
difference for you. 


J YES. Send me more information on GESCO'’s unique ability to supply the full 
y range of energy-saving electrical supplies more reliably, quickly and efficiently. 


I GENERAL ELECTRIC SUPPLY COMPANY, INQUIRY SERVICES, SECTION 870-07, 
| 705 CORPORATIONS PARK, SCOTIA, NY 12302. 


l Name 

j Title 

i Company 

f Address 
DCG ee 


We help you manage. 


en General 
COMPAN Y 


Electric 
A DIVISION OF GENERAL ELECTRIC COMPANY 


Zip 
P-11/6/80 
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Gold Label Cog-Belt 


The Driving Force 
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The Gold Label ~~ 


is more energy 
efficient. 


Its combination of molded cogs 
and Raw Edge® construction 
allows the Gold Label Cog-Belt to 
bend more easily around the sheave. This means 
less energy is wasted, so less electrical energy is 
required by the motor. 


Greater efficiency means 


lower electrical costs. 


In laboratory tests, the Gold Label Cog-Belt has 
shown energy savings of up to 442% compared 
to conventional V-belts. Field tests under actual 
working conditions have shown even greater 
savings...as much as 8%. 

The power transmission drive is as important to 
total system efficiency as the motor and driven 
machine. Don’t overlook this opportunity for 
important energy savings! 
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Behind Economy 


Higher horse- 
power rating 


means longer life. 


When you buy V-belts, you’re 
really buying horsepower-hours. 
The higher horsepower rating of the Gold Label 
Cog-Belt means they have more HP-hours built into 
them. So they last longer when replacing 
conventional V-belts, utilizing existing sheaves. 


Eliminates slippage problems. 


The higher coefficient of friction of the Raw Edge® 
sidewall allows the Gold Label Cog-Belt to grip the 
sheaves firmly. Even when tensions are at their 
minimum, you can be assured that your machinery 
is running at high productivity, with fewer take-ups. 

For more details on how much you can save in 
energy and reduced maintenance costs, contact 
your Dayco distributor, or write: Dayco Corporation, 
Marketing Services Department, 333 West First 
Street, Dayton, Ohio 45402 
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Inventories can’t be 
solved with slogans 


For the past decade, the need for industry to maintain ‘“‘skin-tight 
inventories’ has been preached to a point where it has become part of 
the conventional wisdom. 

And like so many other virtuous admonitions, the one about the 
innate goodness of lean inventories can’t be swallowed whole. When 
reduced inventories result in lower levels of service or the need to pare 
product lines, the result can be reduced sales levels and diminished 
market penetration. More subtle approaches to inventory control are 
obviously required in such cases. 

In PurcHAsING’s Special Report on Industrial Distribution 
(starting on page 55), we keep this important caveat in mind. 

On the one hand are the distributors themselves—operating in a 
business where inventory can’t be avoided, where it’s part of the 
product. In dealing with the problem from this aspect, the industry has 
developed a significant array of subtle approaches to inventory control 
(see stories on pages 56, 63 and 67). 

On the other hand is the use of the distributor to solve inventory 
related problems. The key lies in creative use of the function. On page 79 
purchasing consultant, and PurcHASING contributing editor, Ernest 
Anderson gives pointers on how to use the unique strengths of the 
distribution industry to achieve purchasing goals. In many cases these 
goals center on inventory control. 

And in two special roundtables, we review the metals distribution 
scene (page 90) and chemicals (page 103) for special insights into the two 
largest areas of industrial distribution. 

In other areas of special interest in this issue we recommend your 
special attention to: 

eA new survey of vendor evaluation programs (page 14). Not only 
are programs becoming numerous, they’re also becoming more 
sophisticated. 

eA survey of departmental budgets (page 15) finds purchasing is 
faring relatively well under the knives of the budget cutters. 

eA look at what fleet car buyers will be doing over the next year 
(page 19). 

eA major article on seals and packings by Technology Editor 
Ernest Raia on page 115. Raia finds, despite strong pricing pressures 
from Detroit, the industry is still breaking new ground in the 
development of new products. 

In times of swift business swings there’s often a temptation to 
attack economic problems with slogans, i.e., ‘“‘watching the bottom 
line”’ or ‘cutting inventories to the bone.”’ We’ve tried to avoid that by 
digging deep into the issues behind those slogans. We feel the result is 
an issue of PURCHASING you can’t afford not to read thoroughly. 


Dine Mors — 
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VENDOR EVALUATION 


Tougher review coming; 
main weapon: computers 


Many purchasing’ depart- 
ments are sharply upgrading their 
vendor evaluation efforts as a 
means of cutting costs, boosting 
inventory control, and improving 
quality. The new push to document 
who the good guys are often 
involves the use of computers. 

A PURCHASING survey of 
several hundred buying operations 
shows: 

eOne in four purchasing 
departments now have formal 
evaluation systems, which often 
involve written policies, standard 
evaluation forms, and rating 
systems. 

@One in 10 departments uses 
computers in evaluating vendors 
and a whopping 65% are consider- 
ing the use of computers in 
evaluating vendors. 

@eVendor evaluation is an 
interdepartmental effort in 9 out 
of 10 companies. Purchasing is 
involved in all companies that 
evaluate vendors on a formal or 
informal basis. Quality control is 
involved 68% of the time. 

@Nearly three out of four 
respondents expect more emphasis 
to be placed on vendor evaluation. 

Part of the beefed-up vendor 
evaluation effort is related to the 
current economy. Purchasing is 


under the gun to keep inventories 
lean, and can tolerate fewer 
rejections. Explains Louis J. Glab 
Jr., purchasing manager at the 
Naken Co., Chicago: “Having cut 
my inventories, I cannot afford 
delays in delivery or risk rejection 
in goods which are needed sooner 
than usual with the new lower 
safety allowances.” 

CEO’s directives. More im- 
portantly, though, improved ven- 
dor evaluation is part of a 
long-term push to boost corporate 
profitability. Upshot: cEOs are 
allocating more resources, such as 
investment in computers, for 
vendor evaluation. In some cases, 
directives to boost the quality and 
accuracy of supplier evaluations 
are coming directly from the CEO’s 
office. Another key factor: Soaring 
prices force more emphasis on cost 
reduction. And better vendor 
evaluation can create big savings. 
(See “New Uniroyal system yields 
$2-million payoff.” PURCHASING, 
Oct. 23, ’80; p. 10). Since high 
interest rates give an edge to 
suppliers who deliver fast and 
keep their promises, buyers have 
to be better able to discern who the 
top performers are. 

The primary components of 
formal evaluation systems are 


Who gets involved in reviewing vendors? 


Q. What departments play a role in supplier evaluation at your company? 


Purchasing Qualit Production 
contro 


Source: PURCHASING survey 
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quality of inbound shipments, 
delivery performance, service, and 
price competitiveness. In all 
companies surveyed, purchasing 
plays the key role in carrying out 
vendor evaluation. Purchasing 
monitors three of the four 
components (usually not quality), 
and even more importantly, 
discusses problems and conducts 
follow-up with the vendor. Most 
important of all: Results of vendor 
evaluation are usually used in 
allocation of future business. 

In most companies, quality 
control departments also play a 
major role in reviewing vendors. 
QC gets involved two ways: 
checking and keeping records on 
inbound shipments and keeping 
track of end-user complaints. 
Production managers keep track of 
problems that crop up in manufac- 
turing 

In one of four companies, 
finance is also involved because of 
the importance of keeping tabs on 
a vendor’s financial stability. 

Computers are being used 
more and more because of mounds 
of data that are generated by most 
evaluation systems. With the 
touch of a button, data can be 
compiled by product, vendor or 
plant. —Douglas Smock 


LEADTIMES 
Can buyer market 
last much longer? 


With inventory cutting mostly 
behind them, and production ex- 
pected to pick up substantially 
sometime in the next two quarters, 
buyers can expect leadtimes to 
begin tightening up—but it hasn’t 


' happened yet. 


In other words, the recession 
may have bottomed out, but busi- 
ness activity still hasn’t reached 
the point where leadtimes start to 
stretch out substantially, accord- 
ing to results of the latest Pur- 


CHASING Leadtime Survey. 

Of the 125 items PurcHASING 
tracks monthly, 89 have shorter 
leadtimes than a year ago and only 
9 longer. 

On the other hand, 38 com- 
modities show slightly longer leads 
than a month ago, and 25 shorter. 
It’s still too early to define a trend 
since those items reflect more the 
situations in their specific markets 
than the economy as a whole. 

Getting longer. Some of the 
items with lengthening leadtimes: 

eCranes and hoists, con- 
veyors, welding rods, and printed 
circuits. These may point to 
buyers’ anticipation of increased 
production activity. 

eAluminum wire and cable. 
With its safety as an electrical 
conductor established, aluminum 
is once again a competitive alter- 
native to erratically priced copper. 
Strength in commercial construc- 
tion will place strong demand on 
aluminum wire. 

eA few types of steel, namely 
bars and rods, structurals, and 
forgings, have shown small up- 
ward leadtime steps in the last two 


BUDGETS 


months. 

Perhaps more significant is 
the upward leadtime trend for hot- 
and cold-rolled steel sheet. 
Meaning: rising production by 
makers of appliances and auto- 
mobiles. Leadtimes for flat-rolled 
products are 4.2 weeks. 

Short still the rule. On 
the whole, basic commodity items are 
still relatively easy to get, the 
survey showed. Electric motors, 
castings, pumps, and many non- 
ferrous metals share reduced lead- 
times. 

Chemical markets remain soft. 
Two exceptions: benzene and 
toluene, a result of demand 
for premium unleaded gasoline. 

The rate of on-time shipping 
continued to slip, PURCHASING’s 
survey showed. It reached a peak 
in July, when 86.3% of the respon- 
dents reported on-time shipments. 
The latest survey indicated an 
83.8% on-time rate. With a 
shakeout of the trucking industry 
in progress, on-time shipping rates 
could head toward the dismal 
71-75% performance of pre-reces- 
sion early ’79. — Thomas R. Temin 


It’s clear sailing 
for buyers’ budgets 


Business is weak and the out- 
look is cloudy—so it’s time to 
batten down the hatches in your 
1981 departmental budget. Right? 

Definitely not. In fact, pur- 
chasing departments around the 
nation are letting the sails out in 
anticipation of a brisk new busi- 
ness breeze. According to a 
PURCHASING survey, better than 8 
in 10 departments will be boosting 
departmental budgets. The aver- 
age increase is 12.3%, well above 
inflationary considerations. 

Purchasing salaries will be 
going up 7-11%. 

Four developments underlie 
the budget-boosting: 

Brighter outlook. p.m.s are 
expecting business to improve 
next year and are staffing up in 
preparation. Nearly one in four 
departments is increasing staff 


size. As reported previously (Pur- 
CHASING, Sept. 4, 80; p. 14), 
purchasing execs expect factory 
operating rates to approach 90% 
by mid-1981. Some corners are 


being cut in recruiting expenses. 
Just 7% of the survey pool is in- 
creasing recruiting outlays. Most 
P.M.S are betting they can recruit 
top-notch staffers without spend- 
ing a lot of money, thanks partly to 
the recession. Another considera- 
tion is the soaring cost of recruit- 
ing. It’s costing one p.m. $20,000 in 
professional fees and moving costs 
to bring in a new purchasing agent. 

Computerization. Use of 
computers keeps growing, and 
often that means whole new 
budget items and staff members. 
Almost one in three departments is 
boosting computer budgets. Most 
increases are in the 4-10% range, 
but a few are quite large. A special 
group has been set up at Litton 
Unit Handling Systems in 
Florence, Ky. to pave the way for 
purchasing computerization. 

Cost reduction. Several de- 
partments are making one-time 
investments to cut ongoing costs. 
Take telephones, for example. One 
department is adding 9% to its 
telephone budget next year to yield 
a 15% reduction in phone bills in 
later years. 

Job requirements. More is 
required from buyers today, and 
training budgets are going up in 
response. Some small companies 
are even doubling their training 
budgets to keep abreast of develop- 
ments in the law, data processing, 
and professional techniques. 

he picture isn’t entirely up- 
beat. Cutbacks are taking place at 
7% of the companies surveyed. At 
10%, purchasing budgets will re- 
main the same, which means an 
effective cutback. 3] 


There’s no drought here 


(% of respondents who say their 1981 budgets have been 
increased for this item) 


% increase—>9 10.9 10.1 
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ALL YOUR LIFTING NEEDS ARE 
UNDER ONE FLAG! 


There’s only one place to look for all of your lifting 
needs — Duff-Norton. 

The full line of Coffing® hoists assures you of getting 
the right hoist for the right job — from lightweight 
lever hoists to huge, electric-powered worm drive hoists 
for bridge crane service. 

And new designs are coming to life continually! 

Example: The new larger-capacity Coffing EC electric 
chain hoist which gives Duff-Norton the most extensive 
line of chain hoists in the country. Its rugged three- 
horsepower motor can handle loads up to five tons. 
Coffing tough, the EC line is built for repeated lifting 
in production-line use. And it’s fast, for high-speed 
movement of in-process machines and materials. 

The exclusive, standard, five-pocket load sheave gives 
the EC more even chain support with less wear on the 
chain, less vibration to load and hoist suspension, and 
smoother lifting than any other competitive hoist. The 
mechanical load brake operates even when the power is 
off, eliminating possible drift. Your local Coffing 
distributor can show you its other features. 

Coffing. America’s first name in quality hoists for 
industry, providing the nation’s most extensive line of 
lever, hand chain, electric chain, electric wire rope and 
worm drive hoists — all under the Duff-Norton flag. 

For more information on Coffing hoists, contact your 
local Coffing distributor or write: 

Duff-Norton Company, P.O. Box 32605, Charlotte, 
North Carolina 28232. 


Ourf-Norton 
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CALL OR WRITE FOR OUR FREE COLOR BROCHURE 
AND IMMEDIATE PRICE QUOTATIONS. 


SOURCING 


Minerals’ squeeze poses 


problem for components 


SAN FRANCISCO —Dependence 
on imports of chromium, cobalt, 
platinum group metals, titanium, 
and other metals puts U.S. in- 
dustry in a position of vulner- 
ability that is equivalent to and 
perhaps greater than the nation’s 
dependence on imported oil. 

This was the message ham- 
mered home over and over again 
by mining industry and govern- 
ment officials at the recent 
American Mining Congress con- 
ference in San Francisco. 

The drive to create a synfuels 
industry and to modernize and 
expand U.S. industrial production 
in areas such as metalworking, 
chemicals, and oEM will put tre- 
mendous supply pressures on 
materials which resist high tem- 
peratures, corrosion, and abrasion. 

U.S. primary producers of 
these materials warn that unless 
fundamental changes take place in 
federal policies, they will be unable 
to expand capacity to meet the 
demands of industry in the coming 
decade. 

No mineral alternatives. 
U.S. dependence on _  nonfuels 
minerals indicates ‘‘a vulnerability 
that may be even more serious and 
more pervasive” than that due to 
our dependence on foreign oil,”’ 
says Rep. James Santini (D-Nev.), 


chairman of the House Mines and 
Mining Subcommittee. He says 
that while alternatives to im- 
ported oil may be developed, “‘in 
many nonfuel minerals, there are 
no effective substitutes.”’ 

Sen. James McClure (R) of 
Idaho cites the growth of environ- 
mental and safety regulations 
which he claims were in part re- 
sponsible for the 6.1% decline in 
mining industry productivity over 
the past eight years. 

‘There are more than 35 laws 
that affect the mining industry in 
an adversary way,” says McClure. 
“They suggest limited production 
and capacity expansion as solu- 
tions to environmental problems.”’ 

He says that pending legisla- 
tion from EPA and OSHA creates a 
climate of uncertainty which dis- 
courages investment for capacity 
expansion. 

“There is no way the U.S. 
minerals industry can continue to 
comply with environmental regu- 
lations now on the books and 
survive, adds Charles Barber, 
chairman and ceo of Asarco, Inc. 
“Current regulations are just the 
tip of the iceberg. The outcome of 
legislation coming into effect next 
year will have a greater impact.”’ 

Chromium shortages. The 
mining industry will have to do 


Could U.S. face minerals’ cutoff? 
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Source: American Mining Congress 
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Charts show U.S. dependence on foreign minerals’ sources. 


more than survive if it is to meet 
the demands created by the syn- 
fuels drive. Even a fairly optimis- 
tic projection made by Rudolph 
Black of the Department of 
Energy indicates potential chromi- 
um and, as a result, metal com- 
ponent shortages in the coming 
decade: 

‘‘We do not foresee serious or 
critical shortages of raw materials 
with the exception of chromium 
for high-alloy steels. Present pro- 
jections indicate a number of fabri- 
cated components (heat exchang- 
ers, pressure vessels, valves, and 
piping) may be in short supply.” 

Mining industry officials say 
they have the potential to meet 
future industrial demand, but only 
if U.S. minerals policy changes 
significantly. Relaxation of EPA 
and osHa regulations along with 
reopening of federal lands closed 
to mining activity would, they 
claim, go a long way toward restor- 


ing the industry to health. 

—David Erickson 
DIE CASTING 
Be alert to 


sourcing shifts 


There should be no short-term 
availability problems with die 
castings, but watch for long-term 
sourcing changes. 

Big get bigger. A subtle 
trend is taking place toward fewer, 
but larger, die casting companies. 
Many smaller firms are unable to 
modernize because of their inabil- 
ity to raise sufficient investment 
capital. Result: Many of the smal- 
ler companies will be merged into 
bigger, financially stronger firms. 

The small die casting com- 
pany that survives will be limited 
to purely local markets, and will 
tend to specialize. Over-all die 
casting capacity should not be af- 
fected because improved produc- 
tion machinery and techniques will 
enable the survivers to boost 
output. 

Right now, the die casting in- 
dustry is emerging from the reces- 
sion facing an uncertain future. On 
the minus side, business next year 
will still be in the doldrums. On the 
plus side is the opportunity for 
growth in new markets. 
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How IPC control diaphragms have helped 
customers’ products to function better, longer... 
through custom design. 


(This is an advertisement about bragging and boasting.) 


You already know that reliable per- 
formance of elastomeric diaphragms 
can be critical for dependable func- 
tioning of fluid and gaseous systems, 
emission controls, transmissions, 
brake systems, temperature and oper- 
ating controls, accessories and other 
components. 

You also know that bragging 
and boasting had better be 
backed up with facts, so 
here they are. 

IPC custom design 
capabilities have 
solved a trans- 
mission manufac- 
turer’s rubber-to- 
metal bonding 
problems with dia- 
phragms exceeding their 
1.5-million cycle bogey, never before 
achieved, on the very first test... 
eliminated diaphragm distortion 
problems causing installation head- 
aches on an automatic vapor control 
assembly line...perfected production 
methods for single-step bonding of 
carburetor diaphragm gaskets which 
ended rejects...redesigned a tempera- 
ture regulator diaphragm plagued by 


field problems to result in 1.5-million 
installations without a single 
failure...improved diaphragm per- 
formance for an oil pressure applica- 
tion so drastically that, after other 
suppliers were unable to survive 
200,000 cycles, IPC diaphragms eas- 
ily met the customer’s 
700,000 test cycle 
requirements... 
upgraded the reli- 
ability of a vacuum 
diaphragm by 
changes in mate- 
rials and also incor- 
porated other design 
improvements to elimi- 
nate serious production 
line assembly problems... 
“and supplied a pump manu- 
fecshici with diaphragms which the 
customer estimates save them 15% of 
former field replacement costs. 

So, if you’d like to brag and boast 
about having solved your diaphragm 
problems, let IPC help make it hap- 
pen. Write to our Director of Marketing 


Services, International Packings Cor- 
poration, Rt. 7, Bristol, N.H.03222 and 


he’ll get things started for you. 


AES INTERNATIONAL 


1PC G]PACKINGS 
p24 CORPORATION 


Ashland, Bristol & Northfield NH 
Morristown, Scottsburg & Shelbyville IN 
ARMET Division e Tillsonburg ONT 
TransTec Division e Milan OH 


For custom oil and grease seals, mechanical face seals, diaphragms, boots or precision molded parts, IPC has a unique way with rubber. 


Printed in U.S.A. 
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Zinc, aluminum lose market share 


(Millions of pounds) 


Metal 


Aluminum 

Zinc 

Magnesium 

Source: American Die Casting Institute 


Dollar sales this year are pro- 
jected to fall 742% to about $5.4 
billion. Aluminum die casting 
sales are expected to drop 11%; 
zinc sales will be even with 1979. 

On a metal-usage basis, alumi- 
num declined 7%, zinc 9%, while 
magnesium rose 21%. 

Further aluminum and zinc 
decline in 1981 was forecast by 
John DeWolf, Cahner’s research 
analyst, for the American Die 
Casting Institute. Aluminum 
poundage will drop another 5% 
next year, and zinc about 2%, he 
predicts. In 1982, aluminum usage 
will increase 5-7% and zinc 4-5%. 

As auto goes. Aluminum die 
casting’s present and future de- 
mand is based primarily on auto- 
motive usage. This market will see 
“substantial growth in _ future 
years,’ predicted Peter A. R. 
Findlay, president apci, at a 
recent meeting. The question, he 
stated, is ‘‘the timetable and 


CASTINGS 


1979 Est. 1980 % 
use use change 
1540 1434 -7% 
766 700 -9% 
14 17 +21% 
degree of growth.”’ 


Use of zinc die castings in 
automobiles is becoming negli- 
gible, so its growth lies in non- 
automotive applications. Thin- 
wall technology will receive 
greater acceptance in the future, 
Findlay asserts. Thus, while total 
usage will continue to decline, 
more die-cast zinc units will be 
produced. The primary markets 
for potential growth are aircraft, 
home tools and lighting, he noted. 

The rise of magnesium die 
casting usage derives from three 
factors: the increased need of ve- 
hicular and portable equipment 
manufacturers to reduce weight 
(magnesium has a greater weight- 
to-strength ratio than aluminum 
or zinc), the increased use of hot 
chamber machines which provide 
die casters with greater produc- 
tion capacity, and the larger 
number of primary magnesium 
suppliers. —El Hoeffer 


Capacity ample despite 


automotive closings 


DETROIT—More automotive cast- 
ing purchases are likely to be 
made from independent suppliers 
in coming months and years as a 
result of two forces: Cost-cutting 
measures that speed the shutting 
down of less-profitable captive 
operations and the relentless 
demand for capital in all areas of 
the auto business. 

Adding to those two forces is 
the fact that, with the stampede to 
four-cylinder engines, the captive 
foundries are heavily committed to 
no-longer-needed six- and eight- 
cylinder production. 


Still ample capacity. Simul- 
taneously, it isn’t expected that 
such a trend will find automotive 
purchasing people bumping heads 
with buyers from other industries. 
There’s a big surplus of iron 
casting capacity which should 
continue for several months—and 
possibly years—because of down- 
sizing and reduced use of the 
heavy iron castings. 

Automotive and foundry 
executives are reluctant to com- 
ment on the topic, however, 
reflecting both the dire straits of 
the industry and memories of still 


The trend toward lighter materials 
is contributing to the demise of 
some automotive foundries. 


painful battles with labor over the 
make-or-buy question—partic- 
ularly in the area of tool and die 
work where the battles escalated 
to a high, Washington-based 
brawl. 

But the automakers are 
clearly putting their own foundries 
toward the back of the stove. Ford 
closed its Dearborn specialty 
foundry this year and has said it 
will phase out its Windsor, 
Ontario, foundry and its Flat Rock, 
Mich., castings plant. 

Chrysler Corp. has announced 
plans to shut its barely two- 
decade old Huber Avenue foundry 
in Detroit by January 1981. 

Even GM’s venerable Buick 
foundry in Flint, Mich., has been 
mentioned in the closing rumors. 

From those who would talk 
about the trend came this: 

A purchasing executive at 
Hayes-Albion Corp., a_ leading 
Michigan casting operation, cites 
the impact of down-sizing, materi- 
al substitutions, and the massive 
switch to front-wheel drive 
vehicles. Vehicles in 1978 aver- 
aged 620 lbs. of ferrous castings 
each. Estimated 1985 figure: 275 
lbs. That’s a 1.7-million ton 
reduction in demand. 

Ford’s Clinton Lauer, director 
of body and other purchasing for 
North American Automotive 
Operations, says the changed 
dimensions of future vehicles 
means a shift in the company’s 
resource allocations as per-car iron 
casting content shrinks and plastic 
parts volume increases. Ford will 
not necessarily buy more iron 
casting volume outside, he says, 
but it’s well known that the 
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Now you order it. Now you have it. 


At Rolled Alloys, this kind of rabbit-out- 
of-the-hat delivery is routine. And if 
you re really in a jam for an “impossible” 
shipment of a special size and form in any 
of our high performance alloys, we have 
an encore. It's called jumping through 
hoops. 


The secret behind our act has nothing to 
do with sleight of hand. It’s simply a 
matter of planning our inventory of high 
performance alloys to anticipate your pro- 
duction schedules. 


Come back stage to our warehouse. Walk 
around our ready stocks of RA 330, 

RA 333, 20Cb-3 stainless, E-BRITE high 
chromium ferritic stainless tubing, the 
complete range of high-temperature 
stainless steels and 200, 400 and 600 
series nickel alloys. All available in the 
form and special cuts you require. 


If you're having a problem with the per- 
formance of your present source — or in 
finding the absolutely best alloy for your 
application — our staff of metallurgical 
specialists is waiting in the wings. You'll 
have the answer and the stocks delivered, 
Presto, without a lot of smoke and mirrors. 


ROLLED ALLOYS 


Heat and Corrosion Resistant Alloy Specialists 
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“how blast furnace increases Inland 
Steel’s steelmaking capacity 13%. 


’ 


company has taken that route for 
plastics. 

Ford’s use of plastics had 
increased faster than its produc- 
tion. Ford made 30-35% of its 
plastic parts in the recent past. 
Now it’s buying 75% outside. 

European practice? Frank 
Schriever, chairman of the huge 
independent New Haven Foundry 
in New Haven, Mich., says the 
eight-cylinder to four-cylinder 
transition in U.S. cars plus the use 
of lighter, thinner castings will 
lead American automakers to 


follow the European practice of 


STEEL 


buying more parts from outside. 

GM’s continuing make-or-buy 
evaluations may lead to more 
outside buying in _ specialized 
castings and stampings. 

Still, the Hayes-Albion execu- 
tive says that curtailed automotive 
casting operations don’t necessari- 
ly guarantee anyone additional 
business. To utilize the current 
industry-wide surplus, Hayes- 
Albion has already started a 
campaign to convince all 
industries—not just automotive— 
that domestic capacity is abundant 
and competitive. —Patricia Williams 


‘Reindustrialization’ is 
alive and well at Inland 


When Inland Steel’s new ‘#7 
Madeline”’ blast furnace becomes 
fully operative late this year, it will 
provide the means for a 13% in- 
crease in the company’s steelmak- 
ing and shipping capacity. 

The huge unit will initially pro- 
duce 7,000 tons a day of iron for the 
mill’s steelmaking operations. It is 
designed to produce up to 10,000 
tons of iron a day when that ton- 
nage is needed to accommodate an 
upturn in steel demand. 

Inland’s steelmaking produc- 
tion capacity is now rated at 9.3 
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million tons a year, its finished 
steel capacity at 6.9 million tons. 
Former production capacity was 
8.2 million tons; shipping at 6.1 
million tons. Steel production and 
shipping had been restricted by in- 
sufficient ironmaking capacity. 

Inland’s new furnace is the 
newest of just three ‘‘super fur- 
naces”’ built by domestic mills. 
(U.S. Steel and Bethlehem have the 
other two.) These are huge, modern 
computer-operated units, substan- 
tially larger than older designs, 
and much more efficient. They 
typically produce at least twice as 
much iron, from which steel is 
made. It is estimated that Japan 
has 14 ‘“‘super furnaces’’, Europe at 
least four. 

Completes program. The 
furnace represents the completion 
of a $1 billion 6-year modernization 


j. and expansion program. Inland of- 


ficials note the company is the only 
domestic steelmaker that did not 
defer or abandon reindustrializa- 
tion projects as steel demand de- 
clined over the past few years. 
Inland’s initiative was praised 
by Commerce Secretary Philip M. 
Klutznick at the furnace’s dedica- 
tion ceremony recently. It ‘‘should 
be seen as a microcosm of what the 
steel industry and what U.S. indus- 
try generally should do in the 
days ahead,”’ he declared. 
Inland’s program includes a 
new coal mine, iron mine, ore car- 


ROUTINE 


If you need on time delivery 
of corrosion and heat 
resistant alloys, call 

the Rolled Alloys office 
nearest you and talk 

with one of our 

applications specialists. 


District Sales Offices 
and Warehouses 


Detroit, MI 48211 
5309 Concord Avenue 
313-921-4462 ¢ TLX 23-0730 


South River, NJ 08882 
330 William St. 
201-254-4616 © TLX 84-4419 


Cleveland, OH 44127 
6700 Morgan Ave. 
216-441-2660 ¢ TLX 98-5515 


Chicago, IL 60620 
7711 South Claremont Ave. 
312-471-0330 ¢ TLX 25-3589 


Houston, TX 77047 
150 Carrie Street 
713-433-7253 ¢ TLX 77-5719 


Santa Fe Springs (L.A.), CA 
90670 

14424 Marquardt Ave. 
213-921-4333 or 714-761-4895 
TLX 67-4685 


General Office 
Detroit, MI 48211 
5311 Concord Ave. 
313-925-6320 ¢ TLX 23-5322 


ROLLED ALLOYS 


o\/Heatand Corrosion Resistant Alloy Specialists 
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The basic track structure. 
from CF&l. 


The key component, rail—produced In 
carbon, HiSi® and CROMORAIL * grades. 
In lengths up to 82 feet. All roller straight- 
ened, all designed for critical applications 
including today’s high speeds and heavy 
loads. 

And quality tie plates. High carbon steel, 
hot worked. Also track spikes that are qual- 
ity controlled to give you continuous and 
uninterrupted performance with automatic 
spiking machines. 

Then there’s our Hi-Guard® rai] anchor. 
It provides consistent holding power—on 
initial application and on reapplication — to 
meet your tequirements. Hi-Guard’s unique 
configuration puts more bearing Surface on 
the toe and on the underside of the hook. 
Its “dimples” on the bearing pads provide 
greater holding power 

As an integrated steel company we con. 
trol every facet of production, from mine to 
mill to you. Our objective is to give you a 
superior track package, with single-source 
responsibility. We think we do just that. 


You'll find our brand all over the West. 


CF&I Steel Corporation 
Pueblo. | rad A subsidiary of | rane Cr 


STE Ec. 


rier, coke-oven battery, boiler- 
blower house, and raw materials 
and storage facility. All of these 
directly or partly support the new 
blast furnace operations. & 


INCENTIVES 
Buyers’ ideas win 
praise, not cash 


Professional staffers, like 
buyers and engineers, are expected 
to be creative in their job 
assignments, and hence are 
ineligible for cash awards in many 
firms’ employee suggestion sys- 
tems. That’s according to recent 
research published by the Nation- 
al Association of Suggestion 
Systems (NAss). 

The NAss study does not single 
out buyers, but its findings 
parallel the guidelines that some 
firms use in determining what 
type of purchasing savings can 
realistically be credited to buyers’ 
efforts. The study shows, for 
example, that professional person- 
nel receive cash awards for 
suggestions not related to their 
jobs in 45.4% of the companies. 

Mixed emotions. “Our buy- 
ers are not eligible under our 
program,” says Robert E. Slough 
Jr., manager of services and 
communications for RCA Corp., 
Cherry Hill, N.J., and current 
NAss president. Slough notes that 
he is “not completely happy” about 
the exclusion of buyers, since he 
would like to liberalize the 
program to get more suggestions. 
However, he says, purchasing 
executives at RCA feel that coming 
up with creative ideas is part of a 
professional buying job. 

Confirmation comes from 
Donald O. Corvey, rca’s staff 
vice-president—materials. Innova- 
tive thinking is the mark of a 
good buyer. 

On the other hand, buyer- 
initiated savings are tracked 
monthly against annual goals at 
RCA, and each division reports 
them to Corvey’s office. The vp 
considers them a measure of 
buying effort. 

For a copy of the NAss survey, 
write to the association at 435 N. 
Michigan Ave., Chicago, Ill. 
60611. Price: $6. el 


Five ways to save on 
your rubber components 


Material Choice Many 
1. rubber companies manufac- 
ture customized components 
from just a few rubber materials. 
At Mechanical Rubber we offer 
a wide variety of natural and 
synthetic materials including 
Neoprene, Silicone, Urethane, 
Nitrile, EPDM etc. Most of our 
customers use more than one 
material in their various rubber 
components and realize a sav- 
ings from having a single 
source. 

Manufacturing Pro- 
2. cesses Not all rubber com- 
panies offer as wide a range of 
manufacturing processes as we 
do. At Mechanical Rubber your 
components can be molded, 
extruded, die-cut, lathe-cut, 
calendered, laminated, 
adhesive-backed, etc. Again, a 
single source for all your needs. 
3 Delivery We know how 

“important it is to have com- 
ponents when they are needed. 
Thats why we pnde ourselves 


for on-time delivery to some of 
the biggest manufacturers in 
the US. 


4 Short and Long Runs 
"While most of our compo- 
nents involve large volume runs, 
a variety of equipment enables 
us to adapt economically to your 
quantity needs, including pilot 
Or prototype runs, or mainte- 
nance and experimental work. 
Small runs are big at Mechani- 
cal Rubber. 


5 Experience Mechanical 
= Rubber offers complete ser- 
vices from initial design, 
through selection and com- 
pounding of correct material for 
product application. Being es- 
tablished over 40 years makes 
us one of the most experienced 
rubber companies in the 
industry. 


Send for your free copy of our 
brochure which includes a 
general guide to the proper- 
ties of rubber. 


Mechanical Rubber 
PRODUCTS CORPORATION 


Warwick, New York 10990 
914/986-2271 


Kae A KENDAVIS INDUSTRIES COMPANY 
For more information-circle +32 
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HIGH CARBON, ALLOY STRIP AND SHEET. 


AS SOURCES DRY UP 


If you use high carbon or alloy 
steels and are concerned with a reli- 
able source for the long-term future, 
it’s time to talk with the custom steel 
specialists at Sharon. 


The Problem: 

Recently, users of high carbon and 
alloy strip and sheet have witnessed 
previously reliable suppliers either 
drop specific grades or phase out 
production altogether...even closing 
facilities. 

Certain domestic steel producers 
have reduced their “short run” produc- 
tion to make more efficient use of 
their equipment by taking only vol- 
ume orders. The market for “short 
run” specialty products is of little inter- 
est to off-shore producers. Thus, since 
high carbon and alloy steels normally 
fall into the “short run” category, it is 
feared theyll become especially hard 
to find. 

This potential capacity shortage re- 
sults in the fear of many manufacturers 
that they may have to use “substitute” 
grades while frantically searching for 
new sources of supply. 


Sharon’s Solution: 

Custom or specialty steels are 
Sharon’s business. Sharon has built 
the kind of production mix that makes 
this business desirable to us. So desir- 
able that we have added capacity to 
both of our electric furnace operations, 
added equipment that permits pro- 
duction of heavier gauge alloy and high 
carbon steels, are building additional 
slitting capacity for these products, are 
increasing soaking pit capacity and are 
taking steps to further improve rolling 
efficiency and capacity. 

Additional plans are on the draw- 
ing board to further assure supplying 
the needs of our customers. 

Instead of retrenching, we are ag- 
gressively expanding our facilities to 
melt and roll greater tonnages ofa wider 
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SHARON EXPANDS. 
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This new building will house a heavy-duty slitting complex that will provide 
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Sharon maximum physical control of heavy gauge carbon, alloy and HSLA steels. 
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Construction work in progress at Sharon's electric furnace shop where melting 
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capacity for high carbon and alloy steels will be increased by more than 20%. 


range of the finest quality high carbon 
and alloy steels possible. Our metallur- 
gists — in Production and in Customer 
Technical Services will continue to 
apply their unmatched technical “know- 
how” to improving the productionand 
use of Sharon’s custom steels. 
Needless to say, as of this moment 
we, like our fellow basic steel makers, 
are looking for new business. Now is the 
perfect time for you to begin working 
with a producer who can be your reli- 
able and continuous source of supply 
for quality high carbon and alloy sheet, 
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strip and open die forging steels .. . 
today, and in the future. Let us know 
your needs. 


More than ever. 

America’s foremost producer of 
quality custom steels. Dept. AHC, 
Sharon Steel Corporation, Post Of- 
fice Box 291, Sharon, Pennsylvania 
16146. 
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PACKAGING 


Price talks get tough 


as markets turn mushy 


Purchasing managers expect 
packaging price increases to slow 
down to a 5-9% rate in the next 
year compared to the 10-15% 
posted in the past year. There’s a 
lot more negotiating room now 
because of the recession. And 
buyers plan to use it. One strategy: 
Force vendors to justify increases 
on a line-by-line basis instead of 
accepting price hikes that are 
arbitrarily tacked onto old price 
levels. Another approach: Negoti- 
ate long-term contracts with fixed 
prices. 

Adding to buyer resolve is an 
ample supply outlook. 

Here’s how p. m.’s contacted in 
a nationwide PURCHASING survey 
see the packaging picture: 

ePrices. Count on biggest 
increases coming in the traditional 
problem spots: paperboard, up 
8.7% over the next 12 months; and 
plastics, up 8.6%. Still, that’s a big 
relief from the past 12 months 
when paperboard and plastics 
went up 16% and 15%, respective- 
ly, according to Labor Dept. data. 


ben 
5 


Buyers are succeeding in holding 
back increases and negotiating 
discounts. 

Packaging buyers expect 
prices of metals, such as strapping 
and cans, to rise 7% (versus 10% 
for the past 12 months) and glass 
5.4% (also compared to 10%). Wood 
used in pallets and shipping crates 
should increase 6.9% versus a drop 
of 6% in the past 12 months. Wood 
is the toughest packaging com- 
modity to call because of its 
extreme volatility. 

eBiggest problems. Even 
though packaging materials will 
be under less price pressure in the 
next 12 months, P.M.s still feel that 
high costs are their biggest 
problem. Notes one purchasing 
executive: “Management pressure 
to hold down costs is probably the 
single biggest issue here.” There 
are a few spot quality problems in 
packaging materials, but nothing 
serious. No problems are being felt 
in availability, but a few buyers 
worry that corrugated could get 
—— late next year if the economy 


Corrugated availability is a breeze now, but some buyers feel markets 


could tighten up next year. 


picks up a lot of steam. 

eBuying strategies. Buyers 
are resisting the annual or 
semi-annual vendor routine of 
posting big price hikes and 
expecting them to stick, justified 
or not. In response, P.M.s are 
requesting line-by-line explana- 
tions of all major materials and 
labor costs. “We request that base 
figures always be reviewed as 
opposed to tacking the increase 
percentage on top of an old 
accumulation of figures,” says 
Frederick W. Ludwig, purchasing 
agent at Parker-Hannifin’s Refrig- 
eration and Air Conditioning 
Division in Lyons, N.Y. “To those 
who do not wish to go through this 
operation, we often ask what the 
total might be if they were to 
calculate their proposed percent- 
age of increase against zero sales 
in the next year.” 

eSpecific tactics. Buyers are 
(1) taking advantage of the price 
lull to negotiate fixed-price 
contracts, (2) using new specs, 
such as reduced thickness polyeth- 
ylene and paper with reduced basis 
weight, (3) beefing up their value 
analysis efforts, and (4) writing 
national contracts for large- 
volume buys. One P.M. is even 
“using care in opening incoming 
merchandise and reusing the 
containers.” aw 


FLEET MANAGEMENT 
Small cars lead 
fleet buys for ’81 


Like private automobile own- 
ers, corporate fleet managers are 
becoming ever more conscious of 
fuel economy and resale value. 

Nearly everyone is switching 
to smaller, lighter cars with tinier, 
thriftier six- and four-cylinder 
engines when buying or leasing 
1981 models. 

Downsizing brass. Although 
most companies still allow top 
executives and managers to drive 
full-sized cars with V-8 engines, 
buyers find that some brass 
actually request more economical 
cars. The president of TRW gave up 
a big Oldsmobile 98 for an Olds 
Cutlass. 

Fleet managers also find they 
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lf you've already invested 
ina 9200 or 9400, 


it will pay toinvest 


another 155 


For just a 15% stamp, you can use this coupon 
to get an informative guide that will help you 
get more out of your Xerox 9200 or 9400. 


Nashua has put everything you really want to 
know about these sophisticated copier/dupli- 
cators into non-technical, easy-to-understand 
language. You will learn how your machine 
works, and what to do if it doesn't work. It’s all 
in this handy updated Operational and Trouble- 
Shooting Guide that complements the exten- 
Sive manual that came with your Xerox 9200 
or 9400. Best of all, it's absolutely free! Just 
mail the coupon today, and Nashua will rush 
yOu a Copy. 


Office Products Division 


Nashua Corporation 

44 Franklin Street 

Nashua, New Hampshire 03061 
Attention: W. Bradlee 

Office Products Division 


| have the following number 
of Xerox Copier/Duplicators: 
—— 9200 

_— 9400 


My average total monthly 
pe volume | IS. 


Xerox. 9200. 9400 are registered trademarks of Xerox eres 


Name SSS Se 
Company =ss—st*=<~*‘~*S*CSCSC*Se HON 

a re 

City Span ee 

Sate ip Code 
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One of the new cars that is attracting 
considerable interest is Chrysler's “K” 
car, here being driven off the assem- 
bly line by Chrysler Chairman 

Lee lacocca. 


must balance the need for higher 
corporate fleet mileage (CAFE) 
against salesmen’s egos, bruised at 
being forced to downsize from, say, 
a Pontiac Bonneville to a less 
powerful Chevrolet Malibu. 

Here’s how companies are 
attempting to control the escala- 
tion of fleet costs: 

eLarge V-8 models are being 
replaced with smaller ones. For 
example, Ohio Bell’s more than 
600 Cleveland area cars were at 
one time all full-sized. Fleet 
manager Jim Shaw says that now, 
with the exception of .20 execu- 
tives, all of the cars are Chevrolet 
Chevettes (subcompact) and Cita- 
tions (compact) or Plymouth 
Horizons (subcompact). Even 
repairmen who once drove vans 
are experimenting with hatchback 
compacts. 

eFleet buyers no longer 
purchase big, optional engines. 
Sherwin Williams Inc. hasn’t 
bought an eight-cylinder car since 
1978. Most of the company’s 600 
cars are mid-sized Ford Fairmonts, 
Chevy Malibus, and Olds Cutlass- 
es with six cylinders. 

eMany firms are trading in 
cars sooner, both to avoid high 
maintenance costs and to obtain 
more resale dollars. This is true for 
both leased and purchased vehi- 
cles, since leasing contracts take 
into account the leasing company’s 
estimate of resale value. The cost 
differential between large and 
small is narrowing at the same 
time that smaller, high mileage 
cars are fetching relatively higher 


Compact car trend speeds up 


down: 10%, su 


Rapid increases in automobile 
costs are triggering a massive shift to 
small cars in fleets. 

Six of 10 cars that will be ordered 


in the 1981 model year will be 


Two years ago, less than 10% of new 
car buys were smaller than intermedi- 
ate size. 

Cutting costs. There’s a big 
push under way to trim fleet costs. 
The annual cost of operating a very 
small car, such as a Plymouth 
Horizon, is $1125 less than the cost of 
operating a Chevrolet Malibu, 
according to a study by Runzheimer & 
Co. Costs for 22,000 miles annually, 
based on a three-year retention rate 
are $3423 for the Horizon and $4548 
for the Malibu. 

Here’s how new car orders break 


resale prices. 

“If we're going down to 
smaller engines, that gives us 
better resale when we trade in the 
car or sell it. But if you have eight 
cylinders, you don’t have the 
market for them,” explains Tobie 
Valencia, manager of the 250-car 
fleet of Purex Corp., Carson, Calif. 

Cramped style. Switching to 
smaller cars is not without 
problems, since salesmen are often 
used to big cars and the status they 
confer. It therefore may take more 
than one buying cycle to ease 
employees down to models _ that 
fit the company’s economy plans. 

Take the example of Morton 
Salt Co., Chicago, which is shifting 
its salesmen from full-sized autos to 
intermediate Buick Centuries and 
Ford Granadas. Says Purchasing 
Director Ralph Dixon, “We’ve got 
(General Motors’) X-cars on our 
list and would like to go to the 
smaller cars, but we think we’ve 
got a morale problem and it might 
get worse if we downgraded the car 
again this year.” 

Managers at Signode Corp., 
Glenview, IIl., are getting 
mid-sized cars with six and four 
cylinder engines, but to compen- 
sate, are receiving more factory 
options. The company’s mix for ’81 
is changing from 15% inter- 
mediate and 85% full-sized to 15% 
full-sized and 85% intermediate. 


Explains a spokesman, “If 
we're going to make our managers 
buy little cars, they ought to be 
nice little cars.” 

Availability problems. An- 
other problem associated with 
popular small cars is their 
sometimes lengthy leadtimes. 
Many companies, like many 
private car buyers, found last year 
that GM’s delivery performance of 
the highly touted X-cars was often 
months behind orders. The result: 
many purchasers choose restyled 
conventional cars, such as Olds 
Cutlass or Chrysler Cordoba, 
rather than risk being stuck 
waiting six months for newer but 
higher mileage models. 

Many are looking earnestly at 
the newest entries in the front 
wheel drive compact class, but are 
worried that Ford’s Escort/Lynx 
and Chrysler’s Aries/Reliant 
might suffer delivery problems 
as GM’s X-cars did last year. 

Even as fleet cars shrink, 
some conditions will remain 
constant, at least for the foreseea- 
ble future. For one thing, cars are 
still mostly ordered with air 
conditioning and automatic trans- 
missions, options viewed 
as necessities, especially where 
salesmen transport customers. 

For another, foreign cars are 
nearly universally shunned by 
fleet buyers. And most companies 
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Let new ideas 
work on your 


] T tl ] 
Cis je\8 ION TTX. 

emp The activities that can be considered parts of the “physical distribution” 
function are not only diverse but sometimes conflicting. They are costly, eating up 
some 20 to 40 percent of the sales dollar. And their performance has immediate 


impact on profits and long-term on market penetration. 
It’s now evident that effective management of these activities requires a 


systems approach, with comprehensive cost tradeoff analysis to determine the 
departmental practices that best answer corporate goals. 

Crucial to this approach is advanced information management capability, 
which clearly entails sophisticated voice and data communications to integrate these 
activities into an interactive total system. 

Bell System studies of distribution management across a broad range of 
industries have produced a unique body of pertinent knowledge. Elements include: 
Means of identifying like and different requirements among industries and between 
companies. Recommendations for optimum relationships among, for example, order 
processing, inventory management, warehousing and transportation. And finally, of 
course, the Bell System’s unparalleled competence in the design, development and 
maintenance of information management networks, involving voice, data, video and 
facsimile in any combination. 

A call to your Bell Account Executive can put this knowledge of physical 
distribution to work for your company. 


The knowledge business 
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Toyota's new gas, LPG, and which consolidates all hydraulic interchangeable with Toyota's 


diesel-powered cushion-tire functions in one easily accessible —§ pneumatic line. That means that 
(3,500 Ibs. to 6,000 Ibs. load area; added more space in the you can have the full benefit of 
Capacity) lift trucks were engine compartment for installa- Toyota's 94 percent parts fill rate. 
designed to serve your needs tion and repairs; and engineered That also means that the optional 
and to be easily serviceable. an easily removable instrument items for the pneumatics are now 
panel. available for the new range of 


Toyota has developed a number 

of innovations such as our Central And most importantly, most parts 

Hydraulic Power System (CHPS) for the new cushion-tire trucks are At Toyota we design our trucks to 
meet "a s needs. 


TOYOTA...AT YOUR SERVICE 
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TOYOTA INDUSTRIAL TRUCKS 
WHEN YOU NEED A LIFT 


Toyota Industrial Trucks, U.S.A., Inc., 1041 East 230th Street, 
Carson, California 90745, 800/528-6050 ext. 1289 
For more information circle 18 u 
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still allow employees some choice 
of models and option groups. 

The majority of companies 
lease; many that purchase are 
leaning toward leasing. Louis 
Posinelli, national fleet manager 
for Ford, says leasing looks more 
attractive because of the rapid 
depreciation of cars, the tax 
benefits firms can accrue, and 
because leasing frees up expensive 
cash for other corporate uses. 


WASHINGTON ef 
Seven policies 
to cure inflation 


Candidates have been making 
a lot of promises about how they 
would cure inflation—if elected. 
With a new congressional year 
about to start, what actions should 
p.M.sS be looking for to know that 
meaningful help is on the way? 

‘“‘In my judgement, the cure 
for inflation is embodied in seven 
distinguishable options that are 
before us today, waiting to be 
chosen and followed to their logical 
conclusion,’’ says Robert Holland, 
president, Committee for Economic 
Development—a non-profit edu- 
cational and research organization. 

Holland, wearing the hat of 
an economist, would select four 
approaches. 

eFirm and sustained monetary 
restraint. ‘‘This policy involves 
holding rates of growth of money, 
credit, and liquidity low enough 
and tolerating real interest rates 


_—— 
et 


Holland on inflation: We should 
learn from experience. 


high enough to drag the rise in the 
overall price level to a halt.”’ 

eTougher fiscal restraint. ‘‘At 
the least, this kind of policy 
teamed with (firm monetary policy) 
reduces the money-creating pres- 
sures in the banking system and 
lowers the real interest rate 
to more investment-encouraging 
levels,’’ says Holland. 

ePrograms to encourage in- 
vestment and production. One 
mentioned by Holland is acceler- 
ated depreciation for all forms of 
physical investment. 

eReduction of barriers to a 
more efficient marketplace opera- 
tion. Holland suggests eliminating 
minimum price and wage agree- 
ments, and excessive regulations. 

Sharing the costs. ‘‘The 
political scientist in me says that 
our society will insist on more 
overt sharing of the costs of the 
anti-inflationary struggle.”’ 

To satisfy this demand, 


Holland would include three other 


elements to an inflation-fighting 
program. 

1. Measures to hold down con- 
sumption and boost saving. For 
example: A value-added tax to 
replace a part of taxes on income. 

2. A helping hand for markets 
“that cannot do well enough them- 
selves.’’ That could include govern- 
ment funding of training programs 
for the hard-to-employ. 

3. ‘‘Government influence 
focused directly on private price 
and wage setting actions.’’ That 
could range from gentle prodding 
to mandatory guidelines. 

Holland adds, ‘‘At a terrible 
cost, these past three and one-half 
decades have provided us with a 
progressive education in inflation 
that can help us cure it if we have 
the discernment to recognize that 
cure and the will to take it.”’ = 


NAPM NEWS 
Training via TV 
continues to surge 


Video cassettes are increas- 
ingly being used as the medium for 
NAPM training programs. This is 
especially true as the popularity of 
TV recording and playback devices 
increases. 

“The future in education is 
through video media,” says R. 


TV cassettes are a natural for all 
types of training applications, says 
NAPM’s R. Jerry Baker. 


Jerry Baker, NAPM’s executive vp, 
who ticks off the following 
applications for training via TV: 

®Monthly meetings of large 
associations. 

eNight study groups of 
individuals—possibly one hour a 
night for eight weeks. 

eSeminars scheduled by small 
associations. 

@On-site viewing at small- to 
medium-size companies. 

eIndividual study programs 
paced to personal development 
needs. 

The convenience and simplici- 
ty of today’s taping equipment also 
opens up new possibilities as to 
what’s to be recorded for future 
use. Latest example: an all-day 
seminar on purchasing manage- 
ment, led by Dr. Russ Morey of 
Western Illinois University. The 
TV-taped session provided six- 
and-a-half hours of cassette time 
which has now been edited by Dr. 
Edward J. Bierman, NAPM’Ss 
director of certification. 

According to Dr. Bierman, 
who is also producing a student 
handbook and instructor’s guide, 
this latest management training 
program comprises five cassettes. 
They cover planning, organizing, 
staffing, actuating and coordinat- 
ing, and controlling. The tapes are 
designed to prepare individuals for 
the c.P.M. exams, and will be 
available separately or as a 
package program. Prices have not 
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PSE&G, 
you ve been letting 


Hammermill do 
your paper work 


for over SO years. 
Why? 


“To tell the truth, | innerited 
the relationship with 
Hammermill papers from my «—— 
predecessor. And he 
inherited it from the man 
before him. But that’s not 
why | keep buying 
Hammermill papers.” 

The speaker: 
George Oakes, Ill, 
supervising Buyer of 
Office Equipment 
for Public 
Service Electric 
& Gas, New Jersey’s largest utility. 

“Our paper needs have 
changed considerably over the 
years. Not so long ago, our 
reproduction center was an offset 
shop. We ran Hammermill bond 
papers, offsets, cover stock and 
even card stock. We still soecify 
them for outside jobs. 

“Today, we keep three Xerox 

ii Duplicators running flat out at 

| | our present 
headquarters in 
Newark. And 
two more at our 
nuclear plant at 
Salem, N.J. This 
year alone, we'll 
go through 
more than 50 million sheets of 
Hammermill Fore Xerocopy. 

“| buy Hammermill papers 
because they do the jobs they‘re 
designed to do, order after order. It’s 
very seldom | hear complaints from 
our reproduction people. 
They’re priced responsibly, 
too. I’ve always found 
Hammermill’s prices to be 
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consistently competitive.” 
“Let's not forget service,” 
adds Reproduction 
Supervisor Herman Leitz. 
“Hammermill, and the 
two Hammermill 
Merchants we buy 
through, see that we 
get the paper we 
need when we 
need it. And if we 
have a problem, 
they're always 
— johnny-on-the- -spot to 
See us solve it.” 

George Oakes sums if up: “Why 
Hammermill papers for over 50 
years? Quality, price and service for 
over 50 years. It’s that simple.” 

How about 
mentioning variety, 
George? We make a 
suitable Hammermill 
Graphicopy paper for 
every printing chore — 
21 grades and nearly 
200 itemsinall. And me —« " 
because Graphicopy is stocked in 
quantity by most Hammermill 
Merchants (they’re in over 135 major 
cities), you get one-stop paper 
shopping. (And we stock plenty of 
Rollicopy for small web presses.) 

Ask your Hammermill Merchant 
for samples of Graphicopy — and 
sample books. Or write us ON your 
company letterhead: 

Hammermill Papers Group, a 
division of Hammermill Paper 
Company, Erie, PA 16533. 


Let Hammermill 
do the paper work. 


yet been determined, but the 
material will be offered to 
non members as well as members 
of NAPM. 

“We’re taking full advantage 
of one of the most effective media 
available today,” says Bierman. 
“The tapes will help in indepen- 
dent study programs as well as 
group sessions.” Si 


COST REDUCTION 


Vendor aid cuts 
McCulloch costs 


LOS ANGELES—McCulloch Corp., 
the chain saw maker, is using an 
ambitious cost-reduction program 
to cut the rate of inflation in half. 

The program includes a 
$1-million fund available to 
suppliers for the purchase of 
capital equipment to make parts 
for McCulloch at lower cost and, in 
some cases, higher quality. Case in 
point: McCulloch last year paid for 
a rotary spot welder to be installed 
in a supplier’s plant to replace an 
outdated welding process. Benefit 
to McCulloch: Production costs for 
parts involved were slashed 35%. 

Not a giveaway. “We're not 
giving money away,” says Dale 
Gehr, McCulloch’s director of 
purchasing. “We expect at least a 
one-to-one payback during the 
first year and we usually get a 
higher return than that.” 

During the last three years of 
its cost-reduction efforts, McCul- 
loch estimates it has experienced 
66% less inflation than other 
companies, using the industrial 
commodities price index as a 
barometer. 

Another key part of McCul- 
loch’s inflation fighting effort 
brings suppliers into the compa- 
ny’s plants and sends purchasing 
personnel out to supplier plants to 
conduct seminars and a videotape 
program on _ cost reduction 
techniques. 

This year, McCulloch invited 
suppliers to a cost-reduction 
seminar at its Lake Havasu City, 
Ariz., plant. Representatives from 
56 companies across the U.S. went 
to the desert community for the 
meeting. 

Gehr asked suppliers to 
submit cost reduction ideas on 
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Buyer Donna Ristow (I.) explains manufacturing process to suppliers 
during a cost-reduction program at McCulloch's Arizona plant. 


parts supplied to McCulloch. The 
best ideas are being funded by 
McCulloch. ‘We prioritize the 
suppliers’ ideas and allocate the 
funds immediately,” says Gehr. 

In a classic piece of upstream 
missionary work aimed at helping 
McCulloch suppliers buy better, 
Gehr presented a number of 


TRANSPORTATION 


cost-reduction ideas to the assem- 
bled vendors. Among the tips: 
eCreate competition. “This is 
what I use on you,” Gehr told 
them. “You should use it on your 
suppliers.” 
eConsider new specs. 
eBuy in volume if possible. 
@Use value analysis. a 


Carrier Act frees more 
farm co-op truck space 


The Motor Carrier Act of 1980 
produced a windfall for farmers’ 
trucking cooperatives, but indus- 
trial shippers can benefit, too. 

Because of the act, trucks 
operated by cooperatives can now 
carry up to 25% of their annual 
tonnage in non-farm goods. The 
old limit was 15%. In effect, 
capacity available to shippers 
using the low cost, flexible 
cooperatives just shot up by 10%. 

One-way traffic. There’s a 
catch, though. In general, the farm 
cooperatives will only ship in the 
general direction of the farms they 
serve, notes James Burt, vice- 
president of T.L.c. Farm Lines of 
Fenton, Mo., one of the country’s 
largest farm truck co-ops. 

That’s because the trucks are 
fully loaded with produce when 
they leave the farmers’ markets. 
In T.L.c.’s case, for example, nearly 
all of the member farms are in 
California, so when the trucks are 
eastbound, they can’t accept 


non-farm (regulated) cargo. 

But when they’re headed back 
to their points of origin, farm co-op 
trucks can offer several shipping 
advantages: 

@Since they don’t have to file 
their rates with the Icc, operators 
can often quote a price on the 
phone and begin accepting cargo 
immediately. 

eAlthough all of a co-op’s 
trucks may originate from a single 
general area, they branch out as 
they head towards the various 
urban centers with farm goods— 
Boston, Chicago, or St. Louis, for 
example. Thus, for some multi- 
plant companies, it’s possible that 
a single co-op can serve several 
locations. 

eShipping rates, co-op opera- 
tors claim, are often far lower than 
those of commercial carriers, 
because co-ops are nonprofit. Any 
profits they do generate are 
distributed to farmer members as 
annual dividends. 
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Parker... 


Is in“Great Shape 
to help keep your 
cylinder costs down... 


Check our cylinder pricing program 


[Y¥f USER Discount 
[Y¥f OEM Discount 


PLUS 
[¥ Dollar Volume Program... 


(Wf Single Order or Annual 
Dollar Volume Discount 


. ’ 
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me, 


| Check today! 


Yes, | want to know how Parker can help me reduce our cylinder 
costs and help increase our production. 

[ Yes, send me a Parker Cylinder Reference Guide Catalog 0800, 
complete with cylinder cost saving innovations and benefits. 
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OR check with your local Parker distributor listed in the yellow pages. 


Parker Hannifin Corporation 
Cylinder Division 
501 South Wolf Road 
Des Plaines, IL 60016 
ee (3.12) 298-2400 _ 
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buys from all angles 


By Somerby Dowst, c.P.mM. / Managing Editor 


Buyers must get out from behind 
their desks and into their own and 
supplier plants if they want to rack 
up “real world” savings. So says C. 
Brooks Newsome, vice-president— 
purchasing for St. Regis Paper Co. 

“How can you do a value 
analysis study if you don’t know 
everything about the item or 
material: what it’s made from, how 
it’s made, what you use it for, and 
all the rest of it?” Newsome asks. 
“That means getting together with 
operating and technical personnel. 

“What’s more,” he adds, “it 
takes equally in-depth knowledge 
for purchasing to establish long- 
term supply assurance of the 
commodities it buys.” 

A veteran of 28 years with St. 
Regis, Newsome had spent most of 
that time in finance before being 
named purchasing vp in 1979. As 
a financial exec, he says in an 
interview in his 40th floor 
Manhattan office, he has always 
been aware of the “tremendous 
impact” that good purchasing can 
have. “The savings go right to the 
bottom line.” 

Can’t afford myopia. Every 
department in any company, 
Newsome continues, should be 
aware of the financial implications 
of its actions. And, yes, that even 
includes accountants and other 
financial specialists themselves— 
who can sometimes lose sight of 
the long view. 

“I stressed this when I was in 
financial planning and control,” he 
says. “I reminded the staff of the 
charge that’s sometimes leveled at 
finance specialists—that they’re 
the ones with green eyeshades and 
sleeve garters. I told them that 
anyone who didn’t understand the 
long-range implications of what he 
was doing would probably remain 
a bookkeeper. 

“The same thing is true in 


purchasing. A buyer who doesn’t 
look at his commodities from all 
angles will probably stay an 
order-placer.” 

To give buyers time for getting 
out in the plant, Newsome 
recommends that plant purchasing 
managers explore simplified buy- 
ing systems such as blanket 
orders. “There are only so many 
hours in the day. Obviously there 
must be checks and balances and 
good auditing controls. We insist 
that every transaction be covered 
by a purchase order, a receiving 
report, and an invoice. But that 
doesn’t mean that there has to be a 
separate p.o. issued each time.” 

Reduce paperwork. Increas- 
ing the use of blanket orders, in 
fact, is a common goal across the 
entire St. Regis purchasing 
community—which includes large 
and small plants in many different 
sections of the country. Ideas on 


“If our buyers know suppliers’ 
products, and suppliers know ours, 
we gain mutual benefits.” 


Viewpoint 


C. Brooks Newsome of St. Regis Paper Co. 
Study your commodity 


paperwork simplification are also 
shared at meetings of purchasing 
managers. The same subject gets 
coverage under a continuing 
purchasing training program, 
which in turn is supplemented by 
two corporate St. Regis efforts. 

The purchasing training 
program is dubbed “performance 
support.” Its objective is to train 
both new buyers and established 
purchasing managers. “We want to 
improve performance in all the 
techniques of purchasing,” says 
Newsome. “That means value 
analysis, operational knowledge, 
awareness of the product and of 
supplier processes.” 

Selected new buyers, in 
addition, are enrolled in St. Regis’s 
training program for entry-level 
professionals. This is a 17-week 
program under which students 
spend time in every department of 
one of the larger mills—soaking up 
knowledge through actual obser- 
vation and experience. 

Plaudits for audits. Another 
corporate training program, “Fi- 
nance for Non-Financial Manag- 
ers,’ is one that Newsome—not 
surprisingly—récommends that 
purchasing managers attend. 
Sessions are held regionally, in 
two one-week schedules three 
months apart. “This is an 
opportunity to learn how to assess 
a balance sheet or read an annual 
report—which can be awfully 
important in vendor analysis.” 

According to Newsome, closer 
scrutiny of suppliers and of 
long-term material availability 
will be even more important in the 
1980s. “When a company is 
planning long-range capacity 
expansion projects and new 
product introductions, it can’t just 
assume that purchased materials 
and supplies will be available at 
some point out in the future. There 
must be a team forecasting effort 
utilizing every available tool.” 

One of those tools, says 
Newsome, is vendor information. 
“If our buyers know suppliers’ 
products, and they know ours, we 
gain mutual benefits.” a 
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PERFORMANCE 
PROBLEMS WITH 

YOUR METAL WORKING 
LUBRICANT/COOLANT? 


Celanese has a suggestion. Heptanoic and 
pelargonic acids. 


These highly linear, totally synthetic fatty acids 
have some unique properties that could improve 
the performance of your lubricant/coolant. They 


«help wet the metal 

* prevent foaming 

¢ contribute lubricity 

¢ reduce viscosity 

* control pH 

¢ prevent emulsification 


Our new unit in Bay City, Texas is producing 40 million 
pounds per year of these acids. And to assure you of a 
reliable supply and prompt delivery, they are stored in our 
terminals in Newark, New Jersey and Chicago, Illinois. 


For product literature and samples, call 214-689-4853. 
Or write: Celanese Chemical Company, Inc., 
1250 West Mockingbird Lane, Dallas, TX 75247 


Pownce CELANESE... THERE'S NO SUBSTITUTE FOR COMMITMENT. 
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What killed the 
good old days 


Don’t hold your breath 


waiting for reindustriallzation 


The real purchasing job 
Is supply assurance 


lf you don’t make changes, 
your replacement willl 


By John F. O’Connor / Editorial Director 


Right now, we’re operating in a time of plenty for most 
products and materials. But for the long term, the days when 
you can almost reach back on vendor shelves and pluck off 
whatever your company needs when it needs it are proba- 
bly gone forever. 

The reasons behind the disappearance of the good old 
days are well known to purchasing pros: In some materials 
areas, were just plain running low on supplies. In others, supplies 
are in the wrong place—for us. What’s more, there are more 
customers for materials today—more countries and companies 
bidding for what’s available. 

In still other instances, the problem is a lack of manufacturing 
capacity. RoI has not been adequate enough in certain areas to 
justify manufacturers’ reinvestment in new capacity. Result: 
You’re sure to face recurring situations in which demand 
outpaces supplier ability to produce. 

And, despite all the headlines heralding reindustrialization 
and the discovery of supply-side economics, you can’t afford to wait 
for help from any outside sources, other than your most reliable 
suppliers. Purchasing’s mandate is crystal clear: Your single 
most important chore is to assure the long-term availability 
of key supplies for your company. 

Indeed, one of your more articulate colleagues, GTE 
Lenkurt’s David Steinberg, contends, “supply assurance is 
the next phase of what used to be known as purchasing.” 
(See PURCHASING; Sept. 4, 1980; p. 35). Steinberg points out that 
purchasing is only part of his function and he has taken his job “far 
deeper into the operations of my company.” That clearly is where 
you’re going to have to go to handle the changes taking place 
all around you. Some specifics: 

eYou’re going to have to move farther upstream in the 
new product planning process within your company. You 
can’t wait for requisitions or bills of materials. Reason: Too many 
potentially scarce, imminently unavailable, or otherwise volatile 
items are written into products by non-purchasing types before 
that point. 

eYou’re going to have to exercise tighter materials 
control. Your department may have to take over inventory 
control and salvage—if you don’t already handle them. You may 
have to appoint individual commodity watchers, move into materi- 
als management, master MRP, and even centralize, at least at the 
policy level. Reason: Global supply uncertainties can’t be handled 
by local buyers dealing with local vendors. 

eYou’re going to have to sharpen and expand your own 
forecasting efforts. Your company needs forecasts and 
answers precisely in those areas where you happen to be the sole 
in-house information source. 

eYou’re going to have to keep top management fully 
posted on key energy and supply situations describing their 
potential impact and spelling out specifically how alert non-pur- 
chasing types can help alleviate problems. 

@Most important of all, you’re going to have to adjust to 
an ever-accelerating rate of even more change. a 
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Think of your empty spaces 
as cubic dollars. 
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Penco shelving: custom spaces 
within spaces for eliminating 
confusion, speeding retrieval. Penco 
makes a wide variety of sieel shelving—22 
Shelf sizes in 8 load classes, in stock for 
immediate delivery. 

Fabricated from heavy gauge steel and 
formed on all 4 sides with welded corners. 
Penco shelving lasts. Circle reader ser- 


vice number for full line catalog. 


PENCO 
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Penco storage rack can organize all 
today’s inventory. And still be 

ready for tomorrow’s. High strength 
steel Penco Rack offers you higher load- 
ing capacities with less weight. Quick and 
easy to install. It is designed in accord- 
ance with AISI Specifications and may 
be furnished to meet RMI and all other 
codes. The matching design makes it 
flexible enough to be changed to meet 
new needs. For full line catalog circle the 


reader service number below. PrancoW 
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Penco Wide-Span: efficiency for 


inefficient shapes. If you stock bulky | 


items that are too light to store on a cost- 
lier rack, too large lor standard shelving. 
Penco Wide-Span can save you money. 
Extremely rigid, it is higher. wider and 
deeper than shelving and designed for 


easy assembly. Circle the number on the ' 
reader service card for full line catalog. | 
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Your Penco distributor finds cubic feet you didn’t think you had. With the infinite 
combinations of Penco shelving, Wide-Span and rack at his command he can save you 
the cost of added warehouse space. At today’s building and real estate costs, that’s a 


lot of cubic dollars. 


SUBSIDIARY VESPER CORPORATION 


Penco’s full line products provide sound solutions to storage and work area prob- 
lems. A shelving, Wide-Span or rack system can eliminate bottlenecks and speed work 
flow. Penco shop furniture and lockers can make a more efficient work environment. 
Penco Products Inc., Dept. 40, Oaks, PA 19456. (215) 666-0500. 


Penco mezzanine systems can 

double the size of your warehouse. 
Penco distributors can show you how to 
maximize your cubic feet of space with a 
heavy duty mezzanine shelving system. It 
can easily be installed with standard tools 
and is designed so you can add on as 
required. Circle the number for full line 


catalog. SrancoW 
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Penco Lockers. They save you 
maintenance and replacement 
dollars. Penco steel lockers begin with a 
pre-paint phosphatizing that enhances 
durability. A baked-on premium enamel 
adds to the beauty and the strength. Van- 
guard and new recessed handles lock in 
personal belongings. These features 
make Penco lockers durable, attractive. 
secure—and cost-effective. Send for liter- 
aturé by circling the number on the(re- 
sponse card. 


From the distributor who values your trus 


Penco shop furniture. A tough line 
that looks good, too. Penco work 
benches. cabinets. stools, tool stands, 
service carts and other units are the ways 
by which your Penco Distributor plans 
human working space. Like anything 
that’s engineered for function, these care- 
fully designed pieces appeal to the person 
using them. For more information on 
shop furniture. gircle the reader service 
card\number: 
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There’s more to buying 
socket screws than 
meets the eye. 


Socket screws may look alike but they’re not — and neither are the 
people and the service behind them. 


Whatever your requirements are in socket screw products, the need 
for quality and dependability, along with on-time delivery, is ever present. 


At Camcar, there’s the kind of pride in designing, producing and 
delivering superior products you'd expect from the industry’s leading 
innovator. That same pride, combined with the latest fastener 
technology and engineering expertise, provides you with one of the most 
reliable sources of socket screw products in industry today. 


Our socket screw products are made from carefully selected and 
analyzed raw material, then critically inspected at every production step. 
Each manufacturing lot is then assigned a permanent identification 
number to give you complete traceability of quality in the finished product. 


This same special attention to quality of product is 
exercised in service as well. Technically trained Camcar 
Field and Customer Service Representatives, working 
with your local distributor, provide personal service and 
years of industrial experience, as well as prompt delivery. 


For complete information on the full line of Camcar 
socket screw products, see the Camcar distributor serving 
your area. 


SOCKET SCREW PRODUCTS | 


CLIT TEXTRON 


Camcar Division of Textron Inc. 


1302 Kerr Drive - Decorah, lowa 52101 
319/382-4216 


SOCKET HEAD 
CAP SCREW | 


s. « Sis 
3/8-24 x )’/2 
100 


Shapes that fasten and save * is a registered trademark of Camcar Division of Textron Inc. 


Principles 
and tactics 
Part three tionary times, there are two re- 


Ask: What’s 
different about us? 


Concessions can go 
beyond money 


Tactics aimed at 
vendors’ overconfidence 


By Dr. Chester L. Karrass 


Finishing up our discussion of the 
10 principles and tactics that are 
especially important during infla- 


maining principles: 

elt doesn’t apply. No matter 
how well a set of statistics seems to 
fit the argument for a price rise, 
consider taking the approach that 
the data don’t apply. 

There can be many reasons 
why the data don’t apply to the 
particular circumstances. Human 
error, mixups, data collection 
problems, averages, break- 
downs, timeliness, shortcuts, programming constraints, and 
more conspire to generate less than first-rate numbers. And 
if that isn’t enough, you can accept the figures but argue that they 
cannot be used to forecast the future. 

eFunny money concessions. Many concessions can be won 
from the seller, not because they are minor but because they do 
not easily translate into real dollars. They are what can be 
called funny money issues. 

Funny money can be big money. In fact, such concessions 
can substantially offset the seller’s requested increase. Why 
should he give in? Part of the reason lies in the fact that the seller’s 
profits are doing well with the increases he’s been getting. Another 
reason is that the concessions are not easily measurable in 
terms of real money. If they were, you might not win them so 
easily. 

These 10 tactics and principles are certainly not the only ones 
that work. But negotiation in times of inflation requires more 
tact and planning than in ordinary times, and your ap- 
proaches must be a bit more subtle. Reason: During infla- 
tionary times, sellers gradually become confident that their 
increases will not materially affect demand. 

The longer inflation persists, the more certain they become. 
Buyers themselves begin to accept increases with less challenge, 
which feeds the seller’s confidence that there will be no challenge. 

It is precisely because of this round robin that these 10 
approaches—higher authority, acceptance time, price feedback 
and committment from competing salesmen, nibbling, negotiating 
cost not price, the ego factor, high ground, learning from experi- 
ence, it doesn’t apply, and funny money concessions—work so well. 

Each of them is a subtle way of challenging the seller’s 
assumption that you will pay his price no matter what. @ 


Dr. Karrass specializes in negotiation, purchasing, and sales seminars. His 
12-hour Effective Negotiating video program is licensed by 136 of the nation’s 
500 largest companies. He is author of How to Fight a Price Increase, 
Negotiating Game, Give and Take, and How to Work with Your Employees to 
Improve Their Performance and Your Own. For more information on Cone 
and seminars: Karrass Seminars, 2066 Westwood Blvd., Los Angeles, Calif 
90025 (213) 476-4554. 
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Stainiless—largest plate and coil inventories in the service Aluminum—sheets, interleaved, packaged, banded and 
center industry. Big stocks of carbon and alloy plate too, stacked for Secure shipment “And as the large photo 
over 55,000 tons up to 14” thick indicates, Jarge inventorias ofearbon sheet and coil. 


Tubing—more than 1,700 items in stock. Plus complete 
stocks of pipe including industrial plastic. Hot rolled and 
cold finished bars in all sizes and types. 


Now you can 
approach 

zero inventory 
and still have all 
the steel and 
aluminum 
you need. 


Think about it. 


When you draw on our stock of 600 million 
pounds of steel and aluminum in 20,000 
grades, shapes and sizes, you can conserve 
capital and keep your cash flowing. 


Because when the metal you need is in our 
inventory, it doesn't have to be in yours. 


And when you buy from Ryerson, you get 
all the benefits of single-source purchasing 
from the nation’s largest supplier of steel, 
aluminum and industrial plastics. You save 
time and paperwork—often reduce invoiced 
prices when we can combine shipments for 
quantity discounts. 


We can supply all the standard items, structural 
shapes, plate, sheet and coil, bars, tubing, 
pipe, alloys, stainless, aluminum, industrial 
plastics. Plus some a bit more unusual 
including: forged steel bars up to 20 inches 
in diameter; special duty plate steel for 
pressure vessels. And %-inch coil we can slit 
to your specs or level and shear to any length. 


So why not use our stock to keep your 
inventories at the safe, economic level. Give 
the Ryerson service center nearest you a 
call today. 


> Ryerson 


an Inland Steel company 


These bars of steel 
may look alike to you, 
but not to Henry Vost. 


Only one is suitable for use in our valves and fittings. 


At Vogt, absolute quality is the rule, not our specifications. If it doesn't meet those 
the exception. That's why we operate a specifications, that steel won't be used in 
spectrographic laboratory 24-hours a day, our products. 

chemically analyzing a piece from every At Henry Vogt, the demands of quality 
bar of steel that enters our forge shop. make everyone work harder. But we won't 


We want to make sure that the chemistry doit any other way. 
of the pressure-containing parts is right for Write us for more details. Henry Vogt 
obtaining optimum physical characteristics Machine Co., Dept. 24A-PU, P.O. Box 
and high-integrity welds. 1918, Louisville, Kentucky 40201. 


And we want to make certain that the 
cS : 


steel we receive from our suppliers meets 
The standard since 1880. 
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Formalizing the 
informal system 


Allocate capacity 


before there’s a problem 


MRP handles 
rescheduling daily 


You’ve done most 
of this before 


By Oliver W. Wight 


There is nothing in MRP that 
purchasing people haven’t en- 
countered before. MRP in manu- 
facturing was simply a shortage 
list, which predicted shortages 
much further into the future so 
that they could be prevented rather 
than be found at the last minute. 
The same thing holds true for pur- 
chasing. These are the tools MRP 
provides: 

1. Allocating scarce capaci- 
ty. With mrp, a schedule is generat- 
ed for the vendor 6-8 months in 
advance. Out beyond the eighth 
week, the vendor is simply asked to confirm that material 
and capacity will be available to fit the schedule. This is 
allocating capacity before there is a problem. 

2. Rescheduling to reduce inventory. The old way of doing 
it was order launching and expediting. Rescheduling to reduce 
inventory was done only when the financial people got up in arms. 
With MRP—properly managed—rescheduling out as well as in is a 
normal part of day-to-day operations. 

3. Rescheduling in order to expedite. Every purchasing 
person has done this—moving one job out in order to move another 
job in. MRP routinely indicates which jobs are really needed. 

4. Blanket orders and releases. In the past, most blanket 
order and release systems broke down very quickly because there 
was no way to keep the releases scheduled correctly. As a result, 
there was a lot of last minute expediting, too much inventory, and 
all the other problems that go with poor scheduling. With an MRP 
system, if the master production schedule, the inventory 
record, and the bill of material are all correct, then the 
release date will always be synchronized with true produc- 
tion requirements. 

5. Answering the question “What do we really need?” In 
the order-launching world, the formal system ordered the material 
and put dates on purchase orders, but these rapidly became 
invalid. The informal system then was purchasing constantly 
calling production to ask, “What do you really need and when do 
you really need it?” A properly managed MRP system will provide 
valid “need” dates. 

So what’s new about MRP? Not much, really. In all probabil- 
ity, every purchasing person has done some of the things that are 
part of the MRP approach. The difference is that mrp takes the 
informal approach and formalizes it. The things we used to do after 
the chips were down now become part of the standard routine. 


The Oliver Wight Companies provide live education programs, video education 
rograms, software reviews, and publish books on MRP and MRP II (Manufacturing 
Resource Planning). Oliver Wight is author of Production and I: rae! 
Management in the Computer Age, and the new book, MRP I 
igs oy Resource Planning. For more information write: Oliver Wight 
an Shar oan 435, Newbury, N.H. 03255. Phone; 800-258-3862 or 
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What you see here is only a sample. Choose from 
our line of 3,000 products and you'll get the exact 
selection you need, all from one source. And 

just as important, the quality will be backed by 
“The World's Greatest Teolmakers.” 


machinists’ vises... 


dial indicators, test indicators 


M 1 rust-preventing lubricant... s: 


hack saws, hole saws... 


re 


Precision products in a dozen different categories, all 
sold through Industrial Distributors in over 100 different 
countries. Information? Write S : 
to The L.S. Starrett Co., Athol, ft {ft 
Massachusetts 01331. orre 
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dial indicating 


After 57 years, everything has 
changed except our service. 


“Service. That’s really our business. And 
service is what got us going. Once, early in 
our history, we paid a motorcycle dealership 
down the alley a monthly retainer to deliver 
our bearings. One day, a good customer 
called with a rush bearing order. Without the 
customer knowing it, | immediately 
dispatched the sidecar motorcycle with the 
bearing. | purposely kept the customer on the 
phone for a while. And, before we finished 
talking, he had the bearing in his hands. He 
was really impressed with our service.” 


Excerpted from an address 
to the Newcomen Society by 
J. M. Bruening. President 
and Founder of Bearings. 
Inc., on the i - Ae 


anniversary, J 
1973, in Cleveland, Sn 


Bearings, Inc. 


Corporate Office: 3600 Euclid Avenue, Cleveland, Ohio 44115 


Dixie Bearings, Inc. 


276 Memorial Drive, S.W. Atlanta, Georgia 30303 


Bearings, Inc. 


3600 Euclid Avenue, Cleveland, Ohio 44115 
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Federalism 
on trial 


The old compromise 
Is wearing thin 


Bureauracy replaces 
those accountable 


A move toward 


dividing up the power 


Washington outiocok 


By Daniel W. Gottlieb 


A fundamental problem of the nation received only glancing 
recognition in the presidential election debate. In many 
respects the problem has become so acute that anything the 
occupant of the White House does over the next four years will be 
severely limited by the problem. 

The problem? Our federal system of government just 
isn’t working. In the 10-year period between the end of the 
American Revolution and the approval of the Constitution in 1790, 
the country came close to falling into anarchy as 13 squabbling 
states tried to operate under the loosely drawn Articles of 
Confederation. The Constitution was a unique compromise 
that succeeded in keeping free that confederation of states 
but tied it to a relatively strong central government. Today, 
however, this grand compromise is suffering serious stress 
and just may be out of control. 

This problem has been building for the past two decades and is 
the central theme of the Advisory Commission on Intergovern- 
mental Relations (acir). This isn’t just an isolated report, but a 
compendium of reports that go back 20 years, backed by countless 
scholarly studies and statements from mainline politicos. 

ACIR claims the federalism developed by the founding 
fathers for a scattered agricultural nation is now groaning 
under the weight of a complex urban society. Today the 
system appears to be a “management muddle” that gene- 
rates “infighting” rather than cooperation between the Feds 
and the states and locals. | 

The causes? acir looks closely at the “American political 
process” itself. Furthermore, it feels the problem can’t be solved 
with glib talk about “partnership” in the federal system or “minor 
tinkering with the details of federal administrative practice.” 
Some of the causes of the mess pinpointed by ACIR: 

eBigness and complexity. 

eThe decline of political parties, which has “weakened the 
link between the governors and the government” and has made 
government seem remote and unaccountable. 

eThe growth of special interest groups—a driving force 
behind government expansion. 

eCongressional overload. Congress as a body is swamped 
with legislation it doesn’t understand and bombarded by special 
interest lobbyists. 

eThe rise of bureaucratic power. As political parties and 
other institutions lose power, the White House and Congress lose 
the ability to control the bureacracy. 

The solution? ACIR calls for a thorough assessment of the 
status of federalism, leading to a sharper division of labor. 
Translation: The federal government would assume responsibility 
for such services as welfare, social security, and housing, leaving 
to the states responsibility for such things as education, libraries, 
fire, police, and other local services. 

The trouble with that reasoning is, given the state of 
development we have now, how do we get agreement on any 
such division of responsibilities? The thought itself may take 
another decade to win any measure of acceptance. 
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Everything. Drills, taps, dies, 
reamers, end mills, milling cutters, 
carbides, hobs, Special-T inserts. 
Union is the source. 

Everything. Every standard. Nearly 
any special. From the factory to seven 
strategically located warehouses out © 
to hundreds of distributors across the 
country. Union is the source. 

Everything. Just a phone call ora 
short distance away. Thanks to 360 
top distributors and dozens of field 
application engineers. Union is the 
source of it all. 

For over 75 years, Union has been 
blending a tradition of honest, preci- 
sion craftsmanship with the latest 
ideas in metallurgy and manufactur- 
ing. So that when you look to Union 
for high speed steel cutting tools, you 
really couldn't ask for more. 

Contact your nearest Union distri- 
butor or write us for more information. 
Union, Athol, Massachusetts 01331. 


is UNION TWIST DRILL 
Litton 
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keep 
your operation at peak productivity. 


Moving material — faster, more efficiently and system design, and a conveyor belt to insure 
economically. That’s what your business is all compatibility with existing hardware. Plus expert 
about. That’s what our business is all about, too. field engineering and splicing services. 

With products to meet your needs. Hose. 


Conveyor belting. BFGoodrich makes a wide variety of air, water, 
Flexseal® — reduced-ply steam, and acid hose — in standard or custom- 
rubber belt. made constructions. 

Other products you need. 

BFG also produces V-belts, rubber liners, ball 

mill liners, protective clothing, and even disk 

brakes for your heavy-duty vehicles. 

Fast delivery and expert service. 

BFG distributors offer expert services like belt 
Advanced conveyor belt slitting, splicing, vulcanizing and hose coupling. 
engineering services. Contact The BFGoodrich Company, Industrial 

BFG makes hose for almost BEG can help you in many Products Division, 500 South Main Street, Akron, 


any service —some in lengths 


up to 600 feet. ways. With assistance in Ohio 44318. 


BFGoodrich 
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Steel Cable — for long or 
overland systems. 

High Tension — Polyester 
nylon fabric resists moisture 
and ply-separation. 
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Better purchasing hinges on 
improved communications with 
using departments. With other 
groups in the company generating 
material requirements, any 
buyer/requisitioner gulf has to 
rank high on the list of 
unaffordables. 

Just for starters, you'll be able 
to work a lot more efficiently with 
outside vendors, if all internal 
communications gaps have been 
plugged. 

One way to check the quality 
of in-house information nets: Ask 
your peers in other departments. 
But don’t limit your survey to 
old-timers, or to inventory or 
production control staffers you 
deal with every day. Query 
individual employees and manag- 
ers who may need to requisition 
something only now and then. And 
be sure to include new hires who 
are in specifying as well as 
authorizing slots. 

If you ask for candid opinions 
(and perhaps provide a vehicle for 
anonymous replies) you may get 
some surprises. The verdict may be 
that purchasing’s communications 
could be improved. If so, consider a 
three-way improvement effort 
aimed at: 

1. Refining the information 
you provide to requisitoners. 

2. Helping them relay their 
needs back to you. 

3. Defining the data you need 
for purposes such as negotiation. 

Here’s a checklist you can 
follow to see if you’ve looked at 
important areas of communica- 
tion: 

eLeadtimes. Of course you 
keep users posted on leadtimes— 
but how frequently? Is it just once 
in a while? Annually? Quarterly? 
The faster that leads move in or 
out, the more often you should 
report them. 

Can you narrow down the 


Basics for 


By Somerby Dowst, C.P.M. / Managing Editor 


Don’t lose contact 
with requisitioners 


classes on which you report leads? 
Some users may need the data on a 
part-by-part basis. Or by vendor or 
process. How about tooling delays? 
And transport time? Do requisi- 
tioners know the price/freight 
premiums that may have to be 
levied to get them out of a jam? 

@Requisitions. A little coach- 
ing in requisition-writing can pay 
huge dividends. In bigger firms, 
users may need to be reminded of 
different types—travelers, one- 
timers, combo-orders—and the 
purpose of each. In any firm, 
buyers can point out the taboos: 
stating delivery needs as “ASAP,” 
merging different classes of goods 
on one form. 

Tip: You can illustrate the 
right way to prepare a requisition, 
on the back of the form itself. Or 
include sample formats in general 
letters, manuals, or newsletters. 

eltem descriptions. Whether 
it’s an actual need or a forecast, it 
helps if requisitioners can specify 
what they want accurately. On 
repetitive buys, the copy of the p.o. 
or requisition that the user gets 
back will show how purchasing 
has edited the original version. 

Moral: Keep that copy legible. 

eAvailability. Aside from 
custom leadtimes, users need. to 
know what’s readily available as a 
standard that might fit their 
needs. Keep them posted on 
changing commercial tolerances. 
Be sure they have access to current 
catalogs and technical bulletins 
from suppliers. 

eEstimating. When you get 
an internal request for a price 
estimate, do you always know just 
what’s wanted? You ought to—or 
you may mislead your vendors into 
thinking that ballpark needs are 
on the verge of turning into firm 
commitments. 

Maybe it’s time for some 
guidelines to be developed for 


price-estimate requests. Think of 
questions that probably apply: 

What is the purpose of the 
estimate? Standard cost establish- 
ment? Make-or-buy studies? How 
close to reality must the figure be? 
Can this be expressed in percent- 
age terms? How long must the 
quote be good for? 

eBlanket orders. The me- 
chanics of long-term orders and 
systems contracts must often be 
spelled out to requisitioners. 
That’s the only way they can fully 
participate in the efficiencies of 
such plans. 

Requisitioner understanding 
of releasing methods is particular- 
ly important. One way to achieve 
it: Detail release systems on the 
contract copy itself. 

@Reporting. Don’t wait until 
a contract is about to expire and 
then hit requisitioners with a rush 
request for their opinions on its 
worth. Ask for regular reports on: 
material - quality, late delivery 
trends, typical release quantities, 
vendor’s technical help and 
emergency assistance, and recom- 
mendations on items to be added or 
dropped. With such data, you can 
negotiate more effectively when it 
is bargaining time. aa 


Editor’s note: Somerby Dowst's 
books, Basics for Buyers and More 
Basics for Buyers, are available at 
$14.95 each. Send prepaid orders to 


Kim Gorton, PURCHASING Magazine, 
221 Columbus Ave., Boston, Mass 
02116. 
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AMP 160 
_ Profile Dip Sockets. 
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system. So you can get 
all the sockets you need, 
whenever you need them. 
Wherever you are. 
What's more AMP 160 Profile 
Sockets are qualified to 
MIL-S-83734. And provide low 
cost, reliable packaging for IC's 
and substrates with up to 44 
positions, and offer wrap type or 
soldered interconnection capabilities. 
They're available in standard or 
economy versions, and both have anti- 
wicking, anti-bridging features with in-line 
or staggered grid contact patterns. One 
piece housings and contacts have wide 
chamfered lead cavities for easy IC insertion. 
AMP 160 Sockets also feature a 
ladder design which allows for easy cleaning 
and viewing of the circuit traces after 
insertion. And for added versatility, styles are 
available in strip form for use with packages 
having non-standard spacings. 
For the delivery details, or for more information, 
call the AMP.160" Profile Socket Information — 
Desk at (717) 780-8400. Or write us. 
AMP Incorporated, Harrisburg, PA 17105. 


AMP & DIPLOMATE are trademarks of AMP incorporated. _ 


AMP has a better way. 
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Meet a new foreign power: metric 
motors from Bodine. The first Ameri- 


can motors made to perform overseas. 


For 75 years, Bodine has been the 
leader in fractional horsepower 
motors. And our experience shows 
in our new full range of 62 metric 
motors and gearmotors designed for 
220/240 V, 50 Hz power input. Each 
is engineered to meet most inter- 
national standards for safety and per- 
formance. And each delivers Bodine’s 
reliable, dependable operation. 
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You'll also appreciate our foreign 
service. Our established international 
Distributor network ensures you a 
ready supply of Bodine products when- 
ever and wherever you need them. 


Bodine will keep your products 


working as well over there as they 
do over here. 


Send for more information. Bodine 


metric motors: your passport for 
better performance. 


BODINE 
ELECTRIC 
COMPANY 


Metric Motors/Gearmotors 


Small Motors, Gearmotors, Electron 
For Seventy-five years, “the power behind the leading products? 


2500 West Bradley Place 
Chicago, 60618 USA q 
Telephone 312-478-3515 Telex 25-36 16 
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Foreign Standards 
are not foreign — 
to BODINE 
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Motion Controls 


NOVEMBER 1980 
11-13:Second Minitech Confer- 


ence, Los Angeles Airport 
Hyatt House, Los Angeles, 
Calif. Sponsor: Society of 
Manufacturing Engineers, 
Box 930, Dearborn, Mich. 
48128. (313) 271-1500. 


New certification exam 
review of all four tests, 
McCormick Inn, Chicago, 
Ill. Sponsor: NAPM, 40 Plaza, 
Suite 2, Park Forest, Il. 
60466. Contact: Harry 
Wada, (312) 481-1043. 


Information Management 
Conference for Manufactur- 
ing (Purchasing Systems, 
Materials Handling, MRP 
Systems, etc.), McCormick 
Place, Chicago, Ill. Sponsor: 
Clapp & Poliak, 245 Park 
Avenue, New York, N.Y. 
10167 (212) 661-8410 


New certification exam 
review of all four tests, 
Dunfey Hotel, Atlanta, Ga. 
Sponsor: NAPM, 40 Plaza, 
Suite 2, Park Forest, Ill. 
60466. Contact: Harry 
Wada, (312) 481-1043. 


18-20: International Energy Man- 


agement & Facilities Im- 
provement Show, Merchan- 
dise Mart/Apparel Center 
Complex, Chicago, Ill. Spon- 
sor: Use Energy Wisely 
Committee of Greater Chi- 
cago, the Apparel Center 
Suite 1073, Chicago, Ill. 
60654. (312) 329-1191. 


18-20: Epoxy Resin Formulators 


fall meeting, Galleria Plaza 
Hotel, Houston, Texas. 
Sponsor: The Society of the 
Plastics Industry, Inc., 355 
Lexington Ave., New York, 
N.Y. 10017. Contact: Pat 
Toner (212) 537-9400. 


DECEMBER 1980 


2-4: 


Tool Show & Conference, 
Phoenix Civic Plaza, Phoe- 
nix, Ariz. Sponsor: Society 
of Manufacturing Engi- 
neers, P.O. Box 930, Dear- 
born, Mich. 48128. (313) 
271-1500. : 


7 MILLION POUNDS 
OF RIVETS IN STOCK 


For Immediate Delivery 
IN: STEEL - COPPER - BRASS 
STAINLESS STEEL MONEL 
ALUMINUM 1/16” dia. to 12” dia. 


Orders shipped same day as received. 
No orders too large or too small! 


JOBBER INQUIRIES INVITED 
Send for our complete catalog today! 


| e iay-cee sales compan 
i y-& QUALITY RIVET PEOPLE P y 


32864 Chesley Drive Farmington, Mi 48024 
Phone: (313) 47824150 
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“AT LAST! EUROPEAN CORDS - METRIC IN EVERY DETAIL 
"MADE IN U.S.A. BY J. PHILLIP INDUSTRIES INC. 


“MADE TO CONFORM To RIGIDCEEANDCENE LEC 
STANDARDS TO MEET HARMONIZATION STANDARDS OF 
ALL COMMON MARKET COUNTRIES. 


J: “Phillip Industries, Inc 


5715 Northwest Highway 
Chicago, Illinois 60646 
312/631-8480 TWX 910-221-5273 


WE DELIVER CORDS 
For more in 


el 


WHEN YOU NEED THEM 
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for 1981 


Harvard date 
yet to be set 


More on 


purchasing measurement 


Certification reviews 
for four tests 


Professional outiook 


More seminars Last month we gave the early line on the first half of NAPM’s 


seminar calendar for 1981. Here’s a look at the second half: 
eThe annual NAPM/Michigan State Univ. top managers 
seminar will be held in June at East Lansing, Mich. Definite 
dates, however, have not been set. 
eThe NAPM/Chicago purchasing seminar for women will 
be held June 7-10. Featured subjects: negotiation, problem-solving, 


‘real life purchasing, adjusting, gaining acceptance, avoiding pit- 


falls. 

eOn July 26-29, NAPM/Denver will hold a seminar at the 
Univ. of Colorado, Boulder. Topics: improving effectiveness, 
communication skills, law, VA, and vendor evaluation. 

- @The limited enrollment, Harvard Univ. Top Executive, 
two-week seminar will be held in either July or August—but 
no definite date has been set. 

@NAPM’s international seminar will be held at Las Vegas, 
Sept. 13-16. 

@A seminar for new and experienced buyers will be held at 
Louisville, Ky., Sept. 20-23. Sponsors: NaPM and Louisville PMA. 

@eNAPM and Chicago PMA team up for a seminar on 
purchasing measurement and control systems in September. 
Definite date has not been set. 

eIntroductory session on John Murray’s law seminar, 
sponsored by NAPM and Pittsburgh PMA, will be held at Pittsburgh, 
Sept. 24-285. 

@On Sept. 27-30, NapmM and Chicago PMA team up for an 
advanced buyers seminar. 

@NAPM and University of Oklahoma will sponsor s 
seminars on data processing in either September or October at 
Norman, Oklahoma. 

eA purchasing and materials management seminar will be 
held at Cornell Univ., Ithaca, N.Y., Oct. 18-23. 

@On Nov. 1-6, NapM and Houston Univ. conduct a purchasing 
and materials management seminar at the university's campus in 
Houston. 

@NAPM and PMA of Northern California team up Nov. 
8-11 for a seminar for new and experienced buyers. Subjects 
covered: negotiation, latest purchasing concepts, problem- 
solving. The seminar will be held at Palo Alto. 

eNew certification exam reviews for all four tests will be 
held at Atlanta, Nov. 15-18. Program is sponsored by NAPM 
and PMAG. 

eA seminar for new and experienced buyers will be held at 
Chicago, Dec. 1-4. 

e@NAPM/District III will hold a certification review of all 
four tests in Chicago on Dec. 6-9. 

eUniv. of Texas will hold an advanced data-processing semi- 
nar in December (dates to be announced later). 

For more information on the seminar programs, contact 
Director of Continuing Education, Harry N. Wada, 40 Plaza 
Suite #2, Park Forest, Illinois 60466. Phone: (312) 481-1043. 
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New Pierc-it’ rivets 
punch their own holes. 
Knock down production time... 


dramatically! 


Acme Pierc-it self-piercing 
rivets eliminate drilling, 
punching, critical alignments. 
Increase your production 
significantly with Pierc-it self- 
piercing rivets. No holes to 
drill (and no bits to buy or 
sharpen), no punching. No 
fitting a pre-drilled hole over 
the center pin. Acme Pierc-it 
rivets pierce and clinch in the 
same operation, in 
applications up to % inch 
combined material thickness. 


Strong, sealed joints— 
even in steel 

The closeup photo above 
shows why Acme Pierc-it 
rivets are extra strong in the 
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clinch and provide a tight 
seal. The rivet’s foot is flared 
outward when it is set, to grip 
like an arrowhead. The joined 
material actually failed before 
the rivet in our test cases. 
The result of intensive 
research and precision 
manufacturing, the new Acme 
Pierc-it rivet can pierce 
thicknesses that were 
formerly impractical. 


Join dissimilar metals, 
plastics to metals 

Acme Pierc-it rivets are 
ideal where welding is difficult 
or out of the question. They’ll 
even bond many plastics to 
metal without causing cracks 


or splits. Pierc-it rivets are 
available in aluminum, steel 
and stainless steel with the 
finish of your choice whether 
plated or painted. 


ideal for automated riveting 

Let Acme help you design 
and build a multiple-head, 
automated riveting system to 
knock down your production 
costs even further, using 
Pierc-it rivets. 


Call or write 

Our engineers will work 
with you to achieve maximum 
production with significant 
Savings and improvement in 
product quality. 


PELCO, ACME RIVET & MACHINE CORP. 
a subsidiary of Elco Industries, Inc. 
® 1200 Hendricks Causeway, Ridgefield, N.J. 07657 


Telephone: (201) 941-1050 Telex: 135-306 


Plant: Bristol, Connecticut 
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Labor 


Teamsters union not 
standing idly by 


Shippers and owners/operators of trucking com- 
panies are not the only ones anxiously watching the 
industry shakeout now occurring under the Motor 
Carrier Act of 1980. 

The International Brotherhood of Teamsters is 
also casting a wary eye on developments in trucking, 
the Teamsters’ traditional core constituency. 

For the world’s biggest trade union, hard times 
piggybacked by deregulation-induced turbulence can 
mean loss of some members and the disillusionment 
of others. 

On the other hand, vast new areas of potential 
organizing will be opened as more and more business- 
es, afraid of relying on common carriers, start their 
own in-house trucking operations. 

Only about 25% of the Teamsters’ membership 
are employees of trucking firms now. As this number 
shrinks, it will be counterweighted by gains in the 
bargaining units of companies whose primary busi- 
ness is something other than trucking. 

Those gains could take two forms: 

eTeamsters could compete with other unions for 
the right to represent existing groups of workers. 

eCompanies could find themselves bargaining 
with newly organized, small units represented by the 
Teamsters. But, as a Teamster official notes, it is 
expensive and time-consuming for the union to orga- 
nize small groups of truck drivers scattered through- 
out hundreds of companies. 

Thus, the union says, at this point in the dere- 
gulation process, it is unsure how its long-range plans 
will shift to take advantage of the post-Motor Carrier 
Act trucking industry. 

But fleet and traffic managers shouldn’t think 
the Teamsters will react passively to the changed 
situation. = 


Teamsters: 25% of membership comes 
from the trucking industry 


The pie could shrink 
with truck deregulation, 
but the union isn’t 

©} taking any chances. 


eo 
r < 


A 
UN. 
iN 


© 
7 


Source: Teamsters Union 


Just think, now you can 
pick up the phone and 
place one phone call and 
all of your purchasing pro- 
blems will fall right into 
place. 

So if you’re going to 
picces cause you're wasting 
time and money trying to do your own pur- 
chasing and procurement, then it’s time to 
contact Purchasing Services and Consultants, 
Inc. Not only will they handle your day-to-day 
purchasing needs, they also offer purchasing 
specialists for temporary projects and training 
for your present purchasing people. 

Areas of Operation & Service Include: 

¢ Contract Purchasing Specialists For 

Temporary Projects 

e Capital and MRO Materials Buying 
System and Procedure Designers 
Purchasing Department Training By 
Retired Purchasing Professionals 
¢ Expediting Services 
Manufacturers Representatives & Parts 
Specialists For Most Major Tools & 
Safety Equipment including Glendale 
Optical, Uvex Winter Optical Company, 
Singer Safety Products, Ranger Boot, 
Magnacraft Electric, Van Huffel Tubing, 
JOMAC Rainwear and Klein Tools. 

¢ Purchasing Of Difficult To Find Materials 

& Equipment 

Whether you're a national or international 
company, you can’t afford not to let Purchas- 
ing Services and Consultants, Inc. help you 
with your purchasing and procurement needs. 
They'll keep you and your company from being 
puzzled about purchasing. 


Purchasing Services & Consultants, Inc. 
712 SPENCER HIGHWAY SUITE 110 
SOUTH HOUSTON, TEXAS 77587 
P.O. BOX 34862 HOUSTON. TEXAS 77034 
(713) 944-4320 TELEX.NQ_..79-2649 
‘Purchasing Efficiency Means Retdined-Profits 
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We make a lot of different 
greases. Over 60. Including 
an extensive line of semi- 
fluid, tacky and extra viscous 
lubricants that cover the 
range between oils and 
greases. Each is the finest, 
most carefully manufactured 
product we can make, abso- 
lutely suited to its application. 
Here are just four examples. 


Gulfgem. A grease that grows 
old gracefully. And slowly. 


Gulfgem is a versatile, 
multi-purpose grease with a 
patented ary] diurea thick- 
ener for operation at elevated 
temperatures, high speeds 
and extended lubrication 
intervals. 

Laboratory performance 
testing has shown Gulfgem 
able to run for over 1300 hours 
at 10,000 rpm and 350°F 
under light load before bear- 
ing failure. That's five times 
longer than any competitive 
polyurea grease tested. 

In addition, Gulfgem re- 
mains functional at tempera- 
tures as low as —20°F and 
resists water spray-off, water 
leaching and water washout. 
It's the perfect choice for all 
types of grease-lubricated 
plain and anti-friction bear- 
ings, especially pre-packed 
and sealed-for-life bearings 
operating at elevated tem- 
peratures and/or high speeds 
and where contact with water 
is likely. 
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A grease for all reasons. 


Gulf Tacky Grease. This one 
will hold on for dear life. 


Gulf Tacky Grease is produced 
primarily for the textile indus- 


try. Its tenacity gives it excellent 


adhesion even on the most ec- 


centric high-speed parts, thus 


reducing lubricant waste and 


the possibility of contamination 


of the manufactured product 
by grease throw-off. 

Tacky Grease has a lith- 
ium soap base with special 
cohesive (stringy) properties. 
It wont thin out appreciably 
when worked in bearings or 
similar elements, and leak- 
age and run-off are minimal, 
even in the most poorly sealed 
bearings. 

Additional uses for the 
grease are found in industries 
where product protection is 
required. It's water resistant 
and has strong rust inhibiting 
properties and is recom- 
mended where high relative 
humidities are encountered. 


Gulf Cotton-Picker Spindle 
Grease. A top field hand. 

This is a premium lithium 
grease, water resistant, rust 
and oxidation inhibited and 
manufactured for outstanding 
temperature stability. It's rec- 
ommended for all mechanical 
cotton pickers equipped for 
grease lubrication. 

Gulf Cotton-Picker Spin- 
dle Grease is specially com- 
pounded to remain semi-fluid 
at high or low temperatures. 

It provides easy starts on cold 
mornings, and maintains full 


protection to bearings in the 
hottest weather. Field tests 
have proved longer bearing 
life and lower maintenance 
costs, plus very effective pro- 
tection of the bearings against 
rust and corrosion, even dur- 
ing long idle periods. 


Gulf Lubcote WR. Going to 
great lengths for protection. 
Gulf Lubcote WR is part of a 
family of adhesive lubricants. 
It's specially compounded 

for application in wire rope 
manufacture, and also for 
impregnating the fiber cen- 
ters used in wire ropes, to 
reduce wear and corrosion 
and to lengthen rope life. 
Gulf Lubcotes provide a lu- 
bricating film that will resist 
moisture and corrosion, and 
are strongly adhesive and 
flexible under a range of tem- 
peratures to prevent throw-off, 
cracking or peeling. 

We chose these four 
greases to show you because 
they exemplify the quality 
and range of applications of 
Gulf products. We think you'll 
get the idea; Gulf lubricants 
are the ones to use to protect 
your machinery and prod- 
ucts. Your Gulf pro can help 
you select the correct grease 
for your application, or write, 
Gulf Oil Corporation, RO. 
Box 1563, Houston, Texas 
77001. 


Greases pictured from left to right: 
Gulfgem. Gulf Tacky Grease. 

Gulf Cotton-Picker Spindle Grease. 
Gulf Lubcote® WR. 
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AIRFRE! 


___any weight any size weight any size 


ee 4928 cities 


Your air cargo gets expedited We provide especially efficient While ET HMA 6 68 6 6h shipment is en route, 
forwarding via Missouri Pacific service for shipments weighing 50 you're contacted personally by a Mo- 
Airfreight to any of 528 domestic pounds and more. Pac Airfreight representative with all 


airport cities. Mo-Pac forwards all 
weights, sizes and types of air 
shipments. . .and provides 
coordinated ground action that 
extends air freight service to all 
points in the country. 

Missouri Pacific Airfreight is the air 
cargo forwarding operation of the 
Missouri Pacific Railroad. This means 
we're committed to deliver our share 
of Mo-Pac’s total transportation 
approach to the freight business. It 
means total air freight assured by 
experienced professionals who select 
the best carriers and service for all 
your air shipments: from small (one 
pound) and medium weight 


to heavy, oversize, 


high value, and delicate. 
he 


Missouri Pacific Railroad, a subsidiary of Missouri Pacific Corporation. 210 North 13th Street, St. Louis, Missouri 63103 
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And total air freight means we're 
experienced in forwarding restricted 
articles and hazardous materials, 
too, being well-versed in the 
regulations applying to these 
commodities. 


Mo-Pac Airfreight is committed to 
conducting business on a personal 
and professional basis. An Airfreight 
staff member sees to it personally 
that your shipment is picked up 
when it should be, and 


delivered on time. 
onotcacencinonnn in 
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scheduling information, including 
your shipments flight number and 
estimated time of arrival. And when 
you need a shipment traced, we use 
the telephone. This gives you 
personaly verted status 
information that's often more 
accurate and up-to-date than 
computer tracking can provide. 
Missouri Pacific Airfreight: 
Committed air freight forwarding 
professionals. .. backed by a decade 
of air cargo experience... and by the 
Missouri Pacific Railroad. 

Call Joe Connors in St. Louis—(314) 
622-2197—for service or additional 
information. We'll deliver 

your air cargo to any 

of 528 airport cities—or 

to any point in between. > 


missouri pacitic 
airfreight 
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DISTRIBUTION: 
A SPECIAL 
REPORT 


t no time in history has the in- 
dustrial distributor been so 
important to industrial pur- 
chasers. In this special report we 
examine some of the reasons for this 
importance: 
56 A profile of the industry in an era 
of inflation. 
63 The vendor behind the distributor 
—a case history. 
67 Economics of distribution. 
75 What purchasers want from dis- 
tributors. 
79 How smart managers can use dis- 
tributors’ strengths. 
90 Metal service center roundtable. 
103 Chemical distribution and sup - 
ply roundtable. 
Report editors: David Erickson, Tom 
Dillon, Rebecca Lipman, Somerby 
Dowst, Douglas Smock, Henry De- 
Young, Jim Morgan. 
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: REPORT/INDUSTRY PROFILE 


In 1980, the accent Is 
on inventory efficiency 


Everyone wants to work with smaller 

inventories, but it’s also clear that if you 
don’t have what buyers want, when they want 
it, you wont be in business very long 


When volume drops and 
carrying costs rise, manufacturers 
can respond by sharply reducing 
inventories. A _ distributor who 
responds the same way is not 
likely to stay in business for long. 

On the other hand, maintain- 
ing large inventories during 
periods of recession/inflation will 
just as surely cripple a distributor 
as it will a manufacturer. 

When business began falling 
off late last year and interest rates 
exploded in the first quarter of this 
year, distributors saw the writing 
on the wall. Buyers watched 
uneasily as giant service centers 
and small general-line houses 
alike began to cut back their 
stocks. Their nervousness seemed 
well-founded: How could a distrib- 
utor retain effectiveness with less 
on the shelves? When volume 
picked up again, wouldn’t busi- 
ness be hindered while distribu- 
tors rebuilt their stocks? 

Conscious of those fears, 
distributors have taken four 
tried-and-true strategies to new 
levels of effectiveness with the 
goal of staying competitive with 
less inventory. To do this, they’ve 
had to keep closer tabs on their 
operations than ever before. With 
the help of the by-now ubiquitous 
computer, they’ve been able to: 

®Refine inventory turns data. 

@eKeep a close watch on 
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leadtimes. 

eCentralize purchasing and 
inventory control. 

@Modernize order handling. 

According to distributors 
contacted by PURCHASING, the 
drive to make more efficient use of 
inventories isn’t overshadowing 
the need to maintain the service 
levels buyers expect, but there 
appears to be at least one tradeoff. 

Robert Welch, president of the 
Steel Service Center Institute, 


offers his industry as an example. 
“Last year we did about 19 million 
tons worth of business, and we did 
it with the same amount of 
inventory we used to need to do 
half that much,” he says, citing 
improved inventory control and 
management for the dramatic 
increase in efficiency. 

What price efficiency? 
There is a price for that efficiency, 
though. Most distributors these 
days emphasize that they are 


Data-processing equipment is a key tool in the 
effort to improve inventory management. 


watching inventory turns and 
trying to weed out the “D” 
items—the single turn inventory. 

In the steel business, some 
products have disappeared alto- 
gether. In most cases, though, 
buyers will just have to look a little 
further for oddball items—to 
distributors who specialize in 
them. 

“We have one company in our 
industry which averages less than 
one turn a year,” says Welch. “And 
they are one of the most profitable 
service centers in the country, 
because they ship all over the 
world.” 

Watching turns. “We try to 
maintain turn rates rather than 
watch gross dollar receipts,” says 
Dan Ruple, of Metropolitan 
Supply, Carson, Calif. “When sales 
fall off, I think buyers and 
distributors feel the same pres- 
sures to reduce inventories. 

“It isn’t easy for us, though. 
We have to deal with manufactur- 
ers, and we just aren’t allowed to 
buy hand-to-mouth. As the upturn 
occurs, [’m sure distributors will 
have what the inventory buyers 
want, simply because we haven’t 
been able to cut it down the way 
we'd like to.” 

“Distributors may be carrying 
less inventory than they used to, 
but it is only the slow-moving stuff 
that’s been cut out,” says Lin 
Perkins Jr., of the Henry Walke 
Co., a general-line house in 
Norfolk, Va. “This is due largely to 
the advent of the computer. It 
makes slow-moving items much 
more visible than they used to be.” 

“Something that moves once a 
year isn’t good for anybody,” says 
John Fauver, of J.N. Fauver Co., 
Madison Heights, Mich. “By using 
our computer for exception 
reporting, we can get reports on 
specific problems rather than turn 
out reams of data. We don’t have to 
wade through printouts; we can 
get right to a problem and take 


inventories stick 
closer to sales 


Distributor sales and 
inventories comparison 


($/billions) 


100 Inventories 


Sales 


Source: 
Commerce Dept. 


Distributor inventories took only a 
moderate upturn when sales fell 
in the second quarter, thanks to 
closer control over stocks. 


action to correct it. We can figure 
which items turn most often, and 
which ones don’t turn at all. There 
are a few!” 

No more A-B-C-D. In effect, 
distributors are moving away from 
the A-B-C-D classifications of 
inventory and toward data that 
relates to specific items. Every 
item is its own classification. 

For general-line houses, the 
aim is to dispense with “D” items 
altogether. They’re doing so 
knowing that they’re losing a 
long-time marketing tool: Having 
that oddball part in stock was 
always a great way to pick up new 
customers. It is a ploy that some 
general-liners say has become too 
costly to keep up, and that will 
have to be left to the specialty 
houses. 

The other side of the coin is 


that now distributors are more 
likely to build their stocks of 
fast-moving items, by using the 
same information sources that 
expose slow-movers. 

“We can highlight the 5% of 
our business that causes 90% of 
the gripes,” says Fauver. Even 
though inventories have been 
pruned, “the ratio of inventory to 
dollar sales is about the same as it 
always was,” adds Errol Sult, of 
National Welders’ Supply, Char- 
lotte, N.C. 

Tracking leadtimes. To 
réduce inventories without losing 
the quick response time that 
distributors live by, leadtimes 
have to be tracked carefully. In 
industries where long leadtimes 
are common, forecasting and 
monitoring reorder points can be 
crucial. 

“In some product lines where 
leadtimes are historically longer, 
we're putting in orders now,” says 
Fauver. “We have many OEM 
accounts, and they cut their orders 
back dramatically this year. 

“We’ve gone to them and tried 
to remind them about 1976, when 
orders swung up, but we know 
they won’t reorder until it is too 
late. So we’re getting ourselves on 
the books now. That way we'll 
have those items when they’re 
needed. If we don’t order them, our 
customers won’t be able to get 
them anywhere. They sure won’t 
be able to get them from the 
manufacturer, because they don’t 
do business with him. That’s our 
job. We'll delay or cancel those 
orders if we have to, if the business 
doesn’t come back, but at least 
we're on the books. We know if we 
don’t take action, our customers 
will lose, and so will we.” 

“Leadtimes, despite current 
business conditions, are mighty 
long for some items,” says Dan 
Beck, of Copper and Brass Sales, 
East Detroit, Mich. “We wait 23 
weeks for some aluminum rod 
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SAVE ON 


WASTE 
HANDLING! 


Roura self-dumping hop- 
pers handle any bulk mate- 
rial, make your lift trucks 
work like dump trucks. 

It’s simple and efficient. 
Saves costly labor. Any fork 
or platform lift truck will 
glide easily into the under- 
frame of the hopper. 
a* 

DUMPS ITSELF RIGHTS ITSELF LOCKS ITSELF 

Release the exclusive 
Roura safety catch and the 
bucket tips forward, com- 
pletely empties itself and re- 
turns to the upright position 
and locks itself —without a 
hand ever touching it. 

Built to last for years. Ex- 
clusive patented trunnion 
track design increases hop- 
per life, gives smooth, quiet 
operation. 

Reinforced 3/16” steel 
plate, or heavier if required. 
Heavy-duty welds. Mounted 
on fork, platform, or combi- 
nation fork/platform skids, 
with or without casters. 
Stainless, aluminum or gal- 
vanized. 9 sizes from 1/3 to 
5 cu. yd. Free 


brochure an- Orrds 
swers all your =-—~— 
questions. ake 
ROURA 
Self-Dumping 
HOPPERS 
ROURA IRON WORKS, INC. 
1476 Woodland Ave. 

Detroit, Michigan 48211 


For more information circle 49 


58 PLIBGHASING 


NOYEMBEB § 198N 


items, and 24 weeks for stainless 
hexagonal bars. It would be hard 
for us to reduce inventories any 
further without hurting our 
service. 

“Our function is to give the 
customers metal—as much as they 
want, when they want it. To do 
that, we have to forecast and buy 
responsibly. The computer is a 
very important tool for us. We own 
ours, and do our own programming 
to forecast, set reorder points, and 
maintain inventory control. We 
believe that having a well-honed 
inventory is the proper way to do 
business, but we’ve got to have 
the material buyers want, when 
they want it.” 

For Dan Ruple, in Southern 
California, geography is a factor in 
monitoring leadtimes and setting 
reorder points. “We find we need 
more inventory than our counter- 
parts in the East and Midwest, 
because we have such a long 
turnaround time with Eastern and 
Midwestern suppliers,” he says. 

Centralization trend. Dis- 
tributors with branch operations 
once moved to decentralize their 
purchasing and inventory control, 
with the idea of offering a different 
product mix to suit local needs. 
The greater need to ride herd on 
inventory has reversed that trend. 

“We’re trying now to central- 
ize our purchasing,” says Errol 
Sult. “We have 15 locations, and 
sometimes one location will have a 
surplus of some item when another 
location is out of stock. When we 
realized there was no routine way 
of communicating this information 
among branches, we began to 
consolidate. We hope to have our 
new system in place by the end of 
the year.” 

“We get by with less physical 
inventory than we used to, in part 
because we try to eliminate 
duplicate stocks,” says John 
Fauver. He points out that with 22 
branches, it can all add up to a lot 
of inventory. 

“We can look at the computer 
screen and see that the item we 
want is in our Cedar Rapids 


branch; we can put it on the truck 
next day to Chicago or wherever it 
might be needed.” 

Modernized handling. Yet 
another way distributors are 
making more efficient use of 
inventory is by making invest- 
ments in order-handling equip- 
ment and expediting personnel. 

One of the most modern 
inventory handling systems in the 
U.S. is at Hall Industries, Warren, 
Mich. “We installed a carrier 
material handling system to speed 
up our order-filling process,” says 
Phil Hall. “Efficiency has been 
improved in two ways: The 
equipment brings the order to the 
order-filler; now if someone orders 
items from three corners of the 
warehouse we don’t have to run 
around to get it. And, we make 
more efficient use of our floor 
space, because the system allows 
us to stack inventory right to the 
ceiling.” 

Distributors are also working 
to speed up orders after they leave 
the warehouse. “We find that the 
biggest problem in distribution is 
often logistics,” says Lin Perkins. 
“Because of this, the expediter’s 
role is growing. I can remember six 
or seven years ago when inside 
sales did their own expediting. We 
do so much of that today that we’ve 
hired full-time expediters.” 

Perkins adds that in the very 
near future, distributors will lean 
ever more heavily on their 
computers. “They’ve really come 
down in price, which means that 
even the smallest houses will soon 
be able to avail themselves of 
computer information.” 

A leaner future. The current 
emphasis on stock-cutting will 
subside when business picks up 
again. It was slumping sales and 
high interest rates that propelled 
distributors into inventory reduc- 
tion in the first place. That it also 
got them to concentrate on better 
management of their inventories 
means that they’ll come out of the 
current downturn in a much 
stronger position to deal with 
future economic vicissitudes.  [] 


“WHEN I TOUCHED THE TISSUE, SIR, 


THAT'S WHEN IT HIT ME: THE RIGHT WORD 
FOR YOUR PRICE-ONLY THEORY...FLIMSY.” 


Sure, a low toilet 
tissue price can look good. 
On a price list. 

ut unless the tissue 
holds up in the washroom, 
the savings won't hold up on 
your books. 

Because the value of 
a tissue isn’t based on how 
many sheets you can buy for 
a buck, but on how long a 
buck’s worth of sheets 
will last. 

And when the tissues 
that live or die on price alone 
come up against a quality 
tissue, they come up short on 
the measurement that really 
counts: value. 


YOUR PEOPLE, NOT 


YOU, 
ed HOW MUCH 


LET TISSUE 
THEY’RE GOING TO USE. 
If the tissue you put in 
the washroom doesn’t have 
the reassuring bulk and com- 
fort of the tissue people use 

at home, they'll likely com- 
pensate by using more of it. 

On the other hand, it 
only makes sense that the 
better the tissue feels, the 
more confident people will 
feel, so the less they'll use. 
The roll will last longer. 

That’s true value. 

And that’s exactly what 
you'll get with Scott wash- 


© 1980 Scott Paper Company 


eee When the first roll is almost 
_____used up, the second roll 
____ drops into place automatically. 
~~ Sothere’s no stub roll waste. 
And your maintenance 
people can refill on their 
schedule, not the 
dispenser’s schedule. 

Add it all up—quality 
tissues, user satisfaction, and 
efficient dispensers—and 
you get something a lot bet- 
_ ter than a low price: you get 
low cost. 


Nothing flimsy about 
that logic. 
room tissues: Scot Tissue® SCOTT 
Waldorf? Soft-Weve® A HOUSEHOLD NAME, 
The softness, bulk, and AT WORK. 
absorbency people ASSO- For more information circle 50 
ciate with quality. 
HOW TO GET EVEN MORE 
VALUE FROM A GOOD THING. 
For still greater 


savings and more efficient 
maintenance, load any 

of our tissuesintoour  ™ 
dual- roll, automatic- 

refill Contin-U-Matic® ue — 


tissue dispenser. 


1) Send me samples 
of ScotTissue. Waldorf 


C) Tell me more about your Contin-U-Matic 
automatic-refill tissue dispenser 


and Soft-Weve 


| ee | 
Company Telephone 
Address 

Zip 


Mail coupon to Commercial Products Marketing 
Scott Paper Company 
scott Plaza II, Philadelghia PA 19113 


| 
| 
| 
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E’RE THE 
FINISHING 
PEOPLE. 


We make a long line of finishing 
¥), products. Brushes. Buffs. Buffing 

~_. compounds. More sizes and types 
~~ than anyone else in the business. 

And we and our distributors keep 
- enough of them on hand at all times to 
.. fill orders promptly. 

If one of our standard products isn’t 
L NS , exactly right for your application, we'll 
“iN uw design one that is. 

cas we Seal know-how as well as products. 

Our highly skilled factory/distributor team will be happy to 
analyze your finishing operation and make recommendations. 
Chances are, it can help you get better results, and cut costs at 
the same time. 

When it comes to finishing, we’ve got what you need. 

Contact your Osborn Distributor. He'll prove it to you. 

The Osborn Manufacturing Corporation, 5401 Hamilton 
Ave., Cleveland, Ohio 44114. 216/361-1900. 
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“Republic showed us how to double our 
storage space in the same square footage — 
and handle three times the amount of stock? 


Joseph M. Breniser, 
District Manager, Bearings, Inc. 


“Our new J. M. Bruening Distribution Center in 
Canton, Ohio, is the most modern bearing distribution 
center in the world, engineered inside and out, utilizing 
state-of-the-art technology in parts storage and retrieval. 

“But it wouldn't be the outstandingly efficient 
and profitable facility it is without the expertise of 
Republic Steels Industrial Products Division. 

“Based on the thorough analysis and recom- 
mendations of Republic sales engineers, we totally 
revised our original building plans. We raised the ceiling 
height, shortened the building length, and included a 
mezzanine system. 

“The result: we have double the storage space 
without adding to square footage. And we're handling three 
times the amount of stock we thought we could. With 
better control and faster deliveries from a very compli- 


ot 
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cated inventory — ranging from wedding-ring size precision 
bearings up to steel mill bearings weighing 5.5 tons. 

“Republic even went a step further and 
recommended changing the traditional color of‘our racks 
and shelving, which creates a brighter, more pleasant 
work atmosphere for our people 

“The truth is, of all {he major shelving manu- 
facturers we called in, no one comes close to Republic 
when it comes to engineering a storage system.’ 

For this kind of expertise in solving your storage 
problem, and for information on Republic products, 
write Republic Steel Corporation, Industrial Products 
Division, 1038 Belden Avenue N.E., Canton OH 44705. 
Or call your nearest Republic Distributor. You'll find him 
in the Yellow Pages. 


Shelving « Lockers 
Shop Equipment 


Republiestcel 


For more information circle 52 ' 


62 PURCHASING NOVEMRER 6 19080 


f 


O 


REPORT // CASE HISTORY 


What about the vendor 
behind the distributor? 


How Holo-Krome has geared its entire 
business to distributor backup 


“Tf it’s in the catalog it should 
be on our shelf—and if a 
distributor phones in an order 
from the catalog before 10 a.m., it 
usually goes out the same day. In 
other words, we have roughly 3000 
items to-go at all times.” 

Holo-Krome Co. of West 
Hartford, Conn., is somewhat 
unique, admits James R. Emilio, 
vice-president of marketing. For 
one thing, the producer of 
precision socket fasteners, collars, 
couplings, and fastening tools 
bases much of its marketing 
strategy on the pledge that it is 
ready to supply practically every- 
thing in its catalog out of stock. 
And because the company sells 
through some 400 distributors 
across the country, its mode of 
operation has much to say about 
the changing face of industrial 
distribution and its place in 
industrial purchasing in the 
1980s. Most important, an exami- 
nation of how the company 
operates offers important insights 
into the inventory-service rela- 
tionship in the industrial distribu- 
tion equation. 

First, though, what about that 
Holo-Krome boast? Does it have 
everything in its catalog ready to 
ship from its West Hartford plant 
on a moment’s notice? For those 
who want to quibble, the boast is 
not literally true. Out of the 
3000-plus items carried in the 
catalog, perhaps as many as 50 
low-order items could be out of 


stock at any given time. But, notes 
applications engineer James 
Speck, this is somewhat akin to 
saying a famous brand of soap is 99 
and 44/100% pure rather than 
100%. In any case, distributors, 
upon request, are told in advance 
about “out” items and leadtimes 
required to meet delivery. 
Quibbling aside, being com- 
mitted to supply 3000 items 
practically off-the-shelf represents 
a gamble of large proportions to 
this subsidiary of Western Pacific 
Industries. At face value the 
company appears to be com- 


mitting itself to a huge in- 
ventory expense at a time when 
conventional wisdom says that 
holding inventory is dumb. “Our 
marketing policy probably does 
look dumb,” notes Robert Pound, 
director of production and control, 
“until you remember that we’ve 
been going with it for 50 years or 
so. As a result we’ve had time to 
build our company around that 
service pledge.” 

Briefly, here are the elements 
of Holo-Krome’s service-inventory 
balancing act: 

eProduction. Starting with 


Bill Pound, director of production control, and Bill O’Connor, 
vp of purchasing, use the purchasing strategy of speedy supply 
assurance to meet Holo-Krome’s service-inventory demands. 
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In this machine shop, Goodyear 
Acousta Sheet cut decibel levels 


from 103 dBA to 88 dBA. 
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Lengths of geometric-shaped metal If you have something you need to muz- 
force-fed into a screw-making machine can set zle or muffle, talk to a Goodyear distributor. Or 
up a frightful noise. And this machine shop write Goodyear, Box 52, Akron, OH 44309. 
tried lots of ways to control the noise. 

Unsuccessfully. 

They tried fiber glass wrapping. By the 

time they wrapped enough to do some good, it 


was way too costly. PVC piping was tried. On We know 


round stock it lasted 2 years. With square 

stock, about 90 days. . : how to help. 
A Goodyear Technical Man (GTM) 

recommended Acousta Sheet 500. Wrapping it 

around feeder tubes and taping it. Riveting it to 

metal door splash guards. Draping it over 

cowlings at the gap between the machine body 

and the tubes. 
It worked. Decibels are down from 103 , 

dBA to 88 dBA. OSHA is happy. The produc- G &> qb a? VA YEA R 

tion manager is happy. More important, the 


machinists think it’s almost quiet. INDUSTRIAL PRODUCTS 


re 
e y 


machinery, the operation is 
balanced to accommodate the need 
to ship fast. Continuous-flow mass 
production is biased in favor of 
flexibility, fast setup, and preci- 
sion quality. A striking feature 
about the plant floor, for instance, 
is the fact that a great deal of the 
company’s inventory is held in 
“blank” rather than material form. 
This allows for fast replenishment 
of hot items without tying up 
undue amounts of labor in finished 
stock. Often many finished items 
can be produced from the same 
basic blank configuration. 
ePurchasing. William O’Con- 
nor, vice-president of purchasing, 
notes that the key purchasing 
strategy in meeting service- 
inventory demands is assurance of 
stable sources capable of fast 
response. “We demand the ability 
to adjust to changing order 
quantities while meeting our 
stringent quality requirements— 
from all our vendors.” In many 
cases this policy has resulted in 
the use of smaller producers “who 
can react faster than large mills.” 
eInventory - production 
scheduling and control. Synchro- 
nization is the key here. There 
aren’t many surprises. Purchasing, 
production scheduling, and mar- 
keting march to the same tune. 
Today much of the order entry, 
production scheduling, and inven- 
tory requirements information is 
stored in a computer program 
complete with an efficient CRT 
readout system. But it’s also 
obvious that Holo-Krome was 
using a good manual system long 
before it went to the computer. 
eCustomer service. “You 
have to be believable,” says Bill 
James who has a cRT in his office. 
James is the chief telephone link 
with the many distributors around 
the country. “When they call in an 
order, they want to know exactly 
where they stand. The computer 
makes it easier, of course, but 
we've always been good at telling 
them where orders stand.” 
What’s the moral of this case 
history? There are two: 


Emilio, Holo-Krome’s vp of marketing. 


“If it’s in the catalog, it should be on our shelf,” says Jim 


Sales expediter Bill James is the chief telephone link with 
distributors around the country. The CRT makes it easy for him to 


check order status. 


1. Most obvious seems to be 
that the measure of a good 
distributor rests as much on his 
source of supply as his service 
staff. Buyers with major stakes in 
distribution business should check 
out their distributors’ major 
sources of supply. 

2. In these days of constant 


harangues about skin-tight inven- 
tory, Holo-Krome offers a refresh- 
ing alternative—acceptance of the 
need for inventory, but adoption of 
operating methods that minimize 
excesses. In many instances, where 
service is as important as the 
product, this may be the only true 
path to economic survival. a 
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This closure 
gave up. 


Excess moisture, harsh conditions or closed. And strapping can reduce strapping. Equipment is available in 
overpacking can defeat tape and the possibility of damage upon regular or corrosion-resistant finish 
staples. But strapping holds on. arrival. Package compression helps for wet or humid conditions. 
Whatever kind of fresh food you nest your contents for minimum Join the crowd. 

pack. Whether it's chill-pack, internal movement in transit. There's Signode has years of experience in 
vacuum-pack, top-ice or frozen. lower pilferage risk, too. fresh food packing to help you select 
Insure closure, even when you The variety pack. the right system, equipment and 
overpack. Whatever you pack, under whatever strapping. If you want to pack in 
Strapping keeps lids and flaps conditions, Signode has a carton more profits, contact your local 
secure. It performs in wet or cold closure system that’s right. Choose Signode representative. He's listed in 
conditions where other methods semi-automatic or automatic strap- the Yellow Pages under Strapping. 
may fail. Your strapped cartons stay ping equipment with Signode plastic 


mM SIGNODE 


Signode Corporation, 3610 W. Lake Ave., Glenview, IL 60025 ( 
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REPORT / THE ECONOMICS 


Targets: Broader base 


and reliable customers 


Distributors are penetrating markets, 
modifying customers’ habits, and 
teaming up with manufacturers 

to tame economic forces 


Interviews with distributors 
this time last year revealed their 
prevalent economic concern to be 
inflation. Remedies to curb and 
recover costs were applied to 
internal processes and thinking. 
This year, with distributors facing 
the prospect of a sluggish business 
recovery, strategies seem to be 
directed outward—toward finding 
ways to broaden and stabilize 
distributors’ positions. 

Support is being enlisted from 
all market participants. 

eThe industry itself is aggres- 
sively working to increase its 
market share. Plans are being 
developed to sell more effectively, 
to service more expertly, and to 
manage assets more astutely. 

eBuyers are expected to be 
(and sometimes goaded into being) 
dependable orderers and payers. 
This enables distributors to have 
more control over their cash flow 
and, therefore, to have the 
financial resources for funding 
inventory and service. 

@Manufacturers increasingly 
are being looked upon as partners. 
Distributors are providing the 
market information and manufac- 
turers are supplying products and 
support. 

Distributors’ more assertive 
stance seems to be in retaliation to 
the hostile economic atmosphere. 


“They are suffering a more severe 
injury than they can remember,” 
says Thomas Gies, professor, 
University of Michigan’s Graduate 
School of Business Administra- 
tion. He explains that profit 
margins are getting squeezed in 
two ways: Inflation hasn’t abated, 
but the volume of business has. 

A survey of distributors 
recently conducted by Gies finds 
“they don’t see relief in sight.” 
Next year—a time when most 
businesses expect an economic 
upturn, albeit a_ sluggish 
one—30% of the distributors 
surveyed are bracing for severe or 
destructive market conditions. 
This year—a recession year— 
received the same percentage. 
Looking back on 1979 just 5% 
experienced severe competitive 
pressures. Gies says, “Last year 
volume was high and distrib- 
utors grumbled about inflation.” 

Wanted: predictable P.M.s. 
The major gripes this year are 
that orders are being booked in 
dribs and drabs, and payments are 
similarly undisciplined as custom- 
ers are conserving their own 
assets. Distributors are aware that 
their responsibilities are to have 
readily available inventory and to 
provide sourcing flexibility. But to 
do this more responsibly, distribu- 


The industry’s 
income statement 
meee 1978 eee 1979 cee 1980 


Aftertax profits per 


(Cents) dollar of sales 
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Source: Federal Trade Commission 


Sales 
(1977 = 100) 
14 
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Operating costs 
(1977 = 100) 
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Profit margins are being eroded 
by listless sales and ever-climbing 


tors are working with buyers to operating costs. 
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SIEMENS-ALLIS 


Each motor makes a lot of 


stops along our production line. 
So it wont stop on yours. 
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Over 100 inspection stops. That's how 
many quality control checks every 
single Siemens-Allis motor gets before 
it's ever released to the loading dock. 

But that’s not the only way we ve 
become the dynamic alternative in 
terms of reliability and dependability. 
For example, we've always used cop- 
per windings in all our motors. We 
Know it’s the ultimate for dependable, 
efficient operation. 

Another safeguard against down 
time is Our insistence on cast iron in 


Siemens-Allis, The Dynamic Alternative 
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the motor frame, instead of less reli- 


able materials. 

The whole point is this. At 
Siemens-Allis, we share a long term 
commitment to building a motor that 
keeps your production line producing. 
Making you money, not costing you. 

Our motors are available now for 
immediate delivery. For more infor- 
mation, write Siemens-Allis Small 
Motor Division, 14000 Dineen Drive, 
Little Rock, AR 72206. Or call our 24- 
hour toll free number: 1-800-643-9902. 
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make their habits more predict- 
able and economical. Specific ways 
are larger minimum-order re- 
quirements and more surveillance 
of receivables. 

This appears to be the plan of 
even those distributors not feeling 
the brunt of the recession. “I’m 
receiving larger blanket orders,” 
says J. Bruce Ayer, president of 
Ayer Sales, Inc., Woburn, Mass. 
But the challenge the economy 
presents is that “releases against 
those orders are more frequent and 
smaller. The burden has been 
pushed on me.” 

He explains that the distribu- 
tor has to fulfill this erratic 
pattern without much history on 
which to plan. Also, meeting this 
demand is costly. One distributor 
based in Detroit points out that 
while his volume of orders is down 
by one-third this year, his 
paperwork is down just 10%. 
Chances are a distributor will 
have to stock more than necessary 
since “some manufacturers don’t 
want to make short runs,” says 
Ayer. The solutions he has come 
up with are to set a minimum- 
order quantity and a time limit 
within which a buyer has to take 
delivery. 

Other distributors are requir- 
ing buyers to be even more 
disciplined. Powell Electronics, 
Philadelphia, Pa., has “instituted 
firm, fixed release dates that can 
be changed only through bilateral 
negotiation,” says Ernie Schilling, 
vp, marketing. 

As soon as the item leaves the 
distributor’s shelves his attention 
shifts to funneling resources back 
into the company. 

When negotiations have been 
completed, “we ask purchasing for 
a letter putting down the dates of 
payments,” says Neafie Scarbor- 
ough, president, Clipper Machin- 
ery Co., Inc., Cleveland. An 
alternative is to put the same 
information on the purchase order. 
Prior to this spelling out of 
payment terms “nobody was 
talking to anybody else until when 
the money was due.” 


If a bill becomes past due, 
communications become even 
more intense. Crotts & Saunders 
Engineering, Inc., Winston Salem, 
N.C., for example, sends out a 
letter only a few days after the due 
date. If that fails to get a payment 
response, follow-up phone calls are 
made every five days. By 
reviewing payment history “we 
anticipate slow payers and start 
talking before the invoice is sent 
out,” says Marcus Crotts, partner. 

Distributors are asking for 
P.M.s time as well as their 
business to build a stronger 
relationship. Many are setting up 
visits, similar to plant tours at 
manufacturers. 

That’s what Ziegler Tools, 
Inc., Atlanta, Ga., did last 
September. A two-day in-house 
trade show was held where 
manufacturers set up booths to 
give demonstrations and seminars. 
It took three months of planning. 
The aim was “to show our 
customers and prospective custom- 
ers what’s available from our 
manufacturers. They will also see 
improvements we have made,” 
says Bill Ziegler, president. 

Distributors branch out. A 
buyer who hasn’t visited his 
distributor in a while is likely to 
find a larger volume operation, 
perhaps a branch of a parent 


company, handling more sophisti- 
cated products and services. 

This trend to a broader based 
business is well documented in 
welding. During the past 20 years, 
the sales of the “norm distributor” 
have increased about 10%/yr, 
according to a profile constructed 
by the National Welding Supply 
Association. During that time, the 
staff of employees has more than 
doubled. And in the past 10 years, 
the number of locations has grown 
by 15%. 

The future seems to be more of 
the same. Growth in sales volume 
enables a distributor “to become a 
major customer and to have clout 
in his purchasing volume,” says 
Powell’s Schilling. By opening up 
the spread between acquisition 
cost and selling price, a distributor 
has the financial power to grow. 
What’s more he is in a better 
position to offer “price conces- 
sions in soft times.” 

Sales growth to amass this 
clout is being propelled by 
methodical marketing efforts. “We 
are making the sales force aware of 
time-management systems,” says 
tool distributor Ziegler. Annual 
reviews of sales teams’ strategies 
have been replaced by twice-a-year 
sessions. 

Distributorships will also try 
to get footholds in various regions. 


Sales efforts have become more assertive, providing distributors 
with clout as purchasers and resources to serve customers. 


0: Powell Electronics 


| <= 


\\ a 


> 
» 
> 
~t 
oon 


a 
oe 


a. 


f ? . 


TAKE THIS TEST 
BEFORE YOU 


SHIP YOUR 


NEXT PACKAGE. 


Greyhound Package Express wants to put your present 
shipping company to the test. The test is easy, will take just 
a minute, and could save you a lot of time and money on 
your next shipment. 


Does your carrier offer overnight 
delivery on shipments up to 
500 miles? 


YOUR CARRIER 2 ~ 
YOUR CARRIER 

How about same-day service 
between many major metropolitan 
Cities? 


YOUR CARRIER 2 
YOUR CARRIER 

Is your Carrier about half the cost of 
many air express services? 
GREYHOUND 
YOUR CARRIER 

Does your carrier accept lot 
shipments to the same recipient (up 
to three packages) on one waybill? 
GREYHOUND 
YOUR CARRIER 


Is your Carrier open 7 days a week 
in most locations? 
YOUR CARRIER J 
YOUR CARRIER 

Does your carrier offer service to 
over 15,000 places across America? 
GREYHOUND 
YOUR CARRIER 

Or does your carrier serve all 
48 contiguous United States? 
GREYHOUND 
YOUR CARRIER 


Does your carrier accept packages 
up to 100 Ibs.? 


YOUR CARRIER J 
YOUR CARRIER 

Or 141 inches total including 
60 inches for the longest dimension? 


GREYHOUND 
YOUR CARRIER 
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To find out where Greyhound 
Package Express can help you the 
most, take a dime and center it over 
your city. Then draw a circle around 
the dime. That circle represents a. 
500-mile radius, and inside it, 
Greyhound Package Express is 
tough to beat. 

ext shipment, give Greyhound 
Package Express a call. We're listed 
in the telephone directory. 


lf your carrier falls short on any 
of these questions, you should be 
using Greyhound Package Express. 
Because we do all of the above, plus 
Greyhound Package Express can 
now provide pickup and delivery in 
over 50 metropolitan areas, with 
more cities being added every day. 
And we give you five ways to pay: 
prepaid, collect, C.0.D., Master Card/ 
Visa, and handy charge accounts. 

For speed, economy and 
convenience, the answer to your 
shipping questions is Greyhound 
Package Express. 


GREYHOUND 
» PACKAGE EXPRESS 
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This reduces their dependency on 
one locality’s business which is 
particularly critical during a 
recession. “We can centralize the 
buying of standard items and 
tailor the inventory for each 
region,” says Philip McCririe, vp, 
Kaman Bearing & Supply Corp.— 
Calif, San Bernadino. The total 
corporation has 24 branches. 

Careful selection of product 
lines is another way distributors 
are smoothing out business cycle 
swings. “If we just depended on our 
initial line, welding supplies, our 
business would be down,” says 
Virgil Lewis, president, G. S. 
Parsons Co., San Diego, Calif. He 
has broadened his base by adding 
items that are closely related to 
existing customers’ needs, such as 
safety equipment. Volume is 
increased without the additional 
cost of setting up new credit and 
billing accounts. 

Expanding services are also 
building a loyal customer follow- 
ing. “We are keeping better 
informed about government regu- 
lations,” says Charles Kellogg, 
president of Hubbard-Hall, a 
Waterbury, Conn., distributor. 
Recently he “took an active stand 
to inform and counsel customers 
about the Resource Conservation 
and Recovery Act (RCRA).” 

“The adding of new customers 
has become a lot more selective,” 
says William O’Connell, president, 
Vallen Corp., Houston. His criteria 
was similar to other distributors 
PURCHASING interviewed: poten- 
tial for large volume, willingness 
to build a long-lasting relationship 
and sourcing handled by blanket 
orders. 

The spot buy isn’t being 
ignored by the distribution 
industry. “Two-tier distribution” is 
developing, says Powell’s Schil- 
ling. The larger volume, larger 
minimum order distributor will 
eventually be supplying a network 
of smaller volume ones. 

No longer middlemen. This 
type of increased sophistication is 
causing distributors to lose the 
image of simply being middlemen 


Distributor’s outlook: 
Next year’s recovery won’t be a panacea 
Market conditions 
Q: How would you characterize competition in the market? 
A: Mild Healthy Destructive 


Last year IBM eh ae a 
Currently MMB OE SS 
Next year MB 


Gross profit margins 

Q: When prices of purchased items increase could you mark up 

selling prices and therefore preserve gross margins? 

A: Yes No 

Las yor A 
Curent) a 
Next 9, a 


Net operating earnings 
Q: As internal costs increase could you maintain net 
operating earnings? 

A: Yes 


Last year ee 
Currently STD eS Se a 
Next year EE ST 


Credit policy 


No 


Q: What is a major determinant of your credit policy? 


Profit maximization 


Flexibility 


Use as a Sales tool 


Source: Thomas Gies, University of Michigan’s Graduate 
School of Business Administration 


in the eyes of manufacturers as 
well as purchasing. Manufacturers 
are realizing and supporting the 
fact that distributors are valuable 
sources of market information. 

“We are the sales arm of the 
manufacturer,” says Kaman’s 
McCririe. As the cost of a sales 
calls climbs, manufacturers seem 
to be relying more and more on the 
distributors network. “We tell the 
manufacturer what we need as far 
as products, prices, and problem- 
solving.” 

Distributors also can be 
“buffer to prevent extended 
leadtimes,” says Powell’s Schil- 
ling. He explains that in electron- 
ics “the manufacturers’ capacity is 
not equal to the demand.” To keep 
the product flowing, he and other 
distributors “floor-plan millions of 
dollars of inventory.” 


That was especially risky 
when interest rates zoomed to 
record levels. “Manufacturers 
realized it was a_ survival 
situation,” says a lift truck 
distributor. His suppliers “gave an 
interest-free period and better 
deals to keep the equipment on the 
floor to sell.” 

Du Pont, a few years ago, “got 
feedback from distributors that 
they were having problems with 
financial management,” says John 
Bugosh, manager of distributor 
programs. The corporation an- 
swered the request by conducting 
one day seminars and writing a 
manual on how to manage assets 
and expenses. Distributors have 
come away “with new insights 
about their business. They have a 
way to analyze financial prob- 
lems and set them straight.” (| 
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A new power plant needed 


4,155,862 feet of condenset tube, _ 


That's a lot of tube. What's more, it’s not just any 
tube, but Phelps Dodge Copper-Nickel. 

Doilar for doilar, this time-tested copper alloy 
transfers more heat than any other high corro- 
sion-resistant material. And, in condenser tube, 
that’s the name of the game. 

But responding to the heat exchange needs 
of electric utilities is not our only business. Our 
people have perfected Higher Performance 
Power Cable with longer design life for industrial 
wiring. Developed a linear paper-insulated mag- 


Who delivered? 
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net wire that’s now standard for many automotive 
starter motors. And introduced a Hi-Power FM 
broadcast antenna capable of radiating 400% 
more power per element. 

All in all, each year, we transform into useful, 
innovative products about a billion pounds of 
copper mined by us, by others, and reclaimed 
from scrap. That’s because people who depend on 
copper depend on us. For full information on prod- 
ucts mentioned, call toll free (800) 221-3333* 
Phelps Dodge-+the:time-tested@ name in copper. 

*In NY. State, Collect 212 775-1395 
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condenser tube 
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New York, New York 1002 


300 Park Avenue, 


The copper people from 


Phelps Dodge 
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The ins and outs 
of the new Hyster 


1 


indoor/outdoor trucks. 


C Hyster exclusive 
monotrol 


You control forward 


plug-braking, all with 
a touch of the toe. 


02 EV-1B control system. 
Completely enclosed to 


protect sensitive components 
from dirt and moisture. 


C Rugged hydrostatic 
power steering. 
Cast-steel I-beam and 
pall bec la ep 
cylinder give strength 
and responsive Feel. 


accessibility, saving you 
time, increasing productivity 
and decreasing downtime. 


THE INS(IDE) 

When you use a lift 
truck indoors, you're 
looking most of all for 
trouble-free, fume-free 
performance. 

So the new 
J40-60A pneumatic tire 
series includes the best 
features from our other 
lines of indoor lift 
trucks. There’s Hyster’s 
exclusive hydrostatic 
power steering. Our 


HYSTER 


0) 


exclusive Monotrol® 
pedal. GE’s efficient 
EV-1B control system. 
And since Hyster’s 
indoor/outdoor trucks 
are all electric, you 
get quiet, fume-free 
operation inside where 
you need it most. 
THE OUTS(IDE) 
Outside, you need a 
smooth ride and positive 
traction. 
So the new J40-60A 


series comes equipped 
with pneumatic or 
seml-pneumatic tires. 


You get a soft, cushioned 


ride over rail crossings 
and potholes. Traction 
to move loads over slick, 
wet or muddy yards. 
Plus such other Hyster 
advantages as a strong, 
heavy, one-piece frame 
assembly, high-strength 
uprights, energy-saving 
hydraulics. 


C) High strength uprights. 
The slim profile uprig 
on the new J-series trucks 
utilize angled rollers for load 
ial fe high ren 

lt from high-str ; 
low-alloy steel. 


C Unitized frame 


A single, all-welded steel 
unit integrates the cowl, 
battery compartment, 
motor and SCR control 
compartments, for a frame 


strong enough to withstand 
the most severe stresses. 


_j Energy saving hydraulics. 
The J-series hydraulic 

system has proved an energy 
saver over years of duty on 
other Hyster electric trucks. 
What better hydraulic system 
could we have chosen for this 
new indoor/outdoor line? 


CD Positive traction. 
Pneumatic tires, driven by 

a high-torque, series-wound 
traction motor and smoothly 
controlled through the EV-1 
system, limit wheel-spin and 
cushion the ride. Traction 

on wet or loose surfaces is 
outstanding. 


For the whole story, 
see your Hyster dealer. 
He knows lift trucks 
inside out. Or write 
Hyster Company, P.O. 
Box 334, Danville IL 
61882. 


HYSTER 


45 


Hyster. The lift truck specialists: 
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Buyers look for candor 
and commitment 


Looking beyond communication, purchasing 
focuses on the types of information 
it wants distributors to communicate 


Although better communica- 
tion is still high on the list of what 
purchasing wants from distribu- 
tors, the focus on a supply-side 
economy is flushing out some old 
concerns and bringing them to the 
forefront. Chief needs are: 

eLarger inventories. 

eFirmer delivery commit- 
ments. 

eRegular notification 
changes in stocking policies. 

eIncrease in the general 
service level. 

Larger inventories. Pur- 
chasing understands why stocks 
are low. Buyers are well aware of 
the high cost of money and can 
appreciate a distributor’s wanting 
to keep inventory at a minimum. 
However even under these condi- 
tions, purchasing thinks distribu- 
tors can do a better job if they work 
more closely with their customers. 

Mike Senate, purchasing 
manager for Hamilton Associates, 
a Baltimore manufacturer of 
dental instruments and elevator 
guides and rollers, cites what he 
terms “a lack of willingness to 
stock or supply you with what you 
need.” For example, Senate says, a 
distributor will carry %4”, %", and 
1%" drills—the standard types. But 
if you want special drills—say, 
drills in screw machine lengths or 
spiral drills—they don’t have them 
in stock. Many distributors in the 
Baltimore area appear to be 
stocked out of even basic items like 


of 


sandpaper and grinding wheels, he 
notes. 

I. Raskin, purchasing director 
of General Pneumatics Corp., 
Orange, N.J., sees an erosion of 
“standard” items and says this is 
particularly true of aluminum 
products. Sizes considered stan- 
dard just a few years ago are 
specials today. He attributes this 
to the takeover of many distribu- 
tors by aluminum producers. 
Whatever the cause, the net effect 
is slower deliveries and higher 
prices. 
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Delivery commitment. 
Some buyers report frustration 
with what purchasing agent Mike 
Chariton of Pettibone Corp., Rome, 
N.Y., calls“an inability on the part 
of some distributors to make firm 
delivery commitments.” Chariton 
says when he orders something he 
will need in, say, six weeks, the 
distributor tells him, “he’ll try to 
meet that delivery date” or that he 
will ship “depending on availabili- 
ty of materials.” 

“I don’t want to hear that,” 
says Chariton. “When I order 
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Miller Electric’s Dorsey (center) counts on distributors to provide 
liaison with manufacturers and to give him latest market movements. 
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a ell: 


Cutting your own steel 
can burn a hole in your profits. 


Doing your own flame-cutting could be carving They’re experts at pre-production processing. And 
a big piece of profit out of your business. at inventory storage and handling, too. 

The labor costs on pre-production processing Ask to see our members’ booklet, “From 
of $100,000 worth of inventory could — purchase/To profit” It’s a 
be $7,900. Add to that the $8,500 . a . great way to gain a complete 
you lose in scrap (more for plate) Pp Vebwe understanding of the Cost of 
and you've got a problem. \ hbieek Possession story. 

A real problem. But you could a a Find out what would happen if a 
be the one who comes up with a ay ee. metal service center...or a number 
better way of doing things. 7 - <= of metal service centers... handled 

Talk to some people at a 7 — ae pre-production processing for you. 
nearby metal service center. : ; << Pick up the phone. Let our 
People who are members of the Spe eng members help you start things 
Steel Service Center Institute. | moving, together! 


Eighty percent of all metal shipped 
from SSCI service centers gets pre- 
production processing. 


<5 Steel Service Centers 


Steel Service Center Institute, 1600 Terminal Tower, Cleveland’ Ohie' 44113 
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something I have a specific 
delivery requirement.” 

Other buyers mention the 
need for more candor on the part of 
distributors when discussing deliv- 
ery dates. One New Jersey 
electronics company P.M. says she 
values an honest delivery date, one 
she can depend on, far more than a 
lower price. “If you have to 
expedite it 10,000 times, what 
good is the lower price?” she asks. 

She understands the distribu- 
tor’s reluctance to tell a customer 
he doesn’t have an item on-the- 
shelf or that it will take him 
several weeks longer to get it than 
the customer anticipated. The 
distributor knows you will go 
elsewhere, but, she argues, if you 
have been fair and have given him 
your business in the past, he 
shouldn’t mind if you go some- 
where else for one item. 

Changes in stocking policy. 
Buyers also report that they are 
not kept informed of major 
changes in stocking policies—until 
they place an order, only to learn 
that the item is no longer 
available. Distributors have a 
responsibility, they contend, to 
keep them informed of stocking 
changes—for example, when a 
distributor weeds out or consoli- 
dates a product line or reduces the 
size of lines carried. 

Dennis A. Taylor, purchasing 
agent for Rollway Bearing Div., 
Lipe Rollway Corp., Syracuse, 
N.Y., says he seldom gets notified 
about major stocking changes in 
advance. 

Increased service needed. 
Some buyers report a deterioration 
of service and they blame it on 
inadequate training. Pettibone’s 
Chariton says one of his peeves is 
the distributor who returns an 
order with the notation “not 
available” alongside an item. “All 
that distributor has done is move 
the paperwork from his desk to 
mine.” Chariton wants distribu- 
tors who don’t stop at “not 
available.” He wants distributors 
who will point out that although 
Product A is not available, Product 


Many distributors are lax in 
communicating major changes in 
stocking policy, according to 
purchasing managers. 


B is and it’s similar to Product A. 
Hamilton Associates’ Senate 
says that distributors are missing 
a bet by not being able to provide 
the quick response buyers need. He 
feels they are not keeping their 
hand on the pulse of the 
metalworking community and, 
especially, that they are neglect- 
ing the job shops. “The major 
companies get the service,” says 
Senate. “With the smaller 
companies—the $2-million job 
shops—you talk to the man on the 
phone, you see a distributor 
salesman once in a while. You just 
don’t get the service you need.” 

The key ingredient. “Be- 
tween Distributor A and B, the 
prices aren’t that different. What 
we are looking for is the guy with 
the know-how and the service,” 
Senate points out. 

Buyers know that the distrib- 
utor can hardly be an expert on 
every item he stocks, but they still 
need technical help on some items. 
They say they want a distributor 
who can provide that help through 


his principal. They want regular 
contact with technically qualified 
representatives of the principal. 

Wayne J. Dorsey, purchasing 
manager, Miller Electric Manufac- 
turing Co., Appleton, Wis., 
explains that when you deal witha 
distributor, normally you deal 
with him in lieu of dealing with 
the manufacturer. Some manufac- 
turers, he notes, deal exclusively 
through distributors. Even in such 
cases, says Dorsey, the distributor 
should bring his principals in 
frequently, especially in areas 
where sophisticated electronics are 
involved. “It gives us a chance,” he 
says, “to keep up with the market.” 

A shining example. Dorsey 
tells of one distributor who 
provides this service and also tells 
him of upcoming price increases, 
giving Dorsey the time to take in 
extra inventory at current prices. 
This distributor, says Dorsey, will 
also agree to take in extra 
inventory himself to help Dorsey 
out in such cases. 

Several buyers contacted by 
PURCHASING Magazine say they 
want to see more distributors 
offering stocking programs, such 
as those involving systems con- 
tracting and blanket orders. Terry 
Nola, materials manager, Tecum- 
seh Products Co., Paris, Tenn., 
says few distributors in his area 
offer such programs, and he is 
trying to encourage more of them 
to do so. 

Purchasing responsibility. 
Nola’s “activism” may be the 
answer to several of these 
distributor-buyer problems. Just a 
few years ago many distributors 
were pushing such stocking 
programs. That movement seems 
to have slowed down. Now it may 
be the time to turn the tables. 

Purchasing managers and 
buyers must do a better job of 
making their complaints known, a 
better job of selling the distribu- 
tors on the importance of adequate . 
stocks and firm delivery dates, and 
a better job of rewarding those 
distributors whose performance is 
superior. 
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New modular drawers 


Introducing the new Equipto Modular Drawer Storage 
Systems. They can increase your storage yield with- 
out sacrificing valuable floor space. With greater 
organizational efficiencies. And with results you'll see 
in improved productivity and lower storage costs. 

Best of all, Equipto 30" wide modular drawers 
are quality engineered to provide years of 
dependable service. 

Compare these features with any comparable 
system: 


Complete flexibility 


Equipto modular drawer systems feature 
flexible partitions and dividers for tailoring drawer 
space to your individual storage needs. Every 
drawer cabinet has an integral pallet pick-up base 
that lets you move fully loaded units with a forklift 
truck. 


Made to last 


They're made with strong welded frames, in 
334)' 44)" and 59" heights. Six heavy duty roller 
bearings and four steel rollers glide drawers out 
smoothly to 105% extension for full viewing. Even 
when fully loaded with up to 400 Ibs. And positive 


OUR NEW CROP 
WILL INCREASE YOUR YIELD. 


action channel slides and drawer stops hold 
drawers securely inside cabinets. 


Colorful and compact 

You can choose from sixteen standard 
decorator colors or a color of your choice. Tough, 
durable finishes, applied in electro-deposition tanks, 
are baked on to last. You'll like the way they look on 
the outside. And you'll be proud to store your 
valuable parts and components on the inside. 

And when you need planning assistance, 
Equipto Space Control Engineers are ready to help 
you plan an efficient and economical storage 
system for your unique storage needs. 

For information about the new Equipto 
Modular Drawer Storage Systems, or any of our over 
3,000 coordinated storage products, call or write 
for the Equipto Catalog 800 today. 


Better Ideas in Storage Equipment 
ee ae 


EQUIPTO 


Aurora, IL 60507 312/859-1000 


Piants In Aurora IL, Dallas TX, tlatamy (Easton) PA. 


Anderson: Applying 
the systems concept 


Information-sharing via systems contracts 
allows purchasing and distributors 
to help each other meet their objectives 


For an insider’s view of distribu- 
tors’ current role in industry, 
PURCHASING spoke with contribut- 
ing editor Ernest L. Anderson Jr., 
president of Anderson Associates; 
Inc., at the Orlando, Fla. HQ of his 
consulting firm. As the originator 
of systems contracting and other 
simplified buying methods, Ander- 
son has done extensive counseling 
for distributor firms as well as for 
purchasing executives. Here is how 
the discussion went: 


PURCHASING: How can buy- 
ers best use distributors to 
achieve purchasing objectives, 
Ernie? And how can they 
upgrade relations with distrib- 
utors? 


Anderson: You’ve answered 
your first question with your 
second one. Improved communica- 
tions between buyer and distribu- 
tor are absolutely critical to 
involving distributors in purchas- 
ings goals. And you probably 
thought I was going to give you 
some fast talk about system 
bells-and-whistles! 


PURCHASING: Well, you are 
the father of systems contract- 
ing. 


Anderson: That’s beside the 
point. It’s not the system that’s 
important in systems contracting, 
it’s the systems concept. I used to 
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tell my distributor clients: 

“Don’t try to impose a 
packaged system on the customer, 
with the promise of magical 
results. Your approach should be to 
make yourself plausible as a 
distribution-and-procurement spe- 
cialist who can solve problems if 
given the chance.” 

That means understanding 
customers’ problems, and their 
goals. It works the other way, too. 
Buyers should understand distrib- 
utors’ objectives. 


PURCHASING: Which are? 


Anderson: Hey, let’s not be 
naive. They want to make as much 
money as they can, as easily as 
they can, for as long as they can. 
That’s the American way. And it’s 
perfectly compatible with purchas- 
ing objectives. 


PURCHASING: How would 
you describe purchasing objec- 
tives? 


Anderson: In a nutshell, to 
reduce costs and assure supply. 
But each of those goals is at least a 
two-parter, and ought to be treated 
as such. 

Reduction of cost doesn’t mean 
price-cutting. The criterion must 
be total cost—in-use or in-place 
cost of the item purchased. That 
includes price, transportation, 


“A company doing business with an inefficient 
distributor is going to be an inefficient buyer.” 
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We’re making the It helps us maintain an 


< outstanding delivery record. 
things we make best. And very often, it lets us 


Gearing up 
for tomorrow. 


romise shorter lead times than j 
Our forging and extruding att might expect. _ We know that lightweight, 
plant in Torrance, California, energy-efficient aluminum will 


concentrates on hard alloy 
shapes and forgings for the 
aerospace industry. 

Our rolling mill pro- 
duces medium- gauge, 
medium- width coil, sheet 
and plate in a range of 
common alloys. | 

Producing long 
runs of limited = 
products makes us 
experts with those 


play an increasingly important 
role in the manufacturing 
technology of the future. 
That's why we're invest- 
ing hundreds of millions of 
dollars for plant expansion, 
new technologies and envi- 
ronmental control improve- 
ments. From our bauxite 
mines in Guinea to our 
plants in the USS. 
In St. Croix, our capacity 


products. to refine alumina from ore has 
It makes us highly increased by nearly half a 
efficient. million tons. 


It puts our quality Our reduction plants in 


TIME TO LOOK 
ETTA ALUMINUM. 


Washington and Oregon will 
have the ability to produce 
65,000 additional tons of pri- 
mary aluminum each year. 

Expansions of our Lewis- 
port, Kentucky, mill increase 
our rolling capacity by 50%. 

Our new paint line triples 
oh capacity to produce painted 
coil. 


Excellence, 
improved upon. 


We keep raising our own 
high standards. 

We continually acquire and 
develop the technologies 
which keepus at the 

forefront of quality 
production. 
Our computerized 
die-design and produc- 
tion system (CAD/ 
CAM), for example, is 
the most advanced com- 
puter-aided design, es- 
timating and fabricating system 
for forgings and extrusions in 
the aluminum industry. 
What once took days to 
figure out now takes 
hours. Designs are more 
precise. Customers’ pro- 
duction is up. 

Our new, computer- 
controlled cold rolling 
mill turns out unusually 
fine quality coil at high 
speed. Sensors detect 
tiny variations in the 
gauge, flatness and 
shape of the metal as 
it passes the rollers. 
Advanced hydraulic 
controls correct and re- 
correct for these varia- 
tions, instantly. 

The mill is the 
most advanced in 
the industry 
today. ~ 


A kilowatt saved is a 
kilowatt earned. 


We are reducing the amount 
of electrical energy required to 
produce aluminum. 

Heat reclamation devices 
let us re-use energy over and 
over. 

Our new “tunnel-type” 
preheat furnaces are signifi- 
cantly more energy-efficient 
than conventional types. 

A recent investment in our 
reduction plants permits an 
increase in pure aluminum 
capacity of about 30%, with no 
increase in power allocation. 

Our $33 million recycling 
plant at Lewisport will be 
among the largest in the 
country. Since recycling 
scrap requires only about 
5% as much energy as 
making aluminum from 
ore, the facility is an im- 
portant enhancement of our 
production capabilities. Its in- 


novative design enables us to 
accept mixed scrap, painted 
scrap and other scrap we'd have 
had to reject earlier. 


How to profit by phone. 


When you become a cus- 
tomer of Martin Marietta 
Aluminum, you'll have your 
own Aluminum Express Repre- 
sentative. 

That person essentially 
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becomes your employee in our 
plant. 

If you have a question 
about delivery dates, about 
your specs, about the physical 
or structural properties of dif- 
ferent alloys...most anything 
...jJust call one of our toll free 
numbers. 

You'll talk to a familiar 
voice right at the plant who can 
answer your question—or find 
the answer—usually within 
minutes. 

Big orders often depend on 
fast information. Our 
Aluminum Express System 
helps you make the most 
profitable decisions possible. 


MAFIVTIN MARIE TVIA 


MARTIN MARIETTA ALUMINUM 

6801 ROCKLEDGE DRIVE, BETHESDA, MARYLAND 20034 
Primary ingobproducts (800)_547+8351.- Sheet, plate, 
coil (800) 626-1980- Extrusions, forgings (800) 421-1162 


Some makers of bearings for today’s U.S. market 
will take your money and run. Their price seems 
right. But the hidden cost may be neglect. Your 
buck stops working when the sale is completed. 
Not so when you buy ours. Torrington sales engi- 
neers are thoroughly trained to work with you from 
the start...have a thorough working knowledge of 
bearing applications. And they're backed by tech- 
nical service teams second to none. Teams that 
supervise installation, instruct maintenance per- 
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sonnel and return for normal service. Because 
Torrington makes every basic type of anti-friction 
bearing, you get the one that’s right for your job. 

Add to this product availability from eight factory 
warehouses and Torrington Authorized Distributors 
coast to coast and you've found the way to keep 
your bearing dollar working after the sale. 

The Torrington Company, Bearings Division, 
South Bend, Indiana 46634. 
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paperwork acquisition costs, finan- 
cial costs of possession. It also 
involves labor costs in using an 
item, which makes ease of use 
important. 

Supply assurance means 
continuity of supply, which isn’t 
really a problem on distributor- 
type items—and ready availability 
of supply, which is distributors’ 
strong point. 


PURCHASING: Can you sug- 
gest a step-by-step program for 
improving our readers’ deal- 
ings with distributors? 


Anderson: In general I'd say 
find the good ones, use their 
strengths, help them with systems, 
set up some performance stan- 
dards, and keep them posted on 
how they’re doing. 


PURCHASING: You imply 
that some distributor firms may 
be poor candidates as sources. 


Anderson: Of course. Distrib- 
utors come in all sizes and shapes. 
The good ones are growing at the 
expense of the poor ones. A buyer 
must evaluate the field before 
negotiating with any given one. 
The caliber of distributor manage- 
ment is very important. Some 
distributor execs don’t even know 
how much money they’re making 
until the end of the year. Or they 
may have erroneous ideas about 
how many times they’re turning 
their inventory. 

The point ’m making is that a 
company doing business with an 
inefficient distributor is going to 
be an inefficient buyer. 


PURCHASING: What signals 
should a buyer look for in 
evaluating distributors’ effi- 
ciency? 


Anderson: The same ones 
that distributor managers use—or 
should be using. There are three 
main ones: service level, annual 
dollar sales per employee, and 
inventory turn rate. 


“The concept is more im- 
portant than the system.” 


The service level measures 
depth and breadth of inventory on 
the distributor’s shelves. If there is 
stock available to fill every 
customer inquiry at once—no 
stockouts or back orders—that’s a 
perfect service level. It’s obviously 
unattainable but it’s important to 
customers—and to distributor 
management, as well. If the stuff 
isn’t there, it may mean a lost sale. 

Dollar sales per employee 
affect the distributor’s net profit. 
The more he can sell, with fewer 
bodies to pay salaries, commis- 
sions and benefits to, the more he’s 
going to put in the bank. The 
national average for distributors is 
around $100,000/employee, which 
isn’t all that great. But it varies by 
industry—maybe $110,000 for one 
type of supply house, and $140,000 
for another. 


PURCHASING: That leaves 
inventory turnover as the third 
measure. What about those 
spoke of? 


Anderson: Too many of them 
will tell you they’re getting five 
turns, when they’re really getting 
two and ought to be aiming for four 
as a realistic target. 

These guys get off base 
because they’re figuring that total 
sales divided by total inventory 
equals the number of turns. They 
don’t adjust the formula to account 
for elimination of gross profit and 
for drop shipments. 

True turnover is really the 
distributor’s cost of goods sold from 
stock, divided by his inventory 
dollars. 


PURCHASING: Once you’ve 
found a savvy distributor, how 
do you go about maximizing his 
strengths? 


Anderson: By setting up a 
systems contract with him, using 
whatever communication tools are 
appropriate, whether computer or 
requisition/order. You’ve got to be 
careful about having too many 
varieties of system, but it is 
possible to standardize. The more 
closely you work together, the 
more benefits you'll gain. 

Those benefits include techni- 
cal help and application assistance 
from two levels: distributors and 
their principals. They also include 
advice on substitutes, and ways to 
sell them to actual users. 
Inventory reduction or even 
elimination is a big benefit— 
which is what I meant earlier 
when I contrasted supply continu- 
ity with supply availability. 

Continuity simply isn’t a 
problem on distributor-type goods, 
unless the buying firm creates 
such a problem. 


PURCHASING: How would a 
buying firm create a problem of 
supply continuity? 


Anderson: By allowing engi- 
neers, specifiers, or users to insist 
on a particular brand, with no 
leeway on substitutions. Such 
stubbornness is pointless. There 
are almost always acceptable 
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equivalents that will do the job. Oh 
sure, maybe one manufacturer’s 
electrical control panel has to be 
mounted in a different way than 
another’s. But on most distributor 
products there’s little difference. 
In steel, for example, there’s 
complete interchangeability 
among standard grades. 

Getting this message across to 
some people isn’t always easy. A 
good distributor can help the buyer 
sell systems contracting internal- 
ly, and both sides benefit. 


PURCHASING: How can the 
buyer help the distributor? 


Anderson: By providing 
honest and accurate data on usage, 
so the distributor can make an 
intelligent systems contract propo- 
sal. By analyzing proposals on the 
basis of total cost. By working with 
as few distributors as possible, so 
each one will have worthwhile 
volume in dealing with his own 
suppliers. 

These efforts will aid the 
buyer, too. You can take it as a 
given, for example, that the buyer 
who looks at initial price only will 
wind up with the poorest supplier. 
And one of the worst situations is 
that where the buyer has five or 
six different systems running 
concurrently with various distrib- 
utor sources for the same products. 

What’s more, there are 
measurable goodies as far as the 
distributor is concerned. The key 
indicator of sales-per-employee 
can jump from $100,000 up to 
$250,000 or more. Systems 
contract customers providing that 
kind of efficiency automatically 
become favored customers. They 
get taken care of first, before 
run-of-the-mill “commercial” cus- 
tomers. 

A well-planned and well- 
administered systems contract can 
also improve a distributor’s service 
level by decreasing stockouts, 
while simultaneously increasing 
his inventory turns. 


PURCHASING: The last part 
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“The primary objective is 
passage of information.” 


of that sounds like a contradic- 
tion in terms. 


Anderson: It would be, except 
for one thing. The distributor 
who’s not on a systems contract 
doesn’t know what he’s going to 
sell tomorrow. With a systems 
contract, he does know. He can 
finetune his inventories to the 
customer’s needs. 


PURCHASING: What levels of 
distributor performance should 
a systems contract require? 


Anderson: There should be 
same-day availability on 94% of 
your releases for contract items. 
That’s assuming that you allow 
the distributor the flexibility of 
making occasional substitutions. 
You might say something like this 
to him: 

“I want Brand X cutting tools 
or hand tools. It’s your responsibil- 
ity to give me that or the 
equivalent.” 

If you prefer, you ean word a 
contract so that each substitution 


has to be cleared through 
purchasing in advance. That’s 
unwieldy, though. It’s hardly 
worth it unless you’re dealing with 
a bunch of rockheads in your 
operating departments. 

On non-contract items, you 
ought to expect delivery within a 
day or two if you're hooked up with 
a savvy distributor. 


URCHASING: How about 
cost reduction? As you said, 
that’s a key purchasing objec- 
tive. 


Anderson: Of course it is. 
And when you write a systems 
contract with one distributor, 
you're losing the innovative ideas 
of his competitors. To compensate 
for that, your contract should 
include a clause in which the 
distributor guarantees you a 2% 
reduction in overall costs of the 
contract items. Then you credit 
him with his suggestions. 

As a practical matter, you'll 
probably save $2 from truly 
creative ideas for every $1 saved 
from more routine ones. 


PURCHASING: What’s the 
distinction between creative 
and routine ideas? 


Anderson: Well, there are 
gray areas in between—but 


basically the creative ideas are 
more ical and engineering- 
oriented. I’d include product 


substitutions; changes in packag- 
ing, handling, or machining 
methods; standardization; simpli- 


fication; reduction of labor costs. 
Routine ideas are generally 
related to what’s good, normal 


purchasing practice: renegotiating 
prices or terms, lowering transpor- 
tation costs, switching suppliers, 
stuff like that. But sometimes it 
takes a sharp outsider, like a 
distributor, to remind the purchas- 
ing guys “f these basics. 


PURCHASING: Should a 
buyer expect a higher standard 
of contract performance from a 
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SUDDENLY 
ALUMINUM 
OXIDE ISIN 
SECOND 
PLACE. 


SANDVIK INTRODUCES GC415 
TRIPLE-COATED FOR UP 


The world’s newest nitro-oxide cufting inserts are Breakthrough technology is behind this far 

here, produced and introduced in the U.S.A. first greater reliability. Reliability that comes with the 

by Sandvik Coromant. first nitro-oxide, triple-coated, carbide cutting 
Tests show these new-technology carbide inserts. 

inserts outperform conventional ones by a wide Strong, wear-resistant titanium carbide is the 

margin. Compared against the best aluminum ox- —_ innermost layer. Second comes an extra-thick 

ides, new Sandvik Coromant Grade GC415 inserts layer of aluminum oxide, for toughness and 


last up to 75% longer at the same speeds andfeeds. chemical stability at high temperatures. — 
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INSERTS WITH NITRO-OXIDE.. 
TO 75% LONGER LIFE. 


Topping the aluminum oxide is a finallayerof sharply higher productivity. 
titanium nitride, for a lower co-efficient of friction For more information on this important new 
and less tendency for edge build-up. edge from world leader Sandvik, call (201) 797- 
Together, these three coatings make an ideal 6200. Or write Sandvik Coromant, 1702 Nevins 
barrier against abrasive wear and plastic defor- Road, Fair Lawn, NJ. 07410. 
mation across a wide range of machining opera- 
tions and speeds. You get far more metal curwith SANDVIK Coramant 


each edge, less downtime for replacement, TECHNOLOGY TO STAY ON TOP OF TOMORROW. 
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FOR BUYERS 


By Somerby R. Dowst, C.P.M. 
Managing Editor, Purchasing Magazine 


Jam-Packed with Practical 
Information for Purchasing 


Managers at All Levels 


Not a revision, but rather an accompanying volume 
to BASICS FOR BUYERS, Dowst’s 1971 smash which 
has gone through 8 printings since publication! 
While BASICS FOR BUYERS emphasized ccee, 
within purchasing, MORE BASICS FOR BUYERS con- 
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distributor during a recession? 


Anderson: Not at all. The 
contract standards are so high 
anyway—especially compared to 
typical non-contract perform- 
ance—that any buyer ought to be 
happy with them. 

The 94% same-day-delivery 
figure, for example, contrasts with 
an average of about 65% for 
non-contract or commercial pur- 
chases. Again, that’s because the 
non-contract distributor can’t plan 
ahead with the same degree of 
certainty. There will always be 
stockouts forcing him to back order 
from the manufacturer. 

The same is true of that 2% 
cost reduction you can expect 
under a contract. Without a 
contract, you might net %4% as 
savings. I know that from my own 
experience in buying maintenance 
supplies. You make the eight-times 
jump because the contract focuses 
attention on the issue of cost 
reduction. 

The only danger, in fact, is 
that a contract distributor can 
come up with a fat saving early 
on—maybe 5% annually—and 
then relax and coast with it. But 
even that’s a minimal problem. 
These guys want to expand the 
contract part of their business, 
because it’s more profitable. So 
that impels them to keep plugging 
away at cost reduction, to win still 
more contract business. 


PURCHASING: Sometimes, as 
you indicated, operating de- 
partments in a buyer’s firm are 
tough to convince? 


Anderson: Of course. They 
may have to be sold. And that’s 
where a distributor can be a big 
help to a buyer. I used to 
recommend to my distributor 
clients that their contract propo- 
sals include an offer of assistance 
in implementing the program with 
plant personnel. 

Maybe the best way to think of 
it is as two mutually supportive 
teams. On the buying side are the 


“Supply continuity won’t 
be a problem unless it’s 
created as such.” 


purchasing manager or buyer and 
his operating people. On the 
selling side are the distributor’s 
salesman, technical rep, sales 
manager, and systems analyst. 

Before a buyer sits down with 
a distributor to review contract 
performance, he certainly ought to 
solicit the views of his own people. 
And he should include the 
distributor’s systems expert as 
well as its top brass in assessing 
contract performance and possible 
improvements. 


PURCHASING: Now we’re 
talking systems again. 


Anderson: Sure. It’s impor- 
tant to keep up with the 
state-of-the-art, and with new 
equipment the distributor may 
acquire. But don’t lose sight of the 
primary objective of systems—the 
passage and sharing of informa- 
tion. That’s what enables a 
distributor to contribute to a 
customer’s purchasing objectives. 
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© REPORT/METALS ROUNDTABLE 


Can centers 
handle problems 
of the ’80s? 


Buyers want suppliers who are ‘super 
responsive as they battle rising 
inventory and processing costs. Biggest 
hurdles: transportation, communications 


A sudden business pickup 
would be mined with buying booby 
traps. 

That’s one of the themes that 
emerged from a roundtable on the 
steel distribution industry held 
recently by PURCHASING and the 
Steel Service Center Institute. 

Here are two potential 
problem spots: 

Transportation. The reces- 
sion is wreaking havoc with 
freight haulers. Particularly 
hard-hit are independent steel 
haulers who are hard-pressed to 
make payments on expensive rigs. 
Service is already starting to slide. 

What’s happening: 

1. Some P.M.s insist that steel 
suppliers have their own trucks. 

2. Service centers and P.M.s 
are trying to arrange mutually 
beneficial arrangements that boost 
transportation service. FMC Corp., 
for instance, is arranging return 
loads from remote plants so that 
suppliers’ trucks don’t have to 
deadhead back. 

Inventories. Due to weak 
sales and high interest rates, stock 
levels from producer to customer 
have been cut to the bone. That 
could lead to spot shortages in a 
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sudden resurgence. 

What’s happening: 

1. At least one major service 
center chain is investing millions 
in stock building, letting invento- 
ries swing out of balance, in a 
gamble that a pickup is soon 
approaching. 

2. P.M.s are asking tough 
questions about suppliers’ abilities 
to fulfill obligations when times 
get tough. 

3. P.M.S are sitting down with 


suppliers to discusslong-termneeds. 


One thing seems certain: 
Service centers will play a greater 
role in solving supply problems. 
Their two aces are cost-of- 
possession and processing capabili- 
ties. Soaring interest rates put a 
premium on inventory control, 
with monthly cost-of-possession 
now estimated at 2%-3%. Service 
centers are in the inventory 
business, and can often hold stocks 
at lower cost than end-users can. 

Many basic mills are abandon- 
ing processing operations at a 
stepped-up rate because of high 
labor costs and inability to replace 
aging equipment. And it’s not 
economically justifiable for end- 
users to operate expensive process- 


ing equipment part-time. 

Fast growth seen. “It’s our 
forecast that we will grow at the 
rate of 6-8% annually (compound- 
ed) in the 1980s,” says Robert 
Welch, president of the Steel 
Service Center Institute. “That 
sounds pretty wild when every- 
body is hanging as much crepe as 
they are today, but we still believe 
the economic factors are present to 
produce that kind of growth.” 

History proves Welch’s point: 
In 1960, steel middlemen shipped 
6,150,000 tons of industrial steel 
products. In 1970, shipments were 
12,750,000 tons. The 1981 projec- 
tion: 19 million tons. 

Another fact is certain: 
Service centers will have to 
perform better to meet tougher 
demands on the purchasing side of 
the table. That’s because of 
increasing sophistication of pur- 
chasing personnel and purchasing 
systems, as well as growing 
management pressure on purchas- 
ing to contribute more to corporate 
profitability. 


“To be very frank,” says Gary 
Appel, a corporate purchasing 
executive at FMc, “the days of 
getting business on the basis of a 
pat on the back are gone. You are 
dealing with much more profes- 
sional, more highly educated 
people now. We are doing much 
more planning than we ever have 
in the past, and we need suppliers 
that can meet very responsive 
requirements.” 

The PURCHASING/SSCI round- 
table was convened to investigate 
the expanding role of service 
centers. Twelve leading purchas- 
ing and service center executives 
participated in the discussion with 
Welch and PURCHASING editors. 

Following is a summary: 


PURCHASING: Transportation is 
an area of great concern in the 
service-center/purchasing relation- 
ship because of rising costs, 
deterioration in service due to the 
recession, and changes that will be 
coming as a result of the Motor 
Carrier Act of 1980. Is anybody 


feeling any serious service prob- 
lems right now? 


Grala: The truckers are getting 
very particular because they don’t 
want to deadhead back after a trip. 
We are seeing this mostly in the 
Quad City area (Davenport, Iowa, 
and Rock Island, Moline and E. 
Moline, I]1.). 


Welch: This might be a rather 
interesting long-term opportunity 
for the customer to get together 
with the service center. Maybe we 
could head back with your 
materials in our trucks. 


Appel: We are currently doing 
that. Where we run into problems 
deadheading back with certain 
common carriers, our transporta- 
tion group will work with the 
carrier and try to get a load 
coming back. We have worked that 
out to our mutual satisfaction in a 
number of cases. Our corporate 
group also has worked with other 
trucking companies that, for 


Roundtable participants include, 

|. to r., Jack Tamplin of Wolff 

Metal Services, William Benjamin of 
The House of Stainless, J.E. Hutton 
of Symons Corp., Robert Kotrba 

of Edgcomb Metals, and Edwin 
Stephan of Signode. 


Here are the participants 


in the PURCHASING Magazine/ 
SSCI roundtable: 


Purchasing 


Edwin B. Stephan 

Director of Purchasing 
Signode Corp. 

Janet Grala 

Corporate Buyer 

International Harvester Corp. 
Gary Appel 
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FMC Machinery Group 

Gloria Doman 

Purchasing Manager 

J.J. Tourek Mfg. Co. 

Donald Fescenmeyer . 
Vice President and Purchasing 
Director 

Chicago Eastern Corp. 

J.E. Hutton 

Director of Purchasing 
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Service Centers 


James R. Tams 
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Earle M. Jorgensen Co. 
Kenneth J. Riskind 
President 

Fullerton Metals Co. 

Jack Tamplin 

Vice President of Sales 
Wolff Metal Service Co. 
Robert Kotrba 

General Manager 

Edgcomb Metals Co. 
William Benjamin 

Vice President, Marketing 
The House of Stainless Inc. 
David G. Hillstrom 
President 

Precision Steel Warehouse Inc. 
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Thousands of companies rely on 
ARATEX textile rental services —but not 
just for garments. 

Some companies depend on 
ARATEX to help them cut costs. To 
eliminate the expense of maintaining 
huge inventories of uniforms. 

thers call on us to help improve 
their public image and their 
employee morale. With stylish, yet 
practical on-the-job apparel. 

ARATEX is also a necessary part of 
“clean room’ environments where 
even a speck of dust cannot be 
tolerated. And where flame and acid 


retardant garments are vital for 
worker safety and OSHA compliance. 
The innovative ability of ARATEX 
isn't limited to garments alone. We are 
a leading supplier of towelling and 
other sanitary products. As well as 
a host of money-saving building 
maintenance products and services. 
ARATEX is thriving because, like all 
ARA services, it thrives on New 
challenges. Every day ARA serves 
over ten million people around the 
nation and around the world. And 
never stops looking to serve them 
better. 
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instance, wouldn’t go from Penn- 
sylvania to Indianapolis, or 
couldn’t get a license to go in there. 
We want to bat for them and get 
them started in there. 

Also, we found that some of 
the bigger plants are pretty much 
requesting that their major 
suppliers, service center types, 
have their own trucks. They won't 
deal with them otherwise. They 
feel that if the supplier has his own 
trucks, he will have better control 
of the material if it is to be traced. 


Riskind: We brought in a small 
consulting firm to work with us on 
transportation. We are actually 
setting up a separate trucking 
operation because it is such an 
important factor in our business. 
The idea is to deliver raw material 
to our customers, and they deliver 
back some of their finished 
products with us. 


Tams: One very, very important 
area, particularly to large plants, 
is how the trucks are scheduled in. 
We would be very pleased if we 
could schedule in a truck at 1 a.m. 
It’s important because we could get 
a truck in and out within a 
reasonable period of time, rather 
than have it tied up for 5-6 hours, 
because that is very costly. This 
obviously requires very close 
cooperation. 


Hillstrom: I think we are going to 
have a very distinct shortage of 
incoming transportation if and 
when we have a sudden pickup in 
business. Many of the independent 
steel haulers have gone bankrupt 
and lost their rigs in the past few 
months. Making payments on a 
$70,000 truck can be quite onerous 
in these economic conditions. 


PURCHASING: Is reform of the 
trucking industry through the 
Motor Carrier Act of 1980 going to 
cut back on common carrier 
service, particularly to plants in 
outlying areas? 


Hillstrom: We are going to have 


Discussing communications’ problems are, |. to r., James Tams of 
Jorgensen, Gloria Doman of J.J. Tourek Mfg. Co., Kenneth Riskind 
of Fullerton Metals,and Donald Fescenmeyer of Chicago EasternCorp. 


trouble getting material to those of 
you with plants in the boondocks 
unless we can make arrangements 
with small carriers who are 
willing to service these points on a 
regular basis. Your large common 
carriers are not going to be making 
these points. 


PURCHASING: Are there any 
problems in the nitty-gritty, 
day-to-day business between ser- 
vice centers and purchasing? 


Appel: The problem we have had 
is one of communications. Let’s say 
you make an inquiry to a service 
center and he promises a return 
call that day. Three or four days go 
by, and no call. We need—and we 
demand—from our contract suppli- 
ers that if they do not have the 
product and cannot provide the 
service that they tell us so that we 
have an opportunity to go to 
someone else. 


Stephan: After an order has been 
accepted, and a delivery date 
requested, and it’s acknowledged 
by the service center, the service 
center should call the buyer 
immediately if there’s any prob- 
lem. Sometimes, they'll wait a 
week or two and the buyer has to 
call up. Communication has to be 
more ongoing, more current. 


Appel: I can’t stress that too 
strongly. The suppliers that. have 


really grown with us are the ones 
who are super-responsive. 


Stephan: We are heavily into MRP 
systems and all of those order 
generations are based on lead- 
times in the computer, and 
leadtimes are based on informa- 
tion we get from the suppliers. If 
you don’t meet those leadtimes, 
then the whole, sophisticated MRP 
system doesn’t mean a damn. 


Kotrba: Since ’73-’74, we have put 
in computer systems and made 
massive investments in material 
handling equipment and better 
inventory control. But the problem 
I’m hearing seems to be in the 
people part of the business. Why, 
in fact, isn’t the individual getting 
back to you the same day? We, just 
as you, have a new breed of people 
entering our business. We do not 
have the individual who is 
complacent to sit on the desk for 
6-10 years and be a professional 
inside desk person. We now have 
people that move through the 
organization much faster. Maybe 
they don’t feel the dedication to get 
back to you as a customer at 3 p.m. 
when they say they will. Maybe 
what we ought to do is spend more 
time looking at how we can make 
our guy in the trenches more 
responsive. 


Hutton: I think to most of us the 
deskman is the most important 
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The warehouse 
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man in the organization because 
by the time it gets to anybody else, 
it’s too late to do anything. If you 
need material in a hurry that 
deskman has to get back to you. 


Fescenmeyer: One of the prob- 
lems with the new breed of desk 
person is that they don’t seem to 
grasp the grass roots of the 
problem. They don’t seem to 
understand what the material 
requirement planning schedule 
means and how much a delivery 
delay can affect your plant’s 
operations. You can stop produc- 
tion right in its tracks. We have 
opened up our plants to our 


Do service centers have enough 
clout with mills? asks Janet Grala, 
who buys steel tubing for Interna- 
tional Harvester. 


suppliers and encouraged them to 
bring their people out to see 
exactly what happens. The two 
suppliers that brought people out 
are about 5-10 times more 
responsive. About a year and a 
half ago I tried something and it 
really paid off. After a supplier 
delivered an emergency order on 
time I called him back and said 
“thank you”. And then wrote a 
letter for his portfolio. When you 
go back to that person again, he 
will tear the plant apart for you. 


Doman: It’s very important to 
develop a rapport with one person. 
As a relationship with a new 
supplier grows, I select one or two 
people whom I am very comfort- 


able with. They know my needs, 
are responsive, and call me back. 


PURCHASING: There’s been consid- 
erable talk about a steel shortage 
in the 1980s. Where do purchasing 
people feel is the best place to lay 
down their chips—service centers 
or mills? 


Grala: One thing that concerns me 
about service centers is that they 
seem as vulnerable to mills’ 
problems as we are. Aren’t we 
better off developing our own 
foothold with the mills? 


Welch: When a P.M. says he wants 


... Yes, says Robert Welch, who 
points out that centers generally 
have far greater buying leverage 
than end-users. 


to have a certain percentage of a 
certain mill’s production, he may 
be able to get it and he may not. I 
think you have to analyze where 
the mills are going to be between 
1980 and 1985. Are they going to 
be able to handle small quantities? 
What kind of products are they 
going to produce? Many mills may 
be going out of certain products 
between now and 1985. 


Appel: At FMC, we just put 
together a six-year plan of our 
total steel needs and we are 
approaching all our major mills 
and presenting them with all our 
needs through that period. We 
firmly realize that a lot of mills 
around today are going to be 


pruning product lines. 

We expect our percentage of 
business with service centers to 
grow somewhat, at least with 
those centers that have the ability 
to supply some of these items, or 
secure sources of supply where 
some of the mills might be going 
out of business. I think 1980 
projects an increase of 50% with 
our service centers and that means 
going from 8% of our total business 
to 12%. What we are trying to do 
with the service centers is 
minimize our cost of possession 
and our inventory in total. In some 
cases we are looking for more 
response from our suppliers, 
quicker delivery times, and 
certainly service centers can fulfill 
this need. Some of our plants that 
use service center material have 
gone from 40-45 days of supply 
down to 11 days. The reason we 
can do this is that we have direct 
computer tie-ins to some of our 
service centers. We eliminate 5-7 
days mailing time. 


Welch: Are you sitting down with 
service centers and talking about 
this six years’ supply as well? 


Appel: No. We do not plan to make 
a major approach to our service 
centers until we get a feedback 
from the mills, but we are sharing 
this dialogue at least on an annual 
basis with our service center 
suppliers. 


Grala: I guess our concern in 
working with the service center 
aspect of it is how secure are we in 
the knowledge that our service 
centers have the necessary clout 
with their suppliers to fulfill their 
obligations to us? 


Welch: Well, stop and think about 
it. How big are some of your 
service centers? We are bigger 
than most of you people. There are 
a number of service centers that 
buy 300,000 tons/yr. 


Tams: Once this recession turns 
around, the steel mills are not 
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the load on your fireman's heart. 


A fireman's job is not easy. He carries a big 
load. In addition to the tools of his job, he is 
burdened with heavy boots, special protective 
garments, gloves, helmet. Perhaps the heaviest 
load of all is his self-contained breathing equip- 
ment. But it’s a necessary tool of survival. 

Our mission, lighten the load. An important 
undertaking when you consider that of the 275 
firefighters who died in the line of duty during a 
two-year period, 116 (42%) of the deaths were duek 
to heart attacks, according to figures compiled 
by the National Fire Protection Association. 

As a result of intensive research and develop: 
ment, a lightweight heart-saving solution evolved: 
the MSA Composite Cylinder. Made of aluminunr 
and fiber glass instead of the conventional steel, it 
is almost 50 percent lighter. In addition, 
the new filament-wound cylinder is more dl 
corrosion-resistant and has a higher 
burst pressure than steel. | 
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beyond service requirements... Um: 
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Creative, 
competent innova- 
tion like this is something you can expect in every 
MSA product. Over 4,000 in all. At MSA we put 
highly qualified people on every project, then 
back them up with first rate R&D and 
manufacturing facilities. The results show. 

Product innovation. Another reason why 
MSA has become the world’s most respected 
name in its field today. 

MSA, 600 Penn Center Boulevard, 
Pittsburgh, Pa. 15235. 
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going to be able to take care of the 
increase in demand, particularly if 
it’s a sudden increase. The supply 
pipeline is clean. We (Jorgensen) 
are at the present time buying 
very heavily with that in mind. We 
are allowing our inventory to go 
out of balance because we 
anticipate a situation in which you 
may have to look to service centers 
to fill some of what would 
normally be your mill require- 
ments. 


PURCHASING: Where does the 
stainless buyer fit in the debate 
between mills vs. service centers? 


Benjamin: Well, I can remember a 
few years ago where probably 50% 
of our stainless sales were what we 
considered direct mill function and 
we, over the years, have taken on 
more and more of their functions. 
Even though the House of 
Stainless is a one-house operation, 
it’s the biggest single customer of 
some individual mills. This trend 
will accelerate as the mills 
continue to try to get out of certain 
areas. 


PURCHASING: Is the family- 
owned, one-house service center 
going to be in a weaker position to 
get steel when the crunch comes? 


Tamplin: I don’t believe so. We 
have been around 63 years and we 
have had excellent relationships 
with domestic mills in particular. 
Right or wrong, we have stayed 
basically with our domestic 
suppliers. I think we are in a good 
position. 


Doman: Are we going to see two 
kinds of service centers in the 
future: one for the little guys and 
the other for the big companies? 


Hillstrom: They have been 
predicting that for 15 years and it 
hasn’t happened yet, and I doubt 
very much that it will happen in 
the future. We don’t want to be all 
things to all people, but we 
like all types of customers. 


< For more information circle 66 


Tams: Let me qualify that by 
saying that there are service 
centers in outlying areas that 
probably depend on other service 
centers for most of the material 
they get, and they are servicing a 
small area. 


Welch: There are structural 
changes going on in our industry 
all the time. There are consolida- 
tions to make larger and larger 
companies all the time, but there 
are always smaller companies 
coming into the business. There 
may be fewer companies over a 
period of years, but that doesn’t 
mean there will be fewer plants. 


Some FMC plants have slashed in- 
plant stocks from 45 to 11 days, 
says Gary Appel. 


And the products they carry will 
vary by geographic area. 


PURCHASING: There’s been a lot of 
talk in the last couple of years 
about implementing new pricing 
strategies at service centers. 
Specifically, a new pricing strate- 
gy at the service center level called 
next-in, first-out pricing, or 
replacement-cost pricing, has been 
proposed. This would replace the 
traditional method of basing prices 
on costs, plus markup. Is NIFo 
being used? 


Kotrba: Well, in the current 
economic climate, anytime that 
the price of material next week 


might be cheaper than the price of 
material that you have on the 
books today, it becomes very, very 
difficult to use next-in, first-out 
pricing because, in fact, if you have 
it on your books at x dollar and you 
can buy at x-minus in the future, 
somewhere along the line you are 
going to have to take a bath. But I 
think we have to use NIFo when we 
are thinking in terms of inflation- 
ary periods because it’s imperative 
that we do that to stay viable and 
to make the investments that you 
expect us to make to continue to be 
a good supplier to you. 


PURCHASING: What is 


the 


Watch out for serious transportation 
problems if there’s a sudden pickup, 
warns David Hillstrom. 


purchasing reaction to next-in, 
first-out pricing? 


Appel: I think over the long haul 
we at FMC, as at the service 
centers, need a price or cost 
structure that will generate an 
adequate return so that we in turn 
can put money back into new 
plants and products. If that’s the 
NIFO method, and that’s what 
service centers need to generate 
the return they need to stay in 
business, and be a good competitor 
over the long haul, then I am all 
for it. But again as a buyer, I am 
interested in a competitive price— 
price being one factor, not the only 
factor, but still very significant. [] 
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Texas Instruments introduces a 
new family of quality commercial 


calculators for your business. 


And each uses plain paper tape. 


Easy on your people. 
Light on your budget. 
Today's business calculator should be 
rugged, versatile — and easy to use. 
That’s why, when we set out to de- 
sign a new family of commercial 
calculators, we went right to the 
source: the people who use their 
calculators up to 8 hours a day, every 
day. We studied their needs and 
wants, then designed an all-new 
calculator keyboard that actually 
works with you. To reduce fatigue 
and muscle strain. To increase your 
working speed. To make your job 

easier. 

Our Touch Operator keyboard is 
wider to fit your hand more comfort- 
ably. We’ve carefully worked out the 
proper distance between keys to give 
you a keyboard that’s easier to use 
and helps reduce entry error. Its 
large, sculptured keys are specially 
shaped and angled to fit your finger- 
tips and respond quickly to your 
touch as you work. With two-key 
rollover and ten-level keyboard buf- 
fering, you can work comfortably at 
top speed. | 

We also slimmed down the hand- 
some casing to a sleek, desk-hugging 
31" high, reducing arm fatigue and 
eliminating the need to strain over 
your machine to see your last entry. 
Finally, we added a detachable power 
cord, so your calculator can be locked 
securely away when not in use. 


Versatile, dependable 
productivity tools. 
In addition to the four basie func- 
tions, this 12-digit calculator family 
handles multiplication and division of 
a constant, automatically computes 


percentage calculations. A special 
add-mode automatically positions 
decimal points to let you enter dollars 
and cents easily. Or choose the fixed 
decimal from 0-6 positions for fast, 
accurate entry. An independent add 
register acts almost as a separate 
memory, permitting multiplication 
and division without affecting add/ 
subtract operations in progress. A 
grand total register adds even more 
versatility, automatically accumulat- 
ing totals from the independent add 
register as you work. 

We've built each of our rugged new 
calculators around a tough, reliable 
impact printer that’s the most pop- 
ular in the industry. Tested to print a 
million lines without a failure, our 
high-speed 12-digit printer is heavy 
enough to take the punishment of 
long hours. It operates at a fast 2.8 
lines per second, printing an easy-to- 
read audit trail with full date and 
non-add reference numbers. 

Two-color printing lets you identify 
positive and negative results at a 
glance. 


Consider them 
basic equipment. 
The TI-5213 combines the basic 
efficiency of a full-function commer- 
cial calculator with the reliability of 


Site, 


COMMERCIAL CALCULATOR 


SPECIALIST | 


Look for the new breed 
of commercial calculators 
| at Tl dealers displaying this symbol. 
L ——— 


our impact printer in a sleek, two- 
tone unit. The independent add reg- 
ister lets you operate this calculator 
as though it has memory. 

The T1-5215 adds a powerful live 
memory. Add-to, subtract-from, sub- 
total or total memory without affect- 
ing previous calculations in progress. 
Couple this live memory with the 
memory-like power of the indepen- 
dent add register, and you get the 
equivalent capability of a versatile 
dual memory. 

The TI-5217 combines the perma- 
nence of printed tapes with the con- 
venience of a large easy-to-read 12- 
digit display that shows commas, 
decimal point punctuation and status 
indicators for memory and indepen- 
dent add register. 

The TI-5219 offers all the basic ac- 
counting functions vou need plus the 
added versatility of a powerful four- 
function memory. Its vacuum fluores- 
cent (lisplay adds the convenience of 
a bright, legible readout and the 
printer on/off switch lets you com- 
pute with or without a printed tape. 


See your TI Commercial 
Calculator Specialist. 

He’s an expert in the field of business 
calculators and is prepared to analyze 
vour business needs and recommend 
the most efficient and economical 
equipment for your requirements. 
Just call this toll-free number for his 
name, address and telephone number: 
(800) 858-1567, ex. 85. Fifty Years 
In Texas: (800) 692-1313, | YE 
ex. 85. Or write Texas eee 
Instruments, P.O. Box 
10508, MS 5889, Lub- 
bock, Texas 79408. 


Texas Instruments technology — bringing affordable electronics to your fingertips. 


TEXAS INSTRUMENTS 


‘©. 1980 Texas Instruments Incorporated 


INCORPORATED 


_ 
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Never more 
than an urgent 
phone call 
away. 


Down time is costly. You need a 
sprocket or gear drive. Now. 


Don't panic. Call your Martin 
distributor and ask about our 
availability. 


With strategically located 
manufacturing and warehouse 
service centers, and over a million 
parts in inventory, what you need is 
only a phone call away. 


And you can rely on our 
nationwide network of 
distributors to service every order. 
Just like an emergency. 


SPROCKET & GEAR INC. 


3106 Sprocket Drive 
Arlington, Texas 76010 


For more information circle 67 


Sold by America’s Greatest Salesmen. Our Distributors. 
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REPORT/ CHEMICALS ROUNDTABLE 


Bringing performance 
up to the promise 


Roundtable yields lots of 
complaints—and a few kudos— 
as buyers and distributors seek 
new ways to do business 


What if you built the fabled 
better mousetrap—and nothing 
happened? 

That, in essence, is the 
problem many chemical distribu- 
tors see themselves facing today. 
For the most part, there’s little 
doubt that the mousetrap works. 
Distributors often provide a 
virtual smorgasbord of special 
services, responsiveness to custom- 
ers’ needs, and an intimate 
knowledge of regional markets. As 
a group, though, they’re still 
saddled with a long-standing (and 
usually outdated) image of “the 
bastard child at the family 
reunion,” in the words of one 
distributor. “You can’t ignore him, 
but no one wants to acknowledge 
him, either.” 

Despite his uncertain parent- 
age, the child is now coming into 
his own. At PURCHASING’s Chemi- 
cal Distribution Roundtable in 
Chicago, buyers and distributors 
swapped complaints, concerns, and 
ideas on how to make their uneasy 
relationships a little smoother 
during the 1980s. If nothing else, 
the session suggests that distribu- 
tors are about to polish up their 
mousetrap and take it on the road. 

Sour on distributors. There 
are probably several reasons why 
most chemical buyers are sour on 
distributors. A good many middle- 
men, after all, are little more than 
paper-passers who know little or 


nothing about the products they 
sell. In such cases, the buyer 
generally winds up dealing with 
the producer anyway. 

Another reason given by 
buyers was born out of the 
shortages of the mid-1970s, and 
reinforced during much of 1979: 
Purchasing prefers to stay close to 
the guy who makes the product 
rather than the guy who only sells 
it. Most buyers contacted by 
PURCHASING report that even in 
the midst of a recession, when 
inventories are being cut to the 
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Roundtable members in Chicago grapple with buyers ethics, 


chemical pricing, and innovation. 


bone, distributors get, on the 
average, no more than 5-8% of 
their chemical business. 

Distributors, of course, are 
quick to tell you that’s just poor 
business—and in many instances 
they’re right. As chemical products 
come increasingly under the 
thumb of state and federal 
regulators, buyers find they need 
seller know-how on a regular 
basis. Says James Wischnia, senior 
buyer at A-M Multigraphics in 
Mount Prospect, III: 

“Distributors’ expertise in the 
products they handle is the big 
reason they get our business. 
They'll have people out to our 
plant first thing in the morning if 
we need it; you can’t get that from. 
Houston or Midland, Michigan.” 

A good distributor sales rep, 
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TUBING BY CARPENTER TECHNOLOGY. 


BEHIND THIS ELEGANT 
MODERN SCULPTURE 
IS A PANIC SEARCH 
AND A DRAMATIC 
RESCUE BY CARPENTER 
TECHNOLOGY. 


Thecallcameinat10:15a.m.Theman 
was frantic, he’d been trying every- 
where. A competitor's shipment of 
stainless steel ornamental tubing had 
arrived at the site with half of it in bad 
shape. There was no way it could be 
used. No one else could replace it fast 


_ TENSEGRITY SCULPTURE BY : 
BUCKMINSTER FULLER. ORNAMENTAL 


enough. There seemedtobenowayto 
complete the sculpture on time. 


We had just what was needed in stock 
...2in. O.D. by .035 in. wall. We were 
able to break into our polishing sche- 
dule immediately and give it the re- 
quired CarBrite® 320 buff finish. 


The customer came to pick up the 
order himself. By the time he arrived 
we'd already polished it. But it still 
wasn't cut. And it was noon. That was 
when our warehouse foreman ar- 
ranged for someone to stay during 
lunchtime to cut and deburr the tubes 
to perfection. 


Just two hours after the initial tele- 
phone call the tubing was on its way 
For more information circle 68 


and the unveiling came off on sche- 
dule. Obviously, we cannot provide 
this type of service on every order, but 
it does illustrate the ends to which we 
have gone to meet a customer's 
needs. How about yours? Give us a 
Call and put us to the test. 


For a free Weight-Per-Foot Guide 
of Carpenter ornamental stainless 
tubing, call or write Carpenter Tube 
Division, Union, NJ 07083. (800) 
631-7985. 


CARPENTER TECHNOLOGY 
TUBE DIVISION | 


Some producers, says GLS’ Dehmlow, don’t want to 
bother with orders of less than 500,000 Ibs/yr. 


adds Erv Segebrecht, manager at 
Thompson-Hayward Chemical Co. 
in Kansas City, Kan., can be an 
important asset in other ways. For 
example, he can often suggest 
alternate approaches or products 
to a_ buyer: 

“A producer must sell you his 
own product. He’s not going to tell 
you the advantages of someone 
else’s product. We aren’t bound by 
that restriction.” 

Everyone benefits. Chemical 
distributors have been touting this 
customer service for years, of 
course. If they really offer that 
advantage (they do, usually), and 
if buyers really need that leg up in 
their inventory and process 
planning (and who doesn’t?), why 
the gap between promise and 
performance? 

One reason may be that 
buyers aren’t doing their home- 
work. It’s easy for a purchasing 
department to get locked in to a set 
approved-vendor list, giving the 
same producers 80-90% of their 
business every year. That gives 
buyers a certain sense of security, 
but it might also blind them to 
cost-saving opportunities for small 
and medium-volume buys right in 
their own back yard. What will 
happen to a buyer’s security, for 
example, if his sulfuric acid 
producer increases his minimum 
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order requirements? Says Curt 
Horning, president of Eton-Colby 
Chemicals in Columbus, Ohio: 

“If you don’t buy $50,000/yr 
from some producers, they don’t 
want to bother with you. Some 
producers of sulfuric, say, can’t 
afford to deal with the guy who 
buys five truckloads a year, but 
he'll turn 20 of these customers 
over to me, and he’ll guarantee to 
supply me regularly.” Everyone 
benefits from the arrangement, 
says Horning. The producer cuts 
his sales costs (now running at 
about $137/call, vs. $40/call for 
distributors); the buyer gets his 
assurance of supply; and the 
distributor is in a position to study 
the customer’s operation for other 
cost reductions (and sales). 

No creativity. Another rea- 
son why distributors rank low on 
buyers’ popularity lists: the wide 
diversity in distributor commit- 
ment and efficiency. Art Lukens, 
purchasing manager at A. B. Dick 
Co. in Chicago, complains: “We 
specify a certain type of material, 
or a certain supplier, for some of 
our raw materials. Unfortunate- 
ly, there’s some lack of sensitivity 
on the part of the distributor as to 
what we need versus what he 
wants to sell us.” 

Nor are all distributors in a 
position to work with buyers on 


Horning (left) and Balkema: Trial-and-error is out. 
Make an early check of distributor capability. 


special problems. Referring to 
Horning’s explanation of how he 
cut his own and his customer’s 
costs by switching the buyer over 
from carboys to small tanks of 
muriatic acid, purchasing agent 
Dick Strauss, Union Oil Co. of 
Calif. in Schaumburg, IIl., notes: 

“You guys here at this 
roundtable must be the exception 
to the rule. I don’t see that kind of . 
creativity in my own distributors.” 

It is product pricing, though, 
that ruffles the feathers of most 
buyers. Battered by five consecu- 
tive quarters of stiff producer 
increases during 1979 and early 
’°80, buyers expect their distribu- 
tors to work some magic with 
producers. In most cases, the 
magic hasn’t happened. Says 
Lukens: “We know your costs are 
high, but we expect you to give us 
new ideas on how to do business 
more economically.” Buyers also 
want to know, he says, how much 
of an increased price is due to raw 
material costs, how much to labor, 
and so on, rather than simply 
chalking it all up to OPEC. 

“T’m still waiting for the first 
honest salesman to call on me with 
a price increase,” says Bill Snyder, 
purchasing director at Nalco 
Chemical Co. in Oak Brook, IIl. 
“He'll say, “My boss wants to 
increase our profits.’” 
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A RIDGE 
TRADITION: 


Tubing tools 
ps can rely on. 
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Ridge Tool 
salutes the 
Industrial 
Distributor. 


Over the years you have learned to 
depend on your industrial distributor for | 
the wide variety of equipment, parts and 
_ Services required to operate your business 
successfully. As the focal point between | 
manufacturers like us and end users like 
yourself, the contributions made to your 
success and ours by the industrial 
distributor cannot be overemphasized. | 
As your “warehouser,’ the industrial | 
distributor procures and stores the goods 
you need. This service not only saves you 
time, capital, insurance and overhead, but 
also simplifies your record-keeping. And 
as an extension of your purchasing 
function, the industrial distributor 
guarantees your buying power with 
multiple suppliers. 
Serving as a technical liaison between 


you and the manufacturer, the industrial We're committed to provide a full line of tubing 
distributor can give you on-the-spot tools. Fast. Dependable. Easy to use. Backed by a 
ae she to nn spool half century of expertise. Everything you need to 
akgaiooract i) Cae work tubing. Everything you'd expect from Ridge. 

Please join us in recognizing the vital See your Ridge distributor for details, or 
role the industrial distributor plays in write for literature. The Ridge Tool Company, 400 
keeping the wheels of industry turning! Clark Street, Elyria, Ohio 44036, U.S.A. 


Ridge Tool Subsidiary 
ox te Co. 


INDUSTRIN. | 
dh Our name is in your hands. 


AS. ® 
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INDUSTRIAL 


“We lean on producers,” adds 
Bob Greggs, Witco Chemical Co. 
purchasing agent in Chicago. “We 
get extensions, special contracts; I 
think distributors could do this 
too. I wonder if they’re using their 
combined purchasing power with 
their suppliers as we try to do.” 

Distributors complain. Dis- 
tributors are quick to point out 
that as buyers they’re generally in 
the same position as everyone else. 
Lee Floyd of Accron Chemical 
Distributors in Houston notes: “I 
get buyers who want 10,000 
pounds of a chemical, but at the 
40,000 pound ‘price. Now, I don’t 
get a functional allowance on 
everything I buy, but it’s hard to 
explain this to some buyers.” 

Even aside from this apparent 
lack of understanding by buyers, 
distributors have more far- 
reaching complaints about their 
customers. Horning says that 
many buyers “worry me to death 
because they’re so unsophisticated 
about their businesses. I have 
customers who call me up and say, 
‘Send me two more of those drums 
with the black top.’ I don’t want to 
get the order because I’m the last 
guy to kick the drum.” The 
implication, says another insider, 
is that a good many buyers aren’t 
utilizing their distributors’ full 
capabilities (in long-range inven- 
tory planning, for example), but 
will complain that middlemen 
don’t live up to their promises of 
customized service. 

Case in point: government 
regulations. Many small and 
medium-size chemical processors 
still have no idea of how to handle 
their toxic wastes, says one 
roundtable member: “Back in the 
old days, the way to handle 
chemical waste was to wait until 
Friday night and dump it down the 
sewer. You can’t convince some of 
these guys they must find better 
disposal methods, or be put out of 
business.” 

“Some time ago,” adds Lou 
Dehmlow, president of Great 
Lakes Terminal and Transport in 
Chicago, “we sent out a two-page 
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Witco’s Greggs wonders if 
distributors use their collective 
buying power to full advantage. 


letter to our customers on the new 
waste disposal regulations. Our 
salesmen were reluctant to deliver 
the letter, because many custom- 
ers thought we were to blame.” 

Biggest and most justifiable 
complaint by distributors: unethi- 
cal buyers. Says Segebrecht: 
“We’ve had cases in which we 
worked with a buyer for a long 
time, redesigning his operations 
for cost efficiency, then watched 
him go to a competitor for a lower 
price. You don’t do business with 
that guy twice.” 

Finding ways. If the round- 
table proved anything, it’s that 
buyers and distributors must find 
new ways of plugging into each 
other for their mutual survival. 
One reason is the continuing move 
by producers away from small 
orders. Dehmlow, for instance, 
notes that some surfactant produc- 
ers are no longer interested in 
orders of less than 500,000 lbs/yr. 
Together with a cutback in sales 
reps by some companies, says 
Floyd, that means that distribu- 
tors will be moving out of the 
wings onto center stage as the only 
viable supplier for many products. 

Some tips to make it happen: 

eBe honest with your 
distributor. Open communication 
is still the best tool going, says 


Chuck Balkema, vice chairman of 
Haviland Products in Grand 
Rapids, Mich: “We must know your 
needs in order to meet them. For 
example, don’t ask for 30-day 
delivery if you don’t really need 
the product for several months.” If 
he isn’t living up to your ideas of 
what a good distributor should be, 
tell him about it. 

eCheck him out. Finding a 
good distributor used to be a 
trial-and-error process, says 
Balkema, but errors are getting 
too expensive for everyone. Many 
distributors are just now begin- 
ning to tell their story, thanks to 
the involvement of groups like the 
National Association of Chemical 
Distributors. Meanwhile, take the 
initiative; find out early on what 
he can and can’t do for you, what 
his facilities are like, and soon. 

eInvolve the producer. In 
most cases, says Dehmlow, the 
distributor can get the producer to 
become a party to the contract, 
thus allaying buyers’ fears of 
shortages at the distributor level. 
Insist on this representation 
whenever possible. 

eDon’t haggle over pennies. 
Horning recalls a buyer who got 62 
bids on a 500-lb order of trisodium 
phosphate. He may have gotten 
the best price, but he lost money 
for his company. “The buyer must 
know the basis of a slightly lower 
price,” says Horning. “How long 
will it last, and will he have to give 
up some important service as a 
result? ” 

eDon’t ask the impossible. 
Want your distributor to carry a 
few thousand pounds of something 
for you all year, even though 
you're the only one in town that 
needs it? He might agree, but 
unless you're his number one 
customer, it’s going to cost. Ditto 
for supplying special package 
sizes, custom solvent blends, etc. 
Like you, he’s in business to turn a 
profit; it’s unreasonable to ask him 
to take a loss for your convenience, 
unless you can make it up to him 
with increased business or in some 
other way. a 


Wally Kiesshauer =f 
knows at least 
I'7reasons why you 


should buy hot-rolled 
bars from 
Bethlehem 


Maxi Mills. 


W. E. Kiesshauer, Manager, 
Carbon and Alloy Bar Sales, 
Bethlehem Steel 


Long-term stability, reliable relationships, Bars available hot-rolled to 4 commercial 
continuing service through good times and tolerances for size and section. 
bad. 


Sixty local sales and resident offices around 
the country to provide Quick Inquiry 


A broad spectrum of consulting services— | 


metallurgical, research, engineering, trans- Response on bar rollings and deliveries. 


l 


portation, etc. Assistance is available from 
our many corporate departments. One-stop shopping for your steel products, 


not just bars alone. 


Integrated operations related to bar quality: 

strong billet-preparation departments; High-tonnage heats which mean greater 
capability to minimize hot-rolled scale and consistency for greater numbers of parts. 
provide fine HR grain structure; steelmaking 

practices that include desulfurization, argon | A rolling flexibility that allows us to select 
stirring, vacuum degassing, additives during production from among several mills at 


teeming, etc. various plant locations. 

Numerous bar finishing and secondary A steelmaking flexibility that allows us to 

processing options. choose production from among several melt 
facilities. We are not bound to the vagaries 

Nearly eight decades of experience in pro- of the steel scrap market. 

ducing steel, blending alloys, hot-rolling 

bars, satisfying customers. Compatriot production. Bethlehem is an 
American firm, owned and operated by 

A wide range of available bar sizes, sections, Americans. 


steel analyses, commercial qualities. 
| 6 Commitment through investment. Bethlehem 
Industry’s largest bar coils—up to 5,400 has demonstrated a continuing investment 
pounds. Industry’s largest coiled bar size in the upgrading of bar technology—in our 
range—up to 1% in. diam. research efforts, innovative rolling facilities, 
and commitment to future production. 
Dependable bar-rolling schedules, pro- 
grammed to cycle every two weeks. | Community responsibility. Bethlehem is 
active in working for the future betterment 


In addition to the al aaa 
ultra-top quality of Maximize your benefits: buy Bethlehem bars. 
our carbon and alloy 


bars, here’s what — 
Bethlehem offers... Bethlehem —, 


Fast delivery for all types of gear 
shaper cutters...hobs...& spline gages. 
From 1D.P to 120 D.P Standard D.P 

& module pitches in stock. Allow longer 
delivery times for special orders. 


INDUSTRIES INCORPORATED 
1615 9th Avenue, Bohemia, N.Y. 11716 
516-981-7600 / TWX 510-228-8840 


For more information, Circle No 136 


will get you 
10 


owe CEO REPORT eum 


What the ‘80s will 
demand of purchasing 


Spend $3.00 for an advance look 
at decade ahead. Send for 24- 
page reprint of PURCHASING’s 
CEO Report. All the reasons why 
CEO’s consider purchasing 
pivotal to the eighties. 
Send check to: 
PURCHASING CEO Reprint, 
221 Columbus Avenue, 
Boston, Massachusetts 02116. 
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PURCHASING LAW 


Recent legal decisions 


Distributors fight off 


buyers’ antitrust suit 


Fixing of credit terms by a 
group of distributors isn’t neces- 
sarily anticompetitive. Key ques- 
tion: Is such action taken with a 
conscious purpose to fix prices, or 
as part of an overall scheme to 
restrain competition? 

If it is, it may violate the 
Sherman Act. But it doesn’t 
always work that way, as shown 
by a recent U.S. Circuit Court of 
Appeals case. A group of buyers 
filed a lawsuit alleging that area 
distributors had engaged in a 
conspiracy to restrain trade in 
violation of Section 1 of the 
Sherman Act. Their complaint: 
elimination of deferred payment 
terms formerly granted them— 
specifically short-term credit on 
purchases. 

Price-fixing under Section 1 is 
a “per se” violation; it is 
automatically illegal regardless of 
the circumstances. The buyers 
claimed (1) price-fixing may be 
direct or indirect; (2) an agreement 
to fix credit terms fixes prices 
indirectly; (3) credit-fixing is 
a per se antitrust violation. 

The court found that the 


ITS EITHER A MUTINY 

ORA REVOLUTION, | — 
| BUT NOTA — 
| ET OPIRACY... | if 


agreement was not a per se 
iolation. It refused to conclude 
that an agreement to fix credit 
terms amounts to indirect price 
fixing. Therefore the arrangement 
had to be proven illegal under the 
“rule of reason” standard, which 
requires an evaluation of competi- 
tive harm or enhancement. Under 
this standard, the deal was not 
considered illegal. 
Catalano, Inc. v. Target Sales, Inc., 
48 U.S.L.W. 2169 


Distributor wins triple 
damages as injured buyer 


A supplier has the right to 
pick and choose his customers, as 
long as the decision is his own. But 
serious antitrust problems can 
arise when a vendor lets existing 
customers influence his rejection 
of another. 

This was illustrated in a 
Colorado case, involving a com- 
mercial equipment manufacturer 
selling nationwide. One of the 
manufacturer’s dealers provided 
about one-half of the firm’s dollar 
volume in the Denver area. When 
another outfit attempting to 
penetrate the market applied for a 
formal dealership, the existing 
dealer suggested to the manufac- 
turer’s district manager that it 
might be “smart” for him to do 
business with only a select group 
of dealers in Denver. 

[he new customer’s orders 
were accepted for a while on a 
casual basis, but a formal 
dealership was never set up. So the 
buyer sued the manufacturer for 
restraint of trade. He claimed that 
the seller refused to deal with him 
because of the existing dealer’s 
pressure. He asked for triple 
damages under antitrust law. 

he court agreed that the 
manufacturer had conspired with 
its existing dealer to keep the 
prospective one from competing. 
And it awarded the injured dealer 
triple damages. 

Westman Commission Co. uv. 
Hobart Corp., 461 F. Supp. 627 @ 
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PARKER 


O-RINGS, 
_-LOCAL 
~ INVENTORY. 
SAME DAY 
SERVICE.. 


ALL FOR 


THE PRICE OF A PHONE CALL. 


Simply stated, when you need O-rings, you 
sometimes need them in a big hurry. So, when 
you request it, we and our distributors promise 
to ship any O-rings we have in stock within 
8 hours (or one working day) of receipt of your 
order. Parker Seal maintains guaranteed 
stock levels on all popular O-ring sizes and 
compounds ... and that’s in addition to the 


large inventories carried by more than 125 
local Parker O-Ring distributors. 
That's not all... 


Suppose you have a real after 


hours emergency? No problem. Simply call our 
after hours O-Ring Hot Line, (606) 253-2222 
day or night, seven days a week. If we have the 
O-rings you need in stock, we'll have them on 
the next available flight direct to you. 

So, remember...when you need O-rings in a big 
hurry, call your local Parker O-Ring distributor 
first, he’s in the yellow pages or dial Parker 
direct at (606) 269-2351...Parker Seal Group, 
O-Ring Division, 2360 Palumbo Drive, Lexington, 
KY 40509. 


Seals...when you can’t afford second best! 
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“The new force is exceeding! 
small,so that we cannot predict any 
practical applications for it?” 


— The Nation, December 25, 1879 


SS SS TS ss os 


[he Nation was talking about the Hall effect, the minute voltage that 
develops at the edges of current-carrying gold foil ina magnetic field. 
And back in 1879 when Dr. Edwin Hall first detected it, even the 
editors of this leading news magazine didn't know what to make ot It. 
In fact, for eighty-six years, the Hall effect gathered dust in 
research labs. ax 
But then in 1965, while MICROSWITCH engineers 9% 
were evaluating different sensor technologies, they made /# 


a major breakthrough. 
They invented a revolutionary sensor by 
building the Hall effect into an integrated circuit. 
The sensor they developed was smaller and 
more reliable than any previously designed. That sensor 
became part of the world’s first solid state keyboard. 
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Today. not only is that keyboard still the most reliable one you can buy, our 
Hall effect technology is the state of the art in the electronics industry. 


The fame of Hall. 


Since the Hall effect keyboard, we've found other innovative ways to 
package the Hall effect. 

You ll find it in our vane and position sensors. It makes our AML pushbuttons 
the most reliable ones you can buy. You'll find it in our solid state, , ne 


oiltight pushbuttons. And now, the Hall effect isinourlatest = 5S o> 
achievement: a linear output position sensor. ‘ee N 


Our customers must like the ways we've packaged = =<>7> ff 
; ; ; . *YMY 4 
the Hall effect, because they've found some interesting ways “\~7 Ea 
to use them. oa oa ili 

For example. pioneers at a leading medical center | 
came to us for asensor that would control the rhythm of an 
experimental artificial heart. They chose a Hall effect sensor 
for its proven reliability. 

Hall effect sensors have replaced mechanical breaker 
points and magnetic reluctance sensors in the ignition systems of 
over 2 million cars so far. Simply because they re so reliable, and 

Vane help save fuel. 
WW: | lo ae In fact, designers 
Ne cameo | ‘mame: | of a famous race car use 
ba i Hall sensors for the same reasons. 

Anda Hall effect sensor 
detects the precise needle oo 
\ forstitching patterns in the first 
‘8 computerized sewing machine. 
aa People 


| —-~ Halleffect (gaa 
to monitor tire pressure, build better refrigerators, process film 
and bale hay. Just to name a few. 


We have other ways of doing things. 


Having made nearly 200 million Hall sensors, we 
figure that if there's a way to improve the performance of a 
product using a Hall device, chances are pretty good that _—=- 
we Il find it. .—o 

On the other hand, we'll be the first to admit that 
the Hall effect isn't the only way to do things. 

That's why we also have products that work on other principles. 

We use piezoresistance for solid state pressure transducers. Eddy current in 
metal detecting proximity sensors. And optoelectronics in photoelectric controls. Not to 
mention the precision, snap-action principle we invented in 1932. 

But whether you eventually choose Hall devices for your designs, or any of the 
other ways we have to make switches and sensors work better, we can help you best by 
helping you early. 

That way. you get our nearly 50 years experience helping customers solve 
problems. And the most cost-effective product for the job. Whether it’s one right off the 
shelf. or one we design especially for you. 

Who knows. maybe we ll come up with a practical application that no one has 
thought i vet. - . ne 

or some practical suggestions on how the Ha 
effect can work iron. write MICRO SWITCH. The Sensor MICRO SWITCH 
Consultants, Freeport. Illinois 61032. Or call 815-235-6600. a Honeywell Division 
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WTC Got it Ther 
6:30 Sharp. 


Veterans Hospital Super Air into Miami. 
and Jackson Me- The delicate and sensi- 
morial in Miami had tive cargo had to arrive 
a problem. Ak FREIGHT at the hospitals by 8 AM 
Blood was needed at : lt the following morning. 
both hospitals from the =—*"9°°8or any.a company. (t was there 6:30 sharp. 


relatives of transplant We like to think that 
patients. Quickly. Apt ia 


on-time success stories such 
schedule. And with shack shes se = as this one reflect the dedica- 
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nothing left to chance. tion of our people. So the 

WTC had the solution. next time you’re lookin 
Veterans and Jack- for someone who really 

son Memorial contacted understands your ship- 

WTC to coordinate the ping needs, whether 

shipments. As soon as it be domestic or 

the blood sample test- international, look 

ing had been com- to WTC. 

pleted, shippers were WTC Air Freight. 

instructed to bring We know that 

them to WTC’ clos- one error could cost 

est office or agent a company, a 

for shipment on company. 
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SEALS AND PACKINGS 


By Ernest Raia / Technology Editor 


Discounts are erasing 
some price gains 


Falling demand is spurring heavy 


discounting in O-rings; 


however, packing 


tags continue to push upward, due to 
the squeeze on asbestos 


There’s one leak few seal 
suppliers have been able to plug 
this year and that’s the air 
escaping out of the economy. The 
sorry shape of the auto market has 
caused near panic for some 
suppliers. The O-ring market in 
particular is churning. Existing 
market prices are reportedly being 
cut by as much as 60%. 

Even some of the “lords” of the 
rings are wavering. The top 10 
O-ring suppliers—Parker, Preci- 
sion Rubber, National, Parco, 
etc.—account for about 80% of 
total domestic ring production. 
Parker, which alone accounts for 
30-40% of the market and is the 


Extrude 
Simple three-step process enables the supplier to easily accommodate rush orders and increases in volume, 
particularly in larger ring sizes. 


acknowledged pacesetter on prices, 
reportedly will be reexaming its 
pricing setup if conditions contin- 
ue on its present course. Precision 
Rubber already has cut Mil-spec 
O-ring prices by 30% to meet the 
competition. 

Country hardball. Ring 
suppliers are in a bind. While they 
are anxious to keep their doors 
open, and willing to sell hard, they 
are faced with rapidly escalating 
material costs that have gone up 
by as much as 30% in the past 
year. Undoubtedly they will try to 
pass some of these costs along 
where they can. But the big OEM 
accounts are playing good ol’ 


Grind 


country hardball, doing a lot of 
split buying and using blanket 
orders to negotiate big discounts 
and price guarantees. Net effect: 
They are paying less for O-rings 
now than they did a year ago. 
Detroit buyers, the biggest 
hawks on prices, are playing it 
even closer to the vest now with 
business in a shambles. One major 
supplier reports that Ford, for 
example, is asking for 1'%2% 
reduction on prices. Perhaps one. 
can understand why Parker is 
backing away from the auto 
market where its O-ring sales are 
less than half of what they were 
only five years ago. However, 
Parker is now doing business with 
Volkswagen (usA). VW apparently 
is less concerned with rock-bottom 
pricing than domestic automakers. 
The O-ring market was red 
hot until the economy hit its 
present slump. A year ago buyers 
were beginning to see some 
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The fields of Clarinda, lowa, 
produce some of the finest 
bearings in the world. 


It's not all that corny. 

Scattered throughout the great farmlands 
of the American Midwest are hundreds of produc- 
tive factories like ours. 

But we think our Clarinda plant is special. 

It's special because of super-sophisticated 
equipment that turns out some of the best-made 
ball bearings you can buy. Anywhere. At any price. 

It's special because of unique quality 
control laboratories . . . where standards are 
developed. And because of gaging equipment 
we use at every single work station. . . where 
standards are maintained. 

But it's especially special because of the 
people who work here. We think we have the best 
darn group of employees we could ask for. And 
they hail from right here in Clarinda, Iowa, U.S.A. 

Clarinda is just one of seven Hoover-NSK 
locations around the country. We feel the same 
way about all of them. . . And that’s probably 
had a lot to do with our becoming the eighth 
largest bearing maker in the United States today. 
Now, what’s so corny about that? 


hoower- 


BEARING COMPANY 


5400 S. State Road * P O. Box 1507 
Ann Arbor, Michigan 48106 
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SEALS AND PACKINGS 
Escalating costs 


(continued) 


unequivocal price hikes, suggest- 
ing that suppliers were getting 
ready to play catchup after a few 
years of relatively quiet movement 


on the price front. Buyers can 


expect that this will happen again 


with a vengeance as soon as the 
economy starts picking up. 
Certainly, material costs are 
building enough potential energy 
to trigger stiffer price hikes than 
buyers have seen in recent years. 

Becoming square. Perhaps 
this will spark more buyer interest 
in lathe cut rings. Lathe cut rings 
have a square as opposed to the 
more familiar molded O-ring’s 
circular cross section. Many 


believe that the lathe cut ring’s 
place in the market has yet to be 
tapped. Cut rings can directly 
replace molded types in most static 
applications. Detractors empha- 
size static, but probably 80% of all 
O-ring applications are precisely 
that (meaning that there are no 
moving parts involved). 

When lathe cut rings were 
first introduced, they were thought 
of as cheap, loose-tolerance rubber 


Seals and packing data file 


The following brochures and catalogs are available from seals and packings manufacturers. To obtain your copy, circle the 


appropriate number on the Information Retrieval Card in the back of this issue. 


Handbooks and special catalogs 


From Acushnet. Good synopsis on O-rings and 
properties of various ring materials. Also includes a 
cross-index of industry compound numbers. Circle 289 
From CR Industries. This big 192-page handbook 
includes complete size, type, and numerical listings 
of CR’s Waveseal, metric seals, large diameter seals 
(Catalog 457010). Circle 290 

From Federal-Mogul. Design and selection guide on 
National O-rings (Catalog OR-15R). Circle 291 

From Goshen Rubber. For buyers interested in lathe 
cut rings, this “Manual of Tetraseal Design” is a 
must. Circle 292 

From Greene, Tweed. Bound catalogs on sealing 
systems for fluid power components. Circle 293 
From Parker. Comprehensive reference guide on 
O-ring sizes and compounds. Circle 294 

From Precision Rubber Products. This handbook on 
O-ring covers industrial and commercial as well as 
military and aircraft quality O-rings. Circle 295 

From Simrit. Well-illustrated catalog on various 
sealing elements (Catalog 410). Circle 296 


Product flyers on rings and seals 


From Chicago Gasket 

¢ Selection data on molded Teflon rings and seals. 
Circle 297 

From John Crane 

¢ Bulletin on Type 15 metal bellows shaft seals. 
Circle 298 

From Continental Seal 

* Brochure on O-ring selection. Circle 299 

From CR Industries 

* Brochure on a long-lasting radial lip seal, CR’s 
Waveseal. Circle 300 

From EGC Corp. 

¢ Flyer on TFE V-rings. Circle 301 

From Federal-Mogul 

e Handy wall chart on seven steps to proper O-ring 
design. Circle 302 

¢ Brochure on National O-rings. Circle 303 

¢ Design guide on National shaft seals. Circle 304 
e Flyer on shaft seal standardization. Circle 305 

¢ Brochure on National oil seals. Circle 306 

From Garlock 

* Bulletin on the Garlock 2000 mechanical seal. 
Circle 307 

e Catalog on Garlock’s Klozure oil seals. Circle 308 
From Greene, Tweed 

e Flyer on low-friction rings called Go-rings. Circle 309 


From Grover Piston Ring 

¢ Loose-leaf bound flyers on flange and U seals, and 
other sealing components. Circle 310 

From International Packings 

¢ Brochure in IPC’s custom design capabilities for the 
OEM industry. Circle 311 

From KEW 

e Flyer on ASA and API ring joint gaskets. Circle 312 
From Parco 

e Bulletin on contoured back-up rings. Parco’s Back- 
O’s are available in nitrile or Viton. Circle 313 

¢ Neat mailer on colored fluoroelastomer O-rings. If 
it’s green, it must be Viton. Circle 314 

From Parker 

e A quick synopsis of Parker's total sealing capability. 
Circle 315 

From Precision Rubber Products 

¢ Catalog OR-80A covers Dyna-Seals and Para-Seals, 
O-rings, and other custom molded products. Circle 316 
From Simrit 

e Handy pocket catalog on radial shaft seals. Circle 317 
From Sterling Rubber 

e Flyer on metallic and semi-metallic gaskets. Circle 318 
Product flyers on packings 

From C. F. Adams 

¢ Flyer on molded cups and packings. Circle 319 


From Chemplast 

¢ Bulletin on an all-graphite packing for sealing at all 
temperatures from — 400F to 3000F. Circle 320 

From John Crane 

¢ Bulletin on MTP plunger pump packing. Circle 321 


From Garlock 

¢ Bulletin on economical, non-asbestos, synthetic 
compression packings for general industrial service. 
Circle 322 

e Flyer on Style 5000 carbon-fiber packing that is non- 
contaminating. Circle 323 

e Flyer on a non-asbestos pump packing made with 
high-strength Kevlar fibers (Style 5200). Circle 325 

e Bulletin on expandable valve stem packings for 
emission control. Circle 326 

From Green, Tweed 

¢ Loose-leaf bound product bulletins on a broad line 
of packings, including non-asbestos and molded 
packings. Circle 327 

From Johns-Manville 

e Flyer on rubber/cotton duck packings made 
specifically for boiler water feed pumps. Circle 328 
From Sterling Rubber 

e Flyer on braided and rubber packings. Circle 329 
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STEEL UPDATE 


from Republic. 


“Republic stainless 
lets you buy 
to exact design specs, 
and still cut costs.” 


Herb Sass 

Manager of Sales 

Enduro Division 

Republic Steel Corporation 


“You can count 
on Republic's 
Enduro Division 
for the full line “9% 

of standard stainless steel finishes. 
Plus the industry's broadest range of 
special, proprietary finishes. To 
provide you the exact stainless fin- 
ishes and chemistries your product's 
design and fabrication requirements 
demand. 

“What's more, you can buy con- 
tinuous rolled ENDURO® stainless 
steel in widths up to 60" from 
Republic. We're the only domestic 
supplier offering you material over 
48" wide. And that ‘fifth foot’ provides 
a significant cost-saving in welding 
operations down the line. 

“Republic proprietary stainless 
finishes include: RSK, an ideal finish 
where low reflectivity is desired, 
requiring little or no finishing after 
fabrication. 

“Misty Velvet, originally pro- 
duced for automotive accessories, 
and still the most popular stainless 
for those applications. Providing a 
durable and non-directional subdued- 
luster finish, up to 48" wide. 

“2B-N is an intermediate finish. 
Cold reduced and bright annealed for 
a high luster. Ideal for subsequent 
mechanical polishing. 

“And Bright Anneal—Buffed 
offers a mirrorlike finish with max- 
imum reflectivity. Ideal for com- 
ponents such as tank wrappers for 
over-the-road trailers. 

“Request our Stainless Data 
Sheets. Ask to see actual samples of 
our Stainless finishes. And arrange 
for atrial order of ENDURO stainless 
steel. Write to me, Herb Sass, 
Republic Steel Corporation, Depart- 
ment 1441, Cleveland OH 44101.” 


Republiestee! 


Action to meet your critical needs. 
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SEALS AND PACKINGS 
Lathe cut rings 


(continued) 


packings for use in sealing 
applications with less precise 
metal parts. This is not so much 
the case any longer. Cutting does 
affect ring properties and does 
produce a different surface finish 
and pumping action than a ring 
that is molded. 

On the other hand, lathe cuts 
are 15-40% cheaper to produce in 
volume. They do not involve the 
use of molds, so tooling costs are 
low. Moreover, it’s easy for the 
supplier to accommodate rush 
orders and increases in volume, 
particularly in larger ring sizes. 
When the ID of a molded part 
becomes larger, mold capacity 
quickly drops from numerous 
cavities down to four, or even one, 
per mold on 6” ID and larger rings. 
Since lathe cut rings are fabricated 
from a cylindrical tube of rubber, 
the ID size is not a limiting factor 
on production. The same number 
of curing mandrels are needed for 
a 2” ID ring as for a 12” ID ring, if 
the cut thickness is the same. 

Goshen Rubber is the leader 
in lathe cuts, but there are several 
other suppliers that make them as 
well as molded O-rings. 

Goodbye asbestos. Like 
mechanical seals and unlike 
O-rings, braided packing tags are 
holding up despite the slump in 
demand. But here we have a 
special situation. EPA and OSHA are 
not only cracking the whip on 
asbestos, they are also insisting on 
essentially leak-free handling of 
many toxic fluids. Normally, 
packings are not designed to 
produce a leak-free seal. Instead, 
they are tightened enough to 
produce some leakage that serves 
to lubricate the packing to reduce 
friction and wear. As a conse- 
quence, many users are being 
forced to switch from packings to 
mechanical seals. Polyvinyl chlo- 
ride manufacturers were one of the 
first to do so, now the pulp and 
paper industry is in the process of 
converting to seals. 

Because of this emphasis on 
leak-free sealing, many industry 
observers are forecasting a 


Story of current 
economic slump told 
in seal leadtimes 


(Leadtimes in weeks) 


1979 1980 


Source: PURCHASING Leadtime Survey 


negative growth for braided 
packings. What buyers can expect 
meanwhile is that suppliers will be 
pushing as hard as they can to 
raise braided packing tags. Partly 
it will be to cover lost ground, but 
they also know that they have 
plenty of room to manuever, since 
braided packings are not nearly as 
expensive as mechanical seals. 
The situation with asbestos is 
another reason why braided 
packing tags are going up rapidly. 
Asbestos has been a popular 
packing material not only because 
it offers good resistance to heat 
and acids, but because it is a fairly 
inexpensive material. It is certain- 
ly much less expensive than any of 
the materials that are now being 
touted as asbestos-substitutes. 
However, the price of asbestos 
packings is moving up sharply 
because suppliers are now bur- 
dened with high cleanup costs. 
Packing buyers are also 
hearing the swan song for 
asbestos. Probably all of the major 
asbestos packing suppliers will be 
out of the business within the next 
year or two. Crane Packing, for 
example, says that it’s committed 
to end the manufacturing of 
asbestos packings by the end of 
this year, although right now it 
still has plans to continue selling 
them. Rg 
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No.1 in electrics because we're No.1 in value. 


More Yale® electrics are out there working than any 
other make. 

Over 100,000 at latest count. For all types of 
American industries — from heavyweights like steel 
to the featherweights in electronics. 

You ll find out why industry chooses Yale in our 


10-page brochure: “Facts about Real Value in electrics.” 


You'll learn what 50 years of engineering experi- 
ence in electrics really means. Where to look for quality 


Yale motors for value. We build 
our motors with Class H insula- 
tion, the highest there is. Every 
motor is bench tested before 
installation 


Yale engineered for value. We 
build lift trucks, not lawnmowers. 
Our drive unit is a heavy-duty, 
performance-proven, highway 
truck-type design 


FAC ' i 
Materials Handling 
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design in every component. How “human engineering” 
pays off in driver productivity. Why Yale offers you the 
widest choice of electrics. 

And finally, why your Yale dealer is the man to see 
for a competitive quote when you re ready to compare 
makes. See him today for your free copy of “Facts.” Or 
write: Eaton Corporation, Industrial Truck Division, 
11000 Roosevelt Boulevard, 
Philadelphia, PA 19115. 


ee \ Ss" 
Yale masts for value. We make 


all our masts— in four types to 
match virtually any application. 


Spicer Cardan 
cut downtime. Save 
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Universal Joints 
energy! Save space! 


Momentary misalignment 
capability to 30 degrees. 
High torque capacity 

in less space! 


If you design or use machinery equipped with 
gear type spindle couplings, you can reduce 
operating costs sharply. Simply switch to cost- 
cutting Spicer Cardan Universal Joint Spindle 
Couplings. For continuous casters. Slitters. 
Tubing, rod and bar mills. Straighteners. 
Overhead cranes. And many other applications. 


Cut downtime! Compared to gear couplings, 
Spicer U-Joints require substantially less 
downtime. They have higher misalignment 
capability, so alignment time is greatly reduced 
during installation. Once aligned, they require 
no realignment during normal operation. They 
are easily and quickly disassembled and 
reinstalled without disturbing drive and driven 
units. Easily accessible lubrication fittings and 
extended lubrication cycles minimize 
maintenance time and costs. 


Longer service life! Spicer Cardan U-Joints 
offer longer service life than gear couplings— 
for two important reasons: (1) They can operate 
at much greater angular misalignment. 

(2) Spicer U-Joints have a bearing connection 
with low-wear rolling action. That means less 
strain on drive components. But gear couplings 
have a friction gear connection with greater 
wearing metal-to-metal contact. Long service 
life makes Spicer U-Joints by far your best 
value! 

Energy and space savings! Your energy 
consumption is reduced with Spicer U-Joints 
because they have higher power transmitting 
efficiency than gear couplings. Compact, space- 
saving design and small swing diameter let you 
locate rolls and spindles in close proximity. 


Serviceable! Spicer U-Joints can be easily 
rebuilt to original specifications with a simple 
cross and bearing kit available from equipment 
manufacturers and Spicer Drivetrain 
Distributors. Worn gear couplings, on the other 
hand, usually require complete replacement. 
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Design flexibility! Spicer U-Joints can be 
selected according to life requirements because 
their service life can be accurately predicted. 
U-joint driveshaft spindle coupling lengths are 
adjustable. Several U-Joint couplings can be 
connected in series, either in a vertical or 
horizontal plane. 


Parts and service backup! Spicer is the 
world’s largest independent supplier of Cardan 
universal joints. Wherever you're located, you 
can count on a worldwide network of assembly 
facilities for prompt replacement and repair 
services. More than 120 drivetrain specialists in 
the United States, backed by engineering and 
test facilities second to none, offer Spicer 
customers in-depth product application 
assistance. 


Wide range of sizes. Depending on application 
requirements, Spicer U-Joints are available with 
torque capacities of up to 4,000,000 lbs. -ft. 


For catalogs containing more information 
on cost-cutting Spicer U-Joints, call 
toll free 1-800-521-0550. In Michigan 
call 1-313-571-7410 or write 

Dana Corporation, 

Spicer Universal Joint Division, 
Dept. 8957 PM, P.O. Box 5367, 
Detroit, Michigan 48211. 
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in 1972, we hung our — 


Sometimes the most 
amazing thing a new company 
can do is to do things the same 

| old way. 
| Only better. 
! When we started our 


‘company in 1972, our experience 


‘told us air freight was that kind 
‘ of business. 
! What did shippers really 

‘want? 

A gee-whiz fleet of tiny jets? 
A global bank of chattering 
computers? 

Or just plain better service? 


We tormed our company on 
the belief that the service of 
inspired people is what shippers 
really wanted. And needed. 
And the record has proven us 
right. 

since 1972 we've climbed 
from zero to more than $250 
million in shipments a year. 

No other air freight 
forwarder has ever approached 
that record of performance. 

Obviously, because no one 
recognized the obvious. 


People, not planes, deliver. 
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MACHINE TOOLS 


Tax break from Uncle 


By El Hoeffer / Midwest Editor 


Right now order books consist of 
replacement business and, until tax relief is 
a fact, that’s all tool makers are expecting 


When asked how serious the 
talk of reindustrialization is, 
spokesmen for manufacturers 
exhibiting at the 1980 Internation- 
al Machine Tool Show are 
cautious. 

“We have a two-year backlog 
of orders and at least half of that is 
simply replacement of old equip- 


: ~- 


ment, not industrialization in the 
genuine sense,” states Edward 
Schloss, vp-manufacturing, Cin- 
cinnati Milacron, the nation’s 
largest machine tool builder. 
Others readily agree that 
most of their order books consist of 
replacement business. “And it’s 
going to stay that way until 10-5-3 


¢) 


manufacturing capacity, but also to encourage capital equipment sales. 


will swell order books 


or some other investment tax 
program is passed,” says a regional 
sales manager for a prominent 
Milwaukee-based manufacturer. 
Signs of change. “For the 
first time in decades, the politician 
and the man on the street have 
some idea of the problem,” says 
Craig R. Smith, president, Bendix 
Industrial Equipment Group. Any 
government action toward aiding 
capital formation “will be a signal 
or change in direction and will 
spur confidence so people will plan 
for capital investment,” he notes. 


Machine tool builders say they are dependent on investment tax relief not only for their own 
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Here’s what top 
industry professionals 
say about Oliver Wight’s 
best-selling 

book! 


“... Obsoletes everything on the 


subject that was written before.” 
— Dave Garwood, President, R.D. Garwood, Inc. 


“A classic that will serve our profes- 


sion for years.” 
—Joe Walton, The Elliott Company 


“It is a gutsy book... loaded with 
practical observations speaking 
directly to the day to day problems 
we face in manufacturing...” 


— George E. Bevis, Executive Vice 
President, Tennant Company 


Find out how PRODUCTION AND 
INVENTORY MANAGEMENT IN THE 
COMPUTER AGE can help you to: 

* Reduce inventory 

* Maximize your company’s 
growth potential 

* Improve customer service 

* Respond efficiently to mar- 
keting demands 

* Actually increase manufac- 
turing profits 


A must for anyone involved in any 
aspect of manufacturing production! 
1974/300 pages/Hardbound/$17.95 


ORDER YOUR COPY TODAY! 


( ) Please send me 
copy(ies) of PRODUCTION AND 
INVENTORY MANAGEMENT IN 
THE COMPUTER AGE (79T7204) 
@ $18.95 each. 
Note: Payment must accompany order. Please 
make all checks payable to Purchasing Maga- 
zine. Send to: Purchasing Magazine, Attn: Kim 
Gorton, 221 Columbus Ave., Boston, MA 02116. 


NAME ‘ seen 


COMPANY ___ . = 


ADDRESS 


CITY, STATE, ZIP) _ = ee 


SIGNATURE __ ee Fe ee 
(signature required to process your order) 
aS, 220430 
Canadian and foreign orders must be paid in 
U.S. dollars. 
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MACHINE TOOLS 


Capital investment 


(continued) 


Yet no one expects an 
immediate surge of productivity- 
related investment when tax relief 
does occur. 

“There won't be a revolution,” 
says Smith, “but a small change 
for the better—small but basically 
real.” Others foresee a gradual 
shift, a trend that will pick up mo- 
mentum in the mid and late 1980s. 

Capital formation and restora- 
tion of confidence in capital 
investment takes time and that 
will be the main reason for the 
slowness of the turnaround. 

Solving problems. Machine 
tool manufacturers aren’t the only 
ones waiting for the tax relief. 
Buyers of machine tools have had 
to turn to leasing and third-party 
financing during the past two 
years. One reason: Buyers want to 
protect the credit lines they’ve 
established with their local banks. 
These thin monetary resources are 
being used primarily for inventory 
and everyday expenses. A major 
capital acquisition could severely 
strain their credit line. 

The buyer’s alternative to 
going to the bank is to lease capital 
equipment or to go through 
third-party financing. Both op- 
tions offer tax benefits and a 
buyer’s decision to go one way or 
the other is determined by which 
option offers the best benefits for 
his company’s particular situation. 
Credit/financing companies advise 
buyers to get the advice of their tax 
consultants before deciding which 
way to go. 

The cost of leased or third- 
party financed equipment is 
higher than the cost of that 
directly financed by the bank. 
Interest rates, for example, 
generally run 1-2% above direct 
bank loans. However, the bottom 
line is getting a modern machine 
and the increased profits from its 
productivity may make the direct 
financing worth the expense. 

Another problem facing ma- 
chine tool buyers is lengthy 
leadtimes. Two-year backlogs for 
highly productive, electrically 
controlled machines are common. 


e domestic industry is con- 
cerned that a sizable increase in 
demand will push deliveries out 
beyond practical levels, forcing 
nore buyers to turn to imports. 

uacceptable delivery time has 
been cited as the main reason why 
machine tool imports have risen 
over the past two years. 

Trend to merger. Machine 

001 builders say they, too, need 
better tax incentives to permit 
increase in their own manufactur- 
ing capacity. Capital formation is 
especially hard for them because 
the industry historically has been 
comprised of small and medium- 
sized companies. Some experts 
believe capital formation needs 
will force many small firms to 
merge, as in the recent merger of 
Kearney & Trecker with Cross 
Manufacturing and the absorption 
of Warner & Swasey into the new 
Bendix Industrial Equipment 
Group. 

Another answer to _ the 
question of how to increase 
capacity is to design machine tools 
so they can be produced more 
rapidly. According to Bendix’ 
Smith, this applies not only to 
equipment on the drawing board, 
but to improving ways of 
manufacturing existing designs. 
At the 1980 International Machine 
Tool Show in Chicago, Smith 
announced that Bendix plans to 
use these techniques not only to 
increase capacity but to cut its 
leadtimes by 50%. 

» guarantee. Meanwhile, 
the machine tool manufacturers 
are politely but firmly saying no to 
buyer attempts to have perform- 
ance guarantees included in 
written procurement contracts. 

Because machine tool costs 
are constantly rising and the tools 
themselves are becoming more 
sophisticated, buyers have an 
increased interest in getting for- 
mal assurance that the equipment 
will perform as _ claimed. 

“We resist it because it’s a 
quagmire for us,” says Cincinnati 
Milacron’s Schloss. “There are too 
many factors affecting productivi- 
ty and uptime that we can’t 
control. These include operator 
skill and training, machine tool 
maintenance, choice of cutting 
tool, and whether the custom- 
er uses good shop practices.” 


Helping to form the future in industry after industry... 


The hotter the inflation, 
the more you need Elco 
cold-formed parts. 


Cold-formed parts from Elco can help 
you beat the cost of getting new 
products into the market or holding 
the price line on existing ones. 

By forming metal rather than cutting 
it away (as with machining), there's 
less scrap. And cold-formed parts are 
stronger because of improved grain 
structure. So you can achieve added 
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quality while you reduce costs. 

Another economy: calling on Elco 
early in planning stage may help you 
combine several parts into one. For 
example, parts can be cold-formed 
with multiple collars to eliminate 
spacers. So your inventory is less 
and assembly is faster. 

Elco can cold-form with upset or 


head diameters up to 1%) body diam- 
eters up to 1%,' lengths up to 6) and 
through-holes up to 1.0.’ 

Our applications engineers can 
help you cool down the effects of 
inflation and improve quality. Send 
us your print or call 815/397-5151 
and ask for a Customer Service 
Representative 


ELCO INDUSTRIES, INC. 


ELCO 


® 


ROCKFORD DIVISION - 


ROCKFORD. IL 61101 
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INDUSTRIAL CONTROLS 


By El Hoeffer / Midwest Editor 


PCs edge out 
relays and computers 


More buyers will be procuring 
programmable controllers—and now they 
won't need an engineer to Know what's what 


Industrial buyers have become 
involved in procuring programma- 
ble controllers (PCs), and they'll 
become even more involved in 
coming years. Why? 

eProgrammable controller 
usage is increasing dramatically, 
about 30% annually—a growth 
that is expected to continue at 
least through the mid 1980s. 

@Many models are no longer 
considered so technical that only 
engineers can be involved in their 
acquisition. 

ePurchasing is increasingly 
being called in to evaluate 
suppliers and establish conditions 
of sales when highly sophisticated 
programmable controller systems 
are procured. 

There are two forces behind 
the PC revolution: (1) Industrial 
plants need better manufacturing 
and processing control systems in 
order to improve productivity 
while lowering operating costs; (2) 
PCs provide the basic functions of 
relay and computer controls, but 
have few of the drawbacks 
associated with either. 

When stacked up against 
relays, PCs: 

eAre cost effective compared 
to the initial cost and maintenance 
of big relay panels and multi-relay 
installations. 

@Do not require extensive 
rewiring to change their control 
program. 
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eCan be modified in the field. 

eCan be expanded to accom- 
modate new and enlarged operat- 
ing capacity. 

eOffer a wide array of 
monitoring and reporting accesso- 
ries, including trouble-shooting 
diagnostics. 

PCs have an edge on 
computers because they provide 
essential programming at much 
less cost; are designed for use in 
the industrial environment; and 
can be programmed and main- 
tained by plant personnel. 

Besides these advantages, PCs 
are adaptable to almost every 


‘ chine tools, 


Truck tire balance machine at Ford is controlled by PC and 


manufacturing and processing 
situation—from controlling ma- 
assembly lines, 
furnaces, and paint lines to 
testing, blending, and monitoring 
operations. Their widespread use 
encompasses heavy and light 
manufacturing, primary metals, 
and various processing industries. 

Market development. PCs 
originally were developed about 
10 years ago for the automotive 
industry when rewiring and 
making new relay panels each 
model year became prohibitively 
expensive. As PCs advanced from 
older solid-state designs and began 
to incorporate microprocessor and 
integrated circuit (chip) technolo- 
gy, their applicability expanded 
considerably. Increased usage led 
to volume production economics, 
which put prices on a downward 
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related controlling equipment (right). Automotive remains the 


largest market for PC use today. 


trend. This, in turn, accelerated 
acceptance. 

At first this acceptance was 
limited to PCs displacing multi- 
relay and relay panel controls. 
But, for the past few years, PCs 
have been used increasingly as 
replacements for computers or 
mini-computers controlling plant 
functions from a remote location. 

Their market will continue to 
be defined by relays at the bottom 
and by computers at the top. The 
dramatic growth forecast for PCs 
will be a direct result of the rapidly 
expanding need for controls that 
are more flexible and sophisticated 
than relays but simpler and more 
rugged than computers. 

The pricing base. For the 
buyer, the PC marketplace is 
blessed by an abundance of 
established, well-known suppliers 
competing vigorously for larger 
shares of the pie. The buyer also 
enjoys a wide variety of products to 
match his company’s needs. 

Prices closely reflect a PC’s 
performance rather than the 
materials or labor that go into 
making it. A small, basic PC runs 
between $1000-6000. 

A basic PC consists of a 
program panel (push-button or 
CRT), a central processing unit 
(cpu), and an input/output (I/O) 
section or module. As _ the 
capabilities go up, so does the 
price. For example, a $4500 PC 
would provide a better relay logic 
and more I/Os than a $1000 unit. 
An $8000 model could have the 
same relay logic but perhaps 
would be able to handle much 
more I/Os and feature faster 
logic-solving speeds (meaning it 
works faster for uses where speed 
is critical). 

Higher prices are commanded 
by increasingly complex systems 
which typically include: sophisti- 
cated relay logic, speedier action 
and reaction, timing and counting 
functions, input from tape cassette 
or computer interface, “reporting” 
on multi-machine operations or 


Practical applications for PCs 


One of the advantages of PCs is 
their adaptability to manufacturing 
and processing operations. In addi- 
tion to controlling machine tools, 
assembly lines, and testing opera- 
tions, PCs can gather and store 
data on machine downtime, parts 
produced, rejects, and operating 
efficiencies. They can also perform 
calculations on these data to make 
them valuable tools in manage- 
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The energy manager at Oakland County reports energy savings of 
$500,000 since using a PC to monitor all energy supplies. 


modes, remote terminals, diagnos- 
tic capabilities, and much more. 
For these systems, prices run as 
high as $40,000. In some cases, the 
options cost as much as or more 
than the basic unit itself. 

No obsolescence. PCs are 
not necessarily made obsolete by 
the development of new models. 
Innovation tends to increase PC 
sophistication, but users do not 
always need the advanced design. 
Perhaps an application requires 
only a few more I/Os, but the 
logic-resolving speed is not 


ment reports. 

PCs can be used to reduce elec- 
tric bills when they are programmed 
to monitor and control plant elec- 
tric power. They can also solvecom- 
plex algorithms associated with 
demand limits, demand intervals, 
and shed point and restore point 
operations. Plant management can 
schedule and program on and off 
times and PCs will do the work. 


critical. In some cases, all that is 
needed is to replace the existing 
I/O module on the current PC with 
a new module that can accommo- 
date the change in situation, such 
as the need for a larger memory. 
Still, innovation is the name 
of the game in PCs. New products 
and accessories are being devel- 
oped constantly. One producer is 
introducing a new line of PCs this 
summer. Another company intro- 
duced a programmable control last 
spring. This control provides some 
of the functions of a true PC, but is 


Ball Bearings or Roller Bearings—NTN’s complete line meets 


To meet all your your bearing needs. Our superior quality line exceeds AFBMA 
| 
, 


standards in tolerances. Our pre-lubricated Ball Bearings are 


i 
ball bearing sealed against dirt and moisture. 


NTN also offers a complete sales and service staff. Repre- 


needs. a8 sentatives and warehouses are strategically located across the 


country, Los Angeles, Chicago, Totowa (N.J.), Dallas and Atlanta, 
to save you valuable shipping time and costs. 


NIN works, So, before you specify any bearings, write for our free full- 
and works, line catalog. It'll tell you how NTN works for you. 

and works, 
and works, 
and works. 


BEARING CORP OF AMERICA 
31 E. Oakton St. e Des Plaines. Illinois 60018 e (312) 298-7500 
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INDUSTRIAL CONTROLS 


PC innovations 


(continued) 


limited to sequencing operations. 
One recent innovation is an input 
feeder which is constructed like a 
credit card. The four magnetic 
tapes on the card hold 1088 8-bit 
bytes of information. 

Good backup. One big 
benefit PCs offer buyers is that, 
although the product is relatively 
new, suppliers are established 
manufacturers. This means not 
only a high level of product 
reliability, but a wealth of 
technical support. 

Design and application assis- 
tance is to be expected. But the 
suppliers have gone one _ step 
further: They offer comprehensive 
training programs covering PC 
programming, installation, and 
maintenance skills. 

Some training programs are 
free; many have a tuition fee. 
Training runs from a few days’ 
basic instruction to full-scale 
seminars lasting up to two weeks. 
Classes are held either at the 
manufacturer’s plant headquar- 
ters or at various locations (such as 
its distributor plants) around the 
country. 

A distributor commodity. 
Until recently, PCs were consid- 
ered a highly technical or special 
product and, therefore, were 
marketed directly to engineers, 
and from the producer to the user. 

There has been an increasing 
trend to market PCs through 
distributors, almost always 
through the manufacturer’s dis- 
tributor chain. These distributor 
products are the simpler, less 
expensive models, usually older 
designs that have become industry 
standards or commodities. This 
trend has stepped up so that now it 
includes not just the basic PCs, but 
various modules and add-ons, such 
as terminals or I/O sections. 

Supply concerns. While 
overall supply is good, certain PCs 
have experienced shortages. 
Often, leadtimes are a problem 
with specific models of a particular 
manufacturer’s line—typically a 
new PC with innovative features. 

Last year, leadtimes on some 


products reached as far as 20-40 
weeks. This year, deliveries are 
reported in the 12-15 week range 
for the newer PCs, 4-10 for most 
standards. PCs marketed through 
distributors are generally availa- 
ble off-the-shelf. 

There is some concern in the 
industrv over the availability of 
integrated circuit chips—a basic 
part of PC design. The shortage 
experienced last year is over, but 
the future is cloudy. Many 
industries compete for integrated 
circuits, including toymakers 
whose sales of electronic games 
grow substantially each year. 
Watches, calculators, and home 
appliances are other big nonindus- 
trial markets. 

A few years back, a shortage 
of printed circuit boards hindered 
some programmable controller 
production. These parts are now in 
ample supply, but availability is 
being watched closely. 

Prices. PC pricing tends to be 
a patchwork affair. The trend has 
been for prices to decrease as 
volume rises and competition 
heats up. Raw material, compo- 
nent, and labor costs, though on 
the rise, are not considered 
excessive. However, price increas- 
es are bound to come since market 
growth cannot offset rising costs 
indefinitely. 

In the past, in order to ensure 
rapid acceptance of new models 
and to improve marketplace 
position, suppliers have raised 


Marketplace 
acceptance 
a (Sales, $ million) 
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Source: Industry spokesmen 
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Major suppliers 


Allen-Bradley, Systems Div. 

Eagle Signal 

Eaton Corp., Cutler-Hammer Div. 

General Electric 

Gould Inc., Modicon Div. 

industrial Solid State Controls, 
Inc. (ISSC) 

Reliance Electric, Control 
Systems Div. 

Square D Co. 

Struthers-Dunn 

Texas Instruments, Inc. 

Westinghouse 


prices on older, standard PCs. 
Thus, while the older model was 
not technically obsolete, its price 
worked against it being a 
preferred choice. 

Some PC producers successfully 
posted selective price increases of 
about 10% this spring. This was 
followed by across-the-board price 
hikes of 10% this fall. Higher labor 
and material costs will probably 
push producers to try for more in- 
creases next spring. 

Buyer tips. PCs have one big 
disadvantage: They have yet to be 
subjected to industry standardiza- 
tion. This means that once the 
choice has been made to purchase 
one manufacturer’s PC, expansion 
and modifications must be made 
with products from that company’s 
line. The ability of the manufac- 
turer to fulfill future needs is thus 
very important. 

However, industry spokesmen 
say, the most important buyer 


consideration is matching the 


company’s needs to the appropriate 
PC. Because a wide variety of 
capabilities and accessories are 
available, buyers must guard 
against overspecifying: “Don’t 
purchase a PC that has a crt, 
arithmetic, computer interface, 
etc., if you’re replacing 30 relays 
on a stand-alone machine,” advises 
one product manager. 

“Yet, what you specify or 
purchase today should be compati- 
ble with the equipment or features 
your plant will require tomorrow,” 
notes another industry spokes- 
man. “Compatibility allows you to 
optimize operating efficiency, 
training, planning and installa- 
tion time, and other cost factors,” 
he states. a 
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If you think of Stackpole as just SEE SR 
another source of carbon and cataiiaeess 
electronic Components and ma- 
terials, you’re overlooking one of 
our most important products. Help. 
Stackpole can help you avoid 
your worst headaches. We can ee hell 7 3 
meet your specs from our stan- Ze ) 5 Ae i er et) > ye 
dard stocks or turn around fast on CG ae ge) + 
custom work. Our delivery is 
among the best. And our prices 
won't snap your budget. 

For over 70 years, we've been 
deeply involved in machine de- 
sign, product engineering and 
materials application while focus- 
ing on your price and delivery 
concerns. AS yOu Can see in Our 
“Stackpole,” our Components and 
materials are found in the prod- 

ucts of leading manufacturers 
worldwide—in the automotive, 
entertainment, Communications, 
recreation-equipment and appili- 
ance industries. So the next time 
you're wrestling with a problem 

in one of these product areas, look 
to Stackpole. Carbon and graphite: 
automotive, fractional-horsepower, 
railroad and other industrial carbon brushes; molded and extrud- 
ed carbon and graphite products; seal and packing materials; 
carbon fibers and our new Stackfoil™ Switches: slide, rotary, rocker 
and keyswitches; Keyboards and custom switches. Resistors: 
fixed-composition, Carbon-film, metal-film and special-purpose 
resistors, thick-film resistor networks. Ferrites: Ceramic perma- 
nent magnets, magnetizable powders and soft ferrite Cores. 

Get to Know Stackpole better. Write for our new brochure, 

or call Dauer Stackpole, Corporate Marketing Manager, 

The Stackpole Corporation, 


St. Marys, Pa. 15857. Phone: > 
(814) 781-1234. . Get to know us. We can-help. 
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Acetic acid 
(1973 = 100) 


400 


1979 


For now, supplies are good 
and prices are loose. 
A 1981 recovery may lead to 


6-8% hikes by March or April. 


Bandsaw blades 
(1967 = 100) 


Tough market competition 
has kept increases down to 
a7% average, less than 
expected. 


Cobalt 


(1967 = 100) 


Prices have eased as the 
political situation in Zaire 
and Zambia, the leading 
producers, has stabilized. 


Source: Labor Dept., 
PURCHASING forecasts 


Pricewatch 


Aluminum die castings ready to rise 


DIE CASTINGS: Pressure to 
boost prices will be rising in 
coming months, with sharp 
increases tending to come in 
aluminum rather than zinc-base 
alloys. 

Die casting markets are soft 
now because of weak auto sales 
and reduced overall demand. This 
year’s sales should finish around 
$5.39 billion compared to last 
year’s $5.83 billion, according to 
the American Die Casting Insti- 
tute. 

Next year should be much 
stronger, particularly for alumi- 
num die castings, which will be 
replacing heavier parts in cars. 
Aluminum ingot prices, which 
held at 73-75¢/lb for several 
months this year, may shoot much 
higher in 1981. That could spell 


increases for aluminum die. 


castings almost as steep as ‘79, 
when tags rose more than 15%. 
Zinc die castings will be under 
less pressure because they are 
losing automotive market share to 
plastics and other light materials. 


NICKEL: Prices will continue 
sluggish until there is more 
action in the nation’s steel mills. 

Nickel consumption in the 
U.S. is running some 13-15% 
behind this time last year. Steel, 
though showing some signs of 
recovery, is still off. Action in steel 
depends on the performance of 
autos, construction, and applianc- 
es. If these segments pick up, a 
price increase of 10% by mid 1981 
is possible. 


NATURAL RUBBER: Producer- 
nation output has been stable 
for several years, but price 
rises have moderated in the last 
few quarters because of slow 
demand from the U.S. tire and 
automotive industries. 
Following a steep rise through 
1979, natural rubber prices have 
recently dropped 6%, near year- 
ago levels. Demand will remain at 
an ebb through the end of this 
year, then build through the first 
two quarters of 1981 as strength 


returns to the domestic auto and 
replacement tire markets. 

Supply will be a worsening 
problem for the next several years, 
until producers enlarge planta- 
tions to increase aggregate output. 
So the price promises to climb 
sharply before the end of next 
year, perhaps paralleling the 15% 
annual rate increase experienced 
in 1978 through the start of 1980. 


WOOD PALLETS: Soft pricing 
should be the rule through the 
first quarter of 1981, but 
revived demand could bolster 
prices after that. 

Depressed lumber markets 
and slack industrial demand have 
kept pallet prices low since 
October 1979, when the market 
peaked and collapsed. Southern 
Yellow Pine, a species favored by 
pallet makers, costs about 30% less 
now than it did a year ago. Unless 
mills start cutting back production 
again (as they did during the 
summer), prices could slip further. 

This would in turn make it 
hard to justify a pallet price 
increase. Until the housing market 
revives, pallet prices should hold 
steady. By second quarter 1981, 
look for strong upward pressure on 
prices as housing and industrial 
demand revives. 


SOLDER: This year’s relative 
stability will probably be 
followed by 5-10% higher prices 
next year. 

Prices directly reflect lead, 
tin, and silver prices which have 
fluctuated over the past two years, 
with much less volatility in 1980 
than 1979. Lead seems stable now, 
but could rise appreciably if 
battery sales return to 1979 levels. 
Tin is expecting an upward curve, 
and silver has begun “to go 
bananas again,” notes an industry 
source. 

Solder prices, which rose only 
about 5% this year, are expected to 
climb 5-10% in 1981. The only 
downward influence is a demand 
decline caused by the auto 
industry’s recession. & 
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A new alloy 
machining steel 
can triple the life 
of your carbide tools. 


Copperweld introduces Excalibar. 


lf you machine ordinary 
bar stock, you watch 
expensive carbide tools 
wear out every hour or so. 
And perhaps you wince 
every time the price goes 
up on those costly carbide 
we inserts. 
lan? Good news. Copper- 
weld has developed a new 
fine-grained alloy steel that lengthens car- 
bide tool life considerably. 

Two examples: in turning tests at 700 
fom on a low carbon alloy grade, the use of 
Excalibar provided three times longer tool 
life. And in another instance at 800 fpm, tools 
lasted up to twice as long. 


Mfg. pursuant to license under U.S. Pat. No. 3630723 


But Excalibar does more than just 
reduce tool wear: if also promotes better chip 
breakage and allows machining speeds to 
be increased dramatically (speeds can often 
be doubled). 

When you consider the advantages, it's 
easy to see why we're certain that calcium- 
treated Excalibar will revolutionize high-speed 
carbide tool machining. 

But don't take our word for it; machine it 
and make your own 
comparisons. 

Call us at (216) 
847-0561 to arrange for 
a trial order. Or write 
to us at PO. Box 351, 
Warren OH 44482. 


STEEL. 
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MARKET CONDITIONS: 


Leadtimes fall 
but not prices 


Capsule view. The auto market is 
a wreck but so far the carbide 
cutting tool business hasn’t been 
banged up as badly as one might 
have expected by the dismal 
conditions in Detroit. The massive 
retooling programs which the 
automakers have been scheduling 
to produce smaller cars have taken 
some of the sting out of the loss in 
production tooling orders for 
cutting tool suppliers. And two 
other big markets—aircraft and 
energy—are holding up pretty 
good, so that the main impact of 
the current recession that buyers 
are now noticing is a winding 
down of carbide cutting tool 
leadtimes, up to 2-3 weeks on 
custom items measuring from the 
close of the first quarter. The best 
that can be said about prices is 
that the overall increase this year 
may not be as bad as the previous 
two years. Past recessions have 
produced some rollbacks in prices, 
but this time around raw material 
costs have not responded in kind. 


Prices. Recent history has 
immured buyers into accepting 
some pretty steep hikes in carbide 
cutting tool tags, with ’74 and ’76 
being two of the meanest years 
when shortfalls in the supply of 
tungsten helped push the average 
price increase into the 25% range. 
1980 will be nothing like those two 
years; when all the figures are in, 
price hikes will probably average 
around 7%. But this may be only a 
temporary lull. One can take 
nothing for granted with a product 
dependent on such politically 
volatile metals as tungsten, cobalt, 
and tantalum. 


Raw material outlook. There’s 
plenty of tungsten around now to 
satisfy short- and long-term needs. 
But price is the thing to watch 
with tungsten, not supplies. 
Tungsten is a very speculative 


metal, tied to war economies and 
affected by spot markets. Over the 
summer it appeared that the price 
of tungsten was weakening, but it 
has started moving back up in the 
past few months. 

All’s quiet on the cobalt 
market right now, but that could 
change in a hurry. Who can predict 
what’s going to happen in Zaire, 
and if cobalt won’t wind up on 
allocation again? Cobalt is the 
“cement” holding tungsten carbide 
tooling together, and suppliers 
haven’t found many good substi- 
tutes, although nickel holds some 
promise. 

The bad apple right now is 
tantalum. Tantalum powder prices 
have tripled in the past year or so, 
and the price is likely to keep 
going up. There just isn’t enough 
tantalum in the ground to support 
the growing demand for this metal 
that’s obtained mostly as a 
by-product of tin mining. The 
scenario calls for a permanent 
supply shortfall. Fortunately, 
carbide toolmakers have a few 
more options here than with 
cobalt, so tantalum usage will 
probably decline. The leading 
substitutes: niobium, hafnium. 


BUYING FACTORS: 
Productivity 

is the issue 

Suppliers. There are about 20 


Marketplace 


Carbide cutting tools 


major carbide cutting tool manu- 
facturers, and many more smaller 
firms. The majors include the 
leader Kennametal, GE’s Carboloy 
Div., Valenite, Sandvik, vr 
Wesson Division of Fansteel, 
Carmet, Teledyne Firth Stirling, 
and GTE Sylvania. The pattern on 
direct or distributor sales varies 
from company to company. For 
example, Kennametal and Valen- 
ite favor the direct route; vR Wes- 
son and Carboloy sell primarily 
through distributors. Big cutting 
tool users work with blanket 
orders and, with their business off 
a bit, are asking for delays in 
release dates. 


Technology. The growing num- 
ber of grades, coatings, geometries, 
etc., has made the selection of 
carbide cutting tools a jigsaw 
puzzle for buyers. The big 
manufacturers will probably be- 
come more dominant as_ they 
invest even more heavily in R&D in 
the next few years. Coated 
carbides now account for nearly 
half of all the carbide inserts used 
in industry. The projection is that 
four out of five inserts will be 
coated. Besides boosting productiv- 
ity, coatings allow the substitution 
of less critical materials to make 
the cutting tool substrate. As 
Detroit starts pouring more 
aluminum engine blocks, synthet- 
ic diamond tooling will also get a 
big boost. 


Leadtimes hit bottom 
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Source: PURCHASING Leadtime Survey 
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TWA Cargo: 
The freight system of tomorrow 


The world’s most advanced freight 
tracking system—TRAC*—uses a 
computer to locate any shipment at 
any point along its journey. But TRAC 
is just one feature of TWA’s total 
professional shipping system. We offer 
a complete line of services to fly 
anything from flowers to guided missile 
parts. And with over 730 flights daily 
to 46 cities in the U.S. and 14 more 

cities in Europe and 
the Middle East, we 
fit your every ship- 
ping need. 

We'll fit your 
budget too. Com- 
pare our prices to 

the competition. Our NEXT FLIGHT 
OUT PAK, example, is the fastest, most 
economical way to send something less 
than 22 pounds. The “Pak” goes to any 
TWA city in the U.S. for a flat $25. NEXT 
FLIGHT OUT SERVICE is also available 
for small packages up to 50 pounds, and 
costs only slightly more than the “pak.” 


*Subject to flight availability. 


\ 
60 cities inthe US.a 


If you have larger freight that 


a 


for today’s shipping needs. 


requires special at- 
tention, there's TWA’s 
PRIORITY EXPRESS 
FREIGHT SERVICE. 
We load Priority 
Express Freight first, 
ahead of other freight, on the flight you 
select* So you know exactly when your 
freight departs and arrives—convenient 
for your truck to meet the flight. 

Or, if you prefer, we'll deliver your 
shipment right to your door. Our DOOR 
TO DOOR PICK UP AND DELIVERY 
SERVICE is available for any freight with 
TWA's trucking network throughout the 
major U.S. and European markets. 

And for regular commercial shippers, 
our CONTAINERIZED FREIGHT can cut 
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shipping and handling time, damage, 
and loss, and that means a cut in your 
total shipping costs. A variety of 
container sizes is available, for the 
small and large shipper. And our BULK 
AIR FREIGHT can be less expensive 
than highway shipping, because it 
saves days, not just hours. Reduce your 
inventory and warehouse 
costs. Give excellent 
service to your distant 
customers. 

To learn more 
about these and 
other services, 
just call your 
local TWA Cargo 
sales office, and we'll 
send you our comprehensive, 
easy-to-use PRICING AND INFOR- 
MATION GUIDE, to help you meet 
your shipping needs. 


TWA CARGO 


Truck rates 
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Transportation 


By Thomas F. Dillon c.P.m. / Senior Editor 


Rails want rate hike 


A 5% GENERAL INCREASE in rates, 
to take effect January 1, 1981, has 
been proposed by the nation’s 
railroads. 

The proposal could face flak 
from the Interstate Commerce 
Commission, which in recent years 
has frowned on _ general 
increases—claiming they tend to 
perpetuate standing inequities in 
the rate structure. 


New merger move 


A PROPOSED MERGER of the Union 
Pacific, Missouri Pacific, and 
Western Pacific Railroads, if 
approved by the Interstate Com- 
merce Commission, will link major 
cities in the West, Midwest, and 
South. The 22,800-mile end-to-end 
merger involves little duplication 
of trackage and, as such, is the 
type of merger favored by the Icc. 

Under the law, the tcc has 31 
months to act on the merger 
application. 


UPS wants rate hike 


A SYSTEMWIDE RATE INCREASE of 
about 3.7% has been proposed by 
United Parcel Service. The in- 
crease is designed to offset a 
Teamster’s November  cost-of- 
living pay increase of 49¢/hr. 

e Icc must approve the 
increase proposal. 

ups rates consist of a 
poundage rate and a package 
charge. 

Under the ups proposal, rates 
would be increased as follows, with 
the current poundage rate shown 
in parentheses: Zone 2 (8.5¢), 8.7¢; 
Zone 3 (10.8¢), 11.1¢; Zone 4 
(13.9¢), 14.3¢; Zone 5 (17.4¢), 17.8¢; 
Zone 6 (22.5¢), 23¢; Zone 7 (27.8¢), 
28.5¢; Zone 8 (34¢), 34.8¢. 

The package charge would be 
increased 5¢ to $1.03. 

Charges for cop’s and correc- 
tions of wrong addresses would be 
increased from $1.25 to $1.40. 

The service charge in most of 
the country would be increased 
from $2.25/week to $2.50/week. In 
the New York City area the charge 
would remain at $4/week. 


The charge for confirmation of 
delivery would increase from 22¢ 
to 24¢ per shipment. 


Lower air freight rates 


AIR EXPRESS INTERNATIONAL has 
published a tariff that provides 
reduced rates on small shipments 
moving from the United States to 
England, France, Holland, Bel- 
gium, Luxembourg and Germany. 

The new rates, already in 
effect, call for rate reductions of up 
to 40% on shipments weighing a 
minimum of 500 kilos. 

The tariff provides new weight 
breaks at 2500 and 5000 kilos as 
well as the standard 500 and 
1000-kilo breaks. 


Conrail cuts rates 


RATE REDUCTIONS averaging 30% 
have been announced by Conrail 
for general merchandise traffic 
moving in standard 40-ft and 50-ft 
Canadian Pacific boxcars from 
eastern United States to Canadian 
destinations in eastern Ontario, 
Quebec, and New Brunswick. 

The new rates, termed “truck 
competitive” by Conrail, are 
designed to help correct a traffic 
imbalance problem. Conrail now 
returns six empty boxcars to CP for 
every one car it returns loaded. 

The new rates are based on 
40,000-lb loads with rate incen- 
tives for loads exceeding that 
amount. Typical rates: From 
Newark, N.J., to Montreal, $760; 
from Newark to Toronto, $822. 

The rates do not apply on 
shipments of high value or 
perishable commodities, auto 
parts, and newsprint cores. 


Rail rates up 


RAIL RATES ARE NOW 20.6% HIGHER 
than one year ago, according to the 
Department of Labor’s latest price 
index for railroad freight. 
Incteases of more than 20% 
were recorded for shipments of 
pulp, paper, or allied products; 
wood or lumber products; nonme- 
tallic minerals; metallic ores; 
waste or scrap materials; and 
petroleum or coal products. a 
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KC710...your solid gold hedge 
against inflating costs. 
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_ New,ceramic coated KC910" boosts cutting 
speeds, reduces cycle times to deliver savings 
you can bank on. 


increased productivity is what KC910 is all about. Proven on actual 
jobs in test after test across the country, KC910 has demonstrated 

it can take the heat, to operate at soeeds of 600 to 1200 sfm 

— and Up — on both steel and cast iron. That means cycle times can 
be reduced to put more pieces on the floor each shift, 

and more profit in your profit picture. 

new ceramic coating and substrate make the 

difference. Here's why: Unlike the 

| ceramic coated inserts you may have 
been using — conventional metal 

cutting grades with a coating 

. A ; applied — KC910 has a substrate 

J Ala & that is entirely new. It was 
@ 


developed specifically to provide 

solid metallurgical support for 

our special aluminum oxide coating. 

This coating, in turn, provides superior wear 
ee resistance. The coating and substrate combined - 

produce an insert that can predictably operate 

at higher cutting soeeds — even through interrupted cuts. 

The end result is an insert that can deliver the kind of 

KC910 — reduced cycle times that spell PRODUCTIVITY for your shop. 

where the savngs are test it yourself— and pull out all the stops. 

Your Kennametal Tooling Professional will be happy to help you 

set up a test. Run KC910 on one of your tough jobs. Run it 

I against other coated grades, if you like. Then measure the 

| jump in cutting speeds, and lower cycle time per piece. 

You can bank on the difference. 

Contact Kennametal Inc., RO. Box 346, Latrobe, PA 15650. 


Phone 412-537-3311. 


GOOD MACHINES 
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C@wny are Nutting casters 
and wheels on every 
platform truck and trailer in 
the Los Angeles warehouse 
of A. M. Lewis Company? 


‘In a 300,000 square foot wholesale 
grocery warehouse like ours, we run fully 
loaded platform trucks and trailers a good 
many miles every working day. The 
casters and wheels on those trucks have 
to be able to take it. 


We've tried other brands of casters and 
wheels, but none have proven to have the 
durability and long life of those from 
Nutting. Today we use Nutting 
exclusively. 


If durability and service life is important in 

your casters and wheels brand choice, I'd 
recommend your doing what 
we do. Call a Nutting 


4 a 4 bilit se do distributor and buy the 
ra ee wor @e @ Urd y B Yo very best.”’ 


Jack Cherry 

Shop Superintendent 

A. M. Lewis, Inc. 

Northridge, (Los Angeles) CA 


1201 West Division Street 
Faribault, MN 550217 
(507) 334 4333 


a 


TRUCK & CASTER COMPANY 


We can handle it. 


Limit switch fits 
in tight spots 


BLOOMINGTON, ILL.—A new min- 
iature limit switch for industrial 
applications where space is at a 
premium has been introduced by 
GE’s General Purpose Control 
Dept. The CR115MB switch comes 
prewired and is available with 
plunger, roller-plunger, or cross- 
roller-plunger heads. It is rated at 5 
amps continuous, 250 volt (ac) 
maximum. The new switch, which 
can be gang-mounted, is UL listed 
and meets csa requirements. 
General Electric Co., General 
Purpose Control Dept., P.O. Box 
2913, Bloomington, IIl. 61701. 
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Strapping tools 
do it all 


GLENVIEW, ILL.—Two new plastic 
combination strapping tools have 
been added to Signode’s line of 
manual strapping equipment. 
Both models ast and Aso are light- 
weight, weighing only 12 lbs. 
Model as is designed for use with 
the company’s Contrax '%2"-wide 
polypropylene strapping and 
Dymax '¥2"-wide nylon strapping; 
Model asm with Tenax %”-wide 
polyester strapping as well as with 
Contrax and Dymax strapping. 
Both tools tension, seal, and cut 
the strap. Signode Corp., 3610 W. 
Lake Ave., Glenview, Ill. 60025. 
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LEXINGTON, KY.—It has been said 
that all the possible combinations 
in seal design have already been in- 
vented and all that’s left is to find 
new and better materials. And here 
are two announcements from Par- 
ker, one following on the heels of 
the other, apparently making just 
this point. 

e Nitroxile is a proprietary seal- 
ing compound just introduced by 
Parker’s Seal Group that offers im- 
proved wear resistance over stand- 
ard nitrile. This new carboxylated 
nitrile will meet the most grueling 
requirements of oil fields, heavy in- 
dustry, and mobile equipment, and 
is excellent for use in reciprocating 
cylinder applications, says Parker. 
Nitroxile can survive temperatures 
from -40F to 275F. Several Parker 
products are now available in the 
Nitroxile compound. 

ePhosphonitrilic fluoroelas- 
tomer (PNF) is another tough seal- 
ing compound. Developed by Fire- 
stone Tire and Rubber, it is now 


Seals survive 
rough assignments 


available in all standard Parker 
O-ring sizes. Besides good 
strength and abrasion resistance, 
PNF can withstand temperatures 
from -85F to 350F and offers good 
resistance to a broad range of 
fluids. Parker Hannifin Corp., Seal 
Group, 2360 Palumbo Dr., Lexing- 
ton, Ky. 40509. 
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Compressor/vacuum pump 
combination is compact 


COMPRESSOR/VACUUM pump is recom- 
mended for a wide range of printing 
and packaging applications. The 
close-coupled Model 2067 also handles 
vacuum forming, oil atomization, and 
vacuum chucking operations. It comes 
in a choice of lubricated or oil-less 
versions rated at 1% hp as acompressor 
and one hp as a vacuum pump. Gast 
Manufacturing Corp., P.O. Box 97, 
Benton Harbor, Mich. 49022 
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When the economy squeezes, 
our clamps squeeze back. With a simple, 
self-tightening design that 
runs rings around screw-type clamps, 
in price and performance. 
For quotes, ordering info, applications 


\ advice, give Corbin the call. /, 


Or mail back this ad. 
Self-tightening. .~ 
Installation is Self-adjusting, 
4 too. Hangs 


a breeze. 
tough, without 
\ retightening. 


Name/Title 


Company 


Address 


City 


Magnificent |” 


Telephone 
metallurgy: Stocked in every 
at pace size and quantity 
spring steel, you need. Color- 
peen-plate zinc. coded and shipped 
Stainless steel Corbin-quick. 


These hose clamps clamp more than just hose. 


They get a grip on thousands of slippery 
design problems. Ask our Clamp Counsellors for ideas. 


ee. 
HARDWARE GROUP 
BMHART 


CORBIN HOSE CLAMP 

225 EPISCOPAL ROAD 
BERLIN, CONNECTICUT 06037 
(203) 225-7411 
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Mini connectors join 
flat cable to pc boards 


FLAT CABLE connectors join conductors 
to pe boards permanently by dip- 
soldering. No wire stripping is 
required. Series 750 connectors are 
designed to replace headers without 
having to redesign the pc board. They 
provide mass termination for awG #28 
stranded as well as #30 solid flat 
cable. Fujitsu. America, Inc., 910 
Sherwood Drive-23, Lake Bluff, Ill. 
60044 
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Semblex 


Fastener offers 
assembly economies 


THREAD FORMING fastener combines a 
trilobular lead with a full round body 
thread. Advantages include remarka- 
ble starting ease and up to 60% more 
holding power than comparable 
fasteners. Made from heat treated 
steel with 135,000 psi tensile strength, 
it can reduce the number of fasteners 
required to hold an assembly together. 
Semblex Corp., 199 West Diversey, 
Elmhurst, Ill. 60126 
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When you have questions 
on how to save money, 
you Il like our stock metals. 


Test us. 


Ampco aluminum bronzes, nickel- 
aluminum bronzes and high copper 

alloys available from metal service centers 
throughout the United States and Canada. 


How can you save money without sacrificing quality? Will the metals meet 
the appropriate standards? How quickly can you get delivery? 


Find out how you can reduce the cost of possession, first step process- 
ing, freight, and handling charges. 


Ampco stock metals provide economical answers to virtually any appli- 
cation demanding resistance to impact, wear, abrasion and corrosion, or 
where thermal or electrical conductivity is a consideration. 


And they are readily available in a wide “~ 
variety of forms and over 700 sizes from 
more than 90 metal service centers 
throughout the United States and Canada. 
In rod, tube, bar, sheet and plate, our 


Ampco Mefal 
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stock answers are tailor-made to save you Box 2004 
money. Milwaukee, Wisconsin 53201 
Test us. Call your metal service center (414) 645-3750. 


today. 


Find your money-saving metals here. 


ALABAMA 
Birmingham ....... O'Neal Steel, Inc. 
MOBNG: 62% i6604%0% O'Neal Steel, Inc. 
ARIZONA 
i?) ee Castle Metals 
ARKANSAS 
Little Rock ........ O'Neal Steel, Inc. 
CALIFORNIA 
PIOSNO 6.666% hace a ses, Castle Metals 
Los Angeles ........ Copper & Brass 
Sales, Inc. 
Los Angeles .......... Castle Metals 
Oakland iicicseet scar Copper & Brass 
Sales, Inc. 
Sacramento .......06s. Castle Metals 
San Francisco ........ Castle Metals 
COLORADO 
DOVE 6 ives oS eases Hobstetter Metals 
ree Reynolds Aluminum 
Supply Co. 
CONNECTICUT 
CUINOIG! $0.44 caa ees Knapp Foundry 
Company, Inc. 
HONORE sic ca fees Standard Metals 
Southington ....Millard Metal Service 
Center, Inc. 
FLORIDA 
Jacksonville ...... O'Neal Steel, Inc. 
WII 5c.25).c ie oes Future Metals, Inc. 
TOMOG 640i 340 bis O'Neal Steel, Inc. 
GEORGIA 
Cf O'Neal Steel, Inc. 
Savannah ......... O'Neal Steel, Inc. 
IDAHO 
POCSIONOG .6.2005953805 Castle Metals 
ILLINOIS 
Broadview. .Meier Metal Servicenters 
CHIGHEG casdaces sexs Central Steel & 
Wire Company 
Schiller Park ........ Copper & Brass 
Sales, Inc. 
INDIANA 
INGIGNOROIM os.0s. Read acs Nonferrous 
Products, Inc. 
1OWA 
Cedar Rapids....... Vincent Brass & 
Aluminum Co. 
KANSAS 
WHICHRE cscdccctys Hobstetter Metals 
KENTUCKY 


Louisville. ..Williams & Company, Inc. 
LOUISIANA 


Lafayette ......... O'Neal Steel, Inc. 
MOOG: hoi vk3 0a: O'Neal Steel, Inc. 
Shreveport ........ O'Neal Steel, Inc. 
MARYLAND 
BORIMOTO: osc. since ns Bronze & Plastic 
Specialties, Inc. 
Baltimore .......... Vincent Brass & 
Aluminum Co. 
MASSACHUSETTS 
Boston: ...0iess Millard Metal Service 
Center, Inc. 
POCKIONG: 6 cisccaveacoes Kelco Metal 
Servicenter, Inc. 
WODUIN, <é6.c6ccecdsuss Admiral Metal 
Servicenter Co. 
Worcester ...... New England Bronze 
Co., Inc. 
MICHIGAN 
Birmingham ......... Carolin Metals 
Service Center 
Detroit ..... Central Steel & Wire Co. 
Detroit ...Copper & Brass Sales, Inc. 
Grand Rapids ....... Copper & Brass 
Sales, Inc. 
Hazel Park. . Meier Metal Servicenters 
MINNESOTA 
Minneapolis ........ Vincent Brass & 
Aluminum Co. 
MISSISSIPPI 
JGCKSEON cio idaccas O'Neal Steel, Inc. 
MISSOURI 
Kansas City ..... Reynolds Aluminum 
Supply Co. 
Maryland Heights ......... Reynolds 
Aluminum Supply Co. 
Se LONG oe ddaiai cna Vincent Brass & 
Aluminum Co. 
NEBRASKA 
COMBS 5 6.c-eian dass Vincent Brass & 


Aluminum Co. 


NEW JERSEY 
Tt Bowsteel Corporation 
lL) ee New York Brass & 


Copper Co. 

Union. . Vincent Brass & Aluminum Co. 
NEW YORK 

Buffalo ....Ontario Metal Supply, Inc. 


Buffalo ....Williams & Company, Inc. 
Latham (Albany) ...... Ontario Metal 
Supply, Inc. 
Liverpool (Syracuse) .. . Ontario Metal 
Supply, Inc. 
Rochester ...... Millard Lakes Metal 


Service Center, Inc. 
Rochester. . Ontario Metal Supply, Inc. 


NORTH CAROLINA 


Charlotte .......... Vincent Brass & 
Aluminum Co. 
Greensboro ............ Meier Metal 
Servicenters 

OHIO 
ARGON 6.2 Sc William M. Orr Co., Inc. 


Barberton ...The Bearing Bronze Co. 
Cincinnati .. . Central Steel & Wire Co. 
Cincinnati ........ Reliable Castings 
Corporation 

Cincinnati . . Williams & Company, Inc. 
Cleveland ...The Bearing Bronze Co. 
Cleveland <2 6 6ksca<s Copper & Brass 
Sales, Inc. 

Cleveland . .Williams & Company, Inc. 
Columbus . .Williams & Company, Inc. 
Dayton ...Copper & Brass Sales, Inc. 
Dayton ..... Meier Metal Servicenters 
Toledo ....Williams & Company, Inc. 


WUIRS Scab ire bs Reynolds Aluminum 
Supply Co. 
| ere The Trident Company 
OREGON 

POMANG «iene Alaskan Copper & 
Brass Co. 

PENNSYLVANIA 
ND. cari asaks Ontario Metal Supply, Inc. 
AD. iv cin-nee a William M. Orr Co., Inc. 
POI Sine ak lecag Millard Controlled 
Metals, Inc. 
Philadelphia ...Cobra Industries, Ltd. 
Philadelphia ...... General Copper & 


Brass Company 

Pittsburgh. .Williams & Company, Inc. 
al: | William M. Orr 
Company, Inc. 


TENNESSEE 
Chattanooga ...... O'Neal Steel, Inc. 
ONVINE: a3. 345t nes O'Neal Steel, Inc. 
Memphis ....... Reynolds Aluminum 


Supply Co. 
Nashville. ..Williams & Company, Inc. 
TEXAS 


COs deenaaaean Reynolds Aluminum 
Supply Co. 
Houston....... The Trident Company 


Richardson ....The Trident Company 
UTAH 


Salt Lake City ........ Castle Metals 
WASHINGTON 
Seattle. ..Alaskan Copper & Brass Co. 
WEST VIRGINIA 
South Charleston ........ Williams & 
Company, Inc. 
WISCONSIN 
Green Bay ......... Vincent Brass & 
Aluminum Co. 
CARON ssc Teast Vincent Brass & 


Aluminum Co. 
Milwaukee. .. Central Steel & Wire Co. 


CANADA 
Montreal, Quebec ....... Drummond 
McCall, Inc. 
Toronto, Ont. ..... The Canada Metal 


Company, Ltd. 


® Ampco Metal 


DIVISION OF AMPCO-PITTSBURGH CORPORATION 


BOX 2004 
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New products 


Air-powered gearmotor 
instantly reversible 


AIR MOTOR features a built-in gear 
reduction of 15:1 that develops a 
maximum torque output of 630 lb/in at 
20 rpm and 80 psig. The 1% hp 
4AM-RV-75-GR25 is instantly reversi- 
ble. It provides variable speeds and is 
explosion proof. It also can be stalled or 
overloaded for long periods without 
damage. Gast Manufacturing Corp., 
P.O. Box 97, Benton Harbor, Mich. 
49022 
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Heavy-duty hydraulic 
cylinders are quieter 


HYDRAULIC CYLINDERS are rated for 
precision service at pressures to 6000 
psi. Series HY6000 is available with a 
self-regulating expandable hydraulic 
cushion that decelerates up to 10 times 
faster with much less cushion noise 
and shock. Cylinders are available in 
14%4"-20” bore sizes, strokes to 22’, 20 
mounting styles, and a choice of 
rod-end styles. Miller Fluid Power 
Corp., 7N015 York Rd., Bensenville, 
Ill. 60106 
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Special fasteners reduce ssuninitini costs 


TRILOBULAR FASTENERS can cut installation costs up to 85% 
by eliminating drilling and tapping. A four-page brochure 
details other advantages like reduced labor, tooling, 
downtime, etc. Continental Screw, 459 Mt. Pleasant St., 
New Bedford, Mass. 02742 | 
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Air cylinders easier on the atmosphere 


NON LUBRICATED air cylinders do not expel oil into plant 
atmospheres with exhaust air. Series 2AN is offered in 
nine standard bore sizes from 1%4”- 10” for 250 psi air 
service. Parker Hannifin Corp., 500 S. Wolf Rd., Des 
Plaines, Il]. 60016 
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Clamp gate valves given more ductility 


MALLEABLE IRON clamp gate valves are recommended for 
use with steam, water, air, oil, gas, and gasoline. Inside 
screw, rising stem valves boast greater ductility than 
previously used gray cast iron types. Crane Co., Valves & 
Fittings Div:, 300 Park Ave., New York, N.Y. 10022 
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Molding compound shapes economies 


THICK MOLDING compound boasts higher strengths and 
production economies over most sMcs and BMCs. Thick- 
nesses to 2” and higher filler content spell reduced cost of 
compound and lower handling cost at the press. Armco 
Composites, 333 North 6th Ave., St. Charles, Ill. 60174 
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Automatic valve solves piping problems 


PROGRAMMABLE MOTORIZED valve eliminates problems 
associated with manual draining, back flushing, purging, 
sampling, and blow-down of piping systems. PMv-8 
minimizes shut-down time and cuts labor costs. James- 
bury Corp., 640 Lincoln St., Worcester, Mass. 01605 
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Unsaturated resins resist heat, corrosion 


POLYESTER RESINS are formulated for corrosive and heat 
intensive environments. Bulletin 1442 outlines properties 
and technical data of Hetron 197 unsaturated resins in 
medium to low viscosity formulations. Ashland Chemical 
Co., Dept. NS, P.O. Box 2219, Columbus, Ohio 43216 
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Kaolins offer coating economies 


SLURRIED KAOLINS offer cost advantages, formulating 
efficiencies, and suitable application properties for the 
industrial coatings market. A 16-page brochure covers 
applications from primers to paints. Engelhard Minerals 
& Chemicals Corp., Menlo Park, Edison, N.J. 08817 
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System monitors gases and vapors 


COMBUSTIBLE GAS detection system monitors atmospheres 
in up to five locations simultaneously. Series 510 activates 
built-in warning lights and alarm circuitry as set limits 
are reached. Mine Safety Appliances Co., 600 Penn Center 
Blvd., Pittsburgh, Pa. 15235 
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NOBODY COVERS 
AMERICA'S 

WORK FORCE 
LIKE BIG BEN 


No other brand of work clothes comes 
up to the Big Ben standard of quality —in 
materials or construction. 
That’s why America has been sold on 
Big Ben since 1915. And to help you sell 
your customers and keep them sold, we 
offer you a complete line in a wide range 
of colors. 
And we back up every garment with 
a full one-year warranty. Nobody else puts 
that much confidence behind their label. 
But then, nobody else has the Big Ben 
name to live up to. 

For the fastest, most convenient way 
to order Big Ben work clothes, call our 
toll free number 800-334-0803. 
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Three keys added to peAon-T 
hex socket key set Boo 


HEX SOCKET key set 470 now includes 
15 keys with the addition of 0.028”, 20 Pr : 
0.035”, and 0.050” sizes. Initial 12 keys | eis | | 
range from e" to %”. Impact-resistant | Propp-o Plagl 
plastic case converts easily to a | | 
convenient key stand. Case also has a 

special recessed latch and snap-shut 

closure. Holo-Krome Co., Brook St. 
West Hartford, Conn. 06110 
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INDUSTRIAL RETAINING RINGS | S:ccisne: cues 
carry higher ratings | 
AVAILABLE FROM STOCK 24% ofl type industrial ign 


_ plugs carry a 20 dB nrr value. They 
_ consist of mineral fibers wrapped in a 
thin nonallergenic polyethylene plas- 
tic for better protection and hygiene. 
Bilsom International, Inc., 11800 
Sunrise Valley Drive, Reston, Va. 


EXTERNAL EXTERNAL BOWED EXTERNAL EXTERNAL INTERNAL 22091 
SERIES 1000 SERIES 1001 SERIES 1200 SERIES 2000 SERIES 3000 
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INTERNAL BOWED EXTERNAL EXTERNAL BOWED INTERNAL EXTERNAL 
SERIES 3001 SERIES 3101 SERIES 4000 SERIES 4100 


INTERNAL EXTERNAL EXTERNAL EXTERNAL EXTERNAL 
SERIES 6000 SERIES 6100 SERIES 7100 SERIES 7200 SERIES 1000 


INDUSTRIAL Retaining Rings are ready when you want them because | | 
we consistently manufacture and stock our retaining rings by the billions. | | 


INDUSTRIAL Retaining Rings save time and money by providing 
inexpensive shoulders on shafts and in bores and by eliminating fasten- 
ing devices that require costly machining and assembling. Available for Ha 5 
shafts .04 to 4 inches and bores .25 to 5 inches, INDUSTRIAL Retaining Large diameter bellows 
Rings conform to industry and government standards. in nickel or copper 


A phone call to your nearest IRR distributor, listed in Thomas _ ELECTRODEPOSITED BELLOWS in nickel 
Register or the Yellow Pages, speeds any standard INDUSTRIAL Ring _ or copper and ODs to 6" can be supplied 
IRR a. ee 


hat * in laboratory or prototype quantities. 
to you from our distributor's stock or ours, “i Typical applications include seals in 


electron microscopes or vacuum 
LO AOD chambers. Al! bellows are certified 


Don’t wait for retaining rings. Call your IRR distribu- = wha he alo 


tor or write for free samples, the latest IRR catalog, and leak tight tefl x10 cc/sec. Mating parts 
the IRR distributor list. | can be fabricated and assembled to 
customer’s specs with solder, epoxy, or 
welding procedures. Servometer Corp., 
501 Little Falls Rd., Cedar Grove, N.J. 

Manufacturer of quality retaining rings since 1950 07009 
The Ring Of Quality 57 Cordier Street, Irvington, N.J. 07111 # (201) 926-5000 For more information circle 165 
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We just added ten 
critical seconds to the 
Shawmut Formula. 


Introducing the Amp-trap® A4BT. varying time delay values, making coordination 
The first UL listed Class L fuse, with primary fuses very difficult and often 

with the added feature of 500% time dangerous. A4BT isn’t; pte 
delay for a full 10 seconds in all ratings. The Shawmut A4BT isn’t just a random iso- 


lated breakthrough. It’s an evolutionary result of 
the Gould Shawmut concern for greater plant 
safety and component protection. And it’s now a 
part of the unique Shawmut Over-Current 

Protection Formula. The Formula offers 
industry total electrical protection 

~ by helping users select exactly the 
| right fuse for the right place at 

, theright cost. 


Until now large motors and transformers 
were frequently protected by oversized fuses — 


- 


GU GoUuL: 


ot For more information about the 
x Formula, or the new Amp-trap* 
A4BT, call your local Gould 
Shawmut distributor or 
write: Gould Inc., 
Electric Fuse Div., 


Newburyport, MA 01950. 


a practice that has created big problems for 
industry. That’s why Gould Shawmut developed 
the A4BT. It’s the first fuse in larger 
amperes to meet UL requirements for I) | 
time delay. And it’s the newest addition 
to the Shawmut Over-Current al, 
Protection Formula. > 

| With the A4BT, you can now size 
fuses closer to motor loads and use it i 
with smaller, less costly switches and iF 
still maintain the same degree of 
over-current protection. 

And, the A4BT can be used with 


AC or DC circuits up to 600 volts. 
The time delay feature in mew 

the A4BT is a consistent G O Lj iD 
standard through the el An Electrical/Electronics Company 
enure range of ; Gould Inc., Electric Fuse Div., Newburyport, MA 01950 
sizes. Competitive } | Tel: (617) 462-6662, 462-3131/Telex: 94-7427 
f h : d | In Canada, 406 Adelaide St., E., Toronto, Ontario MSA IN4 

uses Nave wide y Tel: (416) 366-1981/ Telex: 06-219717. 
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New products 


Low-silver filler metals available 

FILLER METAL with a 25% silver content is recommended 
Oags, Nara it a oe for joining ferrous and nonferrous metals where moder- 
. econ, piece Colssa. Salvoletin com ately large clearances are involved. Easy-Flo 25 has a 
pound assures long life, Pp ae ngfloor ts 

_ protectic rolling e é 


1375°F flow point. Three other grades are available. 
Handy & Harman, 850 Third Ave., New York, N.Y. 10022 
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Cutting tool edge grinder lasts 25% longer 


DIAMOND CUP wheel edge grinds 4” and smaller cross- 
sections of solid carbide cutting tools. BX-B5 boasts a 
service life 25% over other diamond cups. Finishes match 
those of 150-180 grit diamond wheels. Dresser Industries, 
Inc., Westborough, Mass. 01581 
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Deep hole drills speed production 


PARABOLIC DEEP hole drills provide maximum chip 
removal without clogging. Available in 25 sizes from 4-4" 
and lengths from 5%-7%", the drills permit deep drilling at 
higher speeds and feeds. Union Twist Drill, 134 Chestnut 
Hill Ave., Athol, Mass. 01331 
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ree 


evend on QAVPE Youllfind Craftsman® hand tools, 
chests and cabinets, work 
ntact Sal clothing and more in Sears Industrial Products 
es Catalog; the convenient, single source for just 
about all your equipment needs. Send for your free copy today. Then call your nearest 
Sears Contract Sales specialist for quick professional service. You can depend on it! 


Manual and power hoists 
in wide capacity range 


ELECTRIC CHAIN hoists are offered in 47 
models with capacities from %- 5 tons. 
Hoist-rated motor, rugged gearing, 
and safety features are combined into 
single industrial-duty units. The firm 
also offers worm drive hoists in 
capacities to 15 tons and electric wire 
rope hoists in capacities from %- 2 
tons. Duff-Norton Co., Box 32605, 
Charlotte, N.C. 28232 
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AIR FREIGHT TO 10,000 
COMMUNITIES ACROSS THE U.S.A. 


See that Delta map below? You can ship just about anything, big or small, 
between any Delta cities shown. That covers over 10,000 communities in the 
USA. You can ship door to door. Or airport to airport. And because Delta has 
1500 take-offs daily, Delta can frequently give your shipment same-day 
delivery. For full details, call your local Delta air cargo office. 
Delta is ready when you are’ 


A DELTA 


SYSTEM ROUTE MAP 


—— 


———$——— 
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| Industrial brushes sport 
_ rugged steel handles 


FLOOR BRUSHES feature all-steel 
galvanized handles. Service life is 
extended over wooden handled types 


_ and steel construction also improves 
_ sanitary qualities. Brushes comes in a 
_ wide choice of bristles and sizes, color 


coded for more efficient use. Brushes 
are guaranteed for five years against 


_defects in materials, workmanship, 

_and breakage while in use. Bruske 

_ Products Inc., 7313 Duvan Dr., Tinley 
Park, Il]. 60477 
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_Optical modem links 
_computers and peripherals 


SHORT HAUL optical modem provides 


_ asynchronous simplex and duplex data 
_ transmission at speeds to 56K bps. The 
_RS-232C-compatible Model 222001 


permits transmission ranges up to 
5900’, depending on the type of fiber 
optical cable selected. Priced at $280, 


_ it is designed for in-house and in-plant 


data communications between com- 
puters and peripheral units. Belden 
Corp., 2000 S. Batavia Ave., Geneva, 


| Tll. 60134 


For more information circle 171 


—, 
-; “GS 4 


“2 
\ 


Product value. Established quality 
and proven performance have made 
Holo-Krome the domestic leader in the 
manufacture of socket head cap screws. 
Flats. Buttons. Shoulder screws. Set 
screws. Dowel pins. Pressure plugs. Hex 
keys. Clamp-Tite® collars and couplings. 
xs. Direct value. Now you Inch and metric. Plus specials. 

> can locate your nearest Holo- 
Krome distributor direct with 
our new toll-free 800 number: 
1-800-243-8160. Provides 
faster customer service. 


Distributor value. 300 Holo-Krome distributors 
located nationwide offer you a complete local inventory 
without the overhead. Supplied from plants on both 
coasts and backed by over 1500 Holo-Krome trained 
distributor salesmen. 


Service value. Our 92.7% factory 
service level virtually assures next day 
delivery to distributors coast-to-coast. 
That means getting Holo-Krome prod- 
uct when you need it. 


Reliability value. Every box of Holo- 
Krome cap screws carries an assigned lab 
number, making each fastener traceable 
to its raw steel batch. A smart value 
everyone can count on. 


Value packed. From raw steel to fin- 
ished product. From a complete line to 
local inventories. Holo-Krome precision 
fasteners. To find out more, contact 
your nearest Holo-Krome distributor. 
Holo-Krome Company, 


West Hartford, CT 
06110. | =~ 
Anaheim, CA 


92807. 


100 
5/\6-18 UN 
SOCKET CA 


WOLO- KROME 
BX 2322 


SSS 1A6 NO? [519 


A Subsidiary of Western Pacific Industries 


1-800-243-8160 Call toll-free to locate your nearest Holo-Krome 
distributor. In CT, 1-800-842-0225. DSTA 
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STEEL 


an LTV company 


repainted Steels: 
One Order 


Covers Your Needs 


Combine the expanded and conveniently 
located resources of the nation’s third largest 
steelmaker with the talents of experienced 
coil coaters. Wrap the benefits of two 
professionals into one complete package. 
Choose cost-saving prepainted steels 
from J&L. Steels from our plants at Indiana 
Harbor, Indiana, and Hennepin, Illinois... . 
on the inland waterways. Galvanized, 
cold rolled, black plate and hot rolled sheet 
steels are available in commercial quality 
and a full range of high strength grades. 
Our three midwestern rolling mills roll 
consistently clean, flat sheet from .006” to 
.135” thick .. . 24” to 72” wide. Our three 
high-quality galvanizing lines, including the 
world’s most productive at Hennepin, offer 
a full range of steels corrosion-protected 
before coating. 
One order .. . one invoice . . . does it all. 
J&L slit-to-size coils or cut-to-length 
sheets will match your equipment capacities 
... facilitating fast, productive runs... 
cutting waste. We handle your coating needs 
... and ship quickly. Saving you time 
and money. 


THE NEW STRENGTH 
IN STEEL 


Order prepainted steel from J&L... 
the certain one-service source for your metal 
building, office furniture, shelving, appliance 
or other prepainted steel needs. 

For intormation, call your nearest J&L 
sales office. Or call Chuck Anderson, 
product manager-prepainted steel at 
AC 219-659-8380. 
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Multi-purpose cable ties 
have double-locking teeth 


NYLON CABLE ties are redesigned for 
greater locking power in varyin 


diameter sizes. Eight types ranging © 
from 3%4” to 15” long have tensile | 
strengths from 18 lbs. to 120 lbs. Ties | 


resist solvents, alkalies, grease, fungi, 
and temperatures from 


pawl] with double-locking teeth. 3M, 


Dept. EL80-1, P.O. Box 33600, St. | 


Paul, Minn. 55133 
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—-40°F to. 
185°F. Head design features a single © 


— 


Thyristor boasts a 10 
microsecond turn-off time 


FAST-SWITCHING SCR is designed for | 


high di/dt (rate of rise of peak current) 
capability. The T72H is said to be the 


first thyristor with a rating of 1200 | 
and a_ 


volts, 400 amps (average) 
turn-off time of only 10 microseconds. 
Recommended for chopper controls, 


inverters, induction heating systems, | 
crowbars, and cycloconverters. West- | 


inghouse Electric Corp., Youngwood, 
Pa. 15697 
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Oiltight controls : 
are easier to install 


MANUAL CONTROLS feature built-in 
springs for fast and easy mounting in 
Ye"- %4" thick panels without need for 
spacer rings or special tools. PW2 
Series oiltight controls also offer 
single-level termination with screw, 
push-on, or pc board wiring options. Up 
to four contact blocks may be used by 
one operator. Honeywell, Micro Switch 
Div., 11 W. Spring St., Freeport, Ill. 
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MATERIAL-INTENSIVE 


Steel Thickness to 1”. . . Diameters to 
26” O.D. at High-Speed Production Prices 


oF aS 


Due to the unique combination of Wrought’s 
high production equipment finishing 
operations... and raw material purchasing power, 
it has become a leading supplier of heavyweight 
stampings and first operation blanks. With its 
extensive inventory of over 160,000* die sets that 
are adaptable to many jobs, Wrought Washer is 
the logical supplier when your job involves a 
standard or special design configuration with high 
material content. 


Purchasing: When you receive those freshly- 
drawn blueprints from your engineering depart- 
ment, be sure to send us a copy with your 
inquiry. Join the group of Wrought customers... 
from all industries ... who purchase from 200 to 
1,000,000 pieces at a time to satisfy assembly 
needs. 


o@ iS 


SEND FOR CATALOG 


£ 
& 
@ 


5 


MANUFACTURING INCORPORATED /A 


2100 South Bay Street 
Milwaukee, Wisconsin 53207 


WW-14R Phone (414) 744-0771 * TWX 910-262-3101 
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ALL OF CANADA 

Claude Bismuth Enterprises, Ltd. 
3285 Cavendish Blivd., Suite 440 
Montreal, Quebec H4B 2L9 

Ph. (514) 733-9166 

Telex: 05-827-716 Bismuth MTL 


NEW YORK—(except Chautauqua 


and Cattaraugus counties) 
Casting Techniques Corp. 
9 Arrowhead Way, South 
Fairport (Rochester), N.Y. 14450 
Ph. (716) 223-4125 


Casting Techniques Corp. 
Bayberry Office Bidg. 

Liverpool (Syracuse), N.Y. 13088 
Ph. (315) 652-8500 


SOUTHWESTERN NEW YORK, 
(Chautauqua and Cattaraugua 
counties), WESTERN 
PENNSYLVANIA & 

EASTERN OHIO 

Sesco, Inc. 

1545 W. 38th Sreet 

P.O. Box 3516 

Erie, Pa. 16508 


Ph. (814) 866-2856 and 866-5975 


BRILLION IRON WORKS 


Now you can have an invaluable 
reference book that puts a wealth 
of useful information about gray 
and ductile iron castings at your 
fingertips. It covers: factors to 
consider in determining patterns; 
properties of gray and ductile iron; 
tables of hardness by iron grade; 
summaries of gray and ductile iron 
specificiations. And much more. 


Send for FREE 28-page 
BRILLION HANDBOOK. 


lf you don't already have Brillion 

Bulletin 275, write today for 
your free copy. Or ask a casting 
specialist listed below. 


BRILLION IRON WORKS, 


Dept. F-1278, Brillion, WI 54110 
(414) 756-2121. 


t= 


EASTERN PENNSYLVANIA, 
NEW JERSEY & MARYLAND 

The Castings Co., Inc. 

P.O. Box 27064 

Philadelphia, Pa. 19118 

Ph. (215) 233-2724 and 247-2272 


MINNESOTA, NORTH & 

SOUTH DAKOTA 
Larson-Bossert & Associates, Inc. 
4124 Quebec Ave., North 
Minneapolis, Minn. 55427 
Ph. (612) 533-6622 


KANSAS, MISSOURI & 
SOUTHERN ILLINOIS 

Frank May Co., Inc. 

699 Rue St. Francois 

Florissant (St. Louis), Mo. 63031 

Ph. (314) 921-4300 


NEW HAMPSHIRE, VERMONT, 
MASSACHUSETTS, MAINE, 
RHODE ISLAND, & CONNECTICUT 
(except Fairfield & New Haven 
counties) 

Taylor Industrial Sales, Inc. 

99 Norman Avenue 

Brooklyn, N.Y. 11222 

Ph. (212) 389-3200 


TEXAS, OKLAHOMA 
ARKANSAS & LOUISIANA 

Russell H. Norman 

Manco Metals, Inc. 

4000 North Freeway 

Suite #103 

Houston, Texas 77022 

Ph. (713) 691-0851 and 691-0852 


MISSISSIPPI, TENNESSEE, 
ALABAMA, GEORGIA & FLORIDA 

THM Company 

584 Shades Crest Road 

Birmingham, Alabama 35226 

Ph. (205) 823-1565 


( 


| 


A DIVISION OF BEATRICE FOODS CO. —— 
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New literature 
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Reversing motors available 
in three configurations 


REVERSING MOTORS in %- 2 hp 
ratings are designed for small hoists, 
tapping equipment, and similar 
applications. Catalog MS143A pro- 
vides full specs on Type K (single 
phase, open), Type KN (single phase, 
nonvent) and Type C (P.s.c., open) 
models. Photos and dimensional 
drawings are included. Doerr Electric 
Corp., ».O. Box 67, Cedarburg, Wis. 
53012 © 
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Powered conveyor line 
is fully detailed 


MODULAR POWER conveying equipment 
line meets a wide range of industrial 
requirements. Catalog 80259 provides 
68 pages of specs and selection data. It 
also provides engineering drawings, 
dimensional charts, and options for 
each system. Full descriptions are 
provided for all components, supports, 
and accessories. Rexnord Inc., Lebanon 
Rd., Danville, Ky. 40422 
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D-rings? Here’s wh 
50 ind 


A 


4 


These purchasing agents demand a top quality 
O-ring from a manufacturer that provides fast, 
trouble-free delivery at reasonable prices. Big 
companies. Small companies. More and more 
purchasing agents are ordering Parco O-rings. 
Here’s why! 


Full product line. O-rings, Contoured Backup 
Rings, T-Seals, and Custom Seals. With all the 
sizes and the broadest range of compounds, we 
reduce shopping-around time. Hundreds of 
special sizes eliminate most tooling charges. 


Service. Our experienced local distributors and 
factory representatives provide the pre-sales and 
post-sales service these tough purchasing agents 
demand. 


Quality. If the VP of Manufacturing reports that 
the O-rings you ordered are defective:and he has 
to shut down the production line, you're on the 
carpet. So, while the industry operates to a 2.5 
AQL, we run our plant internally to a 1.5 AQL. 
We inspect each and every O-ring before it’s 
shipped to you. 


Delivery. To reduce your O-ring inventory costs, 
Parco offers short four week manufacturing lead 
times, a large computer-controlled inventory and 
the best on-time delivery in the industry. And 
you have the convenience and peace-of-mind that 
your O-rings are stocked locally by your Parco 
distributor. 


A1 of the top 


ustrials use Parco. 


Cost. We realize you must keep costs to a 
minimum. With Parco, you pay just the initial 
price. We eliminate the costs of unkept delivery 
promises, excess safety stock, quality returns, 
production shutdowns and product recalls. 

Fast Action. We’re big enough to handle 
America’s largest corporations. Flexible enough to 
bail you out of an emergency O-ring need. 
Several FORTUNE 500 purchasing agents even 
claim we “worked miracles”. 

We want your business. Our ‘‘We want your 
business” attitude shows. That’s why we’re the 
fastest growing O-ring manufacturer in the 
world. Big customer or small, when we give you 
a commitment, we meet it. Put us to the test. 


For complete information write or call. Your 
literature will be on its way in 24 hours. Then call 
us in—and watch us respond. Just like we’ve 
been doing for purchasing agents in the 
FORTUNE 500. 


When you need O-rings, Parco delivers. 


. FIRST INSEALING TECHNOLOGY 


2150 Parco Avenue’ Ontario; California 91761 
Phone (714) 983-3611 * TWX 910-581-1206 


TIMING PULLEY 
=> SPECIALISTS 


STOCK & SPECIALS 
A COMPLETE RANGE 


SEND PRINTS OR SPECIFICATIONS 
FOR PROMPT QUOTATION 


YORK CALL LEE SMITH 
ie me ee 


516-746-3736 
INOUSTRIES 


303 NASSAU BLVD. 
GARDEN CITY PARK, NEW YORK 11040 
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New literature 


Updated catalog speeds coupling selection 


QUICK-CONNECT couplings guide 70-1 adds Series 4-RO 
and 6-AR couplings and Series FS flow sensor-bleeder 
plugs to a broad line. Air flow rate tabulations supplement 
a handy coupling selector chart. Hansen Manufacturing 
Co., 4050 West 150th St., Cleveland, Ohio 44135 
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Hand-loaded bulk storage system 


CARTON RACK priced below standard pallet racks or 
shelving systems supports up to 2100 lbs/ level. A 
four-page brochure shows how up to 45 different sized 
racks are possible to meet most hand-loaded bulk storage 
requirements. SPS Technologies, Jenkintown, Pa. 19046 
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Rent/purchase testing equipment 


TEST INSTRUMENTS rent/purchase program is designed for 
customers who eventually intend to buy the equipment. It 
is recomended for situations where prolonged equipment 
testing is a requirement before funds can be allocated, or 
where the need for the equipment is immediate and 
funding may not be available for weeks or months. 
Honeywell, Test Instruments Div., M.S. 218, P.O. Box 
5227, Denver, Colo. 80217 
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MOBILE UNITS 


DSI mobile offices have solved space problems for 
hundreds of companies from Amtrak to Xerox and 
industries from highway construction to space technology. 
Used as in-plant offices, job site trailers, small office 
additions, mobile laboratories, display units, change 
rooms, guard houses, commercial and industrial banks, 
emergency offices, and much, much more. 

DSI units offer you the capability to expand facilities in 
record time. Add a unit or an entire complex in days. By 
connecting DSI single units of varying sizes, working 
space can be expanded or contracted with accordion-like 
ease. Strength and quality of construction 
enable the units to be used as permanent or 
temporary structures. 


om ee es ee ee a es 2 


Address 

Company 

City 

Telephone/Area Code 


lf you are interested it’s as simple as picking up the 
phone or mailing us your request for your Mobile Catalog. 
Attach business card or complete below. 


Call toll-free 
800-523-7918 


in Pennsylvania 
215-581-0400 


ee ee Oe ee ee ee ee ee ee ee ee 


DESIGN SPACE 
INTERNATIONAL 


PO. Box 7100, Bala Cynwyd, PA 19004 


Title 


ws ee eee ee ee es ee es 
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fe A GELCO COMPANY 
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‘‘We consistently stock more sizes and more 
tonnage of heavy wall carbon and alloy tubing 
and pipe than anyone else in the country.” 


One phone call to Specialty gives you all the answers: 
availability, price, and delivery, as well as technical guidance 
you can rely on. 


We ship most orders within 24 hours, and we’ve been 
doing it for over 15 years. When you need heavy wall pipe 
and tubing, call the reliable source... Specialty Pipe & Tube, 
Inc., Warren, Ohio 44485. Call toll free 800-321-7851. 

In Ohio call collect (216) 399-3639. Long Beach, CA 

(213) 595-5593. Houston, TX (713) 629-8090. 

Charlotte, NC (704) 535-0110. 


, : 


, 
? 


SPECIALTY In stock sizes to 36” O.D. and up to 3” wall. 


PIPE & TUBE, INC. & Member Steel Service Center Institute 
Subsidiary of Davidson Pipe Supply Co. 
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“We built our business on reliability... 


and the country’s largest inventory of heavy wall pipe and tubing.” 
Leonard Baroff, President 


New literature 


Filters and regulators 
are featured 


FILTERS, REGULATORS and lubricators in 
4". 1" sizes feature integral mounting 
holes for bolting units directly to 
machine frames or walls. Catalog 
FRL-3 provides full specs, plus complete 
replacement parts listings for all 
models. Scovill, Inc., Schrader Bellows 
Div., 200 West Exchange St., Akron, 
Ohio 44300 
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Granet Royalton .600’s 


Gloves that really take beating... 


Granet’s Royalton line includes a variety of styles that outwear most 
cotton gloves, substantially reducing your glove costs. Choose 
plastic impregnated cotton gloves, standard or heavy duty weight, for 
general handling work . . . plastic impregnated stretch gloves 
for jobs requiring dexterity . .. white USDA-accepted gloves for food 

processing, pharmaceutical and similar applications. 
Write for complete information: INCO Safety Products Company, 
PO. Box 1733, Reading, PA 19603. Phone: (215) 374-4141. 


, Lehane SAFETY PRODUCTS COMPANY 
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* steel, aluminum, fiber glass 


Grating and flooring 
products and services 


INDUSTRIAL GRATING and flooring 


products are presented in a 20-page 
bulletin covering 15 different types in 
carbon and stainless steel, aluminum, 


and fiber glass. Load/deflection tables 


and installation data are included. The 
firm also provides planning, layout, 
and fabrication services. Joseph T. 
Ryerson & Son, Inc., Box 8000-A, 
Chicago, Ill. 60680 
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Computerized NC systems 
covered in depth 


COMPUTERIZED NC control system’s 
capabilities, machine interfacing, and 
typical applications are detailed in 
16-page brochure 7300-900. System 
7360, 7340,and 7320 control panels, 
part programming, storing, and 
diagnostic features are shown. The 
new PAL II and extended program 
storage features are highlighted. 
Allen-Bradley Co., NC Systems Div., 
747 Alpha Dr., Cleveland, Ohio 44143 
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New literature 


Economical rack stores bulk items 


CARTON RACK is priced well below standard pallet racks or 
shelving systems. A four-page brochure lists advantages 
from heavy-duty beams for loads to 2100 Ibs/level to 
safety locking and modular design. sps Technologies, 
Hallowell Div., Townshin Line & Richmond Roads, 
Hatfield, Pa. 19440 
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Zinc-coated sheet steel balks corrosion 


COATED SHEET steel helps prevent corrosion in automotive 
and other industrial applications. Zincrometal is coated on 
one side and has a prime cold rolled finish on the other. A 
four-page bulletin has full specs. Armco, Dept. LE-4780, 
P.O. Box 600, Middletown, Ohio 45043 
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Asbestos-free packings resist brines 


CENTRIFUGAL PUMP packings are asbestos-free and salt- 
water resistant. Data sheet PK-455 details uses and limits 
of three grades for cold water service at temperatures to 
100°F and pH range six to eight. Johns-Manville, 1601 
23rd St., Denver, Colo. 80216 
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Advantages detailed for special fasteners 


PREVAILING TORQUE locknut’s seven basic advantages are 
discussed in a 12-page brochure. A guide for assembly 
torques is included and typical applications are reviewed 
for three available styles. Lamson & Sessions, 2000 Bond 
Court, 1300 E. Ninth St., Cleveland, Ohio. 44114 
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Motor control center is accessible 


LOW VOLTAGE motor control center is totally front 
accessible and accommodates plug-in units through size 5 
starters. Brochure 1035-BR-001A provides full specs, 
including a diagram pinpointing 20 general features. The 
hinged device panel can accommodate up to six pilot 
devices, including meters. Nelson Electric, P.O. Box 726, 
Tulsa, Okla. 74101 
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Hot melt adhesive joins industrial materials 


BULK ELASTOMERIC hot melt adhesive E3857 for high 
performance bonding of steel, aluminum, plastics, and 
rubber features a long open time. Brochure z-EssB details 
performance properties and application data. 3M 
223-6NE, 3M Center, St, Paul, Minn. 55144 
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WHEN YOU NEED 
AN ENGINEERING 

PLASTIC, YOUR 
POLYPENCO’ 

DISTRIBUTOR HAS 
2500 WAYS TO HELP 


From Nylatron® nylon to Fluorosint® TFE and 
Polypenco® acetal to Ultra-Wear® UHMWPE 
your Polypenco distributor has exactly the en- 
gineering thermoplastic you’re looking for. In 
more than 2500 different shapes and sizes, in- 
cluding rod, rectangular and tubular bar, strip, 
gear blanks, plate, tubing, and engineered pro- 
file shapes. 

He also has something else that’s just as val- 
uable. Technical know-how. So when you need 
help in determining which thermoplastic best 
meets your requirements, he’s the man to call. 
He has a library of technical and application 
data on Polypenco plastics. And on the really 
tough problems he’s backed by the full capabil- 
ity of the Polymer Technical Center. 

Look for your Polypenco distributor 
whenever you need an engineering plastic. He’s 
in the Yellow Pages under ‘‘Plastics-Rods, 
Tubes, Sheets, etc.” Or, for your nearest dis- 
tributor call us directly at The Polymer Corpora- 
tion, Reading, PA 19603 (215) 929-5858. 


POLY PENCO 
vis 
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MFG UNION CITY OPERATIONS can assist you in any step of your 
manufacturing. MFG offers economical customized molding of fiber glass 
reinforced plastics (FRP). To meet your manufacturing volume needs, MFG 
has available Matched Metal Die Molding, Hand Lay-Up and Spray-Up 
Open Molding, Resin Transfer Molding, and Cold Molding. 


From concept to production, MFG UNION CITY OPERATIONS is the 
forerunner in versatility, precision, and quality in manufacturing fiber glass 
reinforced plastic products. MFG UNION CITY OPERATIONS, 

THE MANUFACTURER’S MANUFACTURER. 


(MFG) MOLDED FIBER GLASS 
UNION CITY OPERATIONS 
55 P FOURTH AVENUE ® UNION CITY, PA 16438 © 814/438-3841 
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New literature 


1 


Industrial knives, blades, 
and cutters available 


CUTTING TOOLS in wide variety are 
presented in a 36-page illustrated 
catalog. Major divisions cover hand 
knives, mill blades and handles, 
circular knives, and machine blades. 
Also such specialties as pin vent 
trimmers, rubber knives, extension 
blades and handles, electrician’s 
knives, and safety knives. Hyde 
Manufacturing Co., 54 Eastford Rd., 
Southbridge, Mass. 01550 
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The one name to remember for all 
your flexible plastic tubing needs 
is Tygon®. 

We offer off-the-shelf delivery 
on a wide variety of sizes and 
formulations because we are the 
leading tubing supplier to original 
equipment manufacturers. Tygon® 
tubing is used for pressure, 
vacuum, fuel and lubricant, food 
and beverage processing, high 
temperature as well as laboratory 
applications. Tygon® tubing is 
available in most formulations in 
ID sizes from 1/32’— 4” in a full 
range of wall thicknesses. 

So no matter what the size or for- 


:' mulation requirements of your ap- 
“plication, Tygon® tubing is the one 


name to trust. When it’s time to 


_ reorder, contact your local Norton 


toll-free 1-800-321-9634. In Ohio 
call collect 216-630-9230. 
Tygon® and Norton. We’re 

your one for all. 


Tygon®distributor, or call Norton 


AB: LZ ASTICS AND SYNTHETICS DIVISION 


Send us your design for 
awire cloth part... 
we'll send back an 
uote. 
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We specialize in the custom fabrication of wire cloth Please supply the following information with your 
parts. We make them in any metal, weave or mesh, in sketch: 


any size or design, for any use. We do everything to your 


exact specifications and our quality control assures you Metal Required 


Construction details (such as type of seams) 


of a superior product. 
Sketch out your design on this page, fill in Mesh count per inch or size of opening 

information blanks and send it tous with yournameon Wirediameter — = 

your company letterhead. We'll respond with an Estimate of the quantity required — 

immediate quote. 
EINE IW E') CLOTH COMPANY 
351 Verona Ave., Newark, N.J. 07104 
Telephone: 201-483-7700 @ TWX: 710-995-4500 

. Representatives in principal cities. nis 
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IF YOUR SPRING 
ISN’T IN OUR SPEC’ 
CATALOG, WE’LL 
SEND vou THE AUTHOR. 


non Compression Springs 


sis 


Call EAST (203) 582-6354: 
SOUTHEAST (704) 684-7820: 
SOUTHWEST (214) 330-8661: 
MIDWEST (312) 495-4771: 
WEST (213) 323-4833; 

or write: Bristol, CT 06010 


Assogiated Q\ BARNES 
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THE IRON 


Servus Wear Test PROVES 
THE IRON DUKE is Better 


Prove to yourself that the new IRON DUKE by 
Servus is the boot you want. We’ll send you a sampie 
pair at a special discount price of only $10. Then, you'!! 
know why Servus is BETTER. 

One-piece, seamless, molded construction @ plain 
toe or a steel toe that exceeds ANSI 241.1 1967/75 
specifications @ specially designed last for superior fit 
and greater foot comfort @ soles with improved 
abrasion resistance @ increased chemical resistance 
© 100% waterproof protection @ lighter weight and 
long wearing. 

Write today on your letterhead. Attention: Industrial 
Sales Manager. Send $8 for the regular toe or $10 for 
the steel toe, plus $3 for handling charges. Or, call , 
your local Servus distributor for more information. 


We've cataloged over 5400 
Spiral and flat spring designs 
and have 30 million in inventory 
at 6 regional locations, ready to 
ship within 24 hours. If we don't 
have your spring, we'll design it. 


SERVUS RUBBER CO. 


BOX 36, ROCK ISLAND. ILL. 61201 
PHONE 309-786-7741 


A Chromalicy Company 
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Storage systems take 
the modular approach 


STORAGE EQUIPMENT for shop and plant 
is presented in four-color catalog 800. 
Featured are modular drawer cabinet 
systems, prefabricated mezzanines 
that permit four-way lift truck entry, 
and stacking racks for high density 
pallet storage. Catalog also shows a 
full line of colored polypropylene bins 
for parts storage on shelving, stock 
trucks, etc. Equipto, Aurora, II]. 60507 
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Compact adjustable speed 
drives offer versatility 


DC ADJUSTABLE speed drives combine a 
pm motor and full wave scr control 
mounted to the motor end bell. Catalog 
3004 provides full specs and shows 
control systems that can be added to 
the Magnapak drives. It also shows 
how the firm’s Circulute, helical, or 
worm reducer can be added to make a 
complete drive package. Graham Co., 
P.O. Box 160, Menomonee Falls, Wis. 
53051 
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Asarco has 

been producing 
caicium lead 
since lke was In 


the White House. 


Asarco pioneered the manufacture of calcium lead 
alloys back in the days when Eisenhower was 
president of the United States. Our many years of 
production experience and research on this important 
battery grid material enable us to provide you with 
calcium lead of consistently high quality. 

In addition to calcium lead, Asarco produces acid, 
antimonial, chemical, common desilverized, and 
corroding grades of lead. Need a special lead 
alloy? Tell us about it and our metallurgists will 
determine if we can develop one for you. 

Battery manufacturers also rely on Asarco for 
arsenic for hardening grid alloys; cadmium for 
lead-acid batteries and for nickel-cadmium and 
silver-cadmium cells; and se/enium for grain 
refining of grid alloys. 

You can count on us for prompt attention to your 
order for any of our quality products. ASARCO 
Incorporated, 120 Broadway, New York, N.Y. 10271. 
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REYNOLDS 
ALUMINUM 
Supply Company 


A performance report on 
inventory, pre-production, 
delivery, service and how 
they can profit you. 


Call for a copy: 


ATLANTA, GA (404) 355-0310 
BIRMINGHAM, AL (205) 591-2341 
CHARLOTTE, NC (704) 552-2568 
CINCINNATI, OH (513) 771-8940 
DALLAS, TX (214) 631-1860 
DENVER, CO (303) 399-2150 

FORT LAUDERDALE, FL (305) 772-6100 
FRESNO, CA (209) 268-7071 
JACKSONVILLE, FL (904) 783-1950 
KANSAS CITY, MO (816) 842-2200 
LOS ANGELES, CA (213) 726-7111 
LOUISVILLE, KY (502) 366-0314 
MEMPHIS, TN (901) 363-3822 
NASHVILLE, TN (615) 242-3405 
NEWARK, DE (302) 366-0555 

NEW ORLEANS, LA (504) 733-6873 
ORLANDO, FL (305) 293-6430 
PHOENIX, AZ (602) 258-7121 
PORTLAND, OR (503) 233-4701 
RICHMOND, VA (804) 222-7100 

SAN DIEGO, CA (714) 262-8635 

SAN FRANCISCO, CA (415) 648-0170 
SEATTLE, WA (206) 872-7060 

ST. LOUIS, MO (314) 344-0123 

ST. PETERSBURG, FL (813) 527-1123 
TULSA, OK (918) 834-3305 


Gad 


REYNOLDS 
ALUMINUM 
Supply Company 
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Angular contact bearings 
for precision tool uses 


ANGULAR CONTACT ball bearings are 
recommended for grinding spindles 
and other low vibration machine tool 
applications. Standard production 
sizes range from 8mm-160mm bores. 
Models are available with various 
contact angles, tolerances (to ABEC 9), 
preloads, and pair and tandem 
arrangements. SKF Industries, Inc., 
1100 First Ave., King of Prussia, Pa. 
19406 
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Taper pipe taps for 
free-cutting materials 
HIGH HOOK taper pipe taps are 
recommended for tapping such free- 
cutting material as low alloy steels, 
leaded steels, aluminum, copper, and 
stainless steel. Available in right hand 
and either NPT or NPTF configurations, 
taps have a flute geometry designed 
for long, continuous chips. Range of 
thread length is from ™%e” to 134”. 
Union Twist Drill, 134 Chestnut Hill 
Ave., Athol, Mass. 01331 
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Compact 200-amp welder- 
generator saves energy 


WELDER-GENERATOR delivers up to 
1500 watts of auxiliary power while 
welding up to 7000 watts of 120/240 
volts ac of standby power. The gasoline 
engine-powered 200-amp dc unit also 
features five overlapping current 
ranges. Each has infinite welding 
current control. Solid state automatic 
bias control and regulator helps reduce 
fuel consumption. Airco Welding 
Products, 575 Mountain Ave., Murray 
Hill, N.J. 07974 
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Heavy-duty proximity 
switches reach 15mm 
PROXIMITY SWITCHES offer a choice of 
two sensing heads. One is shielded for 
end positioning; the other can be field 
adjusted for four-side end positioning. 
Series E2P end and side proximity 
switches are rated for a maximum 
sensing distance of 15mm (+10%) for 
most metals, including steel and 
aluminum foil surface. The reach for 
solid aluminum is half the maximum. 
Omron Electronics, Inc., 650 Wood- 
field, Schaumburg, Ill. 60195 
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Highest quality 
and uniformity in 
production quantities 


Gear's 
big world of 
small gears 


FINE, INTERMEDIATE 
AND COARSE PITCH 


Straight, spiral and zerol gears— 
sprockets—pump gears—pre- 
loaded gears—rachets—clutches 
—clusters—shafts—lead screws 
—worm gears—internal gears— , aS et 
splines—racks—other precision | End/side proximity 
components. Sizes from 120 to | 


8 dp... from ¥%” to 10” diameters switches reach 15mm 


—all materials. 


| METAL-SENSING rectangular proximity 
Whether you need hundreds or thousands, G.S. will meet your : 
y Y switches offer both side and end 


production schedules, and from the raw blank to the finished — 
gear, you get the combination of advanced equipment, skilled sensl positions. E2P heavy ” duty 
models are rated for a maximum 


production people and stringent quality control procedures. 
sensing distance of 15mm for most 


Our gear oriented engineering staff will gladly help you with 
your specific need. Send drawings and specifications or com- | 

metals. The firm also offers a family of 
_TL-x shielded and _nonshielded 


plete description. 

cylindrical models and Model TL-L for 
long distance sensing of metals. 
Omron Electronics, Inc., 650 Wood- 
| field, Schaumburg, Ill. 60195 
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SEND FOR BROCHURE 


. Description of 
3 production facilities 
— photos of gear 


types and styles— 
SPECIALT IES, INC. ae pages Beebe beer 
2631 W. Medill Ave./Chicago, 111. 60647 *(@)>  — standards 
312/342-3200 = / " _ @: chart— equip. list. 
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7 


PERCENT TIMERS TECH MANUAL. 
OS . FREE SAMPLES 
Kon) aay (UL) @ | — 
INDUSTRIAL TIMER DIVISION r 


DELIVERIES 


PRECISION TIMER CO., INC. 


x__“wesraroor conn oses6"" 203-399-6255 


For more information circle 120 
4s2cc aq DIIDOINI#*OIIC PIO(cCIIDCOcCc 4000 | 


‘ 


1 


In1980, this symbol... 


will identify 55 trade and public shows, 
domestic and international, organized and 
managed by Cahners Exposition Group, the 
largest professional management company 
of its kind in the country. 


They will range in diversity from such 
established events as the 35th annual 
National Hardware Show and the 24th Greater 
New York Auto Show to two new CEG shows 
— the Shooting, Hunting, Outdoor Trade 
Show (SHOT) and the World Woodworking 
Exposition. Both have been unqualified first- 
time successes — developed specially to 
meet new needs in their respective industries. 
In addition, CEG is the organizer of the largest 
group of electronics manufacturing 
exhibitions in the world. 


In total, the 55 CEG shows will represent 
approximately 3 million square feet of exhibit 
space, 32 million attendees, and over 10,000 
exhibitor companies. 


Corporate 

and International 
Headquarters 

New York: 

331 Madison Avenue 
New York, NY 10017 
Phone: 212/682-4802 


Boston: 


Exposition 
Group Telex: 649 400 


221 Columbus Avenue 
Boston. MA 02116 
Phone: 617/536-7780 
Telex: 940 573 


An estimated $1 billion worth of products 
and services will be sold as a direct result of 
these shows. 


We recite these facts for two primary 
reasons: 


e To indicate the extraordinary impact of 
trade shows in the marketplace, with more 
than 5,000 scheduled in the U.S. this year. 


e To emphasize that the key to the success of 
any show is professional management. 


Our pride in the CEG symbol is rooted in 
performance — our demonstrated ability in 
producing more effective results for existing 
trade shows, as well as creating new shows 
shaped to reflect the dynamic changes 
occuring in a given industry. 

Try us. We will welcome the opportunity to 
talk with you. 


And look for the CEG show symbol. It is the 
sign of professionals at work. 


Chicago: 

222 W. Adams Street 
Chicago, IL 60606 
Phone: 312/263-4866 
Telex: 256 148 


Los Angeles: 

8687 Melrose Avenue 
Los Angeles, CA 90069 
Phone: 213/659-2050 
Telex: 194 351 
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SEALS... 


we round out 
your selection. 


O-rings, lathe-cut Tetraseals® Ang-L seals, 
and custom-molded shapes...Goshen 
Rubber offers you a broader selection 
of standard and special parts to match 
your sealing applications. Compounds 
include silicone, fluorocarbon, NBR, CR, 
EPDM, and many others. Goshen Rubber 
makes a wide assortment of custom- 
molded spe- 
Cialparts & 
with or with- © 
out metal inserts. 
Call us with your 
needs. 


GOSHEN RUBBER 
Goshen Rubber Co., Inc. 
1525S. 10th St. 

Goshen, Indiana 46526 
Telephone: 219/533-1111 
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New products 


| 


Wire electrodes weld tough steels 


FLUX-CORED welding wire is for flat and horizontal welding 
of T-1 and similar 100,000 psi yield strength quenched 
and tempered steel beams and plates. Type 110T’s low 


_ hydrogen slag system minimizes weld cracking. Airco, 575 
_ Mountain Ave., Murray Hill, N.J. 07974 
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Induction furnace lining cement 
| REFRACTORY CEMENTS are formulated for durable and 


economical lining of ferrous alloy coreless induction 
furnaces. The dry vibrating silica materials are premixed 
with a boron oxide sintering material. Ferro Corp., Electro 
Div., 661 Willet Rd., Buffalo, N.Y. 14218 
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_ Water-displacing lube frees rust and grit 


METALWORKING LUBRICANT does not wash away on 
exposure to water-diluted coolants and similar materials. 
CLP also displaces water to apply thin but tough films on 
slides, collets, etc. It also floats away rust. Polar Chip, 
Inc., 17421 Murphy Ave., Irvine, Calif. 92714 
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BIG SAVINGS 


on custom tubular parts 


a variety of our rolled 
tubular parts and assemblies 


The first part upper left 1) is a baffle tube for a small gas 
engine muffler; 2) a lock seam leg socket for an outdoor 
grill and 3) an impeller shaft bushing. Each one saved 
money for our customers. You can often cut your costs by 
replacing seamless, or simple screw machine parts with 
our butt joint tubular parts. Applications are virtually un- 
limited. Lengths from ¥2 to 24”, |.D. 
as small as .100; O.D. from ¥% 

to 4¥%2”; wall .020 to .187. Ask 

for a quote on your tube parts! 


Send for FREE Catalog and 7 
SAMPLE PACK. % 


agp TUBULAR PRODUCTS DIVISION 


4617 N. 32nd St. - Milwaukee, WI 53209 - Phone 414/871-5080 
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Cup-style tool grinders 

boast high removal rates 
GRINDING WHEELS are said to more 
than double normal material removal 
rates. AGB diamond wheels for carbide 
steels and sBsG wheels for tool steels 
come in grit sizes from 60-400 mesh. 
The cup-style wheels also feature 
reduced spindle power requirements. 


Exclusive resinoid bonds boost heat | 
dissipation and wheel corrosion at | 


high in-feed rates. Elgin Diamond 


Products Co., 366 Bluff City Blvd., | 


Elgin, Il]. 60120 
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- A-C welder offers 


stepless current control 


AC TRANSFORMER welding machine 
features stepless current control, easy 
arc starting. The 500-amp Bumblebee 
II has a maximum open circuit voltage 
of 75 volts ac for superior arc starting 
and arc stability for most a-c 
electrodes. Its design provides dead- 
front protection against accidental 
output shorting from its front 
panel-mounted insulated weld output 
receptacles. Airco Welding, 575 Moun- 
tain Ave., Murray Hill, N.J. 07974 
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GIS/AIRS, 


not the biggest - 


GEARCOA 


just the 


ESiig! 


GEARS .. . made under the most strin- 
gent quality control procedures are our 
only product. We’ve been making them 
since 1945 so we’ve acquired a lot of 
manufacturing know-how, gear tech- 
nology and experienced people. That, 
plus properly maintained equipment 
and testing instruments is your assur- 
ance that the gears you ordered... are 
the gears you get. 


APPROXIMATE CAPACITIES 


Type Max. Dia. Pitch 
Spurs & Helicals a 3% DP & finer 
Worms 4” 5 DP & finer 
Worm Gears 4” 8 DP & finer 
Bevels 3” 12 DP & finer 
Splines a” 4 DP & finer 


From print to production and delivery, 
your order is always under the watch- 
ful eyes of people dedicated to making 
sure you get what you want when you 
want it. 


So send us your next print to quote on. 
We think we can help improve your 
product and reduce your costs. Let 
us try! 


GEAR COMPANY of AMERICA, Inc. 


14300 Lorain Avenue, Cleveland, Ohio 44111 


216/671-5400 
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New products 


Universal tapping spindles 
are accurate performers 


TAPPING SPINDLES with Morse or Jacobs 
taper mounts adapt to all types of 
machines with reversing motors, 
including N/C equipment with tapping 
cycles. The small diameter tools have a 
short, fixed stroke to control thread 
depth with high accuracy. Capacities 
up to 1%" are available. Tapmatic 
Corp., 1851 Kettering St., Irvine, 
Calif. 92714 


For more information circle 208 


WFC-3R 


For more information circle 125 


154A8 PURCHASING NOVEMBER6, 1980 


1DdedWO LOAWOLIWOIIAM AMACIAIDOCWO’ IAN 


Economical rough-milling 


cutters are introduced 


MILLING CUTTERS feature three index- 
able carbide inserts in negative 
radial/axial rakes. The 2” diameter 
Econo-Mizer has an integral 1%” 
shank and a %" integral shank model 
is available for use on machines under 
10 hp. The 5” diameter shell mill uses a 
“K” mounting and features five 
indexable carbide inserts in negative 


_radial/axial rakes. Valeron Corp., 


31100 Stephenson Highway, Madison 
Heights, Mich. 48071 
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Tungsten carbide drill 
line is extensive 

SOLID TUNGSTEN carbide drills come in 
four standard series and 323 sizes for 
precision metalworking. Series 300 
straight flute drills are for hard and 
abrasive materials. Series 305 gp twist 
drills are for nonferrous materials. 
Series 310 spade drills are for shallow 
holes or spot drilling case hardened 
surfaces. Bay State Carbide Drill 
Corp., 126 Merrimac St., Newbury- 
port, Mass. 01950 


»> 


a | Fox more information circle 210 


Are you buying 
too much calculator? 
Or too little? 


The key to productivity is matching your Everybody gets exactly the calculator he or she 

calculators to the job. Many are loaded with needs. No more. No less. 

complicated features that never get used. This makes calculating simple and fast. 

Others are so basic they can only handle Your productivity goes up. Your costs go down. 

simple arithmetic. Your Victor representative will even come 
Victor makes sure all your calculators in and train new employees. That's the quickest 


match the job. First, we monitor each of ae me sia to get them up to speed. 


work stations. Then, select pe fentupesye Echot Eayenos calculating easy. That makes 
need from our full line of business calculé choice easy. Call today. 
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YOU GET MORE 
SERVICE OUT OFA 


CRUCIBLE SPRING 


TTT TTI 


coil lengths 
from 
2” to 72” 


— 
SiTTTTI3 


ae. 


BE tare me, 


| 


Ye" to 3” 
diameter 

alloy or carbon 
steel bar 


outside coil diameters 
from 2” to 22” 


BECAUSE 


IS BUILT IN! 


Design assistance to assure you 
maximum spring performance at the 
lowest possible price. 

Largest research center in the 
industry for the lastest in metal- 
lurgical developments and heat 
treating technologies. 


Fast delivery, normally in half the 
time of the competition, reduces your 
need for large spring inventories — 
frees your capital! Spring steels, 
melted and formed by a sister division, 
provide a more dependable supply 
of quality controlled materials. 


Call for more information- 
(412) 782-7319. 

Or write us at 

1 McCandless Avenue, 
Pittsburgh, PA 

15201. 


Specialists in heavy duty, hot wound coil springs for over 75 years. 


Colt Industries 


@ 


Crucible 


Spring Division 
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The Brazing Materials Buyer:“The Straffis Assembly” 


© Virgil, l've redesigned our straftis assembly 
to eliminate the need Instead of stainless steel for the straftis shell, 


for using a low-temperature brazing alloy. we use leaded fopper and soft solder. 
Of course, coppey is weaker than stainless... 


Well, that puts us @ver the weight limit, 
so | designed a new frame to handle 
the additional weight. It should work out... 


... But we can make the shell a lot thicker 
to compensate. Now, that unbalances the assembly, 
so | had to add some new structural supports... 


All this to eliminate using Our supplier doesn} carry 
a low-temperature brazing alloy? a low-temperature braaing alloy. 


a 


© 
; Le 
a LAI Sy 

Don't change the assembly. Change the supplier. backs its line with service in depth. One way we can. 

When Handy & Harman is your brazing materials help you right now is to pra@vide you with valuable 
supplier, you're assured of a complete range of top information on brazing. Write for our free “Brazing 
quality brazing alloys and fluxes, to meet any braz- Book,’ a 50-page manual of Brazing procedures, and 
ing application. And that’s not all... product information (plus distributor listing ). 

H & H brazing materials are as accessible to you Why redesign assemblies? It may be easier to re- 
as your telephone, through a local distributor. He design your supplier list. 


carries all the everyday H & H brazing materials, 
and will gladly stock any special ones you may need. | 
Only Handy & Harman offers a really complete Handy & harman 


brazing products line. And only Handy & Harman 850 Third Avenue, New York; NY 10022; « Tel: (212) 752-3400 
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Sealing with hot melts 


Most packaging authorities 
agree that hot melt adhesives 
are usually the preferred sealing 
method for high speed, in-line 
systems. This is due to their fast 
set which eliminates the need 
for long compression lines, 
excellent adhesion to a wide 
variety of boxboard coatings, 
and overall performance under a 
wide range of environmental 
conditions. Where the invest- 
ment in automated equipment 
can be justified based on high 
volume runs of same size 
containers, hot melt adhesives 
offer the ultimate in efficient 


case packaging. Packagers with 
short runs, varying container 
sizes or multistation operations 
have long wanted to take 
advantage of hot melt sealing, 
but suitable equipment was not 
available. Now, however, with 
the new Jet-melt bonding 
system, hot melts can be 
considered for many manual 
case sealing operations. This 
guide describes that system. 
Hot-Melt Systems, Adhesives, 
Coatings, and Sealers Div., 3M 
Co., 223-6NE 3M Center, St. 
Paul, Minn. 55101. 
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Regular Slotted Cartons (RSC) 
Excellent strengths can be achieved on this style carton by using 1,” 
adhesive beads deposited about '/,” from the flap edge (A). Extra high 
strengths are obtained by using twin beads (B). 


(ILLUS. A) 


Stainless steel piping 


Information is presented on the 
design, fabrication, and installa- 
tion of stainless steel for piping 
systems. Stainless steel piping is 
recommended where corrosion 
resistance, high-temperature 
strength, ease of fabrication, and 
availability are desired. This 
booklet makes its information 
available through comprehen- 
sive charts, graphs, and illustra- 
tions which accompany a clearly 
written text. Cost comparison 
to other piping materials is also 
included, as well as selection 
guidelines. 27 pages. Committee 
of Stainless Steel Producers, 
American Iron & Steel Institute, 
100 16th St., NW, Washington, 
D.C. 20036. For your copy circle 344 


(ILLUS. B) 


Performance polymers 


High performance Envex poly- 
imides are described. Catalog 
has separate sections detailing 
applications and part design 
guidelines, properties, data 
sheets and test values, machin- 
ing instructions, product chem- 
istry, graphs, pricing, and 
design article reprints. Envex 
polyimides are used in demand- 
ing electronic, computer periph- 
eral, nuclear, aerospace, off-road 
equipment, and hydraulic and 
pneumatic applications, includ- 
ing carriage bearings, O-rings, 
seals, thermal insulators, and 
bushings. 27 pages. Rogers 
Corporation, 5259 Minola Drive, 
Lithonia, Ga. 30058. 
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Gas lift trucks 


Important points to know when 
considering the purchase of an 
internal combustion engine lift 
truck are presented in this new 
brochure. It compares the 
performance capability of gas 
trucks to electric, and describes 
the advantages and disadvan- 
tages of gas, LP-gas, and diesel 
engines. 8 pages. Eaton 
Corporation, Industrial Truck 
Div., 11000 Roosevelt Blvd., 
Philadelphia, Pa. 19115. 
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Refrigeration oil 


Rising costs have produced a 
market reversal in refrigeration 
oils. Now, because of mineral oil 
price escalation, there is no 
difference between it and 
Zephron refrigeration oil. As a 
result, the industry is taking a 
second look at the premium oil 


that is more stable and more. 


soluble with refrigerants. To 
meet this renewed interest, Du 
Pont has issued a new bulletin. 
Covers properties, applications, 
solubility, foam-out, viscosity, 
lubricity, availability, and speci- 
fications. 12 pages. E.I. DuPont 
De Nemours & Co., Wilmington, 
Del. 19898. For your copy circle 341 


Mini connectors 


The versatile D subminiature 
rectangular connector series is 
designed for applications where 
space and weight are prime 
considerations. Connectors will 
accommodate up to 50 contacts 
in standard arrangements as 
well as a high density arrange- 
ment with 78 size 22D contacts. 
Also available are combination 
arrangements for coaxial, 
power, and/or high voltage 
contacts and printed circuit 
terminations. ITT Cannon, P.O. 
Box 929, Santa Ana, Calif. 92702. 
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equipment for sale 
(new— used— rebuilt) 


“When You Need It Yesterday” 
Ye” to 48” Valves-Strainers-F langes 


Pipe Fabrication & Expansion Joints 
“We got it’’—We’'ll get it’’ or 


Brass-lron-Steel- Aluminum 
Metropolitan Pibg. Supply Corp. 
5000 2nd St. L.1.C., N.Y. ttt0l 

Free esa 800-221-9672 

From New York— 
Phone. 212-EM-1-2111 
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ONE OF THE MIDWEST’S 
MOST COMPLETE 


AUTOMATIC SCREW 
MACHINE PLANTS 


1/16” to 6” capacity 


e Single Spindle Brown & Sharp Auto- 
matics from 1/16” to 2%". 


¢ 4-6-4 Multiple Spindle Acme-Gridley 
Automatics from 9/16” to 6” 


COMPLETE SECONDARY OPERATIONS 


'’ JESSEN 


4 MANUFACTURING CO., INC. 
“TOTAL SERVICE FOR OVER 50 YEARS" 


1409 W. Beardsley « Elkhart, ind. 46514 
219/295 -3836 
Mai! Address: P.O. Box 1727 « Elkhart, ind. 46515 
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ONE OF THE NATIONS 
NEWEST MOST MODERN 


AUTOMATIC SCREW 
MACHINE PLANTS 


MULTIPLE SPINDLE 
Acme and New Brittons 
9/16” To 1-5/8” 

4 to 8 Weeks Lead Time 
BRASS ONLY 


On Site Heat Treating 
Complete Secondary Available 


'e AO 
MARSHALL 
BRASS 


450 Leggitt Rd., Marshall, Mi. 49068 
616-781-3901 
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‘BOILERS 


LEASE - RENTAL - SALES 


EDIATE 
DELIVERY 


PENTER AVE WHEELING. ILLINOIS 60090 : 
312/$41-5600 - TELEX: 28-2556 F; 
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Send box no. replies to: Lynn George, PURCHASING 
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CUSTOM METAL FABRICATIONS 


Complete capability from engineer- 
ing through assembly. Over 100,000 
sq. feet of modern facilities in- 
cluding the latest CNC equipment. 
Quantity fabrications with or with- 
out hard tooling. Press work to 250 
ton. Computerized production con- 
trol. Quality control program. Sig- 
nificant manufacturing economies 
from 62 years experience. Ask for 
quote and delivery on your job. 


MIDMARK CORPORATION 
Dept. PC, Minster, Ohio 45865 
Toll free 1-800-537-6679 
In Ohio (419) 628-2311 
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CNC TURNING WANTED 


PRODUCTION MACHINE CO. 
SPECIALIZING IN CNC TURNING 


COMPLETE IN-HOUSE 
PROGRAMMING 


16 YEARS EXPERIENCE IN NC 
ALL SECONDARY OPERATIONS 
AVAILABLE 


GRAND TRAVERSE MACHINE 
PO BOX 948 
TRAVERSE CITY, MI 49684 
616-946-8006 
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Major Company regularly supplies 
customers on contract basis with 
CASTINGS, FORGINGS, SPECIALTY 
FASTENERS. 

International Trading Organization 
with over 120 years of experience 
serving Industrial customers who 
save without sacrificing quality 
whatsoever. 


For pane offers write/call 212-825- 


Fehr Bros.inc. 9, 
110 Wall Street 
New York, NY 10005 ia 


You have everything to gain and nothing to lose. 
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wanted to buy 


WANT TO BUY 
Wire, cable and cord sets Over- 
stock and surplus wanted Write— 
Wire—Phone Surplus Dept. 
DELTA WIRE & CABLE CO. 


1457 W. Diversy, Chgo. 
IL 60614 (312) 248-4676 
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‘WANTED TO BUY 


Will pay cash for your used IBM Selectric 
typewriters. Call for our prices before you 


trade-in your old machine. Also wanted 
large quantities of used office furniture. 
Contact Bud Simmers, P.O. box 96, Mt. 
Crawford, Va. 22841—703-434-8958. 
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surplus components wanted 


CALL US 
IF you want top prices for your excess electrical, 
electronic, and mechanical parts. 

800—645-9060 

516—694-4100 


DISTRIBUTORS 
COMPANY 


(1 WINDSO 


300 Adams Boulevard, Farmingdale, N.Y. 11735 


CASTINGS 
Ductile, Stee!, and Stainless Short- 
run, Prototype, Repair parts, Mining 


CASTINGS 
Ductile and Iron Squeezer work, 
Production work, Prototype, Repair 
parts, Mining parts, Show castings. 
‘-ANSAS ALLOYS 
Asherville Rd. 
Beloit, Ks. 67424 
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PRECISION MACHINING 
PROTOTYPE AND PRODUCTION 
CNC MILLING AND TURNING 
MIG and TiG WELDING AND FABRICATION 
SURFACE AND CYLINDRICAL GRINDING 
TOOLS « DIES + FIXTURES 


MME ES. 


80 GROVE STREET GLOUCESTER, MA01930 617/2R3-1360 
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GRAY IRON CASTINGS 
Small, Light, thin walled castings. High quality, 
fine finis : ‘clase tolerance, easily machined. 
Jolt squeeze molding, electric melt. Low or 
high volume. 


FERROCAST, INC. 


B steed. or 08887 
(203) 453-2791 
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Imported Castings 
High Quality Reasonable Cost 
Brass, Zinc, Aluminum, Gray Iron, 
‘Ductile, Forged St Steel 
Try Us— You'll Like Us 


sie World Trade, Inc. 
Avenue of 9 a aa 
New York, N. Y. 10001 
(212) 971- 3744 
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associations 


URCHASING 
AND 
PROFITABILITY 


Achieving corporate success through improved 
purchasing strategies. 


November 17-19, 1980—Chicago 


Presented by the 
AMERICAN PURCHASING SOCIETY 


in cooperation with 
THE UNIVERSITY OF CHICAGO 
CENTER FOR CONTINUED 
EDUCATION 


For further information please 
all (312) 753-31 
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MART, |1200_ Suinshér )Street, Stamford, Conn. 06905 


CLASSIFIED ADverTisiNG Purchasing Mart 


Capabilities include spur, helical, splines, 

shafts, internal. We make our own blanks, 
000 sq. ft. plant. Good quality control, 

engineering, competitive prices. 


Send your prints for quotation to: 


JACKSON GEAR COMPANY 
221 Mill Ave. 
Brooklyn, Michigan 49230 
phone: 517-592-6021 
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We offer 34 years of engineering and manu- 
facturing experience in production of gear, 
shafts and sprockets. We have capacity to 
blank, hob, shape, broach, thread, grind, etc. 
All prints quoted within 3 days. 

LEEDY MFG. COMPANY 


214 Hall Street S.W. 
Grand ig te ber pel 49501 
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ARE YOU READY FOR RED? 
IF YOU ARE NEW... WE’LL 
BORDER YOUR AD IN RED 

CALL BARBARA BRAND 
& GET THE STORY 
(203) 327-6772 


material for sale 


NEED A RELIABLE 
SOURCE FOR LOCKS? 


WE HAVE THE KEY! 


We’re specialists in the as- 
sembly of most types of util- 
ity locks. 


We offer engineering assist- 
ance with your lock design 
problems. 


No order is too small 
Fast delivery 


For ypnieciats quotations 


(312) 956. 6650 


SCHROEDER-THOMPSON, INC. 
710 West Algonquin Road 
Arlington Hts., IL 60005 
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| would like more information about 
MART... the classified advertisi 


Check below clip and mail this coupon. 


| 

i 

| 

| 

| (© Phone me with more information. 
| [] Send me complete information. 
: Name: 

| Title: 

| Company: 

7 Address: 

| City/State: 

i 


Mail To: Barbara Brand Manager of Classified qrneg: & 
Conn. 06905—or CALL: (203) 327-6772, 327-6746 


1200 Summer St. Stamford, 


ANSFO 
BOUGHT e SOLD e RENTED « REWOUND 
REDESIGNED e MANUFACTURED 
63 YEARS DEPENDABLE SERVICE 
America's Exclusive Independent 
Transformer Service Shop 


The Electric Service Co. 
5320 HETZEL ST., CINCINNATI, O. 45227 
Ph: 513/271-1752 
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WANTED! 
YOUR SURPLUS HYDRAULIC: 
Pumps & Motors 
Valves 
Cylinders 
Hose & Fittings 
Filters 
Gauges 
ENGINES: 
Diese! & Gasoline 
Accessories 
Power Transmission 
Roller Chain 
Sprockets 
Belts 
Pillow Blocks 
Transmissions 
Axles 
PROMPT ACTION—CASHI 
Wire—Phone—Write 
GROBAN SUPPLY COMPANY, INC. 
9300 South Drexel Ave.—Dépt. PM-1080 
Chicago, Illinois 60619 
Telex 25-3009 


For more information circle 372 


e Bolts—nuts—washers 
e Electrical wire—small motors 
e Chain—cable—rope—belting 
e Any light industrial or Agri items 
MAC’s INC. 
15 So. 21st Street Box 1919 
Fargo, ND 58107 (701) 293-1197 


For more information circle 379 


materials for sale 


PALLETS 


8000 Pallets for Sale 
Size: 44” X 56” X 4%” 


e Very good quality 
e Have been stored inside 


Telephone: 314-261-6151 


For more information circle 373 


Baye: | an ad in the PURCHASING 
on of Purchasing Magazine 


Zip: Phone: 


We will purchase 


EXCESS OR OBSOLETE STEEL 
CONSUMERS STEEL PRODUCTS CO. 
8510 Bessemer Ave., Dept. 6 
Cleveland, Ohio 44127 
Aree Code a6 ane-717' 


3 rar or aatite talcrinaaion olrcle 369 ~ 


WANTED! 
USABLE COPPER 


MAGNET WIRE 


Call Mr. Kent 
312-267-9019 


AERO WIRE ‘nc’ 


INC. 
3902 N. Elston Ave. 
Chicago, Il. 60618 


For more information circle 374 


BAANUFACTURERS & 
CONTRACTORS! 


We will buy your excess or obsolete steel 
and metal inventory in plate, structurais, 
beams, tubing, pipe coils, sheets, and 
shapes, any size, grade, or condition. 
GA STEEL & TUBE, INC. 
2275 Halfda Rd., Suite 135 
Bannockburn, III. 6001 31 


12-948-9140 


For more information circle 375 


SURPLUS STEEL WANTED 


OUR AD IS SMALL 
SO WE CAN PAY YOU MORE! 


METAL EMPORIUM INC. 
Patton Avenue 
West ‘mabyion, N.Y. 11704 
516-643-2242 


For more information circle 376 


contract work 


CUSTOM FABRICATION 


Sheet, plate, bar and _ structural 
components or assemblies com- 
pletely or partially fabricated in ex- 
tensively equipped 250,000 square 
foot plant. Complete facilities to 
handle any job 20 gauge to 3” 
plate—from shearing and burning 
through welding and finish paint- 
ing. NC Press work a speciaity— 
your material or ours. Kirk & Blum 
Mfg. Co., 3109 Forrer St., Cincin- 
nati, Ohio 45209. (513) 351-1400. 
Jim Cloran. 


For more information circle 377 


contract packaging 
CONTRACT PACKAGING IN YOUR 
PLANT OR OURS 
Doboy Super Mustangs, Horizontal wrappers 
available, rental includes maintenance, short 
or long term. 


Jack Steinmetz 
AVNE ve bday LTD. 


(212) 387-0309 


For more information circle 378 


Send box no. replies to: Lynn George, PURCHASING MART, 1200 Summer Street, Stamford, Conn’ 06905 


PURCHASING 161 


positions wanted 


DIRECTOR OF PURCHASING-MATERIALS MANAGER 


Aggressive director, purchasing, with 17 years: 


experience, degreed and possessing C.P.M., seeking 
challenging position in purchasing or materials 
management. Achieved large cost reductions during 
past two years, negotiated many effective contracts, 
developed specifications and supervised department 
of 8 peopie. If interested, contact Thomas F. Bonniol, 
1126 Vista Del Mar, Delray Beach, Florida 33444, (305) 
272-0494. 


POSITION WANTED 


Widely-known purchasing professional seeks 


to relocate in a new and challenging position 
due to reorganization. Over 20 years extensive 
and diverse purchasing experience. Served in 
executive capacity as State Procurement Offi- 
cer, County Government Purchasing Agent, 
Hospital Purchasing Manager, University Pur- 
chasing Agent, School Board Purchasing 
Agent, and in private industry. A_ frequent 
speaker, consultant and author. Individual de- 
sires to utilize knowledge and energy in a 
strong and vigorous procurement environment. 
Age 41. Mobile. Direct all inquiries to P.O. 
Box 10501, Chicago, II. 60610. 


PURCHASING AGENT 
6 years experience Paper Packaging In- 
dustry, also Auditing, Accounting back- 
ground with Fortune 500 company. B.S. 
in Accounting and Business administra- 
tion. Age 39. Prefer St. Louis but will 
consider relocation. 
Box K-5 


PURCHASING PROFESSIONAL 


12 years staff and supervisory experience with 
documented achievements for Fortune 100 Co. 
as Buyer, Sr. Technical Buyer, Construction 
Contract Administrator and Manager+-Corpor- 
ate Fleet Operations. B.B.A. degree, Age: 35. 


Box G-21 


Purchasing Agent—Materials Manager 
6 years experience in raw material, MRO, 
inventory control in both manufacturing and 
corporate environment. Strengths include ne- 
gotiation, organization, materials management 


and communications. Master's degree. Prefer |. 


Fairfield County, Conn. and estchester 
County, NY locale. 


Box W-10 


BUYER/PA 
Eleven years experience in all phases of 
material activities. Experience includes pur- 
chasing for construction mfg. and warehousing 
operations and MRO supplies. Education/BS 
degree. Willing to relocate. Available im- 
mediately. 


BOX Q-1 


PURCHASING AGENT 


Desire management position. 6 years 
experience manufacturing and non-manu- 
facturing with multiple plant exposure. Product 


contacts include steel, fabricated metals and 
MRO. Familiar with material planning and 
traffic. Education: BA, A.S.C./Metallurgy, 
CPM. Willing to relocate. 

Box Y-2 


90,000 Purchasing Pros are 
reading this ad - would you like 
to meet some of them? 

wa KKKKKKKKKK 


Call Lynn George or Barbara 
Brand now - (203) 327-6772. 
They’ll show you how! 
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Job scene 


Auto recession? Don't tell Cleveland 


CLEVELAND—If the recession 
and souring of the automobile 
industry has infected the Mid- 
west’s economy, you couldn’t tell 
from the number of procurement 
job openings here. 

Actually, the days are past 
when the ups and downs of De- 
troit dragged the rest of the econ- 
omy with it. A resurgence in 
defense spending, unparallelled 
growth in electronics, and the 
branching of many companies 
into international trade have all 
helped insulate industries unre- 
lated to automobile production. 

“Cleveland is not as hard hit 
as Detroit or Youngstown,” notes 
Laura Gunn, a recruitment coun- 
selor at R. J. Evans & Assoc. of 
Shaker Heights, a Cleveland sub- 
urb. 

She says Cleveland’s current 
strength lies in aerospace and 
precision tooling and, to a lesser 
degree, electronics. 

“Purchasing people with a 
background in machine parts and 
subcontracting are probably the 
most valuable today,” Gunn says. 

Openings cover the range 
from expediter to vice-president 
for materials management. 

A recent Cleveland job post- 
ing: Materials manager, a newly 
created position with a sheet metal 
fabricating company. An M.B.A. is 
desirable, plus strong manage- 
ment skills. Pay: $34,000-38,000. 

Elsewhere in the nation: 

Los Angeles: Labor troubles 


Indianapolis: @ 
electronics, 


in the television industry aside, 
Los Angeles is an area of growth, 
and purchasing jobs abound. 

The catch: stiff competition 
from local residents. 

Companies are reluctant to 
pay relocation costs when local 
talent can be hired. On the other 
hand, out-of-towners with specia- 
lized experience that companies 
really want can negotiate moving 
benefits, notes Judy Voight, a 
counselor for Purcell Employ- 
ment Systems of Los Angeles. 

Strong industries: oil, aero- 
space, and electronics. For man- 
agement positions, employers 
want academic degrees and signs 
of professional advancement, 
such as C.P.M. designation. 

Current L.A. opening: Pur- 
chasing manager with back- 
ground in the petroleum industry. 
Salary: $35,000. 

Indianapolis: Not as high 
paying or fast paced as the coast- 
al cities, this city is nevertheless 
a source of procurement jobs. 

Frank X. Conaty of Brown 
Efficiency, Inc., an employment 
agency here, points out that Indi- 
anapolis is somewhat dependent 
on the automobile industry. But 
jobs can be found in chemicals, 
electronics, and consumer prod- 
uct manufacturing. 

Recent opening: capital 
equipment buyer for electronics 
firm. Salary range: $18,000- 
23,000. 

—Thomas R. Temin 


fi: 


metals, 
machine tools 


consumer products 


Los Angeles: 
oil, aerospace 


RECRUITMENT ADVERTISING Jol Mart 


positions available 


a 
BUYER 
AEROSPACE HARDWARE 


This is an outstanding opportunity for a Chief Buyer who can 
handle the full range of aerospace procurement duties: 


*|nterpret blueprints/specs.and vendor data 
“Negotiate price delivery to meet program goals 
*Vendor/subcontractor administration 

“Develop purchasing plans for new-business proposals 


To qualify you must have: Extensive background in aerospace 
transmissions/ bearings and/or forgings/castings. .at least 5 
years experience in an aerospace purchasing environment..a 
working knowledge of applicable government procurement 
regulations/procedures..good oral/written communication 
skills. Degree required. 

We are located in a small suburb of Hartford, in central Connec- 
ticut, a region of considerable New England charm that offers 
solid cultural resources. We are prepared to relocate you and 
your family as necessary. 

Starting salary is competitive and fringe benefits are excellent. 
There is real opportunity for personal/professional growth at 
Kaman Aerospace. 

To apply, please mail your resume, in confidence, to 
Personnel Office 


q KAMAN CORPORATION 


\ __% ~—s«COld Windsor Road, Bloomfield, CT 06002 


Equal Opportunity Employer Male/Female 


FASSIGNMENT 
Shee ISRAEL 


@ SINGLE STATUS, 2-YEAR ASSIGNMENTS @ 


American consortium formed to construct a major airbase in Israel is seek- 
ing qualified personnel with construction experience for present and future 
opportunities in the following areas: 


PURCHASING AGENTS 
Civil Mechanical Electrical 


Requires 5-10 years experience reviewing construction material, supplies 


and equipment requisitions. Must be able to direct daily activities of assign- . 


ed buyers in accordance with established procedures as well as perform 
daily reviews of major pecan The critical purchase orders. Must have 
working knowledge of ASPR and DAR including thorough familiarity with 
Hedley and automated U.S. Government and commercial procurement 
unctions. 


@90 DAY ASSIGNMENTS ARE ALSO AVAILABLE®@ 


ASST. CONTRACT ADMINISTRATOR 


Requires 3-5 years of subcontract administration in a cost plus government 
environment. Must have in-depth knowledge of DAR as relates to procure- 
ment function. Degree in business administration or engineering preferred. 
However, experience may be substituted in lieu of formal education. 

OUR COMPANY OFFERS EXCELLENT SALARY AND BENEFITS WHICH 
INCLUDE FULL LIVING ACCOMMODATIONS, MEALS, R&R PLUS BONUS 
rs COMPLETION OF CONTRACT. IF QUALIFIED, CALL MR. DAN MULLEN 


(212) 587-8324 


lf unable to call, send a detailed resume in confidence to 
Mr. George S. Mitchell, Personnel Manager, Department DM 


NEGE Vamease CONSTRUCTORS (NAC) 


100 Church Street, New York, New York 10007 
Equal Opportunity Employer M/F 
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PURCHASING & MATLS. MGMT. j 
PROFESSIONALS 

I We specialize in growth bar pee in the Pur- [ 

chasing & Materials field. If you are thinking | 

| of making a career move why not call us to- 4 


i day? 
ON. FUTON COMINGS ices ccicies se heka hows $42M i 
Matls.Mgr.,Electronics.................... $42M 
Pur. Mgr. , Corp/MRP iraibrw Koaruane GrwiacalecvesS ee recht $37M 
| SUG: Is, RINOON Pissctsiwarearswseece eens $35M 
| Pur. Mgr., METS OE A ON ORL SONG $33M 
Project Leader, MAPA eo ikwtxioe caresses $33M l 
{ Pur. Supv., NEO EEE ii $28M 
PIC Gi, PNM. gissis.ccioacarateces anes $27M | 
j Sr. Buyer, Mech’! bv.s iC EVatewadesee eeannauKe $25M 
Gi Mar. MOPAR. 6 cossa cvs wesdaseiey ste $25M | 
i Amaieinlen: ‘ine, Purchasing Division | 
i 505 Fifth Avenue., NYC 10017 
(212) 599-0606 FEE PAID Agency fj 
a eas ero en einees envesn smn seen esmaen eer 


4 PURCHASING/MATERIALS MANAGEMENT 
PROFESSIONALS & THE COMPANIES WHO 
HIRE THEM; an active search is on nationwide 
to fill the following outstanding positions: 

Dir. of Corp. Purch, multi nat’! 
Gen. Mgr., hi vol industrial 
Purchasing Mgr., electronics 
Mor. Subcontracts, ripherals 
Materials Mgr., MRI projects 
Mgr. of Purch. print/ ra hics 
Purch. Agent, "ASPR/ Avionics 
Sr. Buyer, elec/mech 

Sr. Buyer, Positions Available 


Call/Write: Jim Panos or Hy Livingston 


THE P & L GROUP 


366 N. Broadway cit ait Sn 
(516) 938-7337 ee Paid 
CONSULTANTS TO INDUSTRY 
MATONWIDE 

SSSSSSSS 


Your Ultimate Choice 


INTERNATIONAL ENERGY 

FIRM BUYERS 

HOUSTON BASED 
POSITIONS 


TECHNICAL BUYER 
Salary area $34,000 


We have been retained by a fast paced and expanding 
oil company to locate two process equipment buyers. 
This energy firm offers some of the highest salaries in 
Houston, profit sharing and the opportunity to work on 
the largest petro-chemical sab a in the world. Re- 
quires experience buying rotating equipment, vessels 
and other refinery process equipment. 


BUYER - Salary area $26,000 


Do you have industrial buying experience and a degree 
but have begun to question whether your company or 
industry can offer th the challenges and rewards to 
keep you motivated and excited about your work? We 
are currently seeking individuals who would be 
Challenged a the international working environment 
of a billion dollar energy firm while involved in procure- 
ment for the rachael A of entire cities and major in- 
dustrial projects. 


For further information contact Peter Goodspeed at 


(713) 621-9850 
ALL FEES ASSUMED BY CLIENT COMPANIES 
NEVER A CONTRACT TO SIGN 
Please submit salary history with your current resume 


415 Houston Natural 
. Gas Building 
e 1200 Travis, Houston, TX 
PERSONNEL SERVICES 77002 © (713) 461-7777 


C.P.M. EXAMINATION 
REVIEW 


November 7&8, 1980 
Holiday inn 
36th & Chestnut, Phila., Pa. 
INFO AND BROCHURE 
Purch Mgmt Assn of Phila 
1518 Walnut St, Phila. Pa. 
(215) 735-7614 


Send box no. replies to: PURCHASING JOB MART, 1200 Summer Street, Stamford, Conn. 06905 
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Job Mart RECRUITMENT ADVERTISING 


positions available 


MATERIAL MANAGEMENT 


Mcinturff & Associates has specialized in the 
recruitment of material professionals for over 
eight years. During that time we have estab- 
lished an outstanding reputation for profes- 
sionalism in recruiting and understanding of 
the career needs of practitioners. If you are 
interested in making a career change at this 
time, or would be interested in discussing pos- 
sible career paths available; Please contact: 


Kenneth M. Rowe 


Mcinturff & Associates, Inc. 


209D West Central Street, Natick, MA 01760 
(617) 237-0220 


Enjoy a great future with 
Sperry Flight Systems, a 
leader in advanced electronics 
systems for airborne 
applications. We’re growing 
and providing excellent 
opportunities for career 
development. 


Buyer 


Experience in electronic or 
electromechanical 
commodities is necessary 

for this professional position. 
A bachelor’s degree is 
required and exposure to 
material or production control 
and/or electronics would be 
helpful. 


We offer an excellent 
compensation and benefits 
package. To pursue this 
position, send your resume 
and salary history, in complete 
confidence, to LeAnn Scott, 
Job Interest #PM B-17. 


+ SPERRY 


sc SYSTEMS 


P.O. Box 21111 (MS T-10) 
Phoenix, Arizona 85036 
We're an Equal Opportunity Employer. 


U.S. citizenship or permanent resident 
status required. 


PURCHASING PRO’S 


Nationwide opportunities available thru 
our 125 affiliate network. Jr. Buyers thru 
Materials Managers with salaries to the 
40's. Opportunities are available in all 
industries — especially Electronics, Phar- 
maceuticals, and food. Our in-house 
computer will immediately match your 
skills to our client’s needs. ALL REPLIES 
ACKNOWLEDGED. Call or write: 


JOHN McMILLAN — 617-997-3311 


CAREER ASSOCIATES, INC. 
P.O. 86 — 583 State Rd., N. Dartmouth, MA02747 


MATERIALS MANAGEMENT/PURCHASING 
SPECIALISTS 
(Nationwide Search) 


Director Material Mgmt.-Medical Eqpt ... to $40K 
Purch. Mgr.-Government Regulations ... to $40K 
Purchasing Manager-Sugar to $37K 
Material Manager-Foundry to $35K 
Senior Buyer-Electronics ... oeeee to $28K 
Buyer/Administrator-Capital Eqpt. to $28K 
Purchasing Supervisor-ASPR, DAR .... to $27K 
Senior Buyer-Precision Castings .. « to $27K 
Purchasing Manager-Plastics . . to $25K 
Buyers/Purchasing Agents-Many $17-$30K 


All Fees Paid — All Replies Confidential 
Send resume to: 


F-O-R-T-U-N-E 
ASSOCIATES 


7315 Wisconsin Ave., Suite 416E, Bethesda, MD 20014 

or call an office listed below: 
Chicago, IL (312) 467-9130 
Columbia, SC (803) 782-2700 
Columbus, OH (614) 461-1848 
Hartford, CT (203) 522-1176 
Nashua, NH (603) 880-8880 
Sacramento, CA (916) 920-5560 
South Bend, IN (219) 291-7161 
Washington, D.C. (301) 986-9509 


Company Inquiries Invited 


PURCHASING AGENT 


Food service equipment manufacturer needs intelligent, 
aggressive individual to head up department of fast 
growing firm. Experience necessary. Position involves im- 
porting, purchase of raw materials and finished goods, 
and supervisory responsibilities. Send resume to: 


INTEDGE 
Roseland, NJ 07068 
Attn: R.S. Beltram 


Purchasing Dir—Electronics 55K; Purchasing 
Manager—Aerospace 30-40K; Buyer—Computer 
Peripherals 32K; Buyer—Computer cos., var- 
ious locations, salary open. 


HARPER ASSOCIATES 
1618 Main St. 
Springfield, MA 01103 
MANAGEMENT CONSULTANTS 


Move Up In 

Purchasing Management 
We regularly have attractive 
openings for purchasing 
personnel in all sections of the 
U.S. and at all levels (salaries 
S$ 15K-S40K). Let us help you. 
Send resume and get a fast 
response from us! 


An Willard Associates, Inc. agen, 


Dept H One Lincoin Center) Syracuse. NY 13202 
(315) 422-5111 (All Fee-Paid) 


PURCHASING PROFESSIONALS 
Sunbelt/Eastcoast 


Purch. Dir., Aerospace 
Purch. Mgr., Energy 

Purch. Mgr., Electronics 
Purch. Agent, Eng’g Degree 


Purch. Mgr., Capital Equip 
Subcontract Admin. 
Subcontract Supv., Elec 
Buyer, Consumer Electronics 
Purch. Agent, Motors Control 
Buyer, MRO 


8 Woodlawn Green 8501 LaSalle Rd. 

Suite 133-P Suite 306-B 

Charlotte, NC 28210 Baltimore, Md 21204 

(704) 527-5610 (301) 828-8282 
(FEE PAID Agency) 


SOUTHEAST | 


Our 12 offices in NC, SC, GA, VA, and FLA 


specialize in Purchasing, Electronics, Elec- 
tro-Mech., and Engineering positions from 


16K to 35K. Aggressive, Confidential. Fee- 
Paid Service. Send resume with salary Info- 
to: Walt Loescher, BEALL PERSONNEL, P.O. 

Box 4006-P Anderson, SC 29622 


MATERIALS 
THE 
ACCESS 
GROUP, INC. MATERIALS 


PROFESSIONALS 


Southwest/West 
P.O. Box 182302 Las bi NV 89114 
or Metro New Yo 
P.O. Box 3267 Stamford, CT 06905 
or New Eng-and 
179 Allen St. Havtfari. CT 06103 


C.P.M. EXAMINATION 
REVIEW 


November 7&8, 1980 
Holiday Inn 
36th & Chestnut 
Phila., Pa 


Purch Mgmt Assn 
of Phila. 


1518 Walnut St, 
Phila, Pa. 
(215) 735-7614 


Tech America, inc. 


Sherm 
Specialist in purchasing a industrial management 


recruitment, entry to management levels. 
confidential fee paid services. 
Personal R Assured 
resume TODAY or call 


Send 
517-323-1001 from 7 a.m. to 11 p.m. 
ShermTech and its affiliates in 
100 poe a cities are ready! 
ShermTech America, Inc. 

16647 oneal Lansing, og 48906 

Employer Calls Welcom 


INFO AND BROCHURE 


BUYER/SENIOR BUYER 


Growing industrial manufacturer 
(suburban Hartford, CT) seeks pro- 
fessionally oriented individuals. 
We offer excellent growth poten- 
tial for a career-oriented person 
with a salary/benefit package to 
match. Diversified, technical buy- 
ing background in pneumatics, 
hydraulics preferred. 

Submit resume and salary re- 
Guirements in strictest confidence 


KAHN & COMPANY, INC. 


885,Wells Road 
Wethersfield; CT 06109 


CROCCO EHSOECECEOOESOELESESES 


Send box no. replies to: PURCHASINC JOB “ViART. 1900 Summer Street. Stamford. Gonn. 06905 


Commodity leadtimes 
This month vs: Shorter Longer Same 
Month ago 25 38 62 
Year ago 89 9 27 


Biggest monthly increases LJ, decreases | 


Purchasing’s 
Leadtimes 


(125 items in production quantities; % of buyers responding) 


15 610 11-20 21-30 "0. Avg. Mo. Yr. 15 610 11-20 21-30 °30 : Avg. Mo. Yr. 

STEEL wks wks wks wks wks (wks) ago __ago CHEMICALS wks wks wks wks wks (wks 
Plate 81% 15% 2% 0% 2% 4.2 4.0 6.2 Paint 93% 7% 0% 0% 0% 2.9 3.1 3.5 
Sheet & strip (HR & CR) 72 26 1 0 1 4.3 4.3 7.2 Pigments 84 16 0 0 0 3.4 3.3 3.3 
Sheet & strip (SS) 61 33 4 0 2 5.4 4.9 7.9 Refrigerants 93 7 0 0 0 29 3.1 29 
Galvanized sheets 72 28 0 0 0 4.0 6.0 6.1 Compressed gases 99 1 0 0 0 2.6 2.6 26 
Precoated sheets 48 32 20 0 0 6.9 7.5 7.5 Solvents 97 3 0 0 0 2.7 2.7 2.7 
Bars & rods (HR & CF) 86 9 4 0 1 3.8 4.7 7.5 Plastic resins 70 30 0 0 0 4.2 3.5 5.2 
Bars & rods (SS) 78 13 7 0 2 4.7 45 88 Plasticizers 74 26 0 0 0 3.9 30 3.9 
Strapping 93 7 0 0 0 2.9 3.1 3.6 Sulfuric acid 98 2 0 0 0 2.6 2.8 2.5 
Structurals 70 23 5 2 0 49 4.0 6.1 Nitric acid 91 9 0 0 0 3.0 28 25 
Too! steel! 67 20 11 2 0 5.5 8.1 8.0 Hydrochloric acid 93 7 0 0 0 2.9 3.0 2.5 
Gray iron castings 16 63 16 5 0 9.2 94 118 Fatty acids 90 10 0 0 0 3.1 2.8 3.7 
Steel castings 3 62 24 8 3 11.7 124 15.5 Alcohols 96 4 0 0 0 2.7 26 29 
Ductile iron castings 18 59 19 4 0 9.1 10.6 13.7 Benzene 86 14 0 0 0 3.3 25 25 
Investment castings 4 42 42 8 4 13.3 153 158 Chlorine 91 9 0 0 0 3.0 2.8 2.5 
Forgings A 8S 1 127 15.1 Ethylene glycol = 90 ao 8 8G 
Steel wire (incl. gal.) S58 39 SBC CC D7 69 Soda ash 91 9 0 0 0 3.0 27 48 
Carbontubing 4A CCC OO 7 
Alloytubing SG KH CO CCS 103 

ELECTRICAL/ELECTRONIC COMPONENTS 

Pressure gauges 60 35 5 0 0 5.1 5.0 6.4 
NONFERROUS METALS Temperature controls 41 42 17 0 0 7.0 66 8.2 
Sheet & strip (cop./brass) 64 32 2 0 2 5.1 45 6.1 Instruments/gauges 35 57 8 ¢) 0 6.7 6.8 75 
Bars & rods (cop./brass) 77 19 2 0 2 4.4 4.0 5.1 Chart recorders 44 29 27 0 0 7.6 6.6 8.6 
Copper tubing 63 35 2 0 0 4.7 52 7.5 Lamps 86 12 2 ) 0 3.4 34 35 
Bronze castings 22 56 22 0 0 8.4 8.4 10.7 Switches 60 33 7 0 0 5.2 5.5 6.2 
Copper wire & cable 50 43 7 0 0 5.8 5.7 8.7 Relays/solenoids 51 44 3 2 0 5.8 7.2 7.0 
Magnet wire 50 39 11 0 0 6.1 6.3 6.5 Transformers 30 46 24 0 0 8.2 7.9 7.3 
Sheet & strip (aluminum) 68 30 0 0 2 47 5.4 8.1 Integrated circuits 34 32 20 7 7 105 108 10.0 
Bars & rods (aluminum) 83 15 0 0 2 3.9 5.1 6.9 Other semicons 41 30 20 7 2 8.9 6.9 6.4 
Aluminum wire & cable 25 63 6 0 6 8.5 74 9.0 Resistors 61 25 10 2 2 6.2 5.4 5.1 
Tubing (aluminum) 50 50 0 0 0 5.3 5.7 8.9 Capacitors 52 18 26 4 0 7.8 7.7 6.1 
Aluminum castings 21 48 28 0 3 9.6 8.7 11.6 Printed circuits 30 40 26 2 2 9.1 7.8 7.6 
Bars & rods (titanium) 33 17 17 0 33 15.7. 123 119 Connectors 67 15 2 7 Gq 7.8 66 6.0 
Zinc 63 31 6 0 0 5.0 6.1 6.8 
Die castings (all kinds) 14 57 29 0 0 94 103 12.0 

WOOD AND PAPER PRODUCTS 

Lumber 95 5 0 0 0 2.8 3.1 3.5 
FABRICATED METAL PRODUCTS Plywood 8 ee eee 
Weldments 54-34 12 0 0 59 67 87 ~ Pallets 93 7 0 0 0 29 30 36 
Structural steel, fabricated 53 42 5 0 0 55 77 9.0 _ !ndustrial crates 76 24 0 0 0 38 27 39 
Cans 70 oF 3 0 0 a 81. 472 Fee mu Oe ee Oe ae ee ee 
Steel drums (shipping) 88 10 2 0 0 3.3 3.5 64 Corfugatedcontainers 93 6 Ft oO oO 30 28 34 
Stampings 35 55 g 1 0 69 62 10.1 Mamwelvep UU SUDO 8! ee 
Chain 58 30 12 0 0 a EY ee a) a Se ee eee See 
Jigs & fixtures 17. ~—«47 33 0 3 10.2121 126° Syming pepe 8 eee 8 eee 
General machining 58 28 14 0 0 59 64 10.1  Foillaminates 64 36 0 0 0 45 56 94 
Powder metal parts 11 56 30 3 0 106 105 15.0 

Vai Et ae NL rrr 
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Lyon doesn’t supply just the shelving. 


Now we make complete 
expandable mezzanine systems. 
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Use your empty air space with mezzanine shelving systems 
from Lyon. 


FREE Al T helps solve 


storage problems. 


Lyon's new “SOLVING STORAGE PROBLEMS’ kit contains these 

helpful catalogs in a handy folder for quick reference or filing: 

1 Lyon Mezzanine Shelving— pre-engineered or custom-designed 
to meet every need. 

2 Lyon Condensed Catalog—stee!l shelving 
and racks, lockers, shop and office equipment. 

3 “The Touch of a Storage Architect" —shows 
how Lyon helps cut storage costs. 

4Lyon Minitrieve™ — auto- 

mated storage/retrieval. 


Four basic starter units, with add-ons, give you configura- 
tions which are limited only by your needs and imagination. 
Rack and area arrangements are practically limitless. 

And now you can get the entire package from Lyon...from 
one source, for more efficient purchasing, delivery, setup, 
product backup and service. 

We know shelving. And we know how to put it together 
into the strongest, most flexible, most reliable mezzanine 
system you can get. We ought to, with over 75 years in 
the business. 


LYON 


LYON METAL PRODUCTS, INCORPORATED General Offices: Aurora, Illinois 60507 


Circle Reader Service Num- 


ber 25 if you want this free :. STORAGE 


multi-catalog kit PLUS reg- 
ular Lyon Product mailings. 


Circle Reader Service Num- 
ber 26 if you want ONLY the 
catalog kit, not the mailings. 


Or, call your Lyon Dealer 

for your kit and/or mailings. He's in the 
Yellow Pages under LOCKERS, RACKS, 
and SHELVING. 


Forecasts 


Forecast data: Cahners Economics Department. For further 
information on how to subscribe to Cahners Early Warning 
Forecast Service, developed to help purchasing managers 
make their own forecasts of prices, leadtimes, etc., circle no. 
339 on the Information Retrieval Card. 


Productivity gains to cool inflation 


Machine tool new orders 


Source: NMBTA 


Machine tool new orders are 
expected to bottom out this 
quarter. The industry’s recovery 
next year is expected to be less 
volatile than usual with orders 
probably only equalling 1980's 
level. The automobile industry is 
expected to stage a slow comeback. 
And for the next several months 
capital goods makers will continue 
to feel the effects of recession. 


Output per employee-hour 
(Manufacturing sector) 
136 


Source: Bureau of Labor Statistics 


Output per hour worked in 
manufacturing this quarter is 
expected to post its first increase in 
more than a year. That’s because 
the expected recovery will at first 
be handled by the recently pared 
workforce. During next year, 
productivity is forecast to increase 
5%. Payrolls will be increased 
more cautiously than the pace of 
production. 


Passenger car production 
(Mil. units) (U.S. plants) 


1979 
Source: MVMA 


1980 


Domestic auto production this 
quarter is forecast to be about 20% 
less than fourth-quarter 1979. 
Powered by modest increases in 
personal income, auto output is 
expected to climb 6.5% next year. 
That would bring production up to 
just 6.5 million units. Detroit’s 
new offerings should slightly 
decrease imported cars’ competi- 
tive edge in the market. 


Steel shipments to 
service centers 


Source: Commerce Dept. 


Shipments of steel mill products 
to service centers are expected to 
begin turning around next quar- 
ter. Fourth-quarter 1981 level is 
forecast to be about 5% more than 
this quarter’s. This will reflect 
some improvement in orders from 
most markets. Also, in preparation 
for the renewed business, service 
centers will be building up their 
inventories. 


Producer price indexes 


oe ai a 
450 | 


Crude materials 
(excl. foodstuffs 


0 


Source: BLS 


Crude materials prices (exclud- 
ing foodstuffs) began to accelerate 
last quarter, foreshadowing the 
business recovery. This year raw 
materials prices will probably post 
a 12% increase. During 1981 they 
are forecast to rise by 11%. That 
will reflect a retightening of 
markets. Energy and energy- 
based items will post the biggest 
price increases. 


\ Finished goods 
(excl. food) 


| eee 


1981 


Finished goods prices (exclud- 
ing foods) are forecast to increase 
9% during 1981. That’s a 
deceleration from this year’s 
expected 13% gain. That slowdown 
for the most part will reflect the 
improvement in labor productivi- 
ty. Some inflationary pressures 
should begin to show up towards 
the end of next year, pointing to 
double-digit inflation in 1982. 
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OUR BOX DOESN'T 
PICK UP STRANGERS. 


When you open a Timken” bearing box, you'll never get taken for a ride. 

That's because the only thing we ever put in our Timken bearing box Is a 
Timken tapered roller bearing. 

Eighty years have gone into making what we (and many of you) feel is the 
best bearing in the business. And when you pay for the best, you should get 
the best. 

Timken tapered roller bearings. Accept no substitutes. 

The Timken Company, Canton, Ohio 44706. 

When you buy a Timken bearing, 

you buy The Timken Company. 


REGISTERED TRA DEMARK 


TAPERED ROLLER BEARINGS 


e@Dow Jones average to break 1000 next year 
eDurable goods orders to rise 9% in 1981 
eNatural gas sales to grow slightly in '81 


Forecasts 


Natural gas sales Crude petroleum production Electric power production 
(Tril. Btu) (Total utility sales) (Mil. bbI.) (Bil. kwh) (By utilities) 
6000 825-;—_—_- 600 : 
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750 50042 tid 
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Source: AGA Source: Commerce Dept > Source: Commerce Dept > 
Early Warning Indicator Interest rates Dow Jones industrial average 
%) (End of quarter values) (%) (Closing prices on 20th of each month) 


Average 
prime rate 
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1981 
Source: Cahners Economics Dept. a Sources: Citibank, FRB, Treasury Source: Dow Jones 
Chemicals production Aluminum production Steel production 
(Seasonally adjusted) (Primary: domestic and foreign ores) P 
(Thous. short tons) (Mil. short tons) 
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1980 | 1981 : 1978 | 1979 | 1980 | 1981 1978 | 1979 | 1980 | 1981 
Source: Federal Reserve Board Source: Aluminum Assn. = Source: Commerce Dept. 
Gross national product Durable goods orders Iimports/exports of goods 
($ bil.) ($ bil.) backlogs ($ bil.) and services 


Source: Commerce Dept Source: Commerce Dept 
Railroad freight traffic Intercity truck tonnage Vendor performance 
Pepe 1 railroads, ashes freight only) (Not seasonaliy adjusted) (%) sibaiaagth sc chai: aes slower 
'(Bil. ton-miles) 200 (1967 = 100) al | | ] 
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ePlastics output to hold steady this half 
eindustrial production to grow 2% in '81 
Metals operating rates to rebound slowly 


Forecasts 


Petroleum products prices Electric power prices Coal prices 


(Producer prices of refined products) 


900 
700 
500 
3004 
0 A 
Source: Bureau of Labor Statistics Source: BLS Source: BLS 
New plant and equipment Industrial production — Inventory to sales ratio 
expenditures (Manufacturing) 

($ bil.) (All industries) (1967 = 100) (I/S ratio) 


Source: Commerce Dept. Source:Federal Reserve Board Source: Commerce Dept. 
Steel mill products Forging shipments, Iron casting shipments, 
imports/exports new orders unfilled orders 
($ mil.) _ (Castings for sale) 
6000 2300 


(Thous. short tons) 


(Thous. short tons) “ 
5000 or tone) | ae! 
Shipments 


\ li 
Unfilled orders 


2000 1100-4 (End of quarter)” 
0 oa ; 
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Source: Commerce Dept. - Source: Forging Industry Assn. Source: Commerce Dept 
Paper and paperboard Container shipments Plastics production 
production (Corrugated and solid fiber boxes) 
(Mil. short tons) (Bil. sq. ft., surface area) (Bil. Ibs.) 
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Source: Commerce Dept Source: Commerce Dept. Sources: SPI, Cahners Economics Dept. 
Metals operating rates Paper operating rates Chemicals operating rates 
(%) een low: 69.9% in 2Q, '75) (%) (Previous low: 74.3% in 2Q, '75) (%) (Previous low: 66.8% in 1Q, '75) 
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If the above is not a purchasing title, 
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YOUR NAME TITLE 
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e combined the comfort of 
nter-lined jersey, the dura- 
lity of winter-lined leather and 
e liquid-repellence of winter- 
ed vinyl-impregnated gloves 
o one glove that has all of the 
bod features and none of the 
nd. New Therm-A-Crip is a 
trile-coated glove that is 
ugher and more liquid- 
pellent than leather or vinyl 
pregnated and has a pliable 


Fitted, Edmont, 8-0 are registered trademarks 


foam insulation that makes it as 
comfortable as jersey. If you're 
looking for a winter glove that 
provides the ultimate in grip, 
flexibility, abrasion, chemical 
resistance and comfort, Therm- 
A-Crip is the one glove that 
outperforms all the rest. 


MONEY BACK TRIAL OFFER. 
Try Therm-A-Grip in your own 
plant. If you don’t agree it does 


Edmont put the best features 
of three winter work gloves into one that 
jutperforms them all— new Therm-A-Grip 


everything we claim, your 
money will be refunded. Call 
your distributor for this no-risk 
trial. 

Job-Fitted Gloves and Protective Clothing 


dmont 


1300 Walnut Street - Coshocton, Ohio 43812 
Edmont Canada. Cowansville, Quebec J2K 2K8 
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Compared to conventional flanged end 
swing check valves, this new Jenkins 
non-slam (silent) wafer- type check valve 
is so compact one or two men can install 
it, in all but the largest sizes, and in awk- 


ward locations, without lifting equipment. 


But that’s only one obvious advan- 
tage. There are many others. 

Far lower in cost, these valves are 
also quiet, because they’ re designed to 
close slightly ahead of flow reversal, 
hence do not “slam” as a swing check 
does when the fluid stops or reverses 
quickly. 

They can be installed vertically 
(with flow up} or horizontally. With a 
swing check, piping may actually have 
to be looped for no other reason except to 
accommodate the valve. But even hay. 


izontal piping, the small outside diame- 


ter of this new valve allows closer 
of piping, which in manifold hooku 
can actually save building space. 

he short face-to-face dimensio 
means you not only save space, but i 
many cases can actually fit in a chec 
valve where you otherwise couldn’t. 
And since you can use the flange of < 
existing valve as one end connectio 
installation is very flexible. 

vailable in 2%” to 12” pipe size 
with grey iron bodies and bronze wo 
in rts, Jenkins Fig. 777 wafer chec 
valves have working pressure rating: 
125 lbs. in 6” to 12” sizes and dual rat 
of 12 /250 lbs. in smaller sizes. 

or prices, catalog information, 
your local Jenkins distributor or wri 
Jenkins Bros., 101 Merritt 7, Norwal 


CT ¢ 6851. oe more information circle 


New from Jenkins: a waler-type check 


valve that cuts weight by 75%. 
And can cut installation costs by much more: 


® 


THE VALVE SPECIA 


_— 
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The purchasing story behind the Rabbit 
More buyers need legal advice 
Packaging: A year-end market wrar-un 
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J. P. BERGMOSER: 
Chrysler bets’: 
on Its vendors 
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Every benefit modern technology can offer 


Back in 1926, Square D Company 
introduced the one-piece, factory- 
tested melting alloy thermal unit. It’s 
been at the heart of every motor 
starter we've produced since, 
including Type S starters, Sizes 00-6, 
because it provides the most depend- 
able and economical overload protec- 
tion available. 


Type S starters combine this proven 
feature with a distinctly modern bell 
crank lever-action contactor. The 
armature of Sizes 0-4 contactors 
operates in the vertical plane, the 
contacts in a horizontal plane. So the 
contacts are isolated from the shock 
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LEVER PIVCT PIN 


SQUARE J) COMPANY 


Wherever Electricity is Distributed and Controlled 
For. more information circle 1 


Plus one from 1926. 
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of armature pick up, lengthening 
contact life (Sizes OO, 5, 6 and 7* 


- contactors operate in a straight 


horizontal plane with a low-mass 
armature and movable contact 
assembly for long contact life). 


Type S starters can help you simplify 
panel layouts because their compact 
size, modular design and provisions 
for either vertical or horizontal 
mounting give you more op- 

tions. And there's a wide vari- 

ety of accessory kits available 

to multiply Type S versatility, 
including a one-minute 
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SQUARE D COMPANY 


mea 
OF em 


=o 
NEMA SizE1" 


On/Off-delay pneumatic timer, single 
or double circuit power poles avail- 
able in any combination of N.O. or 
N.C., convertible electrical interlocks 
and more. 


Your nearby Square D field office or 
local electrical distributor has com- 
plete information on the Type S starter 
line, including a full line of enclosure 
styles. Or write Square D Company, 
Dept. SA, Milwaukee, WI 53201. 
(414) 332-2000 
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Purchasing’s 
HOTLINE 


Hotline continues on page 107 


WATCH FOR YEAR-END inventory sales 
as wholesalers and other suppliers 


try to find novel ways to get rid 
of excessive stock. Why? They can 
no longer "write down" year-end 

inventory while keeping it on the 


Shelf. Some companies plan bargain 
bins for small items, located near 


their customer will-call windows. 
Others say they'll send flyers to 
customers, notifying them of what 


upturn and suffers traditionally 
from a lack of skilled labor. 
Reasons: (1) Many big stampers 
protected key workers during the 
downturn even though business 
plunged as much as 50%. They also 
launched training programs in 
preparation for better times. 
(2) While business is definitely 
getting better, the recovery is 
expected to be a slow one. 


is available cheap. A few will 

even hold open houses--industrial 

"sarage" sales. On the other hand, BRACE FOR RISING NICKEL prices. 
certain supply items with possible Producers see a demand upturn 


nonindustrial uses, such as just around the corner. By second 
gloves, might be suitable for quarter '81, the current $3.50/1b 
vendors to donate to charities. tag will start its long climb-- 
Wholesalers plan a legislative reaching a possible $5 mark 


assault on new IRS inventory rules. by late next year or early in 
'82. Nickel producers want to 
recover some of the heavy losses 
PLAY HARDBALL WITH SUPPLIERS they've sustained lately. 
when it comes to whether or not 
they will stock sufficient amounts 
of materials you need. The period LOOK INTO ALTERNATIVES for unitiz- 
of cutting inventories is over, ing pallet or slipsheet loads. No 
but no one is rushing to build one method is best, although heavy 
stocks back up. Result: You could loads require strapping. For unit- 
be left high and dry by a supplier izing pallet loads, interlocking 


whose own inventories are lean, boxes is the no-cost answer. 
Contracts with key suppliers Applying adhesives to boxes is the 
should specify how much of your next least-costly solution. For 


needs they keep on hand. Some 
purchasing managers ask vendors to 
allow buyers to inspect shelves 
to make sure the stuff is really | 
there. PURCHASING'S PART IN THE 
nation's reindustrialization 
will be the theme of a special 
LOOK FOR READY availability of report to the Chief Executive 
stampings to continue even though Officer ain our: Jans 29,. 1951 
the industry is experiencing some issue. The report will look 

at economic problems, needs 


of top management, special 
demands on purchasing, and 
new directions in planning 
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Why should 
you enter? 


Have you participated ina 
successful VA project? If so, 
you can help your fellow 
purchasing professionals by 
letting them know what you 
achieved and how you did it. 
At the same time, you can 
gain recognition for your 
company, your purchasing 
group, other VA team 
members, and key suppliers 
who helped in the project. 


What can 
you win? 


The twelve best VA/VI projects, 
as selected by the editors of 
PURCHASING, will win a Texas 
Instruments ‘Alarm Chrono- 
graph’ that would amaze even 
Dick Tracy. The wristwatch, 
and a plaque honoring the 
winner and his company, will be 
awarded to the person who 
submits the winning entry 
(forms are on the opposite 
page). You must perform 
purchasing duties within your 
organization to be eligible. 
Decisions of the judges will be 


Twelve of these 
Tl ‘Alarm Chronographs’ 
will go to the top prize- 
winners. Alarm can be 
set to any time, day or 
night. Gives month, date, 
and day on command. 
Also.measures lap and 
elapsed times up to 24 
hours, in tenths or 
hundredths of seconds. 
Anything else? 
Continuous liquid crystal 
display gives exact time, 
too. 


final. Winners will be 
announced in the special VA/VI 
issue Of PURCHASING in March, 
1981. Entries must be 
postmarked by midnight, 
December 24, 1980. 


How will entries 
be judged? 


Several factors will be 
considered in choosing the 
winners. 


Purchasing’s 
5th Value Analysis / 


Value Improvement 
Contest 


Among them: 


Re e 44) e The payoff for the project 


—taking into account both 
function and cost factors; 

e Teamwork among purchas- 
ing, other departments in 
your organization, and 
suppliers; — 

e Success for the Value 
Improvement in the 
competitive marketplace. 
Specifics on improvements, 
cost savings, and other 
details will help. Some 
balance will be sought in 
selecting types of VA 
successes. For example, the 
best ideas involving 
materials, components, 
production techniques, 
packaging, inventory control, 
and traffic will be 
considered for awards. 


How can you 
enter? 


Simply fill out the card 
opposite this page and send 
it to us. If your entry is 
considered a potential 
candidate for a prize, you 
will receive a request for 
additional details. Enter as 
many projects as you wish. 


1981 VALUE ANALYSIS/VALUE IMPROVEMENT CONTEST 
Yes ... 1 want to enter PURCHASING’s 1981 VA/VI Contest 
(Name) | (Company) 
(Title) (Address) 


(Zip) 
VA/VI contest entry: 


Key changes: [Materials LJ) Components’ OU Packaging JU Inventory Control 


CL) Production/Assembly C Traffic (J Other (Specify): 


How these changes increased product value (and/or) reduced cost: 


(This card may be copied for additional entries.) 
Deadline: Dec. 24, 1980 


1981 VALUE ANALYSIS/VALUE IMPROVEMENT CONTEST 
Yes ... | want to enter PURCHASING’s 1981 VA/VI Contest 
(Name) (Company) 
(Title) (Address) 


(Zip) 
VA/VI contest entry: 


Key changes: CJ] Materials (J]Components' JU Packaging  U Inventory Control 


CL) Production/Assembly CJ Traffic LJ Other (Specify): 


How these changes increased product value (and/or) reduced cost: 


(This card may be copied for additional entries.) 
Deadline: Dec. 24, 1980 
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Purchasing strategies ...p.45 
“A large percentage of innova- 
tive ideas in the auto industry 
come from suppliers,” says 
Masterson, vp-purchasing at 
Volkswagen of America. 
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Plant expansions ....... p. 22 
Lower leadtimes for motor 
control centers should result 
from a 48,000-sq.-ft. expansion 
of Furnas Electric’s West 
Chicago plant. 


39 MANAGEMENT 


At Chrysler, purchasing and its vendors play 
a Critical role in product quality 


45 PURCHASING STRATEGIES 


Vendor know-how at Volkswagen of America achieves 
savings of $35 per car for the 1981 Rabbit 


53 PURCHASING LAW 


Samples and models used to describe goods can lead 
to express warranties of conformance 


58 PACKAGING 


Wrap-up shows prices are up, but buyers benefit from 
competition within the industry 


66 PACKAGING Il 


Contract packaging has ready answers for 
a multitude of special packaging needs 


News highlights 


16 Legal problems multiply 
17 Business Report 
21 CPAs: A point to consider 


Departments 


15 INSIDE PURCHASING 
Supplier-buyer relationships 


27 VIEWPOINT 
Skriloff on global buying 


31 PURCHASING OUTLOOK 
Focus on reindustrialization 


33 WASHINGTON OUTLOOK 
Comparing relative risks 


35 NEGOTIATION OUTLOOK 
Reduce prices with contracts 


37 INVENTORY OUTLOOK 
Main costs—fixed or variable? 


71 BASICS FOR BUYERS 
Buyers as first-line supervisors 


72 COMING UP 
Tool show and conference 


73 LABOR 
Consequences of a coal strike 


75 TRANSPORTATION 
Chessie-Seaboard rail merger 


79 PRICEWATCH 
Price rise for flat-rolled steel 


21 Who’s News in Purchasing 
22 Where capacity is growing 
23 Can steel make it? 


81 MARKETPLACE 
Hot melt adhesives 


83 NEW PRODUCTS 
Single chassis microprocessor 


93 APPLICATIONS DATA 
High-efficiency motors cut costs 


96 JOB SCENE 
West Coast isn’t always golden 


99 LEADTIMES 
Now vs. a month ago; year ago 


104 FORECASTS 
Truck tonnage climbs slowly 


15 EDITORIAL MASTHEAD 
PURCHASING’S editorial staff 


91 BUSINESS MASTHEAD 
PURCHASING’S sales staff 


91 ADVERTISERS’ INDEX 
Advertisers in this issue 


94 PURCHASING MART 
Classified advertising section 


97 JOB MART 
Employment advertising section 


Low Density Is our 
High Mileage Secret. 


Because EASTOBOND?® adhesives 
nave lower density than many other hot — 
melts, they can produce more linear feet 
oer pound. _ 

So whether you're re closing folding car- 
pons, Corrugated containers or multiwall 
oags, EASTOBOND hot melts can help 
you. Seal more packages per pound of 
adhesive. 


1700 
1650 
1600 
1550 
1500 
1450 


Adhesive Mileage in Linear 
Feet per Pound of Adhesive 
(1/16"' semi-circular bead) 


0.90 0.92 0.94 0.96 0.98 1.00 1.02 Fastobond 


Adhesive Mileage Versus Density, g/cm° HOT MELT ADHESIVE 


Most EASTOBOND adhesives are 
unaffected by moisture, and have good 
fhermal stability at their suggested appli- 
sation temperatures, And they can be | 
lorocessed with many types of hot melt 
applicators. 

For more information on the strength 
und economy of EASTOBOND hot melt 
adhesives, just write to Bill McGillen at 
=astman Chemical Products, Inc., 
Plastics Products Division, 
Kingsport, Tennessee 37662. 


For more information circle 4 
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HOTLINE 
Economy 


Money supply 
(M1B) 


Real GNP 


(% change, annual rates) 


New orders, durables 


(Seasonally adjusted) 
($ bil.) ('72$ bil.) 


230 
220 


6 3 


210 


—10 


1978 


Bureau of Economic Analysis 


1980 


@ Don’t count the recession out 
® Snug crude oil supplies next year? 


One plus doesn’t 
add up to recovery 


DON'T ASSUME that the 1% gain in 
third-quarter real Gnp marks the 
beginning of a recovery. It hasn't 
changed economists’ minds that 
this quarter will post virtually no 
growth. Reason: What happened 
last quarter says more about past 
weakness than future strength. 
“The third quarter represented a 
rebound from an abnormally de- 
pressed second quarter,’ says John 
Casson, chief economist, American 
Express Co. The meager gain owes 
much of its strength to the fact 
that consumers—who interpreted 
credit controls instituted in the 
spring as a signal to stop spending 
—resumed more usual buying 
habits in the autumn. A good way 
to gauge the underlying trend of 
market conditions: Average the 
movements in the middle two 
quarters of the year. That would 
put the total economy on a 4% 
annual rate decline. 


OIL OUTLOOK 

With worldwide inventories of 
both crude oil and its products 
high, the Iran-Iraq war doesn’t 
pose an immediate threat to supply. 
However, it would be wise to take 
actions now to insure long-run 
sourcing. ‘“‘We will be seeing the 


0°78 


Census Bureau 


HIGHLIGHTS: 


effects of the war 2-3 years from 
now,’ says Stephen Smith, director, 
Data Resources’ Energy Service. 
As soon as a year from now, with 
economies around the world gain- 
ing momentum and given a severe 
winter, ‘“‘we could be pushing close 
to worldwide oil capacity.’’ Even 
considering that other oil produc- 
ing countries have stepped up pro- 
duction, the Mideast flare-up has 
erased 2 million-3 million bbls/day 
of oil exports. Result: We now draw 
from inventory more than normal. 


INVENTORIES 

Buying strategies will en- 
counter both challenges and oppor- 
tunities because of inventory 
management goals. The challenge: 
“Even during the upturn in sales 
there will be no overwhelming need 
to build up stocks,” says a govern- 
ment economist. The situation— 
demand growing sluggishly, stocks 
still a bit heavy, and carrying costs 
steep—dictates conservative buy- 
ing. Current strategies are on 
target. “It’s impressive that the 
level of inventories didn’t increase 
when output plummeted.’ The 
opportunity: Price breaks from 
suppliers who are also trying to 
control their stocks. ‘‘Manufac- 
turers only have two ways to cut 
inventories: Sell more or produce 
less,’ says Irwin Kellner, chief 
economist, Manufacturers Han- 
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@ Advice: Keep a tight rein on stocks 
® There’s room to bargain payment terms 


over Trust Co. With operating 
rates low, “expect a spread in the 
use of discounts as a quick way to 
shed inventories.”’ 


PAYMENT TERMS 

Suppliers should become more 
amenable about negotiating easier 
payment terms. A recent survey 
by the National Association of 
Credit Management found 55% of 
its members expect credit policies 
to get more stringent in late 1980/ 
early 1981. That’s in sharp con- 
trast to the 85% who felt that way 
when credit controls were slapped 
on, about eight months ago. With 
interest rates expected to be trend- 
ing down during the next several 
months, buyers may be offered— 
and may find it profitable to take— 
cash discounts. 


THE DOLLAR 

Ineffectual anti-inflation poli- 
cies would weaken the dollar's 
purchasing power overseas as well 
as at home. Generally speaking, its 
value in currency markets has been 
stable. “If the Federal Reserve 
Board stays on a stringent policy 
the dollar should stay stable,” says 
Robert Davis, international econo- 
mist, Harris Bank. He adds that 
would be critical since the dollar 
will be under pressure during the 
next couple quarters because of a 
widening trade deficit. a 
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HOTLINE 
Markets 


eCorrugated shouldn’t box you in 
einsurance boosts abrasives prices 
eA stronger beat from steel drums 


Plastic forecasts 
are rose-colored 


CURRENT INDUSTRY FORECASTS pre- 
dict total consumption of engineer- 
ing plastics to reach 1.6 billion lbs. 
by 1985. To achieve this level, 
nylon consumption will have to 
double between 1978 and 1986, 
according to the Society of the 
Plastics Industry. Thermoplastic 
polyesters (pEt/pBT) will have to 
grow at a 17% annual rate. Given 
the state of major markets (hous- 
ing and automotive), it would 
require a spectacular recovery of 
both in the next two years to 
achieve such growth. Engineering 
plastics growth has traditionally 
come through substitution for 
other materials. The number of 
new markets to crack is diminish- 
ing. The plastics industry is 
approaching maturity quite rapidly. 
Look for annual growth in engin- 
eering plastics of about 7-8% 
through 1985. 


CORRUGATED CONTAINERS 
Box shipments fell to 12.5% 
below year-ago figures in August 


(latest month for which data is 


available), and recovery is likely to 


ni, _ soon (dustrial activity 


Weekly steel output 


(Thousand tons) 


1980 


American Iron and Steel Institute 
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HIGHLIGHTS: 


be slow. A Merrill Lynch forecast 
prepared for the Fibre Box Associ- 
ation looks pretty horizontal 
through first-quarter 1981. Total 
box production for 1980 is expected 
to be 5.1% below 1979, with a 
modest 3% recovery in 1981. 
Despite low domestic demand, 
linerboard shipments are actually 
up nearly 3% compared to 1979. A 
strong export market has kept 
liner production strong, and 
explains the firming of kraft liner 
prices in an otherwise soft market. 
Buyers should see no problem with 
corrugated supply next year, 
despite the decreasing number of 
box plants in the U.S. (down 9 for 
the 12-month period ending in 
October). 


ABRASIVES 

Higher prices have been 
coming in for grinding wheels and 
other shapes, as well as for sanding 
discs. Suppliers cite increased 
costs for bonding resins to justify 
price hikes of 5-7%. Buyers say 
they are more worried about 
another extra cost being passed on: 
liability insurance. A Detroit-area 
buyer says a 5-inch grinding cup 
that cost $5-6 went up over $10 in 
one jump when the vendor tacked 


Kraft paper shipments 


(Thousand tons) 


Commerce Dept. 


ePlywood tags can’t be nailed down 
eMerchant ingot low in loyal market 
e Switch hike could short-circuit 


on costs for product liability 
policies. 


STEEL DRUMS 

Prices for 55-gallon drums 
went up 5% recently. It was the 
first price increase since October 
1979, and reflected higher sheet 
steel costs. With domestic steel- 
makers already putting through a 
price hike under the new trigger 
pricing mechanism, the next drum 
price hike will come a lot sooner. 
Late in the first quarter would be 
about right, say sources. Watch for 
fiber and plastic drum vendors to 
intensify their sales pitch when 
that happens. With the present 
increase, unlined steel drums go for 
about $17-18. Another hike of 5-9% 
would put steel drum prices high 
enough for plastic drums to be 
in striking distance. It could be 
a hot market if plastic resin 
price hikes are restrained. 


PLYWOOD 

Prices jumped 6% in one week 
recently, even though demand gen- 
erally has been stagnant. Mills 
have cut production substantially, 
but the real problem with prices 
appears to stem from distributor 
inventory policies. Industry 


Chlorine shipments 


(Average tons shipped daily each month) 


sources say many yards let their 
stocks drop almost to zero, then 
plunged into the market in a 
““‘must-buy”’ situation. 

Plywood markets are so thin 
now that any big purchase will 
boost prices. The poor state of 
housing markets has brought 
prices lower overall: Even with a 
6% runup, 4-5 ply cpx plywood 
costs less than it did a year ago. 


ETHANOL 

A lasting slump in demand has 
resulted in offers of price protec- 
tion. Producers have been running 
at a little more than 60% of capa- 
city since the beginning of the 
year. In an effort to guarantee 
volume, ust Chemicals has agreed 
to extend price protection through 
June 1981. Current transaction 
prices for ethanol are $1.83/gal for 
95% and $1.95/gal for 100%. Other 
producers, including Union 
Carbide, may not offer a formal 
policy, but may offer Tvas. 


ALUMINUM 

Merchant ingot is priced 5% or 
more below producer prices, yet 
spot market trade is stagnant. 
Why? Buyers want to show pri- 
mary producers they are loyal 
customers. Despite the current flat 
economy, buyers fear a tightening 
of supplies by the end of first- 
quarter 1981. Result: The price 
spread between free market and 
producer prices will widen, until 
spot bargains become too good to 
pass up. Metal won’t be in short 
supply worldwide (not anytime 
soon, at least), but domestic pro- 
duction isn’t expanding, and 
unstable power supplies in the 
Pacific Northwest will mean cur- 
tailed production of primary ingot 
there for the foreseeable future. 
The situation could keep secondary 
ingot tags artificially low, since 
they follow spot tags more closely 
than producer prices. 


ELECTRONIC SWITCHES 

Low demand may short-circuit 
attempts to raise switch prices in 
January. Whether or not the new 


prices stick will depend on the per- 
formance of the automotive and 
machine tool industries, which are 
major switch consumers. Manu- 
facturers say they’ll most likely 
push for an increase of 10%. A few 
suppliers have already raised 
prices for rotary switches, which 
contain a higher proportion of gold 
and silver. Precious metal sur- 
charges will remain in place for at 
least the next 6-12 months. At 
least one supplier, though, is not 
using a surcharge. Oak Technol- 
ogy’s switch division buys gold 
and silver futures so that precious 
metal prices can be fixed for as 
long as six months. 


POSTAL RATES 

International postal rates will 
rise substantially in January. 
Surface letters will cost 30¢ for the 
first ounce, up from 20¢. First class 
airmail rates will start at 40¢/half 
ounce, up from 3l¢. Rates to 
Mexico and Canada won’t change 
until domestic rates go up. The 
U.S. Postal Service says the rate 
increase has been made to cover 
additional expenses for member- 
ship in the Universal Postal Union. 
The upu controls international 
terminal dues. The new dues, 
which the U.S. opposed, are 
$2.39/kilogram, up from 65¢/kg of 
mail handled. 


FIBERGLASS 

Leadtimes have come down 
over the past year due to the auto- 
motive slump and generally soft 
markets for industrial fibers. 
Buyers wait about 6 weeks, down 
from more than 8 weeks a year ago. 
Supplies may tighten a bit during 
1980 as these markets come back 
and producers embark on an inten- 
sified marketing campaign. Fiber- 
glass cords for car tires are already 
a substantial market; suppliers 
hope to take market share from 
steel by pushing the advantages of 
lighter weight and lower energy 
consumption. Industrial textile 
markets are expected to grow 20% 
by 1990, according to a report from 
Frost & Sullivan, Inc. ad 
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Learn how the right Norton 
wheels boost productivity, cut 
costs and downtime with no new 
capital investment. 


Today's tightening economy has put the 
pinch on capital equipment outlays while 
making increased productivity from present 
workers and equipment a must. Norton can 
help ease this squeeze by matching the 
most efficient wheels to your in-place 
grinders. These two examples show the 
kind of dramatic savings and productivity 
gains a Norton Wheel Match can generate: 


Pump producer lowers wheel 
costs by $120,000. By matching a 
Norton production vitrified wheel to its an- 
gular grinders, this leading manufacturer re— 
duced diamond dressings from once every 
o parts to once every 25. Wheels lasted 
5 times longer. Estimated wheel costs 
went from $160,000 to $40,000 annually. 


Auto maker saves $37,500 
in wheel costs, ups output 33%. 
A switch to Norton production vitrified 
wheels for plunge grinding axle bearings 
produced impressive gains for a major auto- . 
motive company. Parts per hour jumped 
from 105 to 140 and each wheel produced 
five parts per dress instead of one part. 
Longer wheel life reduced costs from an 
estimated $50,000 to $12,500 yearly. 


Get in touch with the 
Norton Professionals... call 
1-800-331-1750"! Take the first step 
to important productivity gains now. 

Call the toll-free number to learn how you 

can match the right Norton wheels to 

your present equipment. We’ll put you in 

touch with the Norton distributor or grind- 

ing specialists who can help you set the 
wheels in motion. No obligation, , 
of course. Norton Company, 

Abrasives Marketing Group, 
Worcester, MA 01606. 


*In Oklahoma, call 1-800-722-3600. 


Go with the pros 
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HOTLINE 
Prices 


Industrial price index 
285 
(1967 = 100) 


270 


255 


1979 1980 


Overall pricing trend still 
flattening out in 3rd quarter 


First steel hike 
under new triggers 


STEEL BAR PRICES have gone up 
nearly 9.5%, in the first new pric- 
ing move by U.S. steelmakers 
under the protection of the new 
trigger price mechanism. 

Other steel product price hikes 
are due in January, most of equal 
magnitude to the bar increase. 
Domestic markets are still com- 
paratively soft, so there is uncer- 
tainty as to whether the increases 
will hold. Even if they don’t, buyers 
can expect to see a rapid trend 
toward price stabilization. It will 
be harder to eke out concessions. 

The floor price for imported 
steel will make it expensive to 
maintain relations with offshore 
vendors, but buyers may be going 
to them anyway. Many basic steel 
furnaces took advantage of the 
slump to close for repairs; it will be 
a while before some can reopen. 


PLASTIC RESINS 

Most commodity resin prices 
have gone up an average of 2¢/Ib. 
The big spread between list prices 
and actual market transaction 
prices has been narrowed. Most 
producers have cut list prices for 
LDPE, HDPE, polypropylene, and 
polystyrene in an effort to stabilize 
the market. Look for an end to tem- 
porary voluntary allowances for all 
commodity resins except Pvc, 
where the retreating housing mar- 
ket has renewed weakness in pipe- 
grade resin prices. These tags will 
firm when interest rates drop. & 
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Caustic and sulfuric tags 
continue to soar 


014979 1980 


Probably the last month of 
stagnant pricing; hikes coming 


Source: Labor Dept. 


Purchasing’s price trends 
Price codes: L = List; D = Distributor; T = Transaction 


Latest Month 6 a bse 
FERROUS (fob mill) price ago 
Steel sheet (CR, ton, L) << post sett ai 
Steel strip (HR, ton, L) 
Steel plate (carbon, ton, L) a a 
Steel scrap (#1 heavy melt Pitt-Chicago avg, ton, T) = 25 3 89.75 94 
Stainless (304 CR sheets, ton, T) 1293 1293 1293 1260 
NONFERROUS (fob mill) 
Aluminum (unalloyed ingot, Ib, T) 
Tin (U.S. Ssomposite price, Ib, T) 7. ss 8. 02 7. = 7. 55 
Nickel (cathode, Ib, T) 3.475 3.475 
Lead (U.S. producer pig, Ib, T) j . . 
Zinc (U.S. prime western, Ib, T) 385 .365 38 375 
WOOD (fob mill) 
Plywood (¥2” W. sheathing, 4-5 ply, 1000 sq ft, T) 225 210 180 204 
Lumber (2x4 hem/fir, std & btr, 1000 bd ft, T) 180 180 155 230 
BOARD/PULP (delivered) 


Linerboard (fourdrinier kraft, ton, L) ae ae a 

Boxboard (white-lined recycled sheets, ton, L) 

Pulp (bleached softwood sulfate, ton, L) 35 = 50 0 50 = 
ENERGY (delivered) 

Coal (Eastern low-sulfur bituminous, spot, ton, T) 23.50 


No. 2 fuel oil (tank car sales in NE, gal, T) . ; .801 
Natural gas (interstate, MCF, T) 1.6 1. : 
Electricity (industrial demand in West, kwh, T) 


CHEMICALS (prices: T) 


Chlorine, iqd (North, freight equalized, bulk, ton) 140 140 148 148 
Benzene (Gulf Coast, barge quantity, gal) 1.70 1.70 1.75 1.60 
Ethylene (Gif Cst, cryogenic Iqd, tank cars, |b) 24 24 .23 .195 
Sulfuric acid (100%, frt eq, trk Id, fob Chicago, ton) 80 80 65.10 58 
Caustic soda, iqd (N, dphm grd, frt eq, 

bulk, 50% basis, 76% NA;O, ton) 240 140 


PLASTICS/RUBBER 


LDPE (liner grade, |b, T) 
PVC (general purpose, |b, T) 
Polypropylene (general purpose, Ib, T) 
Polystyrene (general purpose, Ib, T) 

fone od belting ue 3- -ply rough- top, ft. D) 


MECHANICAL COMPONENTS a jain 
FHP motor (V2 hp. std NEMA, single phase, L) 64.34 60.70 
Radial ball bearing (dbi shid, 25mm bore, 52mm OD, D) ee 4.27 3.81 3.47 


Valve (1” bronze gate, L) 21.10 21.10 20.10 19.50 
Machine screw (6D x %L, zinc-pitd carbon 
steel, 1000 pcs, L) 4.85 4.85 4.85 4.42 


Connectors (coaxial, UG1094, net each, 
lots of 1000, L) 


MOS (16K ROM, net each, lots of 250-499, D) 
Relays (small plug-in, net each, lots of 50,000, L) 5.10 5.10 4.90 3.80 


» 
i oc | m \ r¢ ’ ) | c- 
Digitized by Ks Or OR IN 


. 


Electrical supplies and 


national purchasing control? 


One distributor 
_ gives you both - GESCO. 
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Smart buying nationwide. 

Now it’s easy to improve the effi- 
ciency and effectiveness of your national 
electrical supply purchasing. Because 
one distributor—General Electric Sup- 
ply Company—can set up a national 
account agreement for you unequalled 
in scope. 


Unique tools for unique efficiencies. 


First, we'll service all your locations 
through GESCO's 175-warehouse system, 
at prices you negotiate at headquarters 
level. And our exclusive XPD™ Service 
speeds that service because stock 
checks and ordering (even between 
warehouses) now take only seconds. 

What's more, our SENTRY Systems 
Contracting Service cuts inventories 
through a planned GESCO stocking 
program. Purchasing is paperless. SENTRY 
will even monitor purchasing patterns. 


It's time for GESCO. 


National purchasing control is just 
one thing managers today can get from 


the right electrical distributor. That's why We help you manage. 
wed like to send you more information 
on GESCO’s unmatched capabilities to 
serve you. Send us the coupon below, General 
or write GESCO Inauiry Services, 705 Electric 
Corporations Park, Section 870-06, 

Scotia, NY 12302. COMPANY 


We think GESCO can make a A DIVISION OF GENERAL ELECTRIC COMPANY 
difference for you. 


YES. Show me how GESCO'’s unique services can bring new controls and 
efficiencies to our national account purchasing. Send me more information today. 


GENERAL ELECTRIC SUPPLY COMPANY; INQUIRY SERVICES, SECTION 870-06, 
705 CORPORATIONS PARK, SCOTIA, NY 12302. 
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All Cat Wheel Loader components are 
built for reliable, low downtime operation. 


Using a Cat Wheel Loader in your material handling 
system means you get traditional Caterpillar depend- 
ability from features like: 


A. Sealed Loader Linkage keeps lubricant in and 
abrasives out for long service intervals. 

B. Cat Diesel Engines have adjustment-free fuel systems 
to precisely meter fuel and simplify maintenance. 


C. Rugged Rear Frame and Four-Plate Loader Tower 
provide a rigid base to distribute stress evenly. 


D. Fully Protected Hydraulics are sealed and full-flow 
filtered and cylinders are triple sealed to protect 
against costly contamination. 

E. Greater Rear Axle Oscillation lets the machine 
“walk” over obstacles to reduce stress on the 
frame and axles. 


You get more from a Caterpillar product because 
more goes into it. 


(8 CATERPILLAR 


Caterpillar, Cat and @ are Trademarks of Caterpillar Tractor Co. 
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Suppliers gain stature 
— in Motown and beyond 


This issue brings with it a double-header from the auto industry, com- 
plete with some purchasing insights right out of the decade ahead. 

To be sure, everyone is watching Detroit these days for clues to the 
health of the economy, but that’s not our intention as we probe 
purchasing at Chrysler (page 39) and Volkswagen of America (page 45). 
More important than any message about the economy, we feel, is the 
examination made in both of these stories of the growing relationship 
between corporate health and corporate suppliers. 

The reasons for this growing importance of suppliers are many. 
Some have to do with the need to shift more resources from production 
integration to research and development. Some have to do with need for 
more marketplace flexibility. Often the reasons trace back to the new 
economics of corporate financing. 

Our two stories approach the supplier-buyer relationship from two 
angles. For Chrysler, President J. Paul Bergmoser makes it abundantly 
clear that the supplier is a key factor in his company’s comeback plan. 
At VWoA, John E. Masterson, vp-purchasing, details how his company 
has succeeded in entering a highly competitive manufacturing arena 
through careful cultivation of the supplier-buyer partnership. 

Often the most important result of good supplier-buyer relation- 
ships is ideas. The good supplier is not hindered by the restrictions of 
internal corporate biases. Rather, he’s a source of ideas on new 
materials, new uses, new applications of old products, and new twists in 
the marketplace. 

We examine this aspect of the supplier as an idea source in two 
special reports on packaging. In our report on contract packagers (page 
66), the relationship is obvious. In our report on the packaging market- 
place (page 58), we see how—despite soaring prices—packaging options 
are growing and creative use of smart suppliers can help smart buyers 
maximize those options. 

Elsewhere in this issue we recommend your special attention to: 

eA PURCHASING survey on legal matters (page 16), which finds that 
more purchasing managers than ever are going to their corporate legal 
guns for contract advice. 

¢Norm Kobert’s further explanation in Inventory Outlook (page 37) 
of how to separate fixed from fluctuating costs in determining your 
company’s true inventory costs. 

eA look at the coal labor negotiations (page 73) and the outlook for a 
possible strike when the contract expires Mar. 27. 

Perhaps the most important factor in fostering good supplier rela- 
tionships is knowledge. Smart buyers obviously attract vendors with 
ideas. That’s why we stress sharpening your own idea flow by a thorough 
reading of each issue of PURCHASING. 


a Vee M a oa 
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LEGAL 


Lawsuits are still taboo, 


but legal hassles mushroom 


Has the age of litigation arrived 
at the purchasing department? 
The answer is no, but purchasing 
managers are seeing more of their 
corporate lawyers. 

Blossoming government regu- 
lations are partly to blame, but 
buyers also report growing diffi- 
culty in negotiating differences 
with vendors over a variety of once- 
routine problems. The results: 
Increased purchasing department 
use of the services of corporate 
legal staffs, plus growing com- 
plexity of and expense for legal 
forms and documents. 

Two out of every three pur- 
chasing departments surveyed by 
PURCHASING report regular and 
sometimes lengthy contact with 
their corporate legal guns. But 
actual lawsuits against suppliers 
are still relatively rare. 

Educating buyers. Although 
the practice is not widespread, 
some larger procurement depart- 
ments have lawyers of their own. 
More often, buyers and purchasing 
managers are encouraged to attend 
courses and seminars dealing with 
purchasing law. Nearly 50% of the 
survey respondents said their pur- 
chasing staffs have some kind of 
regular training in the legal 
aspects of what they do. 

‘“‘We believe a buyer’s under- 
standing of the law of contracts is 
of paramount importance,’’ says 
George Viaropulos, director of pro- 
curement management at Rockwell 
International. 

The problems. Among the 
legal issues that most often con- 
front purchasing: 

¢Failure of vendors to live up 
to contract terms, such as delivery 
deadlines, product specifications, 
or prices set in contracts or blanket 
order periods. 

e Attempts by vendors to alter 
the terms of both negotiated and 
boilerplate purchase orders. 

eProblems writing contracts 
initially, to insure the company’s 
and the buyer’s protection in an in- 
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creasingly litigious age. 
eRecovering claims for dam- 
aged goods. 

eProduct liability. The 
potential for corporate liability 
often means purchasing must doc- 
ument, for legal depositions, its 
source and specifications of parts 
used in manufactured goods under 
attack. 

Still another problem: vendors 
who manufacture in advance the 
entire quantity of a blanket order, 
even though the specifications for 
the goods are subject to change. 

Laments one materials man- 
ager: ‘‘Vendors acknowledge the 
contract terms’’ which tell them 
not to make the whole order at 
once. ‘‘But when we notify them of 
a spec change, they cry, ‘But we've 
already made the whole thing.’”’ 

Feds add to burden. When it 
comes to problems with the 
panoply of federal regulations 
affecting business, purchasing de- 
partments find themselves increas- 
ingly involved in the corporate 
process of compliance. One ex- 
ample: Large companies with 
federal contracts are, under Public 
Law 95-507, required to have pro- 
grams of minority sourcing. 

Half of PURCHASING’s respon- 
dents who mentioned federal regs as 
a legal concern included the 
Robinson-Patman Act, which pro- 
hibits buyers and sellers from 


Do you have regular 
contact with 
corporate counsel ? 


accepting or offering price dis- 
counts or other services that 
unfairly lessen competition. 

Paper chase. Worse to pur- 
chasing managers than fear of the 
consequences of breaking the law 
or a regulation is the amount of 
paperwork compliance often gener- 
ates. The increased legal precision 
in contracts and purchase orders 
adds further to the paper burden. 
‘With respect to... OSHA, EPA, cost 
accounting, wage and price guide- 
lines, P.L. 95-507, etc., the increase 
in paperwork has been explosive in 
proportions,’’ says Rockwell’s 
Viaropulos. 

Adds Jess H. Rosenblatt, a 
purchasing agent for the West 
Bend Co., ‘‘The purchase orders 
become longer and more compli- 
cated and filing becomes more 
detailed and redundant.”’ 

Dilemma. Legal problems 
with vendors are especially dis- 
tressing in companies who value 
long-term relationships with sup- 


Koppers’ Denning: He sued a vendor 
over specs and won. 


pliers—such as Koppers Co., which 
recently won a lawsuit reluctantly 
filed against a vendor for warranty 
breach—or large firms reluctant to 
move against smaller suppliers 
whom they could conceivably drive 
out of business. 

That’s why purchasing man- 
agers see lawsuits as a last-resort 
option in dealing with troublesome 
vendors, ‘‘even though we could 
win 9 out of 10 cases,’’ says a group 
purchasing manager for a large 
pharmaceutical company. 

‘‘We go to great lengths to 
avoid lawsuits,’’ adds John B. 
Overton, manager of purchases for 
Beech Aircraft. ‘‘The ultimate 
objective is to keep the parts 
flowing, and there’s a general 
feeling that other remedies are 
available” in vendor disputes. 

More likely, purchasing man- 
agers negotiate or switch vendors 
altogether, but carry the big stick 
of a possible lawsuit. Says one, 
‘“You try to maintain the relation- 
ship.”’ — Thomas R. Temin 


Vendor sued when 
all else failed 


‘‘We’re not necessarily out in 
the forefront of litigation,’’ says 
Peter H. Denning, purchasing man- 
ager for Koppers Company’s Engi- 
neered Metal Products Group in 
Baltimore, ‘‘but we’re not behind 
anyone else, either.”’ 

Like many purchasing people, 
Denning laments the increasingly 
legalistic atmosphere of his profes- 
sion, but believes the problem is 
more a function of the times than 
of anything originating with the 
purchasing department. 

“It’s much worse than it was,”’ 
Denning says, ‘‘We have access to 
our legal department, but they’re 
being overworked by everyone else.” 

Suit settled. Koppers recently 
concluded a successful, three-year 
lawsuit against a vendor, the first 
in recent memory. The issue was 
warranty breach. Fabricated struc- 
tural steel delivered by the supplier, 
Koppers claimed and later proved 
in court, was below American Weld- 
ing Society standards specified in 
the order. 

Koppers proved ‘gross non- 


conformance’”’ 


Business Report 


Current data and trends from Purchasing’s Leadtime Survey 


SUMMARY: Business is heading a tick higher, resulting in an upward 
swing in industrial prices. Operating rates are gradually improving — they’re 
77.8% now vs. 77.3% last month. The increase seems to be coming in regions 
where business had been weakest, such as Detroit. Reason: New-model auto 
production schedules are showing some pep. Buyers say they are besieged 
with new price announcements for dozens of components, from grinding 
wheels to bearings. Most industrial commodities are in ready supply. 


LEADTIMES: Generally, leadtimes are low and stable. But a ser- 
ious problem is emerging with repair parts, particularly for older equipment. 
Some distributors are eliminating slow-moving items, such as obsolete repair 
parts, because of high interest rates. Another factor: The Supreme Court this 
year upheld an Internal Revenue Service ruling which forbids firms from 
carrying obsolete materials at scrap price levels. Upshot: A higher statement of 
earnings and higher taxes. It’s believed that spare parts inventories are being 
cut by distributors as a result. Spot availability problems are also being 
reported for large roller bearings, forgings, caustic soda, and some pipe. The 
whole picture: Twenty-eight leadtimes are longer than last month; 27 shorter. 


PRICES: There are still bargains out there, but a definite tightening 
is under way. Fifty-two percent of the survey respondents say prices have gone 
up in the past 30 days. That’s up from 44% in the previous month. Those 
reporting lower prices declined from 9% to 3%. There are still plenty of special 
deals being made in flat-rolled carbon steel, down 10-15%, and stainless steel. 
Steel plate went up 4-5%, however. The list of materials on the “up” side reads 
like an industrial directory. Caustic soda is up $10/ton to $230. Caustic is tight, 
but if it goes too high some users have the option of switching to other alkalies. 
Also higher: bearings, air compressors, office furniture, copper-base products, 
adhesives, glass containers, locks, motors, castings, and forgings. 


INVENTORIES: /he percentage of PMs cutting stock levels this 
month is 36%, marking the fourth straight month-to-month drop. The high was 
64% in July. There’s a slight increase in those building inventories — from 13 to 
15%. P.M.S are really under the gun now on inventories. Management is still 
insisting on very lean stock levels because of high interest rates. But the sales 
department is bringing in more rush orders. One consequence is more special 
handling. 


QUALITY: Problems are increasing. Job-switching triggered by lay- 

offs appears to be the culprit. The percentage of goods meeting quality specs 
is 91.6%, off slightly from last month. When business improves, quality should 
be less a problem as workers return to their regular jobs. 


DELIVERY PERFORMANCE: Overall, on-time shipments are a 
bit better. This month’s percentage is 84.7% , compared to 83.6% last month. The 
on-time shipment rate has held in the mid 80s for five months. A few P.M.s are 
still receiving early shipments. Biggest problems with deliveries seem to be 
with mills that have large layoffs. zg 


to the aws code, of the age of litigation.” 


Denning explains. 

At one time, he adds, ‘‘We 
would have taken a compromise 
and run. But this time, we went for 
the whole thing and got it.’’ The 
award was worth $215,000. 

Also, at one time, problems 
could be more easily worked out 
between purchasing department 
and vendor. ‘‘But now, we get the 
lawyers involved. We're just part 


Nevertheless, the day hasn’t 
yet arrived, Denning says, when 
every contract or purchase order 
must be run routinely through the 
legal department, and purchasing 
plans to retain its authority to 
negotiate and carry out contracts 
on its own. 

Adds Denning, ‘“‘We couldn’t 
operate if everything had to be run 
through legal first.” w 
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MEET 
THE 


COSTCUTTERS: 


“THEY'RE THE DISTRIBUTION TOOL 
32 OF OUR SERVICE CENTERS 
FIND HANDIEST.” 


Manuel Doliveira 
Service Parts Manager 
Black & Decker, Inc. 
Towson, Maryland 


“We've got service centers scattered all over the 
country,” says Manuel Doliveira of Black & Decker. “And 
we used to have a scattered way of servicing them. With 
small lots. Irregular-sized batches. And different modes 
of transportation. Eastern showed us how their unique 
Costcutter containers and nationwide flight system { 
could get our shipments where we want them, when ra 
we want them.” : 


“THEY HELP US GIVE OUR CUSTOMERS | 
MAXIMUM COMPUTER UPTIME 
-AT A 92% SAVINGS.” 


David Furness, Traffic Manager, 
Data General Corporation 
Framingham, Massachusetts 


“We've built a service business in over 125 loca- 
tions and we require immediate replenishment 
of parts inventory in these locations. Eastern’s 
Costcutter service helps us make sure the 
right computer parts are there when we need 
them,” says Dave Furness of Data General. 
“We are aiming to provide the best computer 
service in the industry and Costcutter 
service is helping us get there.” 


“THEY AMAZE OUR CUSTOMERS. 
WE DELIVER FASTER NOW— 
BUT CHARGE THEM LESS.” 


Dennis Timmons, Traffic Manager, 
General Bearing Corporation 
West Nyack, New York 
“Slow truck deliveries were sometimes 
giving us a customer-relations problem,” says 
Dennis Timmons of General Bearing. 
“An analysis by the Eastern people showed us the 
economies of shipping a high-density product 
like bearings in their unique Costcutter containers, 
and getting air speed in the bargain. 
“We'll give Costcutters credit not only for 
improving old friendships, but for making some 
new ones.” 


Eastern’s Costcutters. ™ They hold up to 250 pounds. 
Are 9, 13 and 18 cubic feet in size. Can fly on every 
one of our 1,200 flights daily to over 100 Eastern destina- 
tions in the U.S. and Canada. 

And if you haven't considered them, you should call 
Jerry Schorr at (305) 873-6933 for a free cost comparison. 
Before your competition does. 


ag EASTERN Air-Freight 


WE HAVE TO EARN OUR WINGS EVERY DAY. 
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Crushing, grinding, 


“milling and pumping can 
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~~ 


whip a belt to death. 


Unless it's a Gates PowerBand Beit. 
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Heavy, pulsating shock 
loads and lateral vibrations 
can tear an ordinary single 
belt to shreds. And that’s just 
the kind of punishment belts 
suffer on crushers, grinders 
and pumps. 

The solution? 

Use several belts — joined 
together witha high strength 
tie-band. 

Gates PowerBand Belt. 

It won't turn over in the 
sheaves and wear out 
prematurely like single belts. 
No matter what kind of shock 
loads you throw at it. 

There's no costly drive 
changeover with Gates 


PowerBand Belts, either. We 
offer a wide range of sizes to 
fit virtually any existing 
multiple belt drive. 

So you can whip problem 
drives. Once and for all. 

For more information on 
Gates PowerBand Belts and 
our complete line of heavy 
duty industrial belts, contact 
your Gates Field Engineer or 
Gates Distributor. 

The Gates Rubber 
Company, 999 S. Broadway, 
Denver, Colorado 80209. 
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RubberEngineering. 


The payoff is performance. .... 


DATA PROCESSING 


A 


potential conflict 


with your auditor? 


Buyers could jeopardize the 
independence of their company’s 
audit by purchasing data processing 
or other services from the same 
c.P.A. firm that performs the audit. 

So says the Association of 
Data Processing Service Organiza- 
tions (ADAPSO) in a recently pub- 
lished booklet. AaDAPpso represents 
companies that sell computer serv- 
ices and compete with account- 
ing firms also in that market. 

States apapso: “‘Auditor inde- 
pendence could well be impaired if 
a company purchases computer 
services, hardware, software, or 
contract programming from its 
auditor.”’ 

Federal law and Securities and 
Exchange Commission rules re- 
quire complete independence of 
auditors of public companies. 

No conflict. The American 


Institute of Certified Public 


Accountants says that under its 
code of ethics, accounting firms 
who sell data processing or manage- 
ment advisory services don’t have 
a conflict if their interest in the 
company they audit doesn’t extend 


WHO’S NEWS IN PURCHASING 


past sale of these auxiliary services. 

A spokesman for Coopers & 
Lybrand, the world’s biggest ac- 
counting firm, points out that no 
single client of a large firm repre- 
sents even 2% of the firm’s total 
billing. ADApso’s charge—that an 
accounting firm would be tempted 
to give preferential treatment to 
customers who also purchase other 
services—‘‘seems kind of far- 
fetched,’’ he says. 

One accountant saw ADAPSO’s 
effort as an attempt to reduce 
competition. 

SEC cited. However, the book- 
let quotes official sec statements 
that question whether accounting 
firms should have dual roles, that 
of consultant and auditor. 

Example: ‘““The Commission is 
of the opinion that an accountant 
cannot objectively audit books and 
records which he has maintained 
for a client.’’ But accountants 
question whether advising on 
accounting systems or setting up 
computer programs in fact amount 
to ‘‘maintaining accounts,’’ that 
is, keeping the books. ig 


Del Monte names Argall 
as new purchasing vp 


John L. Argall has been 
appointed to the newly created 
position of vice-president, corpo- 
rate purchasing, for Del Monte 
Corp., San Fransisco. 

A 34-year employee of the 
giant food processor, Argall was 
vice-president in charge of inter- 
national development and produc- 
tion services since 1972. 

Argall is a member of the 
World Affairs Council of Northern 
California. He’s also been a 
director of the Philippine- 
American Chamber of Commerce, 
president and director of the 
Pineapple Growers Association of 


Hawaii, and a member of the 
United Nations-affiliated Food and 
Agricultural Organization. 

In other purchasing personnel 
developments: 

George P. Callaghan has 
been promoted to director of 
materials management for Dow 
Corning Corp., Midland, Mich. 
Before his promotion, Callaghan 
was U.S. area controller for Dow 
Corning. In his new post, he’ll be 
responsible for purchasing, pack- 
aging, transportation, production 
planning and scheduling, and 
materials flow systems. 

Callaghan, a chemical engi- 


Polimann 


Argail 


neer with a master’s degree in 
industrial administration from 
Purdue University, held the job of 
manager of economic evaluation 
and business control, before 
becoming U.S. controller for Dow. 

Alvey Inc. announces the 
promotion of F. Michael Poll- 
mann to purchasing manager. 
Alvey, headquartered in St. Louis, 
Mo., is a manufacturer of 
engineered materials handling 
systems. Before joining Alvey, 
Pollmann was a purchasing agent 
in the textile industry. 

Kenneth A. Saccocia was 
named director of purchasing for 
Jafra Cosmetics, Inc., Westlake 
Village, Calif. Maria Surnovsky 
was named purchasing agent for 
the Gillette Co. subsidiary. 

Long Island Lighting Co., 
Mineola, N.Y., has named An- 
drew W. Wofford vice-president, 


_ purchasing and stores. Among his 


duties, Wofford will be responsible 
for the purchase of nuclear fuel. 

Michael Dell’Angelo is 
director of procurement for Gino’s, 
Inc., King of Prussia, Pa., a 
473-unit restaurant chain. 

Ethel Brenner was named 
vice-president for corporate piece 
goods purchasing for College 
Town, Braintree, Mass., a maker of 
women’s sportswear. 

Analogic Corp. of Wakefield, 
Mass., has named James P. 
Blaton a senior buyer. 

Paul Schmitt has assumed 
the position of buyer for Rusty 
Jones, Inc., Chicago, a marketer of 
automobile care services. 

Elsewhere in news of purchas- 
ing people: 

Dr. Russell Decker, legal 
editor of PURCHASING, was recent- 
ly named honorary alumnus of 
Bowling Green State University, 
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Middleton 


Dr. Russell Decker 


becoming the 12th recipient of the 
award. A 25-year faculty veteran 
before his 1977 retirement, Decker 
continues to be active in legal 
education by authoring articles for 


PLANT EXPANSIONS 


this magazine and speaking at 
NAPM and company training 
sessions. 

Clarence T. Middleton has 
been elected president of the 
Purchasing Management Associa- 
tion of Philadelphia. C. T., as he is 
known, is purchasing manager for 
C & D Batteries of Plymouth 
Meeting, Penna., a maker of 
industrial batteries and chargers. 
Middleton has held various 
positions in the Philadelphia pMa 
and currently heads 19 commit- 
tees. He is also active in local civic 
affairs in Romansville, Penna., 
where he lives with his family. 


New equipment boosts 
Furnas’ control capacity 


Furnas Electric Co. has 
completed a 48,000-sq.-ft. expan- 
sion of its West Chicago, IIl., 
manufacturing plant that will 
allow it to begin production of 
System/89, a series of custom-built 
modular motor control centers. 

New equipment in the facility 
includes special cut-to-length 
metalworking machinery that 
allows the company to buy lower 
cost coil steel in place of sheets. 
Also new is a 350-ton press-brake 
that allows multiple bending. 

Use of automatic equipment 
and assembly-line techniques will 
allow the company to ship custom 
multi-section motor control cen- 
ters within 14 weeks. 

Features of System/89 include: 
flexibility in panel layout, conve- 
nience of large vertical and 
horizontal wireways, and a 
two-position pilot device panel. 

In other expansion moves: 


Chemicals/Plastics 

Polyethylene. Union Carbide 
Corp. has started up a 300-million- 
lb/yr facility in Seadrift, Texas 
that features a new company 
process that cuts energy costs 75%. 
The company says it can go 
directly from reactor to market- 
place with a granular product that 
has good fabricating properties. 
The company plans to add another 
700 million lbs/yr of capacity based 
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on the process in the next three 
years. .. . Gulf Oil Chemicals Co. 
announced plans to boost capacity 
at its high-density polyethylene 
plant in Orange, Texas, from 420 
million to 575 million Ilbs/yr. 
Completion is expected in 1982. 

Polystyrene. ARCO Poly- 
mers Inc., a unit of Atlantic 
Richfield, plans to boost produc- 
tion capacity of expandable 
polystyrene resins at its plant in 
Monaca, Pa., from 325 million to 
500 million lbs/yr. ARco expects 
EPS sales to grow at a rate of better 
than 7% annually during the next 
seven years. 

Plastic fittings. NIBCO Inc. 
has opened a plastic fittings plant 
in Greensboro, Ga., that boosts the 
manufacturing capacity 50%. 

Coating. E/M Lubricants Inc. 
has opened a new facility in New 
Britain, Conn., that boosts its 
capacity for phosphating, bulk 
coating, and solid-film lubricant 
coating. 

Hot melt adhesives. Gulf Oil 
Chemicals plans to double its 
capacity at High Point, N.C. Two 
products are affected: conventional 
adhesives and a proprietary line 
used to bond polyethylene and 


polypropylene. 


Paper/Wood Products 
Paper pulp. The MHoerner 
Waldorf Div. of Champion Interna- 


Lower leadtimes for motor control cen- 


ters should result from an expansion 
at Furnas Electric. 


tional Corp. is boosting capacity 50 
tons/day at its plant on the shore of 
Lake Superior. 

Waferboard. Lousiana- 
Pacific Corp. will build a plant in 
Houlton, Maine, with an annual 
capacity of 130 million sq. ft. on a 
3%-inch basis. 


Metals 

Castings. International Har- 
vester is expanding capacity 40% 
at its Waukesha, Wis., ductile iron 
foundry to allow transfer of 
production from its Memphis, 
Tenn., foundry, which is being 
phased out.... Cadillac Mallea- 
ble Iron Co. is boosting capacity 
from 1000 to 1250 tons/mo at its 
Cadillac, Mich., foundry. 

Distribution. Interstate Steel 
Co., Des Plaines, Ill., is bringing 
on line a new 60-inch slitter 
designed specifically for light- 
gauge coils. ...O’Neal Steel has 
completed a 12,000-sq.-ft. expan- 
sion of its coil-processing fa- 
cility in Birmingham, Ala. 

Containers. Peerless Tube 
Co. has opened a $3-million rolling 
mill in Freehold Township, N.J., 
that will double its capacity to 
make aluminum extrusion slugs 
for collapsible metal tubes and 
one-piece aerosol containers. 

Heat treating. The L-R Metal 
Treating Div. of Thermo National 
Industries in Newark, N.J., has 
added new equipment for precision 
vertical heat treating. 

Finishing. ASKO Processing 
Inc. plans to build a $5-million 
plant in Woodinville, Wash., for 
custom metal finishing. ia 


STEEL 


Carter pulls the trigger, 
but what ts he hitting? 


At first glance, the negotiated 
settlement between Big Steel and 
the Carter Administration looks 
like a tough pill for buyers to 
swallow. 

There will be an immediate 
push on prices of $45-50/ton as a 
result of the approximate 12% 
boost in trigger prices, which are 
in effect government-set floors for 
import prices. Buyers’ price tag: 
about $4 billion at current con- 
sumption levels. And there will be 
more price pressure to follow when 
revised trigger levels for Jan. 1 are 
announced. 

The bright side. But for the 
long term, there’s real hope that 
the Carter program will allow pro- 
ducers to modernize and even 
boost capacity in modest incre- 
ments. Reasons: (1) Steel profit- 
ability should improve as a result 


of higher prices; (2) Proposed 
delays in environmental require- 
ments are a good bet; (3) The 
Commerce Department promises 
to keep a close watch on imports 
whenever they capture more than 
13.7% of the domestic market; (4) 
Tax breaks are in the works. 

A special _ little-publicized 
bonus in taxes may have special 
meaning for buyers who source in 
traditional steelmaking centers, 
such as Pittsburgh and Youngs- 
town, Ohio. Carter proposes to 
give a special 10% investment tax 
credit for steel projects in de 
pressed areas. That credit and part 
of the regular 10% tax credit 
would be refundable in cash. 
That’s very important to steel, 
whose taxes are quite low— 
only about $150 million last year. 

If fully implemented by Con- 


Expect domestic producers to build more super blast furnaces, such as this 
huge unit at Bethlehem’s Sparrows Point, Md., plant. 


gress, these measures amount to 
more than a bandage for steel’s 
massive capital affliction. It could 
even be enough to head off the 
much-forecast steel shortage in the 
mid-1980s. But grandiose proj- 
ects, such as U.S. Steel’s con- 
templated mill in Conneaut, Ohio, 
remain out of the question until 
steel shows 2-3 years of back-to- 
back strong profitability. 

More likely scenario: The heat 
will be turned up on dozens of proj- 
ects that have been on the back 
burner for the last few years. 
Every company has its Christmas 
list of projects. 

Here are some areas to look 
for steel investments if Congress 
accepts Carter’s program: 

eBlast furnaces. There are 
only three new generation blast 
furnaces in operation in the U.S. to- 
day. Inland, Bethlehem, and U.S.S. 
each have one. There are some 
180 blast furnaces in the United 
States, many of them with capaci- 
ties of less than 2000 tons/day, 
compared to 5000-8000 tons/day in 
the super furnaces. The new fur- 
naces make more efficient use of 
raw materials. 

eSteel furnaces. About 15% 
of domestic steelmaking capacity 
is still based in outdated open- 
hearth furnaces. All open hearths 
should be retired no later than 
1988, and replaced on a 50-50 basis 
with electric and basic oxygen fur- 
naces. Meaning: Greater use of 
scrap-based electrics will lead to 
more instability in steel prices. 
Surcharges may come more into 
vogue when scrap tags are high. 

eContinuous casters. Today 
15% of America’s steel is continu- 
ous cast vs. 46% for the Japanese. 
This is a significant, competitive 
edge for the Japanese because con- 
tinuous casting cuts energy costs 
significantly. Also, there’s less 
waste in continuous casting, which 
is direct production of semi- 
finished shapes from liquid steel. 
Look for almost half of American 
steel to be continuous cast within 
eight years. 

eCoke. American producers 
must replace current coke ovens to 
avoid serious shortages of this 
critical steelmaking material in a 
few years. A quarter of all U.S. 
coke ovens are more than 25 
years old. g 
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UP 10 
1/% OFF YOUR 


NEXT 


LIGHT BI 


A GE MAXI-MISER™ II 
System can save you up 
to 17% in plant lighting 
costs — and still give 
you the light you need. 

The fluorescent lighting 
system you're using in your 
plant now may be using more 
watts than necessary to give 
you the light you need, to allow 
your workers to be accurate 
and productive. 

And wasted wattage is 
something you can't afford in these times of energy 
regulations and rising energy costs. 

Watts are what you pay for. And the more 
watts your lighting system uses, the more you pay. 


A GE High Output Maxi-Miser™ II 
System uses fewer watts to give virtually 
equal light. 

Two 8-foot Lite White™ Watt-Miser® High 
Output fluorescents operating on a Maxi-Miser II 
high-performance, energy-saving ballast provide 
an in-plant lighting system that can reduce the 
wattage you pay for by as much as 17% compared 


™ Trademark of General Electric Company 


Maxi-Miser II System: GE Watt-Miser II lamps 
and Maxi-Miser II ballasts in combination. 


to a standard lamp and ballast 
combination — with virtually 
no loss of light. 

The system produces 
more lumens-per-watt to 
provide a typical 19% increase 
in overall lighting efficiency. 
Life expectancy of the 
Maxi-Miser II ballast is two 
to three times that of standard 
ballasts. And the ballast is 
warranted for three years from 
date of manufacture. 

In addition to the High 
Output Maxi-Miser II System, there are other Maxi- 
Miser II Systems — 4-foot F40 and 8-foot Slimline. 
Each designed as a system — tested as a system — 
to perform as a system to save energy and cut your 
lighting costs with virtually no loss of light. 

You can order any of these three lighting 
systems simply by asking for Watt-Miser II fluores- 
cent lamps and Maxi-Miser II ballasts at your nearest 
GE electrical distributor. If he does not stock them, 
contact your GE lamp sales representative, or call 
toll-free: (800) 321-7170. In Ohio (800) 362-2750. 
General Electric Company, Dept. C-014C, Nela Park, 
Cleveland, Ohio 44112. 


We bring good things to life. 


GENERAL @@ ELECTRIC 


C-014C 
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STEEL SURVEYS 
Business upturn 
is within sight 
Business has slowed its down- 
ward slide, but the upturn isn’t 
quite here yet, said respondents to 
the latest Steel Service Center 
Institute Business Conditions 
report. 
Sixty-two percent of the serv- 


ice centers polled expect business 
to stay at its current level for the 


next three months and 34% expect | 


improvement. Ninety-six percent 
said incoming orders will remain 
stable or increase next quarter. 
Still, 72% said orders are below 
what’s needed for most efficient 
operation, down from 81% who 
said so last month. The number re- 
porting sufficient demand for 
smooth operation rose from 17% 
last month to 28%—still a long 
way from the July ’79 high of 80%. 
In other survey results: 
e[nventories are roughly the 
same as three months ago. Ninety- 
four percent reported them within 
15% of quarter-ago levels. Most of 
the respondents (85%) said they 
have enough steel inventory to last 
3-5 months. In rating inventory 
levels, 47% said they are still too 
high; and 47% said they are about 
right. Forty-nine percent will cut 
inventories during the next quarter, 
34% will maintain them. 
eNone of the respondents ex- 
pects shortages of any steel prod- 


How long service 
center inventories 
will last 


% of respondents 
50 — 7 


40 
30 
20 


10 


0-2 2-3 3-4 45 56 64+ 
Months | 


Source: Steel Service Center 
Institute survey 


Supplies finally hit their target 


Steel inventories are pretty 
much where buyers want them but 
the expected improvement in busi- 
ness is still at least a quarter away, 
according to results of the most 
recent NAPM Stee/ Survey. 

Sixty nine percent of the 
respondents said that inventories are 
about right for their companies’ 
demand; 28% said supplies are 
still too high. At the beginning of 
the summer, 56% said inventories 
were too high; 41% said just right. 

Moreover, the number of re- 
spondents with inventory suffi- 
cient to last 3-5 months has 
dropped from 15% to 6%, and the 
number with inventory sufficient 
for only 0-2 months rose from 33% 
to 50% since last month’s survey. 
For the first time since June, none 
of the respondents said they have 
sufficient steel inventories to last 
over six months. 

In July, 70% said they’d be 
cutting inventories over the follow- 
ing six months, and 28% said 
they’d maintain stocks. Now the 


uct for the next three months. The 
survey produced the same response 
three months ago. 

eThree-fourths of the respond- 
ents said foreign carbon steel is 


RESOURCES 


tables have turned: 28% plan to cut 
inventories, 66% to maintain them. 

Although the stock slashing is 
over, buyers still don’t expect busi- 
ness to improve much soon, the 
survey showed. Seventy one per- 
cent expect order levels to stay the 
same or drop over the next quarter, 
compared to 67% last month and 
91% the month before. 

In other survey results: 

eTwo thirds said some of their 
plant’s workers are on layoff or re- 
duced hours, down from 74% a 
month ago but up from 44% in 
January. 

eMost respondents don’t ex- 
pect any shortages of steel types, 
although a few said heat-treated 
and stainless could be in short 
supply. 

eFifty-eight percent said for- 
eign steel prices are “slightly 
below” those of domestic, down 
from 73% last month. A 19-month 
high of 39% said foreign and 
domestic steel prices are about 
even. 


currently priced 5-10% below 
domestic. Only 31% said foreign 
stainless is similarly cheaper, with 
65% saying foreign and domestic 
stainless prices are about equal. &@ 


More availability problems ahead 


PITTSBURGH—The USS. is drift- 
ing toward inability to defend its 
sources of such strategic minerals 
as chromite, cobalt, rutile (a source 
of titanium), tantalum, and gold. 
Meanwhile the USSR is moving 
toward control of these sources. 

These are the trends reviewed 
in a new report from the World 
Affairs Council of Pittsburgh, 
which recently held a forum on the 
danger of U.S. dependency on 
foreign sources of key minerals. 
The 110-page report contains the 
opinions of the 16 business and 
government resources experts who 
addressed the forum. 

Hungry bear. Increasing 
Soviet military demands—such as 
for its new — all-titanium 
submarine—and the escalating 
cost of maintaining self-sufficiency 
in the face of declining ore quality 
are driving the Soviets to establish 


control of nations that are rich in 
strategic minerals as natural 
resources. This very drive discred- 
its the long-standing assumption 
that the Soviets are self-sufficient 
in many of these minerals. 

How can the U.S. protect its 
sources and their resources and 
show the Soviets that it means 
business? The report recommends: 

eEstablishing a presidential 
advisory board on minerals policy. 

eCreating a special “resource 
security” crack military unit to 
intervene during supply crises. 

enlarging federal stockpiles 
of strategic metals. 

eOpening sealed-off federal 
lands for mineral exploration. 

@Moving ahead with deep sea 
bed mining and creating tax 
incentives for the private sector to 
invest in these expensive opera- 
tions. 
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Pictured is a portion of the Port Everglades, Florida oil storage facilities. System 
wide, total storage capability is over 9 million barrels. 


When you need energy... 
Belcher can supply and deliver. 


Our storage capacity, transportation facilities and over 
65 years of know-how enable us to meet your energy requirements. 


Main Office/8700 West Flagler, RO. Box 525500, Miami, Florida 33152 — Phone (305) 551-5200, Telex Marine Sales, Towing and Supply 
— 51-9452, Cable/BelOilICo/Miami, Florida Marketing Offices and/or Terminals: AL-Mobile. AR-Helena, West Memphis. FL-Cape Ca- 
naveral, W. Palm Beach, Port Everglades, Miami, Port Manatee, Tampa, Pensacola, Tallahassee, Port St. Joe, St. Marks. GA-Savannah. 
MA-Boston. NJ-Bayonne. NY-New York. TN-Memphis. TX-Corpus Christi. Bunkering Ports: EAST COAST-Boston, New York, Port 
Canaveral, W. Palm Beach, Port Everglades, Miami. GULF COAST-Port Manatee, Tampa, Pensacola, Mobile, Pascagoula, Gulfport, New 
Orleans, Lake Charles, Port Arthur, Beaumont, Houston, Galveston/Texas City, Point Comfort, Corpus Christi, Brownsville. 


’ Units-ef The Coastal Corporation 
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“More and more purchasing 
managers must learn the tools of 
international buying, and the 
sooner they get over their anxiety, 
the better.” 

That’s the “one world” view 
expressed by Leonard Skriloff, 
vp—materials management for 
Chemtex Fiber, Inc., who has been 
active in and advocated interna- 
tional trade for years. 

International purchasing is a 
fascinating and exciting field to be 
in,” says Skriloff, whose firm 
designs, builds, and equips 
synthetic fiber plants worldwide. 

Domestic buyers are often 
reluctant to purchase offshore, he 
contends, because they’re put off 
by unfamiliar jargon related to 
financing, customs, duties, tariffs, 
and shipping. Yet all it takes is 
practice to become comfortable 
with buying terms that “may seem 
exotic and sophisticated at first.” 

Benefits mount up. The 
effort is worth it, Skriloff stresses 
in an interview in his New York 
office. Savvy overseas sourcing can 
rack up both technical and 
economic benefits for a US. 
purchasing manager’s firm. 

On the technical side, many 
foreign suppliers have developed a 
great deal of expertise. What’s 
more, some of them are licensees 
using U.S. firms’ technologies. 
These overseas vendors have often 
furthered U.S. processes to make 
them even more adaptable to 
operations in other countries. 

This can be particularly 
important when a company sells 
overseas, as Chemtex does. “It also 
helps us meet buy-back require- 
ments,” says Skriloff, referring to 
some countries’ requirements that 
a portion of material requirements 
be sourced within their borders. 

On the economic side, foreign 
sourcing can offer financing 

benefits, Skriloff says. “With a 


Viewpoint 


Leonard Skriloff of Chemtex Fibers, Inc. 


Learn the tools of 
international trade 


By Somerby Dowst, c.P.m. / Managing Editor 


U.S. supplier, long-term financing 
may mean ‘net 30.’ But overseas 
vendors are often more flexible 
because their ministries of trade, 
or similar government agencies, 
share some of the risk with them.” 

Result: A situation where the 
U.S. purchasing manager must 
choose his sources against a broad 
array of options: prices, payment 
terms, currency exchange rates, 
freight costs, duties. It’s this 
complexity that makes the job 
challenging and fun, says Skriloff. 
He cites one recent case where 
analysis showed that steel for a 
plant in Poland could most 
effectively be sourced in Japan. 

Pros have the answers. A 
truly professional purchasing 
executive—and that means an 
international one, to Skriloff— 
must be able to make these and 
similar judgments on his own, he 
says. “You shouldn’t have to turn 
to a company lawyer to negotiate a 
capital equipment buy—and you 
should understand that bargain- 
ing on payment terms doesn’t 
always begin and end with a letter 
of credit.” 

What about getting started in 


World trade is ‘‘a fascinating and 
exciting field,” says international 
buying veteran Leonard Skriloff. 


ee 


overseas buying, if a P.M. has never 
tried it? According to Skriloff, 
you'll learn a great deal even 
working through brokers and 
trading houses—although the 
ultimate goal should be do-it- 
yourself professionalism. “For 
these outsiders to do a good job for 
you, you have to give them a lot of 
information. The proper descrip- 
tion of goods, for example, can be 
vital in freight forwarding or 
customs clearance. You’ll probably 
find, eventually, that you’re doing 
most of the work anyway.” 

For Skriloff, keeping on with 
overseas purchasing—and keeping 
up with it—means tracking the 
international situation country by 
country. On a report form 
(developed when he was chairman 
of NAPM’s international group), he 
gets quarterly inputs from over- 
seas buying offices and affiliates. 
These highlight trends in prices, 
deliveries, capacities, shortages, 
and other areas. 

Any P.M. buying for produc- 
tion, Skriloff concedes, must 
recognize the longer delivery 
times that are built into overseas 
sourcing. But long-term availabili- 
ty isn’t necessarily at greater risk 
in foreign buying. 

“You must work with overseas 
suppliers to gain stability just as 
you do with domestic ones. Pricing 
must be fair. The aim should be a 
close, on-going relationship.” Hi 


“You must work with overseas 


suppliers to gain stability just 
as you do with domestic ones.” 
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From a one-pound package 
to a 30-ton load... 


2800 tons of freight to 57 cities—every day! Our fleet 
includes DC-10s, 747s and 747 freighters, offering you fast, 
efficient service in the U.S., Canada, Europe and the Orient. 


Oversize cargo service. Our giant 747 freighters can give you 


a big lift to Europe and the Orient—and all across the U.S.A. 


In addition, every one of our 747s offers you 30 lower-deck 
container positions. 


The most advanced handling in the air cargo industry. We 
use the strongest mobile loaders in the world— capable of 
handling containers up to 40 feet long. 


We offer all sizes of containers. Great way to cut packaging 
costs, in-plant and warehouse handling, pickup and delivery 
costs too. Our new 20-foot intermodal container makes it 
easier than ever to ship door-to-door by air. 


For more information, contact your Northwest Cargo 
Sales representative. 


Northwest Cargo 
can give your 
shipments a lift. 
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Meet GM's 
newest factory worker. 


: > ™ shifts. Plus, it’s got plenty of active 

— ',) magnetizing material and more cop- 
per in length than in our standard 
_ motors. So it runs cool to last long. 
And it’s from Delco Products—a 
leader in U-line industrial motors. 
Like the Delco T-line and Delco 
Large Frame motors, the Delco E? 


| ram | \\N s, the 
e's | ail wa comes from a family with a repu- 
a al cmualll =. me @P® tation for reliability that goes 
: Se aw . ———— + gay back to the 1930's. 
~~ | 4 For more information on General 
Motors newest “Tough Breed” of 
factory workers, check the Yellow 
Pagessfor your local distributor. 
Or write in care of: Marketing Man- 
ager, Industrial Motors, Dept. 194, 
Delco Products, Division of General 
Motors Corp., P.O. Box 1042, Dayton, 


Ohio 45401. Ask 
for the E? Motor Delco 


It’s energy efficient. Draws a good Catalog for facts 
payback. Works overtime. And it’s from on payback and A mF 
a family with a tradition of reliability. total energy 
It’s the energy-efficient Delco E? management. SUL Ait aheseal Kaenes 
Industrial U-line Motor. In 44 HP Dayton, Ohio 45401 


through 125 HP—4- and 6-pole ratings, 
in 200, 230/460, 460 and 575 voltages. 


Clearly, the benefits are attractive: Se Lea 
Depending on the motor you're pres- 96 a 
ently using, the Delco E? can help you 


wo 
N 


cut your energy consumption, and that _~ 2000 = 
means it can help you save money. And 2 88 p< Standard efficiency motor ‘ood 
we back that up by stamping on the 5 au = yr w 
nameplate our guaranteed minimum - =F _ ee ES 1200 m 
efficiency, which exceeds the NEMA "80 3. 
nominal efficiency. -” 

Built with a rugged cast-iron housing aa Ee are se 400 
and high-grade tough electrical steel, * ‘ 
the E? has the stamina to work all the 0 10 20 30 40 50 60 70 80 90 100 


The energy-efficient 
Deico E?. 
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Reindustrialization: 
What it’s all about; 
how it all began 


Playing for the short term 
nearly cost us the game 


The evidence shows 
it’s more than talk 


Nothing happens 
until somebody 
buys something 


Purchasing outiook 


By John F. O’Connor / Editorial Director 


Maybe—just maybe—American business is going to stop 
living and operating from quarterly report to quarterly 
report. Maybe—just maybe—we’re going to start planning, 
investing, working and competing for the long haul. 

That’s what much of the rhetoric about reindustrialization 
and making America more competitive really means. Stripped of 
its admittedly critical tax angles, reindustrialization boils 
down to switching our focus from short-term, get-the- 
bucks-now, profit maximization to developing long-term 
competitive staying power and even greater profit. 

Our preoccupation with the short-term already has cost us 
dearly. There are even those who contend our foreign competitors 
are whipping us more with long-term commitment to the market- 
place than with superior productivity, marketplace wheeling and 
dealing, or government intervention. 

Now, word of a switch in American top management 
emphasis is starting to show up in—of all places, quarterly 
reports. The cynics, of course, will peg any management mention 
of the long-term as an alibi for failing to deliver short-term profits. 
But we think there’s more to it. 

In fact, purchasing professionals don’t have to look very 
far to find an impressive piece of evidence: Many of your 
colleagues (our surveys indicate a majority) throughout this 
recession have generally passed up opportunistic, cheap, 
spot buys in favor of dealing with reliable long-term suppli- 
ers. That’s a gutsy play during a downturn. But it’s obviously not a 
unilateral move on the part of the purchasing department. Very 
clearly, buyers and their bosses (the authors of those quarterly re- 
ports) are putting their money where their good intentions are. 

Passing up spot buys which might jeopardize long-term 
supplier relations is a very necessary first step toward 
ending yesterday’s adversary buyer-seller relationships. It’s 
a good faith investment in new supply partnerships and a first step 
toward long-term survival. It may also be our first step toward 
what we now call reindustrialization. 


Your colleagues in sales and marketing have long boasted that 
“Nothing happens until somebody sells something.” This time 
around, however, even the sales function’s biggest boosters will 
concede that nothing happens until somebody buys something. 

There’s a certain poetic justice in the fact that purchas- 
ing professionals are the ones taking the first significant step 
into this latest business era. For decades, the emphasis on 
generating demand made marketing types the heroes of American 
business. Now—with the spotlight forcibly turned to the supply 
side—it’s purchasing’s time at stage center. 

Reindustrialization is one response to a situation that 
actually has been in process for the past seven years. The 
whole shift to the supply side was triggered by the Arab oil hold up 
which propelled us into an uncertain, supply-short world. 

Many of the answers and initiatives in this new world 
will have to come from purchasing. Judging from some of 
the evidence, you’ve already started to provide them. i 
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Our bearing and PT collection is 
complete. Including the rare ones. 


We stock complete lines of $100-million inventory is tied toa 
bearings and power transmission modern microfiche/CRT data 
components, not just the most retrieval system to find even the 
popular sizes. Every type of bearing, scarcest part fast. Plus 24-hour 
belt, sprocket, gear, chain, drive, emergency service, professional 
reducer. More than 200,000 different maintenance seminars and more 
parts convenient to you at 200-plus than 1,000 trained, experienced 
“neighborhood” branches backed by bearing and power transmission 
nine regional stocking centers and specialists to help you get the 
our Power Transmission Center in most from your bearing/PT dollar. 
Columbus, Ohio. Our computerized Call us today. 


Bearings, Inc. 


Corporate Office: 3600 Euclid Avenue, Cleveland, Ohio 44115 


Dixie Bearings, Inc. 


Headquarters: 276 Memorial Drive, S.W., Atlanta, Ga. 30303 


Bruening Bearings, Inc. 


Headquarters: 3600 Euclid Avenue, Cleveland, Ohio 44115 
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The deregulation 
fight: Phase 2 


A new Call 
to examine the costs 


Needed: An explanation 


of what the risks are 


But who will do 
the examining? 


Washington outiook 


By Daniel W. Gottlieb 


Phase two in the war against frivolous and costly regulation 
is underway. Phase one, though not yet won, has at least resulted 
in a warning to the regulatory bureaucracy: “Thou shalt not 
regulate before considering the costs.” Phase two aims deeper 
into the regulatory pile. It would say: “Thou shalt not regulate 
before comparing relative risks.” 

The basic idea behind risk comparison is that life is full of all 
kinds of dangers which shorten mortality or make people ill 
and we don’t have the money or the time to deal with them 
all. Here are some examples behind this kind of logic: 

eA Johns Hopkins University professor estimates that a 
one percentage rise in unemployment causes about 37,000 
deaths over a six-year period. Yet, as one congressional staffer 
notes: Some regulations designed to protect workers’ health have 
closed plants and put those workers out of jobs. 

eRep. Donald Ritter (R-Pa.) would like to know, for 
instance, how much added risk in ultraviolet radiation might 
come from depletion of the ozone layer by fluorocarbons 
compared to the risk from sunbathing. The congressman isn’t 
trying to be facetious, rather he is trying to put the radiation 
danger into proper perspective. 

eGeneral Motors has developed a list of what it would 
cost to extend the average person’s life by one year in the 
United States through various safety or health precautions. 
Sample results: A 3.4 grams per mile carbon monoxide auto 
emission standard, $27.5 million per person; installing sulfur 
scrubbers on smoke stacks, $11,300; a lung cancer detection 
program, $455; and a coronary ambulance system, $192. While 
the figures aren’t claimed to be precise, they illustrate the 
wide range of payoffs for dollars invested. 


One of the leaders in the battle for risk comparision, Ritter is 
a rare breed of scientist turned politician. He and other 
members of a House science and technology subcommittee man- 
aged to win a toehold for risk comparison in the omnibus 
regulatory reform bill passed by the House Judiciary Committee. 
The toehold is a directive to agencies to “clearly explain the 
risks they seek to regulate” and “to do so in comparison with 
everyday risks that people confront.” 

But Ritter goes even further in a new bill that was 
dropped into the hopper just before Congress’ election recess. The 
bill provides the push for executing risk comparison from 
the Regulatory Council, the agency Carter set up to oversee 
efforts to make regulations less burdensome on business. 

Business groups generally have been behind the risk compari- 
son but some don’t trust regulatory agencies to do the 
weighing of scientific evidence. They would like an outside 
“science court” to decide whether a chemical, for instance, 
poses a risk of cancer and how much. 

GM’s view of risk comparison is that, although its still an 
imperfect and imprecise technique, its worth doing “if for no other 
reason than (it) does establish perspective and adds much to 
the decision process.” ig 
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Strength/Stretch 


New SuperStretch/90 protects your product 
from the time your shipment leaves the loading 
dock until it reaches its final destination. This 
high-strength film withstands the stress of irreg- 
ular loads, protruding separator boards and 
sharp objects — even loads which cause tear- 
ing in most other films. 


Ay : 


SuperStretch/90 


Conventional 


Conventional SuperStretch 


SuperStretch/ 90 is a three-layer coextrusion that 
provides the superior stretch, toughness and cling | 
properties not attainable in single layer films. 


Cling 


SuperStretch/90 retains superior cling throughout - 

a wide range of temperatures. In fact, it will | 

maintain cling at — 20°F., eliminating the problems - 

of cold climates, cold storage and other | 

severe conditions. 

Savings 

Because of its added strength, SuperStretch/90 

can be used in thinner gauges. Results: 

easier handling and more pallets per pound. 

This means you get a lower cost per pallet and 

reduced shipping costs. 

If you'd like to try 

SuperStretch/90 on your 

equipment, you may or- 

der just one pallet of film 

at the 25 pallet rate. We 

know you'll be pleased 

with the results. 
SuperStretch/90 — 

= bs, strength, stretch, savings 

— maximum efficiency for your packaging needs. 


SuperStretch/90 


St. Regis Flexible Packaging Division 
P.O. Box 225325 Dallas, Texas 75265 
(214) 421-4161 


32 Pallets 40 Pallets 


-_— —  <—_ 
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FLEXIBLE PACKAGING DIVISION 


Price reductions 
through contracts 


All types of contracts 
carry special arrangements 


A wide range of 
contract candidates 


Checklist for 
negotiating contracts 
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Negotiation outiocok 


By Dr. Chester L. Karrass 


Contract agreements often re- 
duce prices because they tend to ~ 
consolidate purchases and cut. © 
administrative costs. 

Such contracts stimulate com- 
petition between vendors because 
they represent big volume and 
lower selling costs. This, too, | 
results in lower prices to buyers. — 

Whether called systems con- © 
tracts, blanket orders, corporate 
agreements, or whatever, all con- 
tract agreements basically do the 
same thing: represent an agree- 
ment to purchase goods or 
services under special arrangements covering such areas as 
price, quantity, inventory and delivery commitment, inventory 
location, releasing procedures, and payment and billing. 

Any item or service can be covered on a contract 
agreement, including: expense or capital goods, direct charge to 
project or indirect charge to overhead, known requirements or 
estimated ones, one item or many items, firm or variable prices. 

How long should a contract run? Most agreements remain in 
force one year. Some run two or three; some go even longer. And 
contract agreements usually contain cancellation clauses 
allowing either party to cancel with notice. 

Prices are generally subject to change, especially as the 
contract agreement duration becomes longer and inflation grows 
worse. But the rate of increase and frequency of price hikes can be 
controlled as part of the contract. It’s one of the negotiation 
opportunities you should consider. 

And keep in mind the six guiding principles useful in 
negotiating contract agreements: 

eAsk for concessions or you won’t get them. Don’t make 
the mistake of assuming that they’re unobtainable. 

eCorporate agreements are exceedingly important to 
distributors in their competition for market share. 

eA strong audit clause must be negotiated and imple- 
mented to minimize the risk of error on the seller’s part. 

eCover direct project items and spare parts on corporate 
agreements. Prices on such items tend to rise faster than the 
average. Contract agreement coverage can help moderate increas- 
es on direct charge products, spares, accessories, and extras. 

eNegotiate contract agreement terms to move work from 
the buyer to the seller. 

eCorporate agreements are hard to analyze. Use a profes- 
sional cost analyst to compare competitive bids. 


Dr. Karrass specializes i in negotiation, purchasing, and sales seminars. His 
12-hour Effective Negotiating video program is licensed by 136 of the nation’s 
500 largest companies. He is author of How to Fight a Price Increase, 
Negotiating Game, Give and Take, and How to Work with Your Employees to 
Improve Ther Performance and Your Own. For more information on ae 
and seminars: Karrass Seminars, 2066 Westwood Blvd., Los Angeles, Calif 
90025 (213) 476-4554. 
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You use steel and 
aluminum bars and tubes one 
bite at a time. But that's not a 
very efficient way to buy 
them. You can Cui your metal 
costs and get more 
responsive service when you 
plan complete coverage of 
your long-term needs. 

At Frasse, we work with 
customers to schedule their 
total requirements, then plan 
our buying and delivery 


schedules to cover their needs. 


Our customers get lower 
overall costs, reduce their 
inventories and are protected 
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BY THE PIECE ? 


against unanticipated shortages. 


Over the long run, that all adds 
up to lowest cost. 

Call your nearest Peter A. 
Frasse metals center and ask 
fora conference 
to discuss a oe 
your long-term 
needs. We have 
lots of ideas 
for you to 
sample. 


Peter A. Frasse & Co., Inc. 
New York Metro Area: 
(212) 925-2200 
(201) 933-7700 
(516) 627-3332 
(914) 476-5900 


Philadelphia: (215) 229-9900 
Cleveland: (216) 425-4911 
Hartford: (203) 529-6861 
Boston: (617) 435-6854 
Buffalo: (716) 876-4700 
Syracuse: (315) 437-2951 


FRASSE 


Peter A Frasse & Go inc 
Steel & Aluminum 
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More on 
calculating 
inventory costs 


Is insurance 
fixed or fluctuating? 


Is space truly 
a variable cost? 


Obsolescence: Importance 


depends on the industry 


Inventory outicok 


By Norman Kobert 


Here’s a list of main costs usual- 
ly charged to inventory. Let’s 
examine each for the rationale be- 
hind its use in our management/ 
decision calculations: 

eInsurance. Would insurance 
costs be paid regardless of whether 
or not storage space is occupied? If 
so, this is a fixed cost. But if the 
insurance fluctuates in proportion 
to inventory value, then it’s a vari- 
able cost. 

If insurance is fixed over a 
year, but the inventory fluctu- 
ates wildly during that year, 
then costs should be fixed against the fluctuating value of 
the inventory. Using a constant cost factor despite fluctuating 
value is misleading—and can lead to poor decisions. 

eTaxes. If taxes are paid whether or not land and 
buildings are occupied by inventory, these are fixed costs. 
But if taxes are based on the value of inventory, and fluctuate 
within time frames relevant to surges and troughs in inventory 
value on hand, these are variable costs. State and local situs taxes 
usually are of this nature. 

eSpace. If inventory were reduced, would the space be 
used for production of goodsfor which there is a market? If a 
pallet rack is no longer needed in a warehouse, can we enlarge our 
progressive packing area? Can an inventory reduction cause a 
building to be sold? Can an inventory reduction result in avoiding 
new construction? 

The answers to these questions, even the fact of consider- 
ing them, show the futility of merely accepting space costs as 
variable and then using these costs as a base for the myriad 
of necessary management decisions. 

eMaterials handling. What proportion of material han- 
dling equipment and personnel would vary by the size of the 
inventory? In logical terms, the cost of picking, moving, and 
storing is independent of the size of the sitting inventory. 

eObsolescence. There are two possibilities that must be 
considered when figuring the cost of obsolescence: (1) a system, 
item, or part will change in a given time frame and (2) the 
inventory items under considerations will be affected by 
that change in a calculable time frame. 

When you consider stocking up on an item to beat a coming 
price change in the next fiscal quarter, how much consideration 
should be given to obsolescence cost? In a high technology area, it’s 
important. But in most areas, obsolescence is a negligible factor. & 


Norman Kobert is a principal of N. Kobert and Associates, Fort Lauder- 
dale-based management consultants. A specialist in managing the inven- 
tory asset, Kobert has conducted numerous in-plant and public seminars 
on inventory management, and has written many articles for professional 
and business journals. His latest book, Inventory Strategies, is available 
from Boardroom Books, 500 5th Ave., New York, N.Y. 10036. Price: $50. 
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__._ The Bell System Yellow Pages| is the book that business people read cover 
ee cover, repeatedly. In fact, as a recent Survey* proved, it’s their #1 reference book. 
| That’s because, if they open the Yellow Pages, they generally close a deal. 
And now in a number of metropolitan areas there’s a new edition of the Yellow Pages 
ae titled the Business to Business Bell System Yellow Pages. 
_ Its contents include all the businesses other businesses need and an easy-to-use index, 


Bell 
System | 
Yellow ) 

See Pages ‘Burke. Markel\Resdaret{ Sudvey ¢f5000 businesses, April, 1980. 
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Purchasing at Chrysler 


moves front and center 


By El Hoeffer/Midwest Editor 


Under new management, purchasing leads 
the way to quality improvement—and that 
lead is undergirded by supplier support 


DETROIT—It has often been said 
that your suppliers can make or 
break your business. At Chrysler 
it’s an accepted fact of life. 

And as the No. 3 of Detroit’s 
Big Three fights for survival, it’s 
also an accepted fact that 
purchasing’s relationship with its 
suppliers is critical. Underlining 
this new recognition of purchas- 
ing’s role are these facts: 

eChryslers’ president, J. Paul 
Bergmoser, is a graduate of the 
purchasing ranks. 

elts new purchasing vice- 
president, David R. Platt, is 
bringing greater discipline and 
cohesiveness to the company’s 
purchasing efforts. 

ePurchasing at Chrysler has 
been given a critical role in overall 
product quality as the company 
places greater emphasis on vendor 
relations and on purchased parts 
and components. 

Bergmoser says he hasn’t 
spent undue time with purchasing 
nor has he emphasized purchasing 
since becoming Chrysler’s chief 
operating officer. Yet he has made 
some important changes. 

The most important change 
is that purchasing now reports 
directly to him. Purchasing used to 
report to manufacturing—which 
put it at least one step away from 
top management. This change, he 
says, is simply recognition that 


Bergmoser, president of Chrysler, 
encourages purchasing to go to 
other departments for support. “‘If 
purchasing has a problem, it is a 
corporate problem,” he says. 


about 55% of the company’s 
expenditures are purchased goods 
and services. 

The second change reflects 
the disciplined operating philoso- 
phy which Bergmoser brought 
with him from Ford, where he had 
been executive vice-president— 
Procurement & Supply Group. (He 
was retained in January 1979 by 
Chrysler as a consultant on 


matters relating to purchasing and 
supplier relationships, and elected 
president and chief operating 
officer in September 1979.) 

Ford’s purchasing organiza- 
tion, “its policies, procedures, and 
management are very disciplined 
and effective,” he notes. These 
qualities are now being imposed on 
Chrysler’s purchasing activities in 
two ways: expanded responsiblity 
for purchasing and tighter follow- 
up communication from other 
departments to purchasing. 

Cradle to grave. Under 
Platt’s administration, Chrysler’s 
buyers are taking on a “cradle to 
grave” purchasing role. (Platt is 
also a Ford alumnus: He was 
General Purchasing Agent there 
until this past May, when he 
became Chrysler’s vp—Procure- 
ment & Supply Group.) 

The cradle-to-grave concept 
shoulders buyers with more 
responsibility than just getting a 
part at the right price and having 
it delivered on time when the 
production line starts up. Under 
the new policy, buyers are “totally 
responsible” for the quality of the 
part and for assuring that a 
sufficient supply will be delivered 
on time—not just when the line 
starts up, but as a continued 
supply is needed along the 
production schedule. Previously, 
the buyers’ responsibility was 
limited to sourcing, pricing, and 
delivery until production began. 

More follow-up. For purchas- 
ing to discharge these new and 
expanded responsibilities, Berg- 
moser has imposed similar 
tightened discipline on other 
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SUPPLIER 
Metal Products, Inc. 
Danfield, Illinois 


1/22/80 
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IF I'S WORTH SHIPPING 


PURCHASE ORDER 


800 CROSSBAY BLVD. COPIAGUE, NEW YORK 11726 


DATE ORDERED TERMS 
30 days Net. 


SHIP TO 


17061 


BUYER 
John J. Carol 


Above Address 


BY AIR, IT DESERVES 


THE AMERICAN ADVANTAG 


You ve just finished going over your 
product sheets. You ve carefully made your 
choice and placed the order. Now for the 
most important detail. 
Make sure your supplier ships your 
order on American Airlines Freight System. 
At American, weve got some 900 
flights a day. Each one carrying freight. 
And acomputer tracking system that lets 
us know where every shipment is at every 
moment. To make things even simpler, 
you can use your P.O. number as the 
waybill number, too. 

So when you need something de- 
livered in a hurry, you can depend on us. 


AmericanAirlines Freight Systeni —Seaggeiie, 
P.O. Box 61616, Dallas/Fort Worth Airport. Texas 75261, U.S.A. 


And in todays deregulated environment, 
you may even save money with American 
Airlines air freight compared to the cost of 
ground transportation. 

Hard to believe? Ask us to prove it. 
We'll show you just how fast, reliable 
and cost-competitive we really are. In 
fact, we'll give you the key to big savings 
when you call. 

Just send us your business card 
and we'll send you a handsome, 
genuine leather key fob. Absolutely free. 

When you figure out how much 
American can save you, you |l see that it 
really does pay to get it on American. 
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Tightening discipline 


(continued) 


departments. Chiefly, he has 
charged the entire Chrysler 
organization, particularly manu- 
facturing, to advise purchasing 
when problems occur. 

“There had been a lack of 
reporting back to purchasing from 
the assembly and manufacturing 
plants,” Bergmoser says. Equally 
harmful, purchasing was not 
encouraged to follow up with these 
other departments—a _ situation, 
he states, “that just had to be 
improved.” Gradually it came 
across, he comments, “that if 
purchasing had a problem, it was a 
corporate problem; and once the 
buyer understood he could call on 
others for support, he did.” 

These changes have helped 
Chrysler to help itself through its 
publicized troubled times, but it 
has also gotten vital help from its 
vendors. 

Vendor aid is vital. Board 
Chairman Lee A. Iacocca has 
called the suppliers the company’s 
“unsung heroes.” Adds Bergmoser: 
“Our suppliers literally carried 
Chrysler through our crisis earlier 


this year.” 

Chrysler’s vendors have 
helped it by: 

extending terms. 


eCarrying larger amounts of 
inventory so Chrysler could keep 
its stock at minimal levels. 

eImproving the quality of 
purchased goods substantially. 

And, notes Bergmoser, “some 
suppliers even bought some of our 
debentures and bonds.” 

While the first two items were 
essentially emergency actions, 
vendor assistance in the improve- 
ment of product quality is deemed 
a permanent situation. The 
reasons? First, Chrysler is paying 
much more attention to the quality 
of the parts it purchases. Second, 
its suppliers recognize how 
important a role quality now plays 
in Chrysler’s fortunes. (In fact, 
Bergmoser declares, all suppliers 
to the automotive industry have 
come to realize the importance of 
quality in the industry’s fight not 
just to survive but to regain its 


hes. m4 

Discussing Chrysler’s tough stance 
on vendor quality, purchasing vp 
Platt says, “It’s a matter of enforc- 
ing specs on each delivery.” 


domestic supremacy over Japanese 
and European imports.) 

Trouble-shooter task force. 
Purchasing’s expanded role in- 
cludes increased visits to vendor 
plants. Buyers have also become 
part of task force teams that look 
into reported or suspected problem 
areas. Purchasing has adopted a 
tougher position on vendor 
quality, kind of a “three strikes 
and you're out” policy, Platt says. 
“At any hint of even a slight defect, 
we'll visit him and warn him to 
shape up. He may get one more 
warning if the problem persists. 
After that, he’s out.” 

The result, he notes, “is that 
we've seen a vast improvement in 
the quality of parts shipped in, and 
we expect this to continue.” 

The main area of improve- 
ment is in a continued flow of 
uniformly and consistently accept- 
able parts. This means no drop in 
quality from the approved sample 
to the actual production parts, and 
from one shipment to the next, 
through the complete production 
run. Too often, Platt declares, part 
quality begins to deteriorate after 
initial deliveries. 

The biggest problem being 
tackled is falloff of dimensional 
integrity because the vendor has 
not made sufficient allowance for 
tool wear. Another: color variation 
from one batch of parts to the next. 
The point Platt stresses is even 


minor variations are no longer 
tolerable. 

“It’s not a matter of enforcing 
tighter specs”, he explains, “but of 
enforcing strict adherence to the 
specs with each delivery.” 

Make-or-buy imperative. 
Chrysler’s current plan of upgrad- 
ing purchasing’s role and improv- 
ing incoming product quality will 
be critical in the future—when 
purchased parts will supercede 
in-house manufactured parts. 

The company must reduce its 
fixed costs; and it has too much 
manufacturing capacity for some 
parts. 

Some old plants, particularly 
aging foundry operations, have 
already been closed. Others are 
being carefully evaluated in 
keeping with a comprehensive 
make-or-buy study, a program 
which Bergmoser declares is the 
largest make-or-buy analysis in 
the automotive industry. 

Chrysler is not large enough 
to manufacture parts as economi- 
cally as some of its competitors or 
its suppliers. And keeping facili- 
ties that make parts at a higher 
cost is not practical. Moreover, 
facilities require huge amounts of 
money to operate and upgrade. 
The objective is to weed out those 
where these costs cannot be 
justified. 

Chrysler is also in the 
forefront of the domestic industry’s 
switch to front-wheel drive. “By 
1984, we should be the No. 1 
front-wheel drive manufacturer in 
the U.S.,” Bergmoser asserts. This 
means different parts and different 
materials will be used from those 
used in conventional rear wheel 
models. As newer car designs 
increase the use of different parts 
and materials, it is expected that 
optimum use of capital will dictate 
greater use of purchased goods. 

Each newly designed part that 
comes out of engineering is subject 
to the m-o-b review, Platt advises. 
“It might be possible that by going 
to the outside, we can utilize the 
latest production techniques to 
achieve our quality objectives and 
the lowest price for the part. 

“This doesn’t mean we expect 
to have more vendors, but that 
purchasing will spend more dollars 
with existing suppliers,” he notes. 

Adds Bergmoser: “We’re not 
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and we won't be seeking leverage 
so much as providing the 
opportunity for these vendors to 
commit more of their resources for 
our use and benefit. They can use 
this opportunity to increase their 
dollar sales to the automotive 
industry here more than anywhere 
else because of our improved 
buying position.” 

The road ahead. In purchas- 
ing’s future at Chrysler, two 
activities will receive considerable 
attention. “First, perhaps obvious- 
ly, is the supplementation and 
control of quality assurance 
procedures of purchased goods,” 
Platt notes. 

“Second will be a continuing 
review of procuring products and 
materials on a worldwide basis. As 
various countries of the world 
increasingly industrialize, we 
must explore where parts might 
be best obtained. For example, 
a labor-intensive part might be 
more economically procured from a 
developing country, while a 
high-technology component would 
be best acquired from a fully- 
industrialized nation.” 

This type of sourcing, Platt 
observes, is a trend that will grow 
not only at Chrysler but among 
other companies that are begin- 
ning to do business worldwide. 

Meanwhile, Platt will contin- 
ue to “fine-tune” purchasing’s 
efforts. His main emphasis will be 
increasing its centralization. 

Another goal is to increase the 
efficiency of purchasing’s data flow 
and storage system. While pur- 
chasing has long been incorporat- 
ed into a computerized system, 
greater effectiveness is a target. 

Though purchasing is taking 
on added responsibilities and will 
undoubtedly handle a much bigger 
volume of business, Platt does not 
see the need to appreciably 
increase his staff. Some additional 
personnel to keep expediting in 
hand is foreseen, but an already 
“highly competent” staff with 
better tools and support will be 
able to provide the increased 
effectiveness, he states. | 


recision-made forgings 
gin Bethichem _" 


Closed-die forgings of every shape are produced at our Drop Forge Shop in Bethlehem, Pa. 
This assortment of forgings ranges in weight from 15 lb up to 55 lb. 


At our specialty Drop Forge | so no order of closed-die 
shop and our unique Slick Mill, forgings is too small to be 
we make closed-die forgings to considered for economical 
meet your precise specification. production. At our Slick Mill, 
The result is a dimensionally . = circular forgings are also 
accurate, structurally sound | practical because it takes 
part. only 15 minutes to change 

Uniform high quality. The af dies. 

steel for most Bethlehem How much can you save with 

forgings is melted and rolled | our precision-forged parts? Find 

at our own plants, and then out by calling the Bethlehem 

identified for your specific | Sales Office nearest you. 


order. 
| 5 Closed-die forgings up to 250 
Increased strength, longer lb. Circular forgings from 200 to 


life. Refined and contained 2,500 lb. In all standard grades 
grain flow in forged steel Circular parts are produced on the of cqrbon and alloy steels, 


results in more reliable per- Slick Mill at our Johnstown, Pa., plant. . 
formance and lon at A 1,550 lb forging like this one was including stainless. Bethlehem 
g J tumed out in less than a minute. Steel Corporation, Bethlehem, 


parts. | - PA 18016. 
Lower cost per unit. Our result in minimum scrap loss. 


forged parts require minimal Economical short runs. Our Bethi h 
shop time for production and Drop Forge Shop isa job shop ‘ AB | em 
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THECAN | 
THAT CUTS COSTS, NOT FINGERS. 


Just one of Sonoco’s cost-reducing products. 
It’s Sonoco’s Safe-top*composite can. It’s hermetically sealed with a foil closure that’s 
easy to peel off and won’t injure fingers, and it’s more economical than a metal can. 
The body of the can is spirally wound and composed of a laminated foil liner, paper- 
board and paper or foil label. It’s light, yet tough and resilient. That’s good news for 
marketers of powdered soft drinks, snack foods, pet foods and other products, because 
aay composite cans protect their prod- 
; A a2 fi ucts and their customers while 
Bey ‘ f reducing shipping costs. 
. lea We started 1n 1899, making pa- 
| | per cones for the textile industry. 
Tesigcanes sappy andacresves ____/NOW we manufacture a growing 
line of paper, plastic, metal and 


: — fiberglass products at more than 
| ee , 40 U.S. plants and at subsidiaries 
} | 5 


and affiliated companies around 

the world. 

ere | Boe hy Ze If you'd like to know more about 
the cost reducing advantages of 

our composite cans or other prod- 

ucts, write us at Sonoco Products 


y we ( 

tb mia} = Company, Hartsville, SC 
= 29550. At Sonoco, paper 1s 
And Storage Tubes Datlohe only the beginning. 


® 
SONOCO 
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PURCHASING STRATEGIES 


What’s behind the 
Rabbit's fast takeoff 


By Somerby Dowst, c.P.mM. / Managing Editor, Professions 


Volkswagen's American Rabbit owes 
much of its success to innovative 
purchasing and suppliers 


WARREN, MICH.—“A large per- 
centage of innovative ideas in the 
auto industry come from suppli- 
ers,’ says John E. Masterson, 
vice-president—purchasing for 
Volkswagen of America. He ticks 
off cost savings, quality improve- 
ments, weight reductions, and 
other advantages stemming from 
specialized vendor know-how. 

That’s why vendors were 
involved with engineers in ideas 
netting over $35 savings per 
vehicle for the 1981 VWoA Rabbit, 
which was unveiled at the firm’s 
New Stanton, Pa. plant last 
month. That’s an annual savings 
of $8.6 million. Among the parts 
and assemblies accounting for it: 
slush-molded instrument panels, 
aluminum bumpers, power steer- 
ing gears, electrical redesign, 
brake valves, and coated steels. 

Still more improvements due 
to the experience and ingenuity of 
suppliers (most located in North 
America, where VWoA spends the 
majority of its $800 million annual 
production purchases tab) are 
expected in soon-to-come model 
years. Examples: 

eA U.S. carburetor system 
that will improve fuel economy. 

eMuffler designs that will 
eliminate pre-muffler assembly 
and reduce weight by two pounds 
per car. 

@Electronic controls that will 


regulate carburetion, spark timing 
and exhaust gas recirculation—by 
responding to air temperature, 
altitude, and even changes in the 
chemical composition of gasoline. 

eThinner glass for a weight 
reduction of eight pounds per 
vehicle. 

eA smooth two-sided galva- 
nized steel that won’t flake during 
drawing, and can be painted for 
exposed body applications. 

The story behind these 
savings began Oct. 6, 1976. That 
was when Jack Masterson joined 
Volkswagen as vp-purchasing, as 


the second man hired for the 
company’s U.S. manufacturing 
operations. The man who hired 
him, to whom he still reports, is 
president James W. McLernon, the 
first employee. And that was when 
Masterson, a 26-year purchasing 
veteran from GM’s Pontiac 
division (he was director of 
purchases), started to put together 
a corporate staff that now totals 68 
at HQ plus 13 in plant locations. 
“I started with ‘a pencil I 
brought from home, and a 
borrowed telephone,” Masterson 
recalls. So the purchasing depart- 


“| started with a pencil from home and a borrowed phone,” recalls 
Volkswagen of America’ John Masterson, who now heads an 82-person staff. 
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(continued) 


ment and the company’s manufac- 
turing plants were built from the 
ground up together. In October 
1976, the New Stanton facility, 
originally started by Chrysler, was 
just a giant shell—with a dirt floor 
the size of 35 football fields. 

Shifting sources. For Master- 
son, the challenge was twofold: 
getting the plant finished and 
building a staff and finding 
suppliers. The growing strength of 
the German mark versus "the 
dollar made sourcing of parts and 
components in this country a 
tremendous opportunity for cost 
reduction. 

“We can save at least 25% at 


How purchasing shapes up at 


Things happen so fast at VWoA 
purchasing that it’s tough to geta 
freeze-frame look at the organiza- 
tion. Nevertheless, here’s a press- 
time view, with some upcoming 
changes and features highlighted: 

1 Aseparate buying group for raw 
materials will be spun out within 
the production parts purchasing 
arm. 


current exchange levels by buying 
here,” says Masterson. ‘“Re- 
sourcing parts formerly supplied 
from Europe is our top priority 
now. We view just about every- 
thing except engines and trans- 
missions, which the parent 
company makes in Europe because 
of high investment for relatively 
low volume, as candidates. We’re 
even getting involved with what 
we call engine ‘hang-ons,’ such as 
fuel injection pumps.” 

In just four years, the number 
of parts sourced here has increased 
about tenfold. And Masterson has 
a highly professional staff— 
perhaps averaging younger than 
some other firms’, but long on 
education. About one-third of 
nonclerical purchasing employees 
either have or are working on 
masters’ degrees. There are a 
number of engineers on the staff, 


2 The full-time staffer here keeps 
communication open with the New 
Stanton plant—providing daily 
reports on vendor problems that 
might show up in incoming inspec- 
tion. 

3The facilities and equipment 
purchasing arm is gearing up for 
the $300 million task of building 
and fitting out a new assembly 
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at least one lawyer, and a healthy 
ratio of support personnel— 
analysts, liaison staffers, coor- 
dinators, etc.—to buyers. 

Where were these pros 
recruited? Many were recommend- 
ed by suppliers Masterson had 
known for years. “Vendors can be a 
terrific employment agency,” he 
says. “They can tell you a lot more 
about a guy than you can dig out 
for yourself in a job interview.” 

In a sort of pyramiding 
process, many of the early hires at 
VWoA purchasing then recom- 
mended former co-workers— 
people with the potential for 
fitting into a challenging environ- 
ment. “We’ve got a lot of doers 
here,” Masterson stresses. Except 
for himself, he adds, every member 
of VWoA purchasing management 
has been promoted at least twice 
since coming on board. 


Volkswagen 


plant, plus volume expansions in 
the feeder plants. 

4The staffer here coordinates 
the first shipment of production 
parts from U.S. suppliers, with the 
last from Germany. 

5This staffer—an engineer— 
works with engineering on the 
release of new parts and on engin- 
eering change notices. 


Facilities & equipment purchasing 


General 
Purchasing 

Agent, Facilities & 
equipment 


Agent, 
Plant 


Quality 
liaison 


Purchased 


Purchasing 


Get-it-done buyers and broad- 
scope support for them have been 
musts at VWoA. From the 
beginning, the task of North 
American resourcing has been big 
and complex. It has involved 
translation of drawings from 
German into English, and deter- 
mination of whether or not 
overseas standards are the same as 
this country’s. And that hasn’t 
always been easy. 

“We've even found differences 
in items like tire valves and wheel 
weights,” says Robert T. Chrysler, 
director of director of production 
purchasing. “There were just 
enough variations so we had to 
plan two different processes for 
inserting the weights, depending 
on which version was finally 
decided on.” 

In the beginning, there was a 
fair amount of air freight activity, 


as German parts were rushed 
across the Atlantic to fill New 
Stanton’s needs. In addition to the 
question of standards, VWoA’s 
stringent quality-control demands 
initially proved tough for domestic 
suppliers to meet. 
Mind-boggling specs. A 
common response from vendors, 
when QC needs were spelled out to 
them: “You don’t really mean 
that!” Reason: They hadn’t before 
been exposed to specs such as 
anti-mildew requirements on 
interior sound-deadening insula- 
tion, 500-hour salt spray tests on 
brake lines, minimum burst 


strengths of 13,500 rpm on 
flywheels—with 100% crack detec- 
tion both before and after 
machining of flywheel castings. 

“We are really responsible for 
a quality revolution in the auto 
supplier community,” says Master- 


son. And the vendors have caught 
the drift. Where it once took an 
average 2.7 sample submissions to 
get a purchased part approved, 
that figure is down to about 1.5. 

Masterson can cite such 
figures because of controls that 
zero in on important purchasing 
statistics, without stirring up a lot 
of irrelevant detail. An on-line 
inquiry computer system, de- 
signed for buyer support but 
plugged into the company’s data 
base, provides much of the 
information. 

According to J. P. Stewart, 
purchasing’s administrative direc- 
tor, some 12% of VWodA’s 
purchased parts account for more 
than 80% of its dollars. To get a 
handle on these, a “key parts” 
definition has been set up: A part 
becomes a key part when it 
accounts for $1 of cost per car, at 
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A great packaging in any brand of 
system starts with é strapping machine 
wes oye Shy 1\ ! on the market. 

rainard offers | Tw //: Autoflex is the 
you the best ‘SF fi = straightest, flattest band 
it on the \\ you can buy. 
market — plus \ And then there are Brainard’s 


machines, tools, 
supplies and acces- 
sories to apply that 
strapping effectively 
and economically. 


Start with Brainard 

Hiflex® the high 

tensile steel hie 
g 


non-metallic strappings — nylon, 
polypropylene and polyester—the 
finest in the industry. 


Brainard offers you one more 
ingredient not shown on this 
page. That's Brainard 
engineering capability. The 
ability to design, build and 
install a strapping system that's as 
simple or as complicated as your 
operation calls for. 


. - 


that’s made of hi 
carbon steel for greater 
elongation and maximum 
strength. a , 
Hiflex is edge conditioned twice, heat Se yo ee 
treated and lead quenched. And its Cer oe — ee, birt 
prone. en coating provides PO, Box 597. Warr hin Ohi 5 44482 
smooth, trouble-free operation. vee Tales 
elephone 216/372-4040. 
If you need tensional steel strapping, the 
finest available is Autoflex,, engineered 
to assure smooth, uninterrupted operation 


BRAINARD EZiaca STRAPPING 


DIVISION OF SHARON STEEL CORPORATION,® AN (NVF> COMPANY 
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PURCHASING STRATEGIES 


Key parts cost — 


(continued) 


an annual volume of 257,000 
vehicles. “There are about 500 key 
parts now,” says Stewart, “and 
maybe 100 out of 600 vendors are 
involved in making them.” 

The computer system (largely 
designed to specs laid down by 
Stewart, himself a former buyer), 
tracks the costs of key parts. It also 
provides data on: 

eThe progress of North 
American resourcing—by buyer, 
group, and department. 

eStandard cost variances. 

eTooling expenditures and 
samples status. 

eSavings. 

Play it fair. The last four 
reports form the basis of depart- 
mental and buyer and vendor 
performance measurement. But 
they’re not the only criteria. 
“There are many outside influenc- 
es that neither purchasing nor 
suppliers can always foresee,” says 
Masterson. “It’s just not fair to 
only rate people statistically.” 

He stresses the need for 
domestic resourcing to keep 
moving forward, and for the 
transition from European to North 
American suppliers to go smoothly 
in each case. And that means a lot 
of coordination in phasing the 
overseas vendor out and the 
domestic one in. 

“What it amounts to,” says 
Masterson, “is that we’re always in 
a start-up mode no matter where 
we are in the model year.” And, of 
course, there are model changes, 
too. The 1981 Rabbit has had a 
major facelift in addition to hidden 
changes, and that added up to 1100 
new parts for purchasing. 

The whole job, moreover, 
continues to get bigger. In addition 
to the New Stanton assembly 
plant, VWoA now has a metal 
stamping plant in South Charles- 
ton, W. Va., and a components 
plant in Ft. Worth, Texas. 
Scheduled for start-up in 1982 is 
another assembly plant in Sterling 
Heights, Mich. It will turn out 800 
Rabbit-type vehicles a day to sup- 
plement New Stanton’s 1000/day. 

Since VWoA is going to act as 
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Purchasing directors get together with Masterson (r.) in strategy 
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session. From left: J.P. Stewart (administration), William J. 
Flynn (equipment), Robert T. Chrysler (production). 
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Rigid quality standards make interdepartment teamwork a must. Here 
senior buyer William Constantine (|.) discusses QC test results 


with engineer Edward Schultz. 


its own general contractor on the 
$300-million job, director of 
facilities and equipment purchases 
William J. Flynn’s group will 
undoubtedly be busy. 


Competitive bidding saved 
$5 million on subcontracts 
for first assembly plant. 


In a way, Flynn is the 
archetypical VWoA purchasing 
exec: He joined the company as a 
senior buyer two months after 
Masterson—and has since been 
named purchasing agent, general 
purchasing agent, and finally 
director. Hence he remembers the 
New Stanton plant project time 


frame, which ran: construction 
started in February 1977, a pilot 
car produced in December ’77, and 
full production commenced in 
April ’78. “We were on time and 
under budget,” says Masterson 
now, emphasizing that competitive 
bidding on subcontracts racked up 
$5 million in savings. “We’re going 
to be shopping the world for the 
very best equipment for the 
Sterling Heights Plant,” says 
Flynn. 

More to come. And Master- 
son and his other top aides also 
have plans for still more purchas- 
ing refinements. Among them: 

eSpinning out a separate 
buying group for raw materials. In 
addition to steel, the new module 
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it, find someone to —*| Raw material buys 
straighten out (continued) 


will handle oil, greases and plastic 
materials for the entire corpora- 
tion. Main reason: to keep buyer 
commodity groups fairly small and 
manageable. 

eEnhancing the computer 
system with on-line updating, as 
opposed to the present batch 
inputs. 

eSetting up systems contracts 
on selected commodities. 

eProviding forecasts on price 
trends that buyers can use for 
negotiating. 

eDeveloping a value analysis 
program. (In outlining this project 
to the VWoA board recently, 
administrative director Stewart 
cited PURCHASING Magazine’s 
1980 VA issue, May 29.) 

The kind of philosophy that vp 
Masterson brought to his new job 
can also be seen in one of his very 


Make your problem 
our problem ey mg 


“that purchasing and engineering 


source that ca jive us 2 


Finding a reliable source for a large selection of label print- savings shouldn't be kept separate. 
ing supplies isn’t as difficult as it sounds. We carry a com- We're all in this together, and 
plete line of quality printing paper, gummed, ungummed everybody contributes. a 


and pressure sensitive, in a rainbow of colors. Or, we can 
provide labels custom printed to your specifications. We 
also have plain or die-impressed stencils, a wide range of 


printing inks, even marking pens. Global buying for an 
Weber's business is solving labeling problems. We can international company 
provide a no-obligation audit of your present labeling sys- An important of Volkewager's 
tem and show you how a Weber in-plant label printing purchasing cera in 


system can save you time, trouble and money. ich. is its inte national ari 


close to the $80 million U.S. export 
figure reported for the entire 
Japanese auto industry. And vp 


Weber; Saree 
e er The Labeling Specialists isda abi Seca lex ise 


711 W. Algonquin Rd. Arlington Heights, |L 60005 
Telephone (312) 364-8500 
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“THE MINUTE | SHOOK 


YOUR HAND, SIR, | KNEW YOUR 
LOW-PRICED TOWEL STORY HAD 


TO BE ALL WET, TOO." 


Ah, there’s the rub. 

If you don’t want to be 
left wet-handed by low- 
priced towels, you have to 
use a lot of them. 

And when that sodden 
wad of towel hits the trash 
can, it takes its low-price 
logic with it. 

Because excess usage 
can quickly demolish what- 
ever purchase savings 
there were. 


SCOTT ROLL TOWELS. 
BECAUSE VALUE ISN’T VALUE 
WITHOUT PERFORMANCE. 


It makes sense, on the 
other hand, that the more a 
towel does, the less of it 
people will use. So the roll 
will go further. 

hat’s true value. 

And that’s exactly what 
you'll get in the Scott family 
of towels and fixtures. 

For instance: 
super- thirsty, super-thick 
Perf-Embossed® bleached 
Brand 111 and natural 
Brand 115. They ne you a 
comfortable feel. Soft. Bulky. 
A true quality feel. 

For even greater econo- 
my, consider our new Perf- 
Embossed natural jumbo 
Brand 116. Or our un- 
bleached jumbo Brand 414. 
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‘ 1979 Scott Paper Company 


the switch from stub to new 
roll for you. 

So your maintenance 
people can make fewer 
refill runs to the washroom. 
Giving you even greater 
long-run savings; lowering 
your cost per hand dry. 

And that’s what you 
buy the towels for, isn’t it? 
Dry hands? 

Scott roll towels: some- 
thing you, and your users, 
can shake hands on. 


SCOTT 


A HOUSEHOLD NAME, 
AT WORK. 


And, to get the most 
out of any of these brands, 
put them in our new Trans- 
Q-Matic® II and/or Lev-R- 
Matic™ cabinets. Both 
accept the new jumbo rolls 
—up to 800 feet of towel— 
and accommodate stub 
rolls up to 200 feet. Our 
patented automatic 
transfer device makes 


1 Send me information 
on your new jumbo 
Cabinets the 
Trans-O-Matic Il and 
Lev-R Matic 


C] Send me samples of 
Brand 111 and Brand 
115 towels 


1) Send me 
samples of your 
jumbo roll towels 
Brands 116 and 414 
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Company (Co 5 | a a ae erie 
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Mail coupon to Commercial Products Marketing 
Scott Paper Company 
Scott Plaza ll Philadelphia PA T9113 
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Bright packaging ideas... 
that’s where we shine. 


When you have packaging problems that 
call for brilliant solutions, call on PCA. 

We have some of the most imaginative 
designers and engineers in the 

industry, ready to serve you. 

They have brightideasthatwork, = 


a 
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, Packaging Corporation 
of America 


A Tenneco Company qp 
® 


General Offices - Evanston, Illinois 


PURCHASING LAW 


Samples and models 
can back your claim 


By Dr. Russell Decker / Professor Emeritus of Legal Studies, Bowling Green State University 


Express warranties of conformance 
flow from samples or models when they 
are used to describe purchased goods 


When a buyer is dealing with 
new suppliers or new products, a 
sample or model of the goods can 
provide an effective description of 
what’s being ordered. Outlining 
specifications in this way often 
gives the buyer excellent legal 
protection. It’s not 100% foolproof, 
though, so let’s look at the issue. 

The Uniform Commercial 
Code (ucc) provides that when a 
sample or model is made part of 


THIS PLACE 
BOESNT LOOK 
a bit LIKE 
THEM DELI. 
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the goods’ description, it becomes 
part of the bargain. An express 
warranty therefore arises: All the 
goods will conform to the sample. 
This being the case, buyers 
generally claim that any sample 
shown during negotiations does 
become part of the deal. But 
suppliers often counter that the 
samples they show are really only 
“jllustrative”—to give the buyer 
an idea of what he will receive. 


OH THAT WAS JUST 
| TO GIVE YOU THE 
GENERAL IDEA... 


Check the facts. As usual, 
court decisions can go either way, 
depending on the facts of each 
case. The burden of proof is on the 
one seeking to establish warranty- 
by-sample. Here are five examples: 

One case involved an auto- 
matic carwash system. During 
negotiations, the supplier exhib- 
ited a model and provided the 
buyer with an advertising bro- 
chure describing the unit. Letters 
and conversations between buyer 
and seller referred to both the 
model and the brochure. An 
appellate court confirmed the trial 
court’s finding that the model was 
part of the basis of the bargain. 
This gave the buyer warranty 
protection. 

Another buyer won his case 
despite a disclaimer of warranties 
by the supplier. The buyer was a 
manufacturer of resins for floor 
tiles and shoe soles, using oil as 
raw material. The seller was a 
supplier of oil, whose printed sales 
agreement contained a standard 
clause disclaiming all warranties 
not contained in the contract. 
During negotiations, the supplier 
furnished a sample and a trial 
barge-load of oil. 

When the buyer later claimed 
damages, the court had to consider 
the issue of warranty disclaimer. 


+ In general, any warranty disclaim- 


er must be consistent with the 
entire contract, and communicated 
in precise language. That rule 
applies to warranties arising from 
sales by sample, just as it does to 
any other warranties. In this case, 
the court said that the general 
disclaimer could not wipe out the 
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Fibre Drums...from Ato Z. 


For everything from adhesives to 
zinc balls, we can tailor-make a fibre drum 
that’s exactly the correct height, diameter, 
and style to suit your product. 


Shown on these pages are a wide 
variety of fibre drums designed to handle 
wet, dry, moist, powder, liquid and solid 
materials. 


There are Weatherpak® drums that 
ignore ambient water...sturdy Leverpaks® 
that handle a broad range of contents, 
including hazardous materials... low- 
cost Apaks®...versatile Fiberpaks®... 
Liquipaks® for packaging liquids...anda 
host of other useful styles. 

Fibre drums are lighter and a lot 
less expensive than steel drums... 
stronger than corrugated boxes...more 


protective than paper or plastic bags... 
and easy to handle in break-bulk lots. 


For more information write or call: 
Continental Forest Industries, Fibre 
Drum Division, 51 Weaver Street, 
Greenwich, CT 06830: 203/661-2233. 


The Fibre Drum: 

the package that’s The Continental 
engi Group, Inc. 
around your product. 
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STEEL UPDATE 


from Republic. 


“NewMULTI-FORM 
steel helps solve 
problems and cut 

costs in cold forming 

automotive parts. 


Dave Cunningham 
Manager of Sales 

Hot Rolled Bar Division 
Republic Steel Corporation 


“Republic's new 
MULTI-FORM* 
steel answers the 
need for a cold 
formable steel 
capable of handling intricately 
shaped, difficult-to-form automotive 
parts. 

“As a superior-performing, 
economical alternative to grades 
C1005 through C1008, MULTI-FORM 
provides a money-saving reduction 
in rejection rates—with an increase 
in machine productivity. 

“MULTI-FORM steel also helps 
cut operating costs by reducing die 
wear and eliminating the need for in- 
process anneal in some applications. 

“Its cold forming ability is 
assured by a hardness level lower 
than that of C1008, in comparable 
conditions. A lower yield strength 
of 29,000 psi. An 83% reduction in 
area. And 49,000 psi tensile strength. 

“MULTI-FORM, available in 
both bars and wire, has proved 
successful in a wide variety of 
applications—such as extruded 
spark plug shells, rivets, fasteners— 
even appliance leveler bolts. 

“And because of its improved 
magnetic properties, MULTI-FORM 
steel is ideal for electrical applica- 
tions, such as alternator poles. 

“It's another product develop- 
ment from Republic to help auto- 
makers and their suppliers produce 
today’s more complex cold formed 
automotive parts faster, easier, and 
at lower cost. 

“Ask us about our new MULTI- 
FORM bars and wire and other 
Republic steel products that can 
make your production easier and 
more economical right now. Write 
to me, Dave Cunningham, Republic 
Steel Corporation, Department 1441, 
Cleveland OH 44101.” 


*MULTI-FORM is a trademark of Republic Steel 
Corporation. 


Renubliestce 


Action to meet your critical needs. 
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PURCHASING LAW 


Sales by sample 


(continued) 


warranty. 

Another buyer won when the 
court ruled that a prototype unit, 
developed and tested by the 
supplier, served as a sample or 
model. The buyer in this case was a 
manufacturer of irrigation sys- 
tems. The contract was for control 
boxes to be incorporated into the 
irrigation systems. 

Buyer is convinced. When 
the contract was being negotiated, 
the supplier represented itself as a 
specialist in the design, engineer- 
ing,and manufacture of electronic 
control systems. At one point in 
the bargaining, representatives of 
the buyer questioned the control 
systems’ ability to perform certain 
functions. In response, the supplier 
exhibited the results of an 
in-house demonstration, at which 
the controls worked properly. The 
supplier went ahead with produc- 
tion without further (field)testing. 

When the units were received, 
they wouldn’t work. In the lawsuit, 
the court reviewed the vucc’s 
requirements for an express 
warranty by sale or model. It found 
that such a warranty existed for 
the controls. Reason: The supplier 
had represented that its in-house 
tests of the prototype adequately 
demonstrated that its entire 
system would function properly. 
The buyer had a right to rely on 
this and could not be faulted for 
not requiring field testing. 

In deciding this case, the court 
stressed that the supplier was a 
specialist, who knew that the 
buyer was not equally expert. That 
helped buttress the buyer’s case. 
And, by the same token, a buyer’s 
expertise can sometimes work 
against him if heclaims a war- 
ranty based on a sample or model. 

This is shown in a case the 


buyer lost—a case that also 


demonstrates the law’s awareness 
of fundamental commodity differ- 
ences that must be considered. 
Precise electronic devices, for 
example, are in a different class 
than bulk mined materials. 

The case centered on the 
quality of coal being furnished. 


The supplier had agreed to furnish 
the best coal it had available, and 
had exhibited samples and labora- 
tory analyses. The buyer later 
claimed that there was an express 
warranty based on the samples’ 
quality. The supplier contended 
that the samples were merely to 
illustrate the quality of coal it had 
mined in the past. 

The court ruled for the 
supplier on this issue. It noted that 
the samples themselves didn’t 
necessarily create an express 
warranty. For that to happen, the 
evidence had to show the parties’ 
intent to create a contract tied to 
the samples. According to the 
court, the samples had been 
provided solely for what they 
might be worth to the purchaser’s 
buyer—who was well-versed in 
the chemistry of coal. 

The court also recognized that 
the quality of coal can vary even 
within a given mine. Upshot: 
There was no evidence that the 
supplier had ever represented that 
all future coal mined would 
conform to the sample. Hence the 
buyer failed in his burden of proof. 

What described? The 
question of what physical charac- 
teristic is to be defined by a 
sample—color, size, shape, quality, 
etc.—is also important. A buyer 
who found this out the hard way 
was a manufacturer of terrariums. 
He needed bead polystyrene 
material, and got a 13-lb. sample 
from a supplier for testing. He fed 
this batch into his production 
machines, and it seemed to work 
perfectly. He then ordered 500,000 
lbs. of the polystyrene, with a p.o. 
that stated “per sample.” 

When the production material 
arrived, it would not machine-feed 
satisfactorily. A trial court held 
that the goods contained impuri- 
ties, and that the supplier had 
breached its warranty. The buyer’s 
victory, however, didn’t last. 
Here’s why: 

An appellate court reversed 
the decision because the material 
received conformed to the size and 


shape of the sample batch. The 
evidence showed, moreover, that it 
was the size and form of 


material—not its impurity—that 
caused the production problem. 
This finding got the supplier off 
the hook. es 


800T oiltights. 
Broadest line in the business. 


Allen-Bradley pilot devices offer oiltight, dust-tight integrity to meet NEMA Type 13 


standards. Many unique operator constructions. Plus new flexibility...shallow, 
mini, logic reed and sealed switch contact blocks maximize your operating 


combinations. Optimize your push button functions with the broadest line 
available. In stock availability through your Allen-Bradley distributor. 


New octagonal mounting 
ring makes it easier to 
apply higher torque. 


ANY 
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have ample wiring 
room; readily 
accessible terminals. 


available in low 


voltage transformer, Sspenbted fast — 
full voltage, dual input shat pitas : sti Ss 
and neon types. andac ct position. 


Quality in the best tradition. 
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PACKAGING 


Costs are heating up, 
but so is competition 


By David Erickson / Markets Editor 


The variety of packaging options grows and 
grows—and so do opportunities for lower costs 
and improved package performance 


Over the past year, it seems 
packaging costs have moved in 
only one direction—up. 

Nonetheless, packaging re- 
mains a fertile area for cost- 
cutting and performance- 
improving ideas. Why? Because no 
other industry is as competitive, in 
terms of structure and raw 
materials used. 

Fewer than 60 packaging 
companies had sales in excess of 
$100 million last year in a market 
where total sales amounted to 


about $45 billion, according to a 
study by C.H. Kline & Co. And not 
only is there competition among 
paper, plastic, metals, and glass, 
but also among different materials 
within those groups—polyethylene 
vs. polypropylene, for example, or 
steel vs. aluminum. 

Staying on top. For the 
packaging buyer, then, the 
problem isn’t so much coming up 
with options for cost or perform- 
ance improvement as it is sorting 
out what’s available. Staying on 


all 


Printing techniques have improved at box-plants thanks 


to equipment like this flexo-folder-gluer. 
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top of developments, in terms of 
material cost relationships and 
product improvement, is essential. 

When considering a packag- 
ing buy, especially in a case where 
a change in material or container 
configuration is contemplated, 
three factors come into play: 

@eRaw material costs. Before 
making a switch, check raw 
material price relationships. For 
example, earlier this year, it 
looked as though some plastics 
might price themselves out of 
competition with paperboard. 
Some prices (especially Pvc resin 
tags) have since moderated 
considerably. 

eSpecifications. Make a 
“shopping list” of package specifi- 
cations, and make it as detailed as 
possible. Packaging marketers 
emphasize that a seemingly 
insignificant bit of data regarding 
the package or its contents can 
have a large impact on the choice 
of container. 

eAcceptability. This is not 
just the preserve of marketing. 
Purchasing must consider whether 
a new package will require 
handling changes, in terms of 
packing, unpacking, and shipping. 
Will new equipment be required? 
Will storage or disposal facilities 
have to change? 

Market shifts. Acceptability 
can be the dominant factor in the 


The following catal 
packaging and labeling 
priate number on the Information Retrieval 


From the Advance Group: 

A new era for screen printing: UV 
Curing. Circle 270 

The Pulsar Story: UV Technology. 
Circle 271 


From American Box Company: 
New container offers advantages 
over drums, Circle 272 


From Avery Label: 

Universal labeling systems, Circle 273 
Performance-rated labeling 

systems. Circle 274 

Modular in-line labeling systems. 
Circle 275 


From Borden Chemical: 
Stretch pallet wrap application 
guide. Circle 276 


From Container Corporation of 
America: 

CCA Industrial Plastic Containers. 
Circle 277 

Creatability/Composite Can 
Division. Circle 278 

Custom Contract Packaging 
Systems.Circle 279 


From Cryovac: 

Packaging. Who Needs It? Circle 280 
The Corrosion-Free Alternative. 
Circle 281 


From Davies Can Co.: 

Welded thin seam F-style cans. 
Circle 282 

Five-gallon squares. Circle 283 
Cone-top cans. Circle 284 


From Diagraph-Bradley: 

Speed marking. Circle 285 

Roller stencil systems. Circle 286 
Stencil cutting systems. Circle 287 
Printer-coder systems. Circle 288 


From Durable Packaging Corp.: 
Random size carton sealers. 
Circle 289 


From Dynaric, Inc.: 
Your Dynaric strapping insurance 
policy. Circle 290 


From Helios Container Systems: 
Taicon semi-bulk bags. Circle 292 


From Ideal Stencil Machine Co..: 
Stencil hand-printer. Circle 293 


Stencil cutting machines. Circle 294 


Vibac pressure-sensitive tape. 
Circle 295 


From Inland Container Corp.: 

A guide to corrugated bulk 
packaging. Circle 296 

A guide to diecutting corrugated 
containers. Circle 297 

A guide to printing on corrugated 
containers. Circle 298 


A guide to using corrugated square 


drums. Circle 299 


From Inland Steel Container: 
Steel shipping container guide— 
pails. Circle 300 


From International Paper Co. 
Update—Container USA. Circle 301 
Container Technical Center. 
Circle 302 

Gator Deck solid fibre slipsheets. 
Circle 303 

HercuDrum, the fiber drum 
alternative. Circle 304 

StranWeave containers. Circle 305 
Hy-Bred containers. Circle 306 
SurfCorr resin-treated containers. 
Circle 307 


From Lanco-York, Inc: 
Don’t let packaging problems box 
you in. Circle 308 


From Lawrence Packaging Supply 
Corp: 
Product catalogue. Circle 309 


From Manville Forest Products 
Corp.: 

Introducing Versak Multiwall Bags. 
Circle 310 


From Marino Systems, Inc.: 
How to handle bulk bags. Circle 311 
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Packaging data file 
s and brochures are available from manufacturers of 
ucts. To obtain your copy, circle the appro- 
ard in the back of this issue. 
From FMC Corp.: From Markem Corp.: 
FMC Strapping Systems. Circle 291 In-plant marking systems. 
Circle 312 


From Midstates Packaging 
Systems: 

Weld-Loc Plastic Strapping 
Systems. Circle 313 


From Permacel: 
AccuClear invisible mending tape. 
Circle 314 


From Rheem Manufacturing Co.: 
Tight-head steel drums. Circle 315 
Sterilpac tin-plated food drum. 
Circle 316 

Plastic pails. Circle 317 


From St. Regis: 

Cold-Seal packaging. Circle 318 
Protective packaging materials. 
Circle 319 


From Signode: 

HM series horizontal strapping 
machines. Circle 320 

Can utilizing machines. Circle 321 
Strapping equipment for the metal 
service center industry. Circle 322 
Simplicity for basic packaging. 
Circle 323 


From Sonoco: 

Sonoco Adhesive Products. 
Circle 324 

Sonoco Spiro-Pac corner posts. 
Circle 325 


From 3M Corp: 

Box sealing tapes and filament 
tapes. Circle 326 

Case sealing and closing systems. 
Circle 327 

ScotchBand strapping. Circle 328 


From TLB Plastics Corp.: 
Plastic tube, box, and bottle 
catalogue. Circle 329 
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Our newest Lehighs help 


executives toe the line. 


Our new slip-on executive safety shoes can 
toe the production line along with the rest 
of Lehigh’s full line of safety footwear. That’s 
because when we design their great looks 
we also build in the safety features that make 
Lehigh the first name in safety footwear. 
Our newest executive style slip-ons 
feature Lehigh’s exclusive Miragum® sole, 
rated the best in the industry for wear resis- 
tance against oil, chemicals and abrasives; 
plus another Lehigh exclusive, the Lockrim“ 
steel toe cap tested to meet ANSI class 
75 specifications. Made with Goodyear 
welt construction for long-lasting 
wear, these styles also include 
a tempered steel shank, green 
nado vamp lining and sweat 
resistant insole. 


Slip into a pair of Lehigh executive safety 
shoes and find out just how good looking 
and comfortable safety shoes can be...when 
your job puts you on the line. Call or write: 
Lehigh Safety Shoe Co., 1100 E. Main St., 
Endicott, NY 13760. Phone: 607/754-7980 
Telex: 932-449, 


Pe AEE 
SAFETY SHOES 
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PACKAGING 


Acceptability factor 


(continued) 


success or failure of a package. 
Industrial users can be as slow to 
change as retail consumers. Take 
the plastic shipping drum or the 
retortable pouch. Both have been 
touted for years as the next big 
thing in their respective markets 
(a strong case is being made for 
both again this year), but the truth 
is that the next big thing is a long 
time coming. Packaging market 
shares shift slowly (see chart). 

One trend that’s emerging is 
the increasing use of composite 
materials in packaging: plastics- 
paperboard, paperboard-metals, 
and metals-plastics combinations 
represent a new generation of 
packaging materials. Fibre drum 
manufacturers did pioneering 
work in this area, as did plastic 
film converters. 

Shipping drums are an area in 
which competition has intensified 
recently. New developments have 
also brought about a lot of jostling 
for position in flexible films, cans, 
bottles, strapping, and printing 
and labeling. Even the old reliable 
corrugated container is going 
through competitive changes. 

Corrugated. “The paper- 
board packaging industry will be 
confronted with the same competi- 
tive forces in the 1980s as it was in 
the ’70s,” says Louis F. Laun, 
president of the American Paper 
Institute. “Inflation will make 
customers more and more cost 
conscious, placing great emphasis 
on new and less expensive ways to 
package materials.” 

For example, improved box- 
plant printing techniques have 
made bleached kraft boxes a 
popular item. So popular, in fact, 
that bleached kraft supplies have 
until recently been very tight. 
Boxmakers responded by offering 
preprinted litho labels for achiev- 
ing the same effect on unbleached 
kraft boxes. Supply problems were 
eliminated, and substantial sav- 
ings were possible for shorter 
production runs. 

A relatively new product, 
E-flute corrugated, has made 
inroads in the solid-fibre folding 


A metal rim around this tight- 
head plastic drum makes it adaptable 
to automatic handling equipment. 


carton market. The thin, fine, 
E-flute makes it possible to run 
corrugated through folding box- 
board equipment, resulting in a 
stronger, less costly package. 
Recent hikes of as much as 6% in 
folding boxboard tags have made 
this an especially attractive 
alternative. 

At the other end of the scale, 
boxmakers have been working to 
improve heavy-duty corrugated 
containers. Buyers who made the 
switch from wooden crates to 
triplewall boxes are now being 
offered containerboard with plastic 
laminates or with plastic reinforc- 
ing strands. And coming soon from 
boxplant R&D labs will be 
containers with plastic- or metal- 


pr 


laminate corrugating medium. 

Shipping drums. This used 
to be a simple market: Liquids and 
heavy, dense items were put in 
steel drums. Dry, flowable materi- 
al went in a fibre drum. Today, 
fibre and plastic drum suppliers 
are going after steel drum 
markets, and square and hexago- 
nal corrugated bulk containers 
and semi-bulk bags are after the 
fibre drum business. 

Steel drums are still the only 
choice for severe-duty applications 
such as shipping solvents or 
corrosives. They meet virtually all 
DoT shipping regulations. Two 
changes are underway in drum 
construction: a new, stronger 
seam-making technique, and 
down-gauging of metal to cut 
weight and reduce freight charges. 

In an effort to substitute for 
steel drums, fibre drum suppliers 
have developed custom lamination 
technology. “It’s become a job-shop 
kind of business,” says one 
marketer. “We can run different 
diameters, linings, layers of kraft 
and plastic, or make plastic bottle 
inserts—whatever the product re- 
quires. We pack tomato paste, for 
example, in a drum laminated 
with aluminum and polyethylene.” 

Weatherproofing and fire- 
retardant coatings are recent 
developments which have opened 
fibre drums to wider applications. 
Waste disposal is another new area 
for drums: Material that has to be 
incinerated can be packed in a 
clean-burning drum, eliminating 
spillage problems. 

Plastic drums have been 
stymied by high purchase price, 
lack of standard design, and 
regulatory agency prejudice. Ac- 


Packaging markets shift slowly 


Dollar-volume share of the U.S. packaging market by 
material type 


1973 1976 1979 1984 
Paperboard 34.7% 33.3% 31.1% 30.3% 
Metals a 26.9% 275% 279% 26.7% 
Plastics 44.4% = 12.9% = 14.6% ~—=:17.3% 
Paper 12.5% 4 1.7% 11.2% 10.8% 7 
Glass 92% 99% 107% 105% 
Wood 3.9% 3.3% 3.2% 3.3% 
Textiles en |. ae 13% 11% 


Source: C. H. Kline & Co. 
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Wait till you see 
SysteméS 


System/89 is The Industrial Motor Control Center. 
It is the most advanced MCC on the market today. It has more features 
and greater flexibility than units that cost more. Ruggedly built, easy to install 
and maintain, reliable performance — Furnas’ System/89 is the one to see. 


System/89 is now being introduced through representatives nationwide. 
If you're thinking of buying a motor control center, you'll want 
more information. Write for Bulletin 89-P1 to Furnas Electric Company, 
Batavia, Illinois 60510. Or call (312) 879-6000, to see the eight-minute film 

that describes System/89 inside and out. | 


Furnas 
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cording to Charles Garrison, a 
spokesman for the Society of the 
Plastics Industry’s plastic drum 
committee, some of these problems 
are being overcome. 

He sees steel drum prices 
rising into the same range as HDPE 
drums (around $22) in the near 
future, OSHA and DOT restrictive 
codes being relaxed in 1981, and 
metal rings becoming standard 
design items, so that the drums 
withstand automated handling. 

Should these developments 
come to pass, plastic drums will 
give all others a run for the money. 
Their biggest attributes are light 
weight and durability, which 
combine to give very attractive 
cost-per-use figures. 

Square and hexagonal corru- 
gated bulk containers are now 
available with a variety of plastic 
and laminated foil-plastic inserts, 
making them able to accept a 
larger variety of commodities. 

Their strong points are low 
price and ease of storage: 
Manufacturers ship them flat, so 
that minimal storage space is 
required. Superior stacking 
strength and stability are also 
claimed. 

An oddball item that promises 
to become a serious contender in 
the next few years is the 
semi-bulk bag. Usually made of 
woven polypropylene, semi-bulk 
bags can hold up to a ton of dry, 
flowable product. Buyers resisted 
semi-bulks for years because there 
were few suppliers and because 
receiving departments didn’t want 
to handle them. 

Now, there are more than a 
dozen suppliers, and the potential 
shipping cost reductions have 
begun to overcome traditional 
objections. The bags come in 
one-way and reusable versions, 
and bring savings via their 
durability and ease of storage. 
Ease of handling is also a factor: 
pallets, strapping, shrink wrap, 
dunnage, and special handling 
equipment are not needed for the 
semi-bulk. 

Flexible packaging. New 


films and old films in new 
combinations have come on the 
market at a dizzying pace in the 
last few years. 

“Most new films and lami- 
nates are introduced by packaging 
converters, not resin producers,” 
says one film marketer. With so 
many converters participating in 
the market, “very few people stay 
fully up-to-date with the new 
products or variations of old ones.” 

It’s an area where market 
shares have changed significantly. 
Paper films, including glassine, 
greaseproof, and waxed paper, 
have exhibited little growth since 
the early 1970s. Cellophane and 
Pvc films have also lost market 
share over the same period, due to 
unfavorable cost comparisons with 
LDPE, polypropylene, coextruded 
films, and film-foil laminates. 

Today, 47% of the flexible 


‘Most new fiims and 
laminates are introduced 
by packaging converters, 
not resin producers.’ 


packaging dollar is spent on 
plastic films. Of that percentage, 
LDPE accounts for half the market. 
Even with a price increase of 
nearly 18% over the past year, 
LDPE remains more than cost- 
competitive with films for similar 
applications. 

Some of the newest films to 
gain acceptance have been nylon- 
based. Biaxially oriented nylon, 
metallized biaxially oriented 
nylon, and metallized nylon have 
been big hits, especially in the food 
processing industry, where their 
ease of handling in automatic 
equipment, tensile strength, gas- 
and chemical-resistant qualities, 
and moisture resistance made 
them quickly popular. Originally 
an import, domestic production of 
biaxially oriented nylon will begin 
next year. 

Aluminum foil, one of the 
oldest flexible films, has shown 
flat growth in packaging applica- 
tions. It is still the best water and 
gas barrier of all, and is chemically 
inert to most products. But a foil 
shortage and the rapid acceptance 
of metallized Mylar and other 
substitutes led to a wholesale 
changeover. 


Foil suppliers say they'll be 
trying to rebuild market share in 
the next 3-5 years, but it may be 
hard to get back into buyers’ good 
graces. 

Rigid plastic containers. 
This diverse category includes 
blister packs and tubs. Most blister 
packs are used either in food 
processing or retail hardware 
markets. Once the exclusive 
domain of pvc, the blister pack 
market saw the entry of a new 
resin, PET, last year. 

Plastic tubs for dairy products 
have seen a lot of action in the last 
year or two. Polystyrene and HDPE 
have been the major resins used, 
but a breakthrough in fabricating 
techniques has made polypropyl- 
ene an increasingly attractive 
alternative. The newest tub on the 
market is a composite: a paper- 
board shell with an HDPE lining. 

Cans. Metal cans, which have 
been the traditional package for 
petrochemicals, paints, and liquid 
plastic resins, face competition 
from blow-molded plastic jugs and 
composite cans. In the 1-5 gallon 
sizes, plastic jugs have, for 
example, completely taken the 
antifreeze packaging market, and 
suppliers hope to crack other 
automotive aftermarket applica- 
tions as well. 

In smaller sizes, the composite 
can (made with metal ends and a 
paper-plastic or paper-foil lami- 
nate body) is offered as a low-cost 
substitute for metal cans and glass 
jars. Their light weight and 
adaptability to can- and jar-filling 
lines are strong points. 

Bottles. Glass bottle suppliers 
have had a hard time in recent 
years. The entry of the blow- 
molded plastic bottle into the 
marketplace has_ intensified 
already-strong competition from 
injection-molded bottles. 

“For all practical purposes, the 
household chemicals market 
(bleach,ammonia, etc.) is ‘mature,’” 
says a resin supplier. “Virtually 
all such products are now 
packaged in blow-molded plastic 
bottles.” 

Both injection-molders and 
blow-molders are now intent upon 
the pharmaceuticals and cosmetics 
industry, where the quality 
appearance and chemical inert- 
ness of glass still hold it in good 
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Brass 
Ball Vaives 


Medium Pressure - 600 P.S.I. 


No. 402 
Double Female 


*402 1/8" 
*402 1/4" 
*402 3/8" 
*402 1/2" 
402 3/4"' 
402 a 
402 1 1/4" 
402 1. 182 
“These sizes also available 
in a panel mount 
configuration 


No. 401 
Male and Female 


401 
401 
401 


54 11 1/8" 
57 14 1/4” 
60 18 3/8" 
401 63 22 1/2" 
401 68 28 3/4" 
401 i 


Double Male 


400 54 11 
400 57 14 
400 60 18 
400 63 22 
400 68 28 3/4°’ NPT 
400 73 35 1°’ NPT 
Check our prices before you buy 


NPT 
NPT 
NPT 
1/2°° NPT 


1/8" 
1/4" 
3/8" 


244 Paul Road Rochester New York 14624 
Telephone 716 328-6250 
Telex 97-8496 


For more information circle 37 


64 PURCHASING NOVEMBER 20, 1980 


PACKAGING 


Blow-molded plastic 
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stead. The trend to smaller 
containers has also favored glass, 
although recent improvements in 
plastics-molding techniques may 
negate that edge. 

Beverage containers. Here’s 
another field where glassmakers 
have been besieged. Steel cans, 
followed by aluminum cans, 
followed by two-piece steel cans 
have taken a major portion of the 
beverage market, due to their light 
weight and low cost. Now that the 
PET bottle is safe from government 
recall, it has taken the family- 
size (64 oz.) market by storm. 

The competition is hardly 
over, however. Steel and alumi- 
num continue to vie for the 
affections of beverage makers and 
drinkers, with the former touting 
lower cost and the latter claiming 
more efficient recyclability. Glass 
bottle manufacturers have reduced 
the weight of their product, and 
have had a resurgence in the 
premium-beer market, where the 
quality image is a sales plus. 

While pet has had the 
family-size market to itself, that 
may change in 1981, when bottlers 
predict the return of acrylonitrile 
from the limbo it was consigned to 
by the U.S. government. 

Strapping and tape. Steel 
continues to dominate the strap- 
ping market, and has no peer in 
the heaviest applications (loads 
above 1000 lbs.). In less rigorous 
applications, polyester strapping 
competes with steel. Suppliers 
claim a price advantage and ease 
of handling. 

At the light duty end of the 
scale, polypropylene strapping has 
taken a major market share, 
especially in such applications as 
bundling corrugated sheet, where 
the plastic’s stretch-recovery 
characteristics are a plus. Nylon 
strapping isn’t expected to show 
growth, due to _ poor cost- 
comparisons with polypropylene. 

Because different brands of 
strapping tend to be compatible 
only with the supplier’s equip- 
ment, salesmen will usually try to 
sell buyers on the automatic gear 


rather than on the strapping itself. 
It’s possible to install automatic 
equipment without being locked 
into a sole supplier, now that there 
are vendors who make strapping 
that is compatible with others’ 
equipment. 

The battle between paper- 
based and plastic-based tapes has 
heated up with the declining price 
advantage of gummed paper tape. 
Gummed tape is still often 
considered the most convenient 
form to use for manual box- 
sealing. But when buyers switch to 
automatic equipment, they usual- 
ly go to self-adhesive plastic tape 
because the equipment tends to 
beless expensive. Otherwise, the 
main considerations are the ease of 
handling for gummed tape, and 
the portability of self adhesive 
tape dispensers. 

Printing and labeling. The 
news in printing this year has 
been from ultraviolet-curing ink 
systems. For volume _ screen 
printing on paperboard, plastics, 
and glass, UV curing provides 
instant drying, which speeds 
production, especially in multicol- 
or operations. The equipment is 
relatively low-cost, takes up little 
floor space, is a low energy 
consumer, and eliminates waste- 
disposal problems because no 
solvents are involved. A major 
drawback has been generation of 
ozone in the curing process, but 
manufacturers say they’ve solved 
the problem with a new curing- 
lamp technology. Another draw- 
back is the cost of the inks, but 
regular ink’s price advantage is 
slowly diminishing. 

In label-making, the decision 
buyers face is make-or-buy. Some 
of the new in-plant label-printing 
equipment has come down in cost, 
marketers say. Pressure-sensitive 
foils are available now for making 
a “professional-looking” label. 
For high-volume work, espe- 
cially when label placement is 
critical, labeling equipment that 
puts a preprinted label on a 
package is still the best bet. Most 
firms will help design a label, print 
it, and offer a variety of high-speed 
labeling equipment. A recent 
development in the high-speed 
market is a continuous labeler, 
which doesn’t have to interrupt 
production lines to be refilled. (] 
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“Our 
personal 
delivery 
service 
means 
customers 
can 
count on 
Edgcomb.” 


Vern Murphy 
Edgcomb Truck Driver 


ymb, || that when I'm deliver- oan ersten, eee AS 
ta on is on the arlottesville, - 
y 1 er b~ ] tatic nis On the li ine, i as well z Ss Chicago, i (342) 247-7700 
k apie n - 
‘as sist ‘ive never ee an accident, but | have had problems that Cleveland. OH (o16) 587-7000 
= ‘ : sit le von oa ac lf oro eo he cat can saat NG (918) 275 Knee 
. a schedule, | ca th e custome r paencne ly so-he can re- Sreensporo, , 
arrange t ne roduction plans if necessary. — Phaed tU a enapotis IN(STT) Bir LE 
ae “Personal service doesn’t ‘stop when | get there, either. For Louisville, KY (502) 969-2371 
Te example, one ¢ of our customers is a manufacturer of aircraft Memphis, TN (901) 525-4444 
electrical connectors and buys aluminum rod from ¢ us. To help = et — (203) 874-1631 
them meet their demanding schedules, | sometimes help them Nashwitle TN<eis) 244-2801 
unload if they’re shorthanded. | do it for other customers, too. Philadelphia, PA (215) 632-1000 
Because they’re more than my customers, they’re my friends.” Pittsburgh, PA (412) 961-0100 
To find out how you can put dedicated Edgcomb people like ~ Louis, mead oe cat 
Vern Murphy to work for you, call your nearest Edgcomb Service Y¥re°pa try) 965.1929 
Center. Or phone Dave Althoff, Vice President of Marketing, at 
our corporate headquarters, (91 8) 588-2259. After all, that’s our 


"end — newng your business. 


ONE OF THE WILLIAMS COMPANIES 
P.O. Box 770, Tulsa, Oklahoma 74101 
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PACKAGING II 


Contract packaging: One 
answer to many needs 


By Thomas F. Dillon, c.P.m. / Senior Editor 


When you have a special packaging ,,. One of the nation’s largest 


chemical companies develops an 


job to do and you don't have the time insecticide strip for the consumer 
market but has no facilities to 


OF the equipment to do it, a contract produce or package the product. 
packager may solve your problem A manufacturer of refrigera- 


tion and air-conditioning compo- 
nents looks for a way to lower its 
packaging costs without investing 
in new equipment. 

A nationwide air express 
carrier (Federal Express) wants to 
develop a series of distinctive 
containers to place in the hands of 
regular customers so they will 
have containers available as 
needed. The containers must be 
sturdy and attractive and have 
promotional value. 

A building supply manufac- 
turer (U.S. Gypsum Co.) wants to 
lower its packaging costs and 
improve the characteristics of the 
package. 

A food processor creates a new 
line of dinners, and each has a 
different assortment of cans, 
pouches, and bags. The company is 
concerned about delaying the 
introduction of the new line until 
its own packaging equipment is 
installed because it wants to get 
* the product on the market before a 
4 | competitor can jump in. 
= ye, Solutions to these packaging 
” i problems are found through 
| contract packagers. 

Who are they? Contract 


. . A; , = — > : ‘iS 
» * | , 5; 
‘. ° : packagers are basically trouble- 
a oe , shooters. Sometimes they work for 
* oe . a company year after year, 
; . ; & operating as an extension of its 
‘ 4 ; internal line. More often they are 


Seasonal items, such as Shell's No-Pest Strip, are often handled hired on a job-by-job basis. 
by contract packagers. Contract packagers and the. 


« 
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services they offer range all over 
the lot. Most are “mom and pop” 
shops. 

Some specialize in one type of 
package, such as aerosol cans. 

Some not only package a 
product but will manufacture it, if 
desired, slap their customer’s label 
on it, and ship it out. 

Some handle only one type of 
product, such as metal fasteners. 

Some have the latest in 
packaging equipment. 

Some have little in the way 
of equipment and mostly pro- 
vide manual labor for such jobs 
as sorting, setting up, and stuffing 
cartons. Handicapped workshops 
frequently provide this type of 
contract packaging services. 

Because the industry is so 
broad and has so many types of 
operations under its umbrella, 
purchasing managers and buyers 
are warned to tread carefully and 
to make sure the contract 
packager they select can provide 
the specific service they need. 

Contract packagers handle 
jobs that do not readily fit into a 
customer’s packaging operations. 
The size of the package may be a 
problem. The customer may not 


have the specific type of equipment 
required for the job. The customer 
may have the equipment, but it is 
already operating at full capacity. 
Some companies use contract 
packagers to supplement their 
packaging line during periods of 
high demand for their product. 

Five basic jobs. Contract 
packaging jobs usually involve one 
of five situations: promotional 
packages, test marketing, seasonal 
items, low-volume items, and new 
product introductions. 

ePromotional packages 
often come in unusual sizes that 
cannot be readily accommodated 
by existing internal packaging 
lines. In addition, they often 
require special handling, such as 
insertion into prepacked displays. 
Incorporating such promotional 
packaging into the regular 
packaging line, even if the size of 
the package permitted this, would 
disrupt normal packaging opera- 
tions. For these reasons, such work 
is usually farmed out to contract 
packagers. 

eTest market packaging 
provides another example of how 
contract packagers can be used. 
Before a company makes a major 


of its container. The new package reduces USG’s packaging costs. 


investment in production facilities 
for a new product, standard 
marketing procedure calls for 
favorable consumer response in 
test markets. Sometimes a compa- 
ny may have limited production 
facilities for the new product. 
Although its own lab or machine 
shop may be able to produce 
enough product to support a test 
marketing program, its in-house 
packaging facilities may not be 
available or suitable. This is 
almost always the case where the 
new product will require a 
substantial investment in special- 
ized packaging. Here, too, the 
contract packager is called to 
provide a solution. 

eSeasonal items. Manufac- 
turers of seasonal items frequently 
depend upon contract packagers 
because the items are seldom 
packaged throughout the year. 
One example: insect repellant, 
which is packaged in winter and 
spring for sale in spring and 
summer. If a manufacturer elected 
to operate his own line for such a 
product, he would have his equip- 
ment idle for much of the year. 

@Low-volume items present 
similar opportunities for contract 
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Metal Stampings with associated Machining & Assemblying 


= Berkshire 


BERKSHIRE MANUFACTURED PRODUCTS, inc. 


116 PARKER ST., DEXTER INDUSTRIAL PARK 
NEWBURYPORT, MA 01950 = 617/462-8161 TELEX-94-7110 
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will get you 
10 


See CEO REPORT e‘ 


Spend $3.00 for an advance look 
at decade ahead. Send for 24- 
page reprint of PURCHASING’s 
CEO Report. All the reasons why 

CEO’s consider purchasing 
pivotal to the eighties. 
Send check to: 
PURCHASING CEO Reprint, 
221 Columbus Avenue, 
Boston, Massachusetts 02116. 
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Shell asked its contract packager 
to manufacture the No-Pest Strip 
as well as package it. No problem. 


PACKAGING II 


Basic contract jobs 


(continued) 


packaging. A company may 
manufacture spare parts for its 
major product and need only do 
this two to three days each month 
to meet demand. Rather than 
operate its own packaging line, it 
will opt for the services of a 
contract packager. 

eProduct introductions 
provide another opportunity 
for the contract packager. Test 
market results may indicate that 
the company has a sure winner. 
During the interim between the 
time the decision is made to go 
nationwide and the time it takes to 
have packaging equipment in 
place, the contract packager can 
fill the gap, thus avoiding a delay 
in the product’s introduction. 

Because contract packaging 
services are tailored to fit a 
customer’s specific needs and each 
customer’s needs vary, the cost of 
the service varies. Some compa- 
nies, such as the Container 
Corporation of America, through 
its Custom Contract Packaging 
Systems Division, can provide a 
complete service—from design of 
the package to shipment of the 
product to the customer, if such a 
range of services is needed. Here, 
the price is negotiated. Other 
companies, such as those who 
specialize in one type of product or 
package, are more apt to come up 


with quotations based on cost per 
unit packaged. 

Allow for the extra step. As 
illustrated above, there are many 
advantages to using the services of 
a contract packager, but there are 
disadvantages, too. One upstate 
New York purchasing manager, a 
frequent user of contract packag- 
ing services, says that with an 
extra step involved in the 
production cycle, the purchasing 
operation becomes more complex. 
Leadtimes must be adjusted to 
allow for the extra time involved. 
Packaging materials as well as the 
product to be packaged must be 
shipped to the contract packager. 
Arrangements must also be made 
for materials inspection, shortag- 
es, transportation, etc. 

Whether or not a company 
should take the contract packag- 
ing route, if there is a choice, is 
usually a make-or-buy decision. 
Burrell Lindsay, purchasing man- 
ager, Union Carbide Battery 
Products Division, says he uses 
contract packaging to package 
flashlight bulbs and that the 
contract packager can do the job 
less expensively. 

The purchasing manager for a 
New York manufacturer of refrig- 
eration components uses his 
company’s standard cost system to 
determine when he should use 
contract packagers. “On any 
outside packaging proposal,” he 
says, “we compare the contractor’s 
projected cost with our standard 
costs for the same job. It has to be 
beneficial to us before we go 
outside, and it frequently is.” 

Sometimes he goes outside for 
reasons other than cost, such as 
quality. Some of his contract 
packagers have specialized equip- 
ment he needs and the personnel 
with the expertise to operate it. 
Here, cost is secondary. 

Mike Weisheit of Container 
Corporation of America agrees 
that whether or not a company 
uses a contract packager often 
comes down to a make-or-buy 
decision. He warns, however, that 
to make an accurate desision, 
purchasing must make sure that 
all costs are included, including 
the cost of disrupting the normal 
packaging operations to handle a 
special job, the cost of supervision, 
and overtime. 


How fo cuf your 
inventory costs by 30%. ! 


Graybar has the 
purchasing plans that 
can help prevent your 
inventory costs from 
eating your profits. 


Profits are too hard to come by to 
have them destroyed by hidden costs. 
Graybar is ready to help you reduce 
your hidden inventory costs. 


The high cost of possession. 

Once you've put an item into inventory, 
you ve just started to pay for it. The high 
cost of money, with the prime rate 
ranging from 10 to 15% is an ever in- 
creasing cost. The cost of warehousing 
comes to about 7%. Taxes and insur- 
ance, depending on your warehouse 
location, will average about 5%. 
Materials handling adds another 3%. 
Obsolescence, breakage and pil- 
ferage accounts for 3%. What a waste 
of profit! 


The low cost of doing business 

with Graybar. 

Graybar, acting as your single source 
for electrical supplies, will stock all of 
your regular requirements locally. We 
will deliver them only as you need them. 
As simple as that, you can cut your 
inventory cost of electrical supplies 

by as much as 30%. And you've cut 
down on inventory headaches. You've 
cut paperwork. Reduced inventory, 
improved expense control. Eliminated 
back order and partials. Improved 
order accuracy and more. But most 
important, you've improved profits. In 
today’s tough market, that’s quite a lot! 


We've got a very interesting presenta- 
tion we think you should see. It’s called 
the “Cost of Possession” and it shows 
you how Graybar can help you reduce 
your inventory costs by as much as 30%. 
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i Graybar Electric Company, inc. 
420 Lexington Avenue 
New York, NY 10107 


Fill out this Coupon and mail it today. 
4 Your profits may depend on it. 


C) Rush me more information on how 
Graybar can help cut my inventory 
Costs Up to 30%. 


i ZC) Please have a Graybar representative 
call. 


if Nome 


§ Title 
El company 


Adaoress 


State Zip 
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~ DEPEND ON OUR PAST FOR 


YOUR F 


A handshake and a promise may be all it takes to get 
business relationship off to a good start, but it rakes a 
record of dependable service and personal commitment 
to keep it going — and growing. The kind of service that 
Allied Oil has been delivering since 1925 to customers 
in the foundry and steel industries, and to major utilities. 

Fuel oil is our only business at Allied. And that 
means meeting your fuel oil needs always comes first. 
Our customers have depended on us in the past, and 
they Il be able to depend on us in the future too. 


YOUR RELIABLE FUEL OILS 


ALLIED OIL COMPANY Division of Ashland Oil, Inc., 


Principal Offices: Buffalo, New York 14217, (716) 877-7177; 
(502) 584-5588; Pittsburgh, Pennsylvania 15220, (412) 922- 


©1980 Ashland Oil, Inc. 
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TURE. 


Because we re continually expanding our fuel 
supply lines for greater product availability. Strengthen- 
ing our service facilities tb answer customer nee ds 
throughout our growing marketing area. And, we're 
constantly adding to our professional staff to provide 
the best technical advice and counsel possible. 

Count on Allied for your fuel oil future. We've got 
what it takes to keep you going. 

Call us today, and shake the hand of someone who 
cares about your fuel oil needs. 


RCE Acuep 


One Erieview Plaza, Cleveland, Ohio 44 114 (2 16) 771-3400 


; Canton, Ohio 44711, (216) 477-0037; Chicago, Illinois 60608, (312) 523-8100; Louisville, Kentucky 40202, 
4443; Southfield, Michigan 48075, (313) 559-9570; St. Paul pe reaens 5507 L, (612) 459-9771. 
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Basics for 


By Somerby Dowst, C.P.M. / Managing Editor 


How do you stack up 


in vendors’ eyes? 


What’s your definition of the 
“perfect boss?” Be honest, now. 
Chances are you wouldn't really 
feel comfortable with a manager 
who regularly showered you with 
unearned raises, if he broke other 
rules of behavior. 

There’s a point to this 
speculation. The relationship 
between any buyer and his 
suppliers is a lot like that between 
a manager and his subordinates. 
It’s a truism that vendors are 
extensions of a firm’s manufactur- 
ing capabilities—people as well as 
plant and equipment. That makes 
a buyer a first-line supervisor. 

Result: Good buying and 
long-term supplier relationships 
hinge on the buyer’s awareness of 
this responsibility. There’s a lot 
more to it than just handing out 
the dollars. You might leave even a 
liberal-paying job if your immedi- 
ate supervisor was impossible to 
deal with. And a fed-up supplier 
might similarly desert your firm. 

Here’s a 15-point checklist 
defining what probably makes a 
perfect boss in your eyes, with 
brief suggestions on showing your 
vendors how you, too, are an 
exemplary “supervisor”: 

1. Consistent. Changing the 
rules without warning invariably 
shakes people up. Abrupt shifts in 
reward/penalty patterns are abso- 
lutely devastating. Let vendors 
know your company’s policies on 
awarding business, and your own 
interpretation of those policies. 
Then be steadfast. Don’t swerve 
from the rules you’ve endorsed. 

2. Fair. That means fairness 
for everyone involved: your 
company, the supplier firm, its 
salesman, competing vendor’s 
salesmen. Sometimes it’s tempting 
to play favorites. But that can be 
bad news even when the one 
favored is a top-notcher. Crown 
princes have a way of breeding 


resentment among colleagues. 

3. Honest. Included here: 
ethics. And credibility. Steer clear 
of blabbing confidential data, or of 
inflating anticipated require- 
ments. 

4. Open-minded. New ideas 
can shrivel fast when they get a 
turndown without a tryout. Try to 
get a reputation as one who will 
give an initial hearing to even 
far-out concepts. 

5. Supportive. Sometimes a 
new idea needs a bodyguard. Or a 
buyer may have to stick up for a 
vendor just as a manager supports 
his staff. This kind of defense 
counseling can be very important 
to.vendors—who may look bad just 
because they can’t completely 
solve some user’s problem. 

6. Straightforward. Part of 
this deals with frankness, and 
hence honesty. But another 
important part means avoiding 
cumbersome procedures. Make it 
easy for vendors to sell to you, and 
for you to buy from them. 

7. Approachable. Avoid 
appearing distant, which some- 
times has connotations of arro- 
gance. A buyer can’t always have 
an open door. But he can be recep- 
tive to appointment requests. 

8. Flexible. A good manager 
often forgives (even if he doesn’t 
forget) minor miscues that a 
subordinate may be guilty of now 
and then. Certainly he doesn't 
dredge them up and keep harping 
on them down through the years. 

9. Dependable. Performance 
measurement is one of the 
elements here. Vendors should 
know how they’re doing, and the 
rating method should be the 
correct mix of informed judgment 
and collected data. 

10. Responsible. This means 
not asking for rush deliveries or 
emergency overtime unless they’re 
really necessary. It also means 
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being willing to pay extra for extra 
services. 

11. Respectful. Constant 
interruptions during a sales 
interview can show lack of respect 
for the visitor’s time. Ditto failure 
to close the office door if there 
has to be some haranguing. 

12. Eager. A good manager is 
never a sit-on-the-hands passive 
blob. He’s out in front of the troops, 
encouraging them and leading 
them forward. 

13. Ambitious. A career- 
minded boss often hustles his 
subordinates right to the top along 
with him. He may serve as 
mentor/adviser to those staffers. 
And a goal-oriented buyer shows 
how he can open up new avenues 
for his suppliers. 

14. Friendly. Free-and-easy 
communications will smooth out 
the bumps in any relationship. 
And a sense of humor can go a long 
way toward putting people at ease. 

15. Sincere. It may be 
possible to simulate all the traits 
that make a good boss or a good 
buyer. But your program to build 
vendor relationships will be less 
subject to collapse if. you work on 
real improvements rather than 
trying to fake it. 2 


Editor’s note: Somerby Dowst’s 
books, Basics for Buyers and More 
Basics for Buyers, are available at 


$15.95 per copy. Send prepaid 
orders to Kim Gorton, PURCHASING 
Magazine, 221 Columbus Ave., 
Boston, MA 02116. 
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Introducing... 


BOX SET-UP 
MACHINE 


Stitching machine advantages |, 


at a stapling machine price. 


Interlake introduces the most 
convenient and economical way 
ever to set up 1 to 500 RSC 
boxes per day. The new Silver- 
Mate gives you all the advan- 
tages of wire stitching at a price 
comparable to a stapling 
machine. 

Like our SilverStitchers, the 
SilverMate makes 14" staples 
from a coil of flat wire. One op- 
erator can close the bottoms of 
hundreds of RSC boxes per 
hour. You get 30% better pro- 
ductivity than is possible with 
many stapling machines. 


Here’s the best part. 

Material cost is about 46% 
less than stick staples, and 
65% less than belt staples! 


interlake. inc. 


135th Street & Perry Avenue 
Chicago, Illinois 60627 


Easy to use, the SilverMate 
handles boxes up to 32" long x 
33" deep (including flaps)...with 
capacity to staple together two 
thicknesses of A, B or C flute, 
or three thicknesses of B flute. 
The unit is shipped complete 
with a coil of Interlake wire in 
the coil holder. Plug it into any 
115 V outlet...and you're ready 
to start saving money. 


Get the facts. 


Send for a fully-illustrated cata- 
log sheet on the new SilverMate. 
In addition, we'll send you a six- 
page GUIDE TO BOX SET-UP 
COSTS. For immediate infor- 
mation, call Paul Ritts at (312) 
849-2500. 


yy, ies 


For more information circle 42 


72 PURCHASING NOVEMBER 20, 1980 


DECEMBER 1980 


2-4: Tool Show & Conference, 
Phoenix Civic Plaza, Phoe- 
nix, Ariz. Sponsor: Society 
of Manufacturing Engi- 
neers, P.O. Box 930, Dear- 
born, Mich. 48128. (313) 
271-1500. 


2-5: Buyers Seminar, McCor- 
mick Inn, Chicago, III. 
Sponsor: NAPM, 40 Plaza, 
Suite 2, Park Forest, Il. 
60466. Contact: Harry 
Wada (312) 481-1043. 


9-11;Plant Engineering & 


Maintenance Show & 
Conference, Convention 
Center, Anaheim, Calif. 
Sponsor: Clapp & Poliak, 
Inc., 245 Park Ave., New 
York, N.Y. 10017. (212) 
561-8410. 


18:Cost Estimating Work- 
shop, Sheraton Centre, 
harlotte, N.C. Sponsor: 
Society of Manufacturing 
ngineers, P.O. Box 930, 
Dearborn, Mich. 48128. 
13) 271-1500. 


JANUARY 1981 
13-15: Tool Show & Conference, 


tlanta Civic Center, At- 
lanta, Ga. Sponsor: Society 
of Manufacturing Engi- 
eers, P.O. Box 930, Dear- 
porn, Mich. 48128. (313) 
271-1500. 


14:Seminar: How to Fight A 
Price Increase, Conrad 
lton Hotel, Chicago, III. 
ponsor: Karrass Seminars, 
2066 Westwood Blvd., Los 
Angeles, Calif. 90025. Con- 
act: Dr. Chester L. Karrass, 
(213) 476-4554, 473-2428. 
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Labor WT 
selection... 


Miners, industry dig 
deep to avoid strike 


Talks between the Bituminous Coal Operators 
Assn. and the United Mine Workers have been open 
for six weeks, but the real fireworks are yet to be 
seen. 

It’s a new age. Demand for coal is on the rise 
again because of oil prices, but both the miners and 
the industry fear a strike. 

A national coal strike has been a part of contract 
settlements for the past five rounds. The 1978 strike 


lasted 111 days and helped bolster the notion that FREE, 52-pa —— 
coal is unreliable as an energy source. Strikes cause Cataloa/ TAs pede makes — 
stock build-ups that are followed by bust periods— it easy. Describes, illus- 

cycles not unlike those in the copper industry where MB eof god kiees the lar “i 

union bosses order strikes nearly every contract “You select the style and size for 

renewal time. your applications. Send your request 


on the handy catalog form for fast 


At last count, more than 20,000 coal miners were delivery of your selected samples. 


on layoff. A strike would further erode their ranks 


and deplete union strike benefit funds. | 

The industry has it’s problems, too. It’s been Cap ugs CAPLUGS DIVISION, Protective Closures Ce., tec. 
several years since coal mine operators as a whole Dept. 02C, 2150 Elmwood Ave., Buffalo, N.Y. 14207 
have seen profits. 

That is why talks for the next contract started For more information circle 43 


so early with such a tone of urgency. (Current con- 
tract expires March 27.) 

Not that the mineworkers won’t seek substantial 
gains in benefits. UMw brass says it will seek not only 
a big boost in the top current wage rate of $10.56/hr., 
but a restoration of cost of living adjustments (COLA), 
better medical coverage, and more generous pension 
benefits. 

Talks at the moment are about procedures and 
ground rules, such as the shape of the bargaining 
table. Neither the industry nor the union expects to 
get down to the nitty gritty of negotiating until 
sometime after the first of the year. a 


Negotiating calendar: 
major Genneats isin in December 


Contract Sapo ee 

expires Brees , - | Union 

12/15 _—_ Plastics (So Internat’! 
| rials” Ladies 


Garment 
Workers 


Independent 
Independent 


Packaging Tube Plugs 


Series STP (Shallow Plugs) for packaging tubes 
are easy to insert, take up minimum inside space, 
provide positive closure, have high impact 
resistance and are available in five initial sizes. 
See for yourself! 


Caplugs 
FREE LITERATURE ¢ FREE SAMPLES 
CAPLUGS DIVISION, Protective Closures Co., Inc. 


Dept. 20, 2150 Elmwood Avenue, Buffalo, N.Y. 14207 


Steelworkers 
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OUR FULL LINE OF ECO IMY CARS 


A Union Pacific freight train is one of the consumption, we're upgrading oul fleet 


most economical means of transportation with lighter cars and more efficient 

available. Itcan move a2000 pound payload locomotives; modifying engines with spe- 

from Seattle to Kansas City on only cial fuel-saving equipment; and analyzing UNION 

3%2 gallons of diesel fuel. A truck would handling and refueling techniques to seagate 

use nearly four times as much fuel doing find ways of eliminating waste. _ 

the same amount of work. Our search for economy means — 

We're energy-conscious because our for you. A little energy goes a 

livelihood depends on it. To reduce fuel long way on Union Pacific. We can handle it. 


the Union Pacific railroad people. 
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Truck rates 


Overall 
(1969 = 100) 


0 
73174 \'75|'761'771'78 
Source: PURCHASING estimates 
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Rail rates 
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Transportation 


By Thomas F. Dillon c.p.m. / Senior Editor 


Mergers ahoy 


THE INTERSTATE COMMERCE Com- 
mission surprised everyone and 
approved the Chessie-Seaboard 
merger. The merger will result in 
the nation’s largest rail network— 


27,000 miles, extending from’ 


Florida to Canada and blanketing 
much of the eastern United States. 

The 1cc says the new system, 
to be known as csx Corp., will 
improve service without reducing 
competition. 

The “quick” decision by the 
1cc (20 months) bodes well for the 
proposed mergers of the Norfolk & 
Western and the Southern Railway 
and of the Union-Pacific/Missouri- 
Pacific/Western-Pacific, both now 
before the Icc. 


Rail bill signed 


NEW RAIL REGULATORY REFORM 
legislation, recently signed by 
President Carter, makes it easier 
for railroads to raise rates, to enter 
into rate and service contracts 
with shippers, and to abandon 
unwanted branch lines. 

The legislation includes some 
built-in provisions for automatic 
rate increases. Railroads are now 
able to increase rates annually by 
the rate of inflation plus 6% for 
each of the next four years. 


Guaranteed freight rates 


LOOK FOR FREIGHT RATE innova- 
tions to continue as competition 
heats. One example: Superior Fast 
Freight, a Los-Angeles—based 
freight forwarder, has reduced 
rates by 15% on all shipments 
under 500 lbs. moving from 
southern California to major cities 
in Texas. The company has also 
reduced minimum charges by 8%. 


New service cuts cost 


DON’T OVERLOOK unusual ways to 
solve transportation problems and 
cut costs. Conrail has come up with 
a “mini-train” for an 18-mile 
movement of petrochemicals from 
Exxon Chemical Americas’ Bay- 
way, N.J. plant to Bayonne, N.J., 
where the chemicals are stored. 

A typical mini-train, says 


Conrail, consists of 14 tank cars 
carrying more than 320,000 
gallons of petrochemicals. The 
train, dispatched once each week, 
replaces 1600 annual trips former- 
ly made via truck. 


Air-cargo routes OK’d 


AIR CARGO service is expanding as 
more airlines are granted operat- 
ing authority by the Civil 
Aeronautics Board. Three airlines 
recently granted domestic all- 
cargo authority are Circle Air- 
freight Corp., San Francisco; 
Global International Airways 
Corp., Kansas City, Mo.; and 
Providence Air Charter, Inc., 
Davisville, R. I. 


Teamsters nix re-opener 


THE TEAMSTERS UNION has refused 
the trucking industry’s request to 
re-open the Master Freight 
Agreement. 

The industry had hoped to 
delay or reduce cost-of-living 
increase provisions contained in 
the current agreement. One 
increase took effect October 1. 
Another is scheduled to take effect 
next April 1. 

The agreement provides for a 
re-opener in the event of an 
emergency. Management claims 
recent regulatory reform legisla- 
tion qualifies as such an emergen- 
cy in that it will and already has 
harmed the trucking industry. The 
Teamsters wouldn’t buy that 
argument. 


Freight rates cut 


A FREIGHT-ALL-KINDS TARIFF pub- 
lished by Emery Air Freight 
reduces rates up to 44% on 
shipments from 30 major USS. 
cities to 18 markets in the United 
Kingdom, Germany, France, the 
Netherlands, and Belgium. 
Examples of the new rates: 
Freight charges for a 132-lb. 
shipment of machine parts from 
Los Angeles to Paris are now $196 
vs. $339. Charges for an 11,000-lb. 
shipment of computer parts from 
Boston to Hamburg are now $6700 
vs. $10,650 under the old tariff. H 


PURCHASING NOVEMBER 20, 1980 75 


NEW SURVEY SHOWS 


66 Our name is Durable. So is our 
commitment...to meet your produc- 
tion needs, while freeing your capital 
from the inventory trap. Durable’s 
Inven-Surance™ Plan is too big 

a story to be told in one aa. 

Write me for the facts and 

figures on how Inven-Surance 

Can provide you cash for 

capital investment. 99 


—Jack Hoyt, President 
Durable Wire 


DURABLE DELIVERS. 


Shaped and precision wire: prompt 


delivery, precise tolerances, 
lowest prices, large or small orders. 
Survey pinpoints: what wire buyers 
want, Durable customers get. 


When you buy shaped and 
precision wire,dont listen to a wire 
company. Listen to wire buyers. 

In a national survey, wire 
buyers told us what they look for 
from a wire company. A second 
poll showed that our own Cus- 
tomers cite the same key reasons 
for buying: Prompt delivery. 
Precise tolerances. Lowest prices. 
Availability in small and large 
Quantities. 

Far and away, our customers 
named Durable (and Arcola) as 


© 1980, Durable Wire, Inc. 


the companies they see as 
delivering best in these areas. 

They named us 5 to 8 times more 
often than other companies. 


We don't say It, customers who 
Know us Say it. Durable delivers. 

Lower costs. We start sav- 
ing for you even before you order 
product from us. As a leader 
in our field, we're on top of raw 
materials markets. We buy “right” 
so your price is “right.” And our 
greater production volume saves 
you even more. 

Lower inventory. We'll also 
help streamline and fine-tune 
your inventories. This could be 
your biggest saving — freeing your 
cash from the inventory trap. 
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Quality control is no after- 
thought. Precise tolerances 
are maintained during manufac- 
mang through microscopic 
controls...then double- 
checked by lab inspection. 
From computers to medical 
products —toys to 
toothbrushes —we can 
shape wire to any need, 
any specification. 


we 


Ss 
800-243-4156 


“Live Wire” phone for 
fastest delivery. Get on the Live 
Wire, toll-free, and tell us—Shape 
desired....Size and tolerance.... 
Material required. ...Quantity.... 
Finish.... How packaged.... 

We'll quote you and serve you 
fast, to help you deliver for your 
company, and customers. 
ea Durable Wire, Inc. 
am (gag 2nd the Arcola Division 
Wy Beaver Road, Branford, 
Connecticut 06405 
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Oil-tempered spring wire: 


At Cuyahoga, were 
making it big. 
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U.S. Steel is once again 
producing the largest-size oil- 
tempered spring wire made— 
0.625” in diameter—on a line 
we believe is the industry’s most 
modern. On this new line, the wire 
is oil-quenched, then continuously 
tempered by the fluidized-bed 
process, an advanced rhethod that 
eliminates the use of molten lead. 

The wire is manufactured 
at the Cuyahoga plant of U.S. 
Steel’s Lorain-Cuyahoga Works, 

a mill long known for superior 
quality wire. 

USS Cuyahoga Mill supplies 
oil-tempered wire in sizes ranging 
from 0.148" to 0.625”, primarily 
in the Class I and Overhead Door 
grades specified by the construc- 
tion industry, manufacturers of 
agricultural equipment and auto- 
makers. The wire is available in 
1500-b. coils, which have a nominal 
I.D. of 54” and an O.D. of 60”. 

The line on which the largest- 
size wire is made is characterized 
by several key improvements. 
Heating takes place in a muffle 
furnace that has been significantly 
modernized to increase heating 

time and improve wire uniformity. 
Line temperatures are closely 
regulated with thermo-couple- 
activated controls, and wire tem- 
peratures are monitored by optical 
pyrometers with digital readout. 
Temperature of the oil quench 

is controlled within + 5°F 

The mechanical properties of 

the wire are adjusted to proper 
levels by tempering in the multi- 
zoned fluidized bed, where tem- 
peratures are controlled within 

+ 10°F in each of the five zones. 

Every coil is tested before 

the wire is stocked in a special, 

humidity-controlled storage facil- 
ity. Wire is shipped in truckload 
quantities, with a minimum of 
5 tons per item. 

For a quote on your next order, 
contact your nearest USS District 
Sales Office, or write U.S. Steel, 
Box 86 (C1417), Pittsburgh, PA 
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Technical Member 


United States Steel 


Nonferrous scrap 
333 


(1967 = 100) 


|_ 1979 | 1980 _| 


Lackluster demand, both 
overseas and domestic, 
keeps lid on prices. See 
little change ahead. 


275 
(1967 = 100) 


Demand is down, but prices 
are rising at a yearly rate 

of 8-10% due to hefty 
backlogs at job shops. 


ABS resins 
(Dec.’75 = 100) 


Return of strong housing 
and auto markets will push 
prices up 6% in second 
quarter of next year. 


Source: Labor Dept., 
PURCHASING forecasts 


Screw machine products 


Pricewatch 


Steel tags go up as New Year rolls in 


FLAT-ROLLED STEEL: Expect 
the domestic steel industry to 
post substantial price increases 
in 1981 now that it has the U.S. 
government and the economy in 
its corner. 

Increases of 10-12% in list 
prices are not out of the question. 
Transaction prices will go up even 
more considering the widespread 
discounting that characterized the 
1980 market. Reinstatement and 
tightening of the trigger price 
mechanism will be an important 
factor. Trigger prices (minimums 
for imports) went up 12% a month 
ago. 
The economy should also be in 
better shape in ’81, with applianc- 
es already showing signs of 
recovery. 

Price hikes are expected to 
come in two steps, with the first 
timed to take effect around Jan. 1 
and the second around Aug. l, 
when the average steelworker’s 
wages rise 20¢/hr to $11.76. 


CAUSTIC SODA: Price tags 
continue to move up, but relief 
may be in sight. 

All of caustic’s major end- 
uses—aluminum production, pulp 
and paper, water treatment, 
chemical manufacture—have been 
strong all year, oblivious to the 
recession. Demand for chlorine, 
however, is still in the dumps. 
With poor chlorine sales, output 
of caustic has also been trimmed 
by 20-30% or more. 

Two factors bode well for 
caustic buyers by early 1981: the 
slow but steady recovery of 
plastics, and the growing number 
of buyers who have switched to 
soda ash as a relatively low-cost 
replacement for caustic. That 
could reduce demand enough to 
help dampen the next round of 
price hikes, expected by year-end. 


ALUMINUM: The recent increase 
in ingot, common alloy sheet 
prices may not be estab- 
lished until early next year. 

Strong export markets (up 
175% over a year ago) gave 


producers the impetus for a price 
hike in a weak domestic market. 
The return of production 
cutbacks in the Pacific Northwest 
lends strength to the increase. 

Recent upturns in sales, 
mostly at the distributor level, 
have been attributed to restocking 
requirements, rather than a real 
demand surge, however. 

Look for a spot ingot price of 
73-74¢/b through year-end, and 
for continued (if smaller) discounts 
on common alloy sheet. The 
largest increase, 8% for heat- 
treated sheet prices, seems firmest. 


ROLLER CHAIN: Higher materi- 
als and labor costs are pushing 
prices up 8-10%. 

Standards have not gone up as 
steeply as specialty products, 
which have risen as much as 15% 
over last year’s levels. Principal 
material costs are steel— 
especially stainless and alloy. 
These steel costs are expected to 
rise at a higher rate next year and 
because they are normally passed 
on to the user, buyers should be 
prepared for a series of small, 
incremental price increases over 
the coming year. 

Imports, mostly from Japan 
and other Far East countries, 
continue to come in at a high rate, 
and continue to make inroads into 
the industrial market. These stand- 
ard products sell generally at 25- 
35% below domestic prices. 


POLYPROPYLENE: Thanks to 
still-sluggish demand, the up- 
ward price zoom of second 
quarter ’79 to last summer is 
effectively quenched. 

User inventories are drawn 
down close to normal levels, so 
demand will pick up somewhat— 
enough for producers to raise their 
list prices but not enough to stop 
widespread discounting. 

Look for a list price hike of no 
more than 5%, to 46¢/lb., but 
market prices will probably 
remain under 40¢—barring any 
violent movement in petroleum 
prices. 
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EXXPRESS 


~ Theres an error 
here — this 
freight bill has 
already been paid 


This message from our computer 
triggers a VOLUNTARY REFUND 
procedure in our Accounts Receiv- 
able Department. All information 
about the first payment—the Dill 
number, payor, amount, date, 
check amount, and the last four 
digits of the check number are 
matched very carefully to the sec- 
ond payment. When all the facts 
are verified and it has definitely 
been determined a duplicate pay- 
ment has taken place, we refund at 
once to the proper party. This re- 
fund check contains all the perti- 
nent data needed for easy application by the customer. 

A vast majority of the refunds are handled without correspondence—most of the 
rest are handled by reply to single inquiries. This efficient system saves Clipper’s 
customers unnecessary letter-writing and delays in receiving their money. 

This is the kind of customer-oriented service Clipper’s customers have come to 
expect and it goes hand-in-hand with the personal attention we give to every account. 


Duplicate payments do 
occur and quite frankly, 
all too often. That’s why 

we at Clipper Exxpress 

have programmed our 
computer to match your 
payments to our billing 
and to produce all 
possible information on 
duplicate payments. 


Rely on EXXPRESS for 
Dependable Daily Up-to-the-Minute Service Center 
Schedules Fleet Communications 
Daily Service Power Tailgates Center 
Advance Manifests Modern Terminals Radio Dispatched 
Protection Plus Skilled Personnel Trucks 


From the East and Midwest to ALL 
points in California, Oregon, Wash- 
ington, Arizona, Nevada and Utah. 


From ALL points in California, Ore- 
gon and Washington to ALL points 
in the Midwest and East. 


From selected areas in the Mid- 
west and East to Alaska and 
Hawaii. 


Whatever your 
transportation needs— 
Trailerload or less than 
Trailerload—give your shipments the 
LITA vo eas Piggyback connection to fast service, 
ee economy and energy conservation. 
Call Clipper Exxpress today! 


Ot Ue CLIPPER EXXPRESS ' Peagyback rovnv: 


The Energy Saver 
3401 West Pershing Road, Chicago, Illinois 60632 Call 312/376-7400 
Offices and Terminals in MajoPCities' | 
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MARKET CONDITIONS: 


Growth delayed 


Capsule view. The dramatic 
growth of hot melts for product 
assembly applications was thrown 
for a big loss this year. Cause: the 
big drop in manufacturing activity 
and the equally big decline in 
capital investment, pointedly for 
new assembly equipment. Until 
this spring, producers kept to their 
predictions that hot melt usage 
would grow 10-15% over the next 
3-5 years—and as much as 20% for 
some applications. Bookbinding 
and general packaging, markets 
which account for about 75% of 
current hot melt usage, were 
expected to experience negligible 
growth. Now producers are 
changing their tune. Demand is 
running 5-10% below last year’s 
levels—with the product assembly 
market bringing up the rear. 
Revised forecasts say an upturn 
will follow the expected improve- 
ment in general economic condi- 
tions and manufacturing levels. 
The growth potential for product 
assembly markets is real, suppli- 
ers assert, but it won’t get a fresh 
start until early in 1981’s second 
quarter. At that time the 
appliance, automotive, and elec- 
tronic equipment industries will 
be getting into full swing and 
manufacturing will start upgrad- 
ing its product assembly lines with 
modern equipment and tech- 
niques. 


Prices. Even though demand is 
down, prices are being pressured 
upward because of the unrelenting 
rise of material costs. Hot melts 
made from ethylene vinyl acetate 
(EVAS) use petroleum-based raw 
materials. The newer polyamide 
hot melts use a lot of synthetic and 
natural resins in addition to some 
oil-based materials. Result: The 
EVAS are rising at a 10-15%/yr clip; 
the polyamides, 8-10%. The rates 
of these price increases will 
probably be steeper next year. 
(One producer reports one of his 
suppliers already has said that 
some petroleum stock will go up 
38% in 1981.) 

Producers’ chief concern is 
that rising prices might jeopardize 
growth potential, but so far they 
have been unsuccessful in their 
search for substitute materials— 
e.g., cheaper natural resins. 


Availability. Supply is generally 
good, but some small holes persist, 
due to spot shortages of raw 
materials, according to one source. 
Some delays are the result of 
run-outs of a low-volume item; 
other delays occur because the 
order falls between production 
runs. Spot shortages of ethylene 
have also caused some stretchout 
in delivery schedules for polyeth- 
ylene hot melts. 


BUYING FACTORS: 
Variety of forms 


Technology. Polyamide hot melts 
are particularly good for product 
assembly. Polyamides’ advantages 
over competing adhesives and 
mechanical bonding include high 
productivity, good bonding quali- 
ty, cost effectiveness, and no 
appearance problems. Convenient- 
ly applied with automated equip- 
ment or by manual dispensers, 
they are nontoxic and can bond a 
large variety of dissimilar materi- 
als without galvanic corrosion. 
Their main drawbacks are their 
inability to withstand high 
temperatures and their compara- 


Marketplace 


Hot melt adhesives 


tive lack of impact resistance. 
Newer products have overcome 
some of these limitations, particu- 
larly the inability to stand up un- 
der high temperatures. 

The older EvAs still have their 
traditional hold on bookbinding 
and general packaging markets. 


Suppliers. Major producers are 
General Mills (Henkel), H. B. 
Fuller, 3M, National Starch, 
Eastman-Kodak, Bordens, Emery 
Industries, and Union Camp. All 
sell directly and through well- 
established distributorships. Their 
products are available in a wide 
variety of forms and packaging 
including bulk drums, reels, 
cartridges (sticks), slugs, slabs, 
and pellets. The type of dispensing 
equipment normally determines 
how the product is procured. In 
general, bulk forms have lower 
unit prices but require higher 
priced dispensers. For these 
reasons, they are generally used 
for high-volume, often automated, 
assembly lines. Small-packaged 
products are generally used with 
manual or semiautomated dis- 
pensers and for short-run needs. 


Hot melt use in 
product assembly 


33% Bonding of 
hard materials— 
metals, glass, and 
ceramics 


67% Bonding of 
soft materials 
—plastics, rub- 
ber, fiberglass, 
paper prod- 


ucts, textiles, 
and wood 
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Anyone can sell you light bulbs. 
The Duro-Test specialist also solves your lighting 
problems—and saves you money. 


The men and women sales repre- 
sentatives from Duro-Test can supply 
you with a lot more than light bulbs. 

They also provide valuable lighting 
information and expertise you just 
can't get from a distributor or retailer. 

They’ll tell you which bulbs are 
right for your particular needs. They'll 
show you how to save money with 
energy-saving bulbs that last for years. 
And they’ll show you how to get the 
quality as well as quantity of light you 


need. Where you need it. In your office, 
restaurant, hotel, factory, bank, store, 
hospital, school. You name it. 

They'll survey your lighting for 
comfort, efficiency and safety. And if 
you've a problem they can't handle, 
they'll call on Duro-Test’s commercial 
engineers. They're the best in the 
industry. 

Duro-Test—the nation’s largest ex- 
clusive manufacturer of light sources 
—markets a full line of energy-saving, 


premium-life incandescent, fluores- 
cent and fail-safe vapor lamps. Prod- 
ucts include plant-growing lights, the 
industry's greatest selection of decora- 
tive bulbs, and Vita-Lite® —the pat- 
ented sunlight-simulating fluorescent. 
Meet the Duro-Test lighting 
specialist. Write today to Dept. E, 
Duro- Test Corporation, 
North Bergen, 
New Jersey 07047. 


& LIGHTING 
INNOVATION 


Duro-Test Corporation, North Bergen, NJ. * Luxor Lighting Products, Inc., Empire State Bldg., N.Y. *Duro-Test Electric Ltd., Toronto & Montreal 
Duro-Test Int'l., Carolina, P.R.* Duro de Mexico S.A., Mexico City 
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Mini resistors 
pack extra power 


BOONE, N.C. — Subminiature 
thick-film resistors with a full 
14-watt power rating at 70 C, but in 
an %-watt, 0.066”-diameter pack- 
age, have been introduced by the 
IRC Resistor division of TRw. These 
RG-* Series resistors, available in 
standard EIA/MIL reistance values 
from 10 to 500,000 ohms, are 
priced in quantities of 10,000 at 
11g each for +5% tolerance, 12%4¢ 
each for +2% tolerance, and 21¢ 
each for +1% tolerance. Delivery 
varies from stock to six weeks. 
TRW/IRC Resistors, P.O. Box 1860, 
Boone, N.C. 28607 
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More fiat ribbon 
cable connectors 


OAK BROOK, ILL.—Six new 
connector lines recently intro- 
duced by Amphenol nearly triple 
the firm’s offering of flat ribbon 
cable connectors. The new lines 
include: sockets and headers for 
3-amp applications on 0.125” 
centers; dip plugs for use with DIL 
sockets; pcB solder connectors for 
direct dip soldering on pc boards; 
and discrete wired connectors 
which mate with existing socket 
and header flat ribbon cable 
connectors in Amphenol’s 840 
series of flat cable connectors. 
Bunker Ramo Corp., Amphenol 
Div., 2122 York Rd., Oak Brook, 
Ill. 60521 
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Microprocessor 


DAVENPORT, IOWA—Five years 
ago Eagle Signal entered the 
microprocessor marketplace, deliv- 
ering its first Eptak system in 
early ’76—and sales have been hot 
ever since. Just recently the 
company announced the delivery 
of its 1500th unit. Eptak users 
read like a Fortune 500 list. 

The company also said that it 
will be bringing out a new 
generation product, the Eptak 700, 
which should be available some- 
time in the first quarter of next 
year. Designed to provide more 
control per dollar, the 700 
incorporates major advancements 
in analog accuracy and resolution, 
improved operator interfacing, and 
greater memory density. 

According to Eagle’s gm, Peter 
Zilko, the Eptak 700 should be 


has bigger byte 


particularly attractive to analog- 
control-intensive industries. New 
input/output modules make the 
Eptak 700 a 12-bit system, with 
significantly increased resolution 
and tighter control of analog loops. 

Greater memory density (16K 
vs. 4K per module in earlier Eptak 
units) gives the 700 a 48K memory 
capability in only three modules, 
freeing several chassis slots for 
other self-diagnostic or operator- 
interface modules, and allowing a 
full-capability Eptak 700 system 
to be housed in a single chassis. 
Upshot of eliminating the need for 
a second or third chassis can mean 
a savings of $1500-2100, or 10% on 
the cost of a typical Eptak system. 
Eagle Signal Industrial Systems, 
736 Federal St., Davenport, Iowa 
52803 For more information circle 350 
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New products 


Lightweight cutter for 
nonmetallic tubing 


PLASTIC PIPE and tube cutter delivers 
strong cutting strength with easy, 
one-hand operation. Model 138 leaves 
clean cuts in %” to 1%" nonmetallic 
pipe and tubing that can be joined, 
threaded or cemented for positive, 
leak-free fits. It cuts plastic, rubber, 
neoprene, and vinyl-type materials. 
Aluminum housing has a safety blade 
guard. The Ridge Tool Co., 400 Clark 
St., Elyria, Ohio 44036 
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Construction 
Fasteners. 


Haydon 


Famous for quality since 1864. 


Whether it’s a custom item or a standard fastener, you can rely on Haydon 
products to meet your specifications. Diameters from VY inch through 4 
inches. Stock lengths up to 24 feet. 
Structural grade carbon steels, alloy and stainless steels to ASTM standards. 


Aluminum, brass, bronze, copper and mone! also available in most products. Finishes 
include hot dip galvanized, electroplated, anodized and passivated. 


Choose Haydon for quality construction fasteners at competitive prices. 


For brochure, fast service and price quotations, call Ted Friel 
collect at (215) 537-8700, or write him today. 


Anchors Rods 

Crane Rail All-thread 

J Hook Tie-Straight & Bent 

L Hook Turnbuckle & Clevis 
Swaged Assemblies 

Bolts Other Products 

Button Head Arc Weldments 
Countersunk Cinch Drive Sleeves 

Eye Coupling Nuts 

H n Double & Single 
peapaate Expansion Shields 
Pointed Pins Phillips 

Round Bend U Red Head Wedge 

Square Self Drilling Shields 

Tee Head Threaded and Plain Cinch 
Square Bend —ss-Foggles 

Structural Washers—Heavy Plate— 


Round & Square 
WEJ-IT Expansion 
Wilson Anchor Bolt Sleeves 


Bent Bolt 


Swaged 
Anchor 


Adams Avenue & Unity Street, Philadelphia, PA 19124. (215) 537-8700 
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Anchor 
Bolt 


HAYDON BOLTS, INC. 


rencontre! 


Coated inserts designed 
for high speeds, feeds 


CERAMIC COATED carbide inserts 
handle most all roughing, medium 
cuts, finishing cuts, and interrupted 
cuts in machining cast iron or steel at 
speeds of 600 to 1200 sfm. Series 7000 
come in a wide range of diamond, 
square, and triangle shapes and are 
especially suited for use with NC 
machine tools. Allegheny Ludlum 
Industries, Carmet Materials Div., 
1100 E. Mandoline, Madison Heights, 
Mich. 48071 
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Two 300-amp dc welder- 
generators conserve energy 


WELDER-GENERATORS Offer 1500 watts 
de auxiliary power while welding; 
10,000 watts of 60 Hz standby power at 
120 and 240 volts ac. An automatic 
weld/power switch idle control con- 
serves fuel, reduces engine speed and 
noise, and extends engine life. 
Liquid-cooled gasoline and diesel 
engine-powered models can be used as 
complete work centers at outdoor 
job sites. Airco Welding Products, Dept. 
P, 575 Mountain Ave., Murray Hill, 
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JAM-PACKED WITH PRACTICAL INFORMATION 


FOR PURCHASING MANAGERS AT ALL LEV ELS 


TABLES 


and.cons of 
various con- 


ACTUAL 

DATA 

gathered by 

Purchasing we 
Magazine, give the 


covering mat- 

ters such as accep- 
tance of perform- 
ance-measurement 
standards within 
purchasing. 


reader ideas 
on systems to 
adopt for per- 
sonal use. 


Not a revision, but rather an accompanying volume to BASICS 
FOR BUYERS, Dowst’s 1971 smash which has gone through 8 
printings since publication! This book, like his first, offers readers a 
store of solid information on how to get the best value from every 
purchase they make for their company. 

But MORE BASICS FOR BUYERS also considers the buyer's job in 
view of the turbulent economic events of recent years: the com- 
bined effects of the oil embargo, a period of double-digit inflation 
followed by recession, and our recent energy shortage, which have 
thrust the purchaser's job into the limelight, causing it to become 
more specialized — but at the same time opening up new 
opportunities. 

While BASICS FOR BUYERS emphasized systems within purchas- 
ing, MORE BASICS FOR BUYERS concentrates on the analytical 
nature of purchasing in today’s world, and also provides systems 
for handling that very precise task. 


1979/261 pages/hardbound/ $15.95 


The companion text to 
the popular BASICS FOR BUYERS 


by Somerby R. Dowst, C.P.M. 
Managing Editor, Purchasing Magazine 


showing pros 


tracting plans, 
and other real- 
life tradeoffs. 


SAMPLE 
BOOKLETS 

used by real compa- 
nies to welcome 
suppliers and 
explain their 
unique Oppor- 
tunity to help 

the buying firm. 


Name 


Address 
C 


ity, State, Zip 


Signature 


EE = 


TABLE OF CONTENTS 


Part One 

Contracts and Negotiations 
Part Two 

Vendor Relationships 

Part Three 

In-House Relationships 
Part Four 

The Buyer and Value Analysis 
Part Five 

Training and Development 
Part Six 

Purchasing By Objectives 
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220130 


NO RISK OFFER! 


Please send me ______ copy(ies) of MORE 
BASICS FOR BUYERS (1875822) at $15.95 each. 
| have enclosed payment. | understand that if | am 
not satisfied, | may return the book(s) within 15 days 
and receive a full refund. 


Make check payable to Purchasing Magazine. 
Attention Kim Gorton 


(Your signature required for processing of order.) 


Canadian and foreign orders must be prepaid in U.S. dollars. 


Purchasing Magazine 
221 Columbus Ave., Boston, MA 02116 
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PRECISION SHAFTING? 


HARD CHROME-PLATED INDUCTION 


HEAT-TREATED 
| industry 


4 to 8 SUPER-MICRO FINISH 


QMPLET 


For the Computer Peri 
Carriage Shafts 
Linear Bearings 
Guide Rods 


E IN-HOUSE SERVICE 
FROM BAR STOCK 
TO FINISHED 


Treffers Precision, Inc. 


1021 N. 22nd Avenue, Phoenix, Arizona 85009 
For more information circle 53 


(602) 258-1554 


Square beats 

Microdo 
perform bet 
locally availa 


Pe Sat 


“Or ormation, drop us a line. We’ ll give you a ring. 
SGUARE RINGS" as 
\ MICRODOT / POLYSEAL 


A.MiICRODOT COMPANY 
P.O. Box 20174... Salt Lake City, Utah 84120 
(801) 973-9171: TELEX 388-414. 


For more information circle 54 


86 PURCHASING NOVEMBER 20, 1980 


Proximity, limit switches 


interchangeable on-line 


| PROXIMITY SWITCHES and limit switch- 


es use the same front-mount plug-in 
base threaded for conduit installation. 
This integrated design permits stock 
reduction and the option to upgrade 
specific limit switch applications and 
gain the advantage of noncontact 
sensing for greater reliability. The E2p 
proximity switch and D4a limit switch 
are designed for heavy-duty use. 
Omron Electronics, Inc., 650 Wood- 
field, Schaumburg, II]. 60195 
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Roller thrust bearing 
for error-free assembly 


UNITIZED NEEDLE roller thrust bearing 


_combines compactness with simple, 


error-free assembly compared with 
conventional types with separable 


_races. The bearing’s grease holds the 
_ bearing together for initial handling 
_and assembly, in addition to protecting 


against corrosion and debris. Design 
also eliminates need for tangs and 
other components. Keene Corp., 
Kaydon Bearing Div., 2860 McCraken 
St., Muskegon, Mich. 49443 
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Tubing design ideas 
from Superior Tube. 


wh. 


Super-smooth ID 
keeps speedy yarn 
from getting caught. 


Things move fast in the fabric business, but nowhere faster 
than inside heater tubes in yarn texturizing machines. 
Here, thin filaments hit speeds of up to 50 feet per second 
. one significant imperfection in the tube, one snag, and 
the yarn would tear. The shutdown would bea nightmare. 
Today manufacturers solve the problem by specifying 
Superior tubing with an ID finish of 32 RMS maximum. 
The extra smoothness lets the yarn fly by without a hitch. 


For our free Bulletin 46 — A Guide to the 
Selection and Application of Superior 
Tubing, write or call Superior Tube Co., 
Norristown, PA 19404. (215) 275-2070. 


Tubing instead of solid rod 
gets equipment manufacturer 
out of hot water. 


Makers of expansion tanks for hot-water heating systems 
often have a problem with sludge working its way into 
wet-motor circulator bearings, causing failure. 

But one manufacturer got around the problem by 
replacing the solid rotor shaft in his circulator with tubing. 
Water is diverted through the hollow shaft so a lot less 
sludge reaches the bearings. The tubing is Superior’s 
seamless Type 410, cold drawn, hardened and tempered. 
When it comes to precision, nobody’s better than we are. 


‘S)) Superior Tube 


The big name in small tubing 
Norristown, Pa. 19404 ¢ West Coast: Pacific Tube Coy* LosjAngeles, Calif. 90040 
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New products 


Programmable marking 
system is versatile 


INK JET coding system provides 
effective noncontact coding, marking, 
and addressing of product or contain- 
ers with smooth, rough, flexible, or 
irregular surfaces. The large charac- 
ter, programmable Lcp/1000 system 
permits instant change of variable 
data and can be pre-programmed for 
immediate call-up on line. Marsh 
Stencil Machine Co., Belleville, Ill. 
62222 
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VMNLESS STEEL « BRASS + MAGNE” 


EverLuse 


80UD mim LUBRICANT B 


THE EXTREME TEMPERATURE @”* 
HIGH PRESSURE DRY LUBRICA 


FORMULA NO. 


EM -6102-G 
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Bonded fluorocarbon 
solid film lubricant 


SOLID FILM lubricant is recommended 
for use on fasteners, automotive 
hardware, gears, cams, and slides. 
Everlube 6102-G is a blend of 
fluorocarbon and other solid lubricants 
in a heat-cured resin system that is 
easily applied to most substrates. It 
comes in one and five-gallon contain- 
ers. E/M Lubricants, Inc., Box 2200, W. 
Lafayette, Ind. 47906 
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DELTA DASH. 


SAME DAY DELIVERY 
ON SMALL PACKAGES. 


Why settle for overnight deliv- 
ery? Delta DASH can give you 
same day service. DASH (Delta 
Airlines Special Handling) 
takes to the air 1,500 times a 
day on Delta jets. So if your 
small package is in a big hurry, 
DASH it. Shipments picked up 
during normal business hours 
will be delivered that same day. 
If your package arrives after 
normal business hours, we will 
deliver it the first thing next 
morning—and generally no 
later than 10am. Delta carries 
more over-the-counter ship- 
ments of 50 lbs. or less than any 
other scheduled airline. And 
DASH serves over 80 U.S. cities 
plus San Juan. 

Packages are accepted at airport ticket counters up to 30 
minutes before flight time. Up to 60 minutes at cargo terminals. 
Size limit is 90 inches: width+length +height. 

The airport-to-airport rate between any two of Delta’s domes- 
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Customer Services Agent Tom 
Sineath is a Delta professional. He 
goes that extra mile for you. 


tic cities is $40 ($25 between Dallas/Ft.Worth and Los Angeles or 
San Diego or San Francisco). Expedited pick-up and delivery 
available at extra charge. Call (800) 638-7333, toll free. (In Balti- 
more, 269-6393.) 

You can also ship via DASH between Delta cities in the U.S. 
and Montreal, Nassau, Bermuda, London, England and Frank- 


furt, Germany. For full details, call your local Delta cargo office. 
ADELTA 


ine run by professionais. 


DELTA IS READY WHEN YOU ARE* 
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Forklifts stress stability, 
positive inching control 


PNEUMATIC TIRE forklifts feature low 
centers of gravity for maximum load 
capacity during high lift operations. 
Diesel and gasoline/liquid propane 
models each are available in 8000 and 
9000-lb. capacities. An inching control 
valve and independent inching control 
pedals are featured on all models. 
Komatsu Forklift (usa) Inc., 14815 
Firestone Blvd., La Mirada, Calif. 
90638 
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New literature 


Valves and fittings meet 
most industrial needs 


INDUSTRIAL VALVES and fittings in wide 
variety are presented in a 24-page, full 
color brochure. Sections cover bronze 
valves, iron body valves, special and 
all-iron trimmed valves, special alloy 
iron body valves, cast steel valves, ball 
valves, and butterfly valves. Ductile 
fittings and convoluted flanges also 
are described. Nibco Inc., P.O. Box 
1167, Elkhart, Ind. 46515 
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Modular inverters are 
energy savers 


AC ADJUSTABLE speed drives in 1.5-5 hp 
ratings are designed for use with any 
three-phase motor. Catalog 1411 
describes how the inverters can 
provide substantial energy savings by 
maintaining proper motor speed. The 
eight-page catalog also describes 
available option modules and cards 
and accessories. Graham Co., P.O. Box 
160, Menomonee Falls, Wis. 53051 


COPYCORDER® 
COPYCORDER 
COPYCORDER 


Unauthorized Copies 


Too Many Copies 


Allocation of Cost 
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COPYCORDER Systems will only accept a specially coded 
card. Insert your access card, and the CCI or CCF System will 
allow your copier to operate. No card? No copy! Our cards 
automatically allocate the cost of copies to the appropriate 
department or cost center. 


® Molding and Engineering FIBERFIL 


Data for Reinforced Thermoplastics Processors 


No more guesswork, no more honor system, no more 
unauthorized copies. 


Our COPYCORDER Credit Cards are not accepted 
everywhere—only at your copier! 


From the people who gave you the KEYCOUNTER® 


31 Park Road, Tinton Falls. NJ 07724 
(201)542-9200 


Mold design tips 


REINFORCED AND specialty thermoplas- 
tics are discussed in a 21-page booklet. 
Molding guide lists complete process- 
ing temperatures and includes infor- 
mation on drying, equipment selec- 
tion, mold design tips, and a 
processor’s trouble shooting guide. 
Dart Industries Inc., Evansville, Ind. 
47732 


COPYCORDER?® and KEYCOUNTER?® are Patented products of Hecon Corporation 
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New products 


Pneumatic selector valves 
include 10-position models 


SELECTOR VALVES in 2-, 3- and 
10-position configurations manually 
select flow direction in pneumatic 
control circuits. The two- and 
three-way valves are recommended for 
control output selection and digital 
control systems. The 10-position 
valves for miniature pneumatic 
control systems are all 2-way types. 
C. A. Norgren Co., 5400 S. Delaware, 
Littleton, Colo. 80120 
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¥ Modular mezzanines have 
more freeway beneath 
PREFABRICATED MEZZANINES feature 


triangular single post design that 

t 7 eliminates the need for cross-bracing. 

ESsprenie ™ This provides greater accessibility for 
fork trucks, etc. Beam span openings 

are available up to 12’ wide. Floor 
capacity is 150 lbs. per sq. ft. of 
uniformly distributed weight. Four 
starter sizes are available, plus a 
variety of add-on units, including 


stairways, pallet drop gates, etc. 
Equipto, Aurora, Ill. 60507 
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Best Manufacturing Co. 


Customer Service Dept. — Menlo, Georgia 30731 1 
(1) Please send me more information on Best gloves. ; 
2) Tell me how | can get a FREE, no obligation glove i L : ee A} 
survey. { 
Name __— ! | Self-contained scanner 
hig ‘aie | | is priced economically 
OO Ee , 
# Address LED PHOTOELECTRIC scanner is rated for 
City State Zip ‘ a 15’ scanning distance, retro- 
ON a » reflectively. The mcs 165 includes 
| sensitivity adjustment and replaceable 
Update your ha with the BEST replacement for leather palm work DPDT relay. An optional five-function 
gloves . . . Resists fe) grime while providing positive grip, plus protection plug-in timer board provides delay 
against Sat pull, delay drop, dual delay, one shot, 
and delay one shot timing functions 
plus a light/dark switch. Warner 
Electric Brake & Clutch Co., Beloit, 
Wis. 53511 
Best Manufacturing Co. Best Glove Mfg., Ltd. 
Menlo, Georgia 30731 253 Michaud St. : : z 
Phone 404/862-2302 Coaticook, Que. Canada J1A 1A9 For more information circle 191 
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“If you've got a high- 
performance hydraulic 
system, we've got the 
oil for you. And, we re 
ready to prove it." 


“Sun has been working with hydraulics for a long 
time to develop state-of-the-art oils that anticipate 
advancing technology,’ notes Product Manager 
Tom Newingham. ‘‘We're ready with oils that are 
relatively insensitive to metallurgy, oils that pick 
up water, oils that mix with water, oils that take 
high temperature in stride, oils that meet tur- 
bine quality standards. You might say we've got 
an oil for everybody's pump. And, you'd be right.” 
But how about the proof? “We've put to- 
gether this chart based on 16 operating charac- “ 
teristics! We'd like to send you a copy.” 
Call or write. 800-523-0200 (except in PA: 
800-362-0210). Sun, Box 7438, Philadelphia, 
PA 19103. 


a 
rl 
*' 
©OSUN PETROLEUM PRODUCTS COMPANY 
A Division of Sun Oil Company of Pennsylvania 8013R 
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Bottom line on energy saving motors 


AT A TIME’ when = simple 
economics make it absolutely 
essential to look for ways of 
cutting costs and building profit 
margins, the value of high- 
efficiency motors can’t be 
ignored. 

Although there’s no end in 
sight to spiraling energy costs, 
there is a way to soften their 
impact on your company— 
motors. 

Typical motor operating 
costs for the first year alone can 
be as high as eight times the 
purchase price. The right 


When you buy high-efficiency 
motors, keep these considerations 
in mind: 


© Insist on guaranteed minimum 
efficiency values as your basis for 
evaluation. 


© Ask whether IEEE-112, Test 
Method B was used to test the 
motors’ efficiency. It's accurate, 


detailed, and in full accordance 
with NEMA standards. 


© Indicate if the method of eval- 
uation is based on dollars-per- 


Resins resist corrosion 


HANDY GUIDE helps you select 
polyester, vinyl ester, and furan 
resin laminates for use in 
corrosion control. Based on 
actual industrial case histories, 
it tests the changes in hardness, 
flexural strength, and flexural 
modulas over a_ three-month 
period. A comprehensive tabula- 
tion contributes data on the 
expected performance of the 
company’s Hetron and Aropol 
resins over a wide range of 
chemical environments, and 
different temperatures. 39 
pages. Ashland Chemical Co., 
Polyester Div.,Box 2219,Colum- 
bus, Ohio 43216. 
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high-efficiency motor, even 
though initially more expensive, 
will end up paying for itself in 
reduced energy usage and lower 
life-cycle costs. A new brochure 
from General Electric provides 
tips on motor selection. This 
report stresses proper evalua- 
tion of motor efficiency test 
methods, and recommends steps 
to analyze the cost-effectiveness 
of the motors you use. 8 pages. 
General Electric Co., Sect. 
GEA-10796, 1 River Road, 
Schenectady, N.Y. 12345. 
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kilowatt. That will give you the 
best indication of potential savings 
over the life of your plant or 
process. 


© Look beyond the selling price. 
It will not provide a true picture of 
the total cost of the motors you're 
evaluating. 


© Remember that every 1/10 of 

a point improvement in a motor’s 
efficiency translates into significant 
savings in energy costs over the life 
of the motor. 


Seamless tubing 


SEAMLESS mechanical tubing is 
the subject of this informative 
new brochure. Concise charts 
pinpoint the size ranges, 
tolerances, and technical specs 
for both cold drawn and hot 
rolled tubing. All tubes are 
custom made for your own 
particular applications and 
conform to a wide range of grade 
specifications. This versatile 
tubing can be used for anything 
from bushings and bearings to 
agricultural equipment and drill 
rods. 15 pages. Copperweld 
Tubing Group, Two Robinson 
Plaza, P.O. Box 60, Pittsburgh, 
Pa. 15230. 
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Positive pumps 

AN ENERGY-EFFICIENT line of 
rotary positive displacement 
pumps are described in this 
booklet. Especially designed to 
pump high viscosity liquids at 
ambient temperatures, these 
pumps eliminate the expensive 
step of heating the liquid to 
lower its viscosity. Other 
features include lower mechani- 
cal and hydraulic friction losses, 
and lower liquid slip losses 
through higher volumetric 
efficiency. 18 pages. Foster 
Pump Works, Inc., 70 Airport 


Road, Westerly, R.I. 02891. 
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Cutting costs 


THIS BIG milling handbook 
describes a new system for 
better efficiency in metalwork- 
ing. Divided into two segments, 
it first tackles the selection and 
application of milling cutters, 
including size, pitch and rank, 
and insert geometry. It then 
goes on to explain the new high 
efficiency method for cutting 
speed selection: A_ simple 
economic analysis is made of the 
machining operation to deter- 
cutting speed. 
120 pages. French Sullivan, Inc. 
2 Northfield Plaza, Troy, Mich. 


48098. 
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Woodworking guide 


THIS BUYER’S GUIDE and directo- 
ry of woodworking machine 
manufacturers in the U.S. is 
specifically intended for pur- 
chasing executives. The 1980-81 
edition features addresses, 
officers, and products of 99 
U.S.-based manufacturers of 
woodworking machines, cutting 
tools, and related equipment. A 
machine index is included. 240 
pages. WwMMaA, 1900 Arch 
Street, Philadelphia, Pa. 19103. 
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CLASSIFIED ADVERTISING 


CASTINGS 
Ductile, Steel, and Stainless Short- 
run, Prototype, Repair parts, Mining 


parts, Show Castings. 


HOLLAND ALLOYS 
4524 136th Street 


Holland, Ml 49423 
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CASTINGS 


Ductile and Iron Squeezer work, 
Production work, Prototype, Repair 


parts, Mining parts, Show castings. 
KANSAS ALLOYS 
Asherville Rd. 
Beloit, Ks. 67424 
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144 
IRON FOUNDRIES 


with open capacity 
IRON CASTINGS 
HOTLINE 
216-333-9600 


Iron Castings Society 
Cleveland. Ohio 
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PRECISION MACHINING 
PROTOTYPE AND PRODUCTION 
CNC MILLING AND TURNING 
MIG and TIG WELDING AND FABRICATION 
SURFACE AND CYLINDRICAL GRINDING 
TOOLS « DIES « FIXTURES 


MMR Eh... 


80 GROVE STREET GLOUCESTER, MA01930 617/283-1360 
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GRAY IRON CASTINGS 
Small, Light, thin walled castings. High quality, 
fine finish, close tolerance, easily machined. 
Jolt squeeze molding, electric melt. Low or 
high volume. 


FERROCAST, INC. 
20 Fair ST 


Guilford, CT 06437 
(203) 453-2791 
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imported Castings 
High Quality Reasonable Cost 
Brass, Zinc, Aluminum, Gray Iron, 
Ductile, Forged Steel 
Try Us— You'll Like Us 


Sequoia World Trade, Inc. 
855 Avenue of Americas 
New York, N. Y. 10001 
(212) 971-3744 
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surplus components wanted 


CALLUS 
IF you want top prices for your excess electrical, 
electronic, and mechanical parts. 

800—645-9060 

516—694-4100 


Ay. WINDSOR covran"® 


300 Adams Boulevard, Farmingdale, N.Y. 11735 
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Specialty Steels 
WANTED 


* STAINLESS 


¢ HIGH TEMPERATURE 
* NICKELALLOYS ALLOYS 
¢ COBALT ALLOYS « EXOTICS 


¢ TITANIUM ——_______ 
ALL MILL FORMS 


(eromet Inc. 


41 Smith Street 
Englewood, N.J. 07631 


(201)569-3800 TELEX 135384 
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YOU’LL STAND OUT 
WITH A SPLASH 
OF COLOR. 

YOUR FIRST AD IN 
PURCHASING MART 
WILL BE BORDERED IN RED 
CALL BARBARA BRAND 
TODAY 
FOR THE DETAILS 


(203) 327-6772 


IRON CASTINGS 
Ductile & gray iron castings from 1 Ib. to 
4,000 Ibs. Complete pattern & machining 
facilities. Low to medium volume quantities. 


TALLADEGA FOUNDRY 


& MACHINE COMPANY 
P.O. Box 579 
Talladega, AL 35160 
(205) 362-0056 
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CUSTOM FABRICATION 


Sheet, plate, bar and structural 
components or assemblies com- 
pletely or partially fabricated in ex- 
tensively equipped 250,000 square 
foot plant. Complete facilities to 
handle any job 20 gauge to 3” 
plate—from shearing and burning 
through welding and finish paint- 
ing. NC Press work a specialty— 
your material or ours. Kirk & Blum 
Mfg. Co., 3109 Forrer St., Cincin- 
nati, Ohio 45209. (513) 351-1400. 
Jim Cloran. 
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PALLETS 
8000 Pallets for Sale 

Size: 44” X 56” X42” 


e Very good quality 
e Have been stored inside 


Telephone: 314-261-6151 


WANTED! 
YOUR SURPLUS HYDRAULIC: 
e Pumps & Motors 
e Valves 
e Cylinders 
e Hose & Fittings 
e Filters 
e Gauges 


ENGINES: 

Diesel & Gasoline 

Accessories 

Power Transmission 

Roller Chain 

Sprockets 

Belts 

Pillow Blocks 

Transmissions 

Axles 

PROMPT ACTION—CASHI! 

Wire—Phone—Write 

GROBAN SUPPLY COMPANY, INC. 

9300 South Drexel Ave.— Dept. PM-1080 
Chicago, Illinois 60619 
Telex 25-3009 
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Capabilities include spur, helical, splines, 
shafts, internal. We make our own blanks, 
50,000 sq. ft. plant. Good quality control, 
engineering, competitive prices. 

Send your prints for quotation to: 


JACKSON GEAR COMPANY 
221 Mill Ave. 
Brooklyn, Michigan 49230 
phone: 517-592-6021 
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We offer 34 years of engineering and manu- 
facturing experience in production of gear, 
shafts and sprockets. We have capacity to 
blank, hob, shape, broach, thread, grind, etc. 
All prints quoted within 3 days. 

LEEDY MFG. COMPANY 


214 Hall Street S.W. 
Grand ar yr ge 49501 
16-245-051 
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CENTAUR 


Specialists in industrial and price 
catalogs. Typesetting, printing, 
binding, and mailing to meet 
your varied and specific graphic 
needs and budget. Anywhere in 
the U.S. 


Carl H. Wurzer 
CENTAUR & COMPANY 
1629 K Street, N.W. 

Washington, D.C. 20006 
301-983-1152 
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ARE YOU READY FOR RED? 
IF YOU ARE NEW... WE’LL 
BORDER YOUR AD IN RED 

CALL BARBARA BRAND 
& GET THE STORY 
(203) 327-6772 


CLASSIFIED apvertisinc Purchasing Mart 


Purchasing 
Mart 


STEEL WANTED 
We will purchase 


EXCESS OR OBSOLETE STEEL 


CONSUMERS STEEL PRODUCTS CO. 
8510 Bessemer Ave., Dept. 8 
Cleveland, Ohio 441 
Area Code 216 683-7171 
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a Message Center for Buyers and Sellers SURPLUS—Vickers, Racine, Denison ol 
. e Kits, . 
that pays Off in RESULTS Mh 
This high-reader-traffic feature is a special service for both Pity gel tg 
buyers and sellers. It’s become a marketplace that more and Clawson, Mich. 48017 
more people turn to for anything from Auctions to Open ssc ci aiiogcens 
Time to Positions Available. For more information circle 367 
5 GOOD REASONS Why Purchasing WANTED! 
Mart Gets Action USABLE COPPER 
1 s Published twice monthly in PURCHASING MAGAZINE... MAGNET WIRE 
2 i mie Read coe in ee Field. ss Call Mr. Kent 
a Covers those industrial plants doing over 92% of the buying 3 a 
and selling in industry. 312-267-9019 
3. Reaches 93,000 purchasing directors and managers — the AERO WIRE — 
largest circulation in the field. 
3902 N. Elston Ave. 
4. All classified ads regardless of size get their own reader service Chicago, ll. 60618 
number. 
5. Serves asa meeting place for industrial buyers and sellers. For more information circle 388 


For more information on ordering en VCONTRACTORS! 
advertising in the Purchasing Mart. [| | mre"ntt"itency:in plus, cura, 
shapes, | ite “erat a Tuse, Inc. 

Bannockburn, II!.60015 | ie 912-948-9140 


Call or write Barbara Brand, Manager Classified Advertising, 


1200 Summer Street, Stamford, Connecticut 06905, phone: For more information circle 369 
CALL TODAY ... ask about rate protection 


(203) 327-6772... , 327-6746 


SURPLUS STEEL WANTED 
OUR AD IS SMALL 
SO WE CAN PAY YOU MORE! 


METAL EMPORIUM INC. 


Patton Avenue 
West Babylon, N.Y. 11704 
516-643-2242 


General Information on the Purchasing Mart 


STANDARD INCH UNITS 
(Minimum Buy—$105.00) 


No. of times 
Ad Appears Size of Ad 
1 ” 


oF = a 5” 6” 
$105 $210 $315 $525 $630 contract 


90 180 270 450 540 
85 170 255 425 510 
80 160 240 400 480 
75 150 225 375 450 


BLIND BOX NUMBER. Add an additional $10.00 per insertion to 
cover postage and handling. 
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CUSTOM METAL FABRICATION 
Complete capability from engineer- 
ing through assembly. Over 100,000 
sq. feet of modern facilities in- 
cluding the latest CNC equipment. 
Quantity fabrications with or with- 
out hard tooling. Press work to 250 
ton. Computerized production con- 
trol. Quality control program. Sig- 


Advertising rates are based upon the number of insertions used 
one year from date of first insertion. Figure about 30 words per 
inch. Standard Inch Units computed by the inch unit measuring 
%” deep (advertising inch) by one column wide. Column width 
is 2%”. If the unit is larger than one inch, compute all inches 
after the first inch as a full inch in depth. 


nificant manufacturing economies 
from 62 years experience. Ask for 
quote and delivery on your job. 


MIDMARK CORPORATION 
Dept. PC, Minster, Ohio 45865 
Toll free 1-800-537-6679 
In Ohio (419) 628-2311 


For more information circle 371 


Advertisers may purchase space at the inch rate up to 8 inches.. 
Thereafter standard display rates apply. Minimum buy $105.00. 


Send box no. replies to: Lynn George, PURCHASING MART, 1200 Summer Street, Stamford, Conn. 06905 


positions wanted 


POSITION WANTED 


Widely-known purchasing professional seeks 
to relocate in a new and challenging position 
due to reorganization. Over 20 years extensive 
and diverse purchasing experience. Served in 
executive capacity as State Procurement Offi- 
cer, County Government Purchasing Agent, 


Hospital Purchasing Manager, University Pur- 
chasing Agent, School Board Purchasing 
Agent, and in private industry. A frequent 
speaker, Consultant and author. Individual de- 
sires to utilize knowledge and energy in a 
strong and vigorous procurement environment. 
Age 41. Mobile. Direct ali inquiries to P.O. 
Box 10501, Chicago, I|. 60610. 


PURCHASING AGENT 


Desire management position. 6 years 
experience manufacturing and non-manu- 
facturing with multiple plant exposure. Product 
contacts include steel, fabricated metals and 
MRO. Familiar with material planning and 
traffic. Education: BA, A.S.C./Metallurgy, 
CPM. Willing to relocate. 

Box Y-2 


BUYER/PA 
Eleven years experience in all phases of 
material activities. Experience includes pur- 
chasing for construction mfg. and warehousing 
operations and MRO supplies. Education/BS 
degree. Willing to relocate. Available im- 
mediately. 


BOX Q-1 


PURCHASING AGENT 
6 years experience Paper Packaging In- 
dustry, also Auditing, Accounting back- 
ground with Fortune 500 company. B.S. 
in Accounting and Business administra- 
tion. Age 39. Prefer St. Louis but will 
consider relocation. 
Box K-5 


PURCHASING PROFESSIONAL 


12 years staff and supervisory experience with 
documented achievements for Fortune 100 Co. 
as Buyer, Sr. Technical Buyer, Construction 
Contract Administrator and Manager—Corpor- 
ate Fleet Operations. B.B.A. degree, Age: 35. 


Box G-21 


Purchasing Agent—Materials Manager 
6 years experience in raw material, MRO, 
inventory control in both manufacturing and 
corporate environment. Strengths inciude ne- 
gotiation, organization, materials management 
and communications. Master's degree. Prefer 
Fairfield County, Conn. and estchester 
County, NY locale. 
Box W-10 


PURCHASING PROFESSIONAL 


Accomplished Director with over 21 years experience. 
Documented records of cost saving achievements and 
new programs implementation. Supervised staff of ten 
while developing specifications, negotiating long term 
contracts and multiple sources program. Created 
computer replenishment system for over 100 various 
installations. Prefer Northern Jersey, N.Y.C. Will relo- 
cate. Age 39. 


Box G-23 


Highly motivated, self-starting, aggressive pur- 
chasing/materials professional with a need to 
advance his career. Possesses good leadership 
and decision making skills. A team builder, 


highly effective negotiator, and has ability to 
identify, design and implement either a pur- 
chasing or materials requirement planning 


system. 
Box N-15 


Job scene 


West Coast: Look before you leap 


LOS ANGELES—If you're think- 
ing of heading West for better 
opportunities you should do some 
careful research before pulling up 
stakes. 

Sections of California offer 
superb opportunities for launch- 
ing a career or advancing one, 
but, like the case of the fabled 
gold a century ago, things aren’t 
always what they seem. 

Moving from southern Cali- 
fornia north to Seattle, job pros- 
pects go from hot to medium cool. 
And where openings are abun- 
dant, so, too, are resumes that 
companies receive to fill them. 

In short, it’s a mixed bag out 
here. 

In the Los Angeles and Or- 
ange County areas currently, 
purchasing job opportunities lit- 
erally abound at every level and 
in nearly every field from cosmet- 
ics and sportswear to engineer- 
ing, construction, aircraft manu- 
facturing, and electronics. 

Jobs in key industries—and 
this goes for San Fransisco as 
well—require purchasing special- 
ists, those with experience not 
only in the company’s main field, 
but in sophisticated purchasing 
techniques such as materials con- 
trol planning or contract admin- 
istration. 

Example: An Orange County 
aerospace and communications 
subsidiary of a major corporation 
recently sought a procurement an- 
alyst with knowledge of account- 
ing and auditing. Salary range: 
to the mid 20s. 

Northern California. Jobs 
exist in electronics, computers, 
household item manufacturing, 
and construction. But employers 
are extremely selective, often re- 
jecting 99 in 100 resumes, warns 
Louis Simon of F-O-R-T-U-N-E As- 
sociates. 

Tip: To cut salary costs, some 
companies are downgrading the 
title of a purchasing position 
when it opens, but not reducing 
the responsibilities involved. And 
be prepared to pay part of your 
relocation expenses, Simon advis- 


es. Above all, companies want the 
right mix of education, experi- 
ence, and technical knowledge. 

Recent Sacramento opening: 
electronics buyer with five years’ 
experience. Salary: $25,000. 

Portland, Oregon. A slug- 
gish economy, dragged by slow- 
ness in forestry and lumber, dims 
the job outlook here. Portland is 
not primarily a manufacturing 
town; big industries are import- 
export, wholesaling, and ware- 
housing. 
| One opening: Buyer for food 
service firm; salary: $25,000. 

Seattle, Wash. Thanks to 
the overwhelming presence of 
Boeing, parts subcontractors 
make for a fairly vigorous econo- 
my here. Jobs for remote places 
like Alaska are often handled by 
agencies in the extreme north- 
west. 

In fact, an Alaskan construc- 
tion company recently sought a 
purchasing agent for a $35,000 
slot. —Thomas R. Temin 


Seattle: 
Aerospace, 
electronics 


Portland: 
Food service, 
warehousing 


(ao 
; Me Fie Vs 


r. 


Southern \ 
Calif: 
Aerospace, 
construction 
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man 


Specialists to the 
Purchasing/Materials Management 
Community 
Materials Mgr., Electronics ...To$90K 
Dir. Purch., Capital Mfg. ...... To $45K 
Purch. Mgr., Policies & Procd ..To$42K 
Purch. Manager,Chem ....... To$40K 
Purch. Manager, Electronics ..To$40K 
Purch. Mgr.,PetroChem...... To $40K 
PORE GE so osc krew eth To $40K 
Purch. Mgr., Packaging....... To $35K 
Contr. Elec. Admin., Elec-DAR .To$30K 
F-O-R-T-U-N-E 
Personnel Agency, Inc. 


505 Fifth Ave., NYC 10017 
(212) 557-1000 


MATERIAL MANAGEMENT 


Mcinturff & Associates has specialized in the 
recruitment of material professionals for over 
eight years. During that time we have estab- 
lished an outstanding reputation for profes- 
sionalism in recruiting and understanding of 
the career needs of practitioners. If you are 
interested in making a career change at this 
time, or would be interested in discussing pos- 
sible career paths available; Please contact: 


Kenneth M. Rowe 


Mcinturff & Associates, Inc. 


209D West Central Street, Natick, MA 01760 
(617) 237-0220 


MATERIALS 
THE PROFESSIONALS 
ACCESS SERVICING 
GROUP, INC. MATERIALS 
PROFESSIONALS 
Southwest West 
P ©. Box 18302 Las Vegas, NV 89114 
or Metro New York 
P.O. Box 3267 Stamford, CT 06905 
or New Englan 
179 Allyn St. Hartford, CT 06103 


PURCHASING/MATERIALS SPECIALISTS 
Mgr., cap eqpt & constr, NE 
Mgrs., electronics, CHGO, MW & NE 
Sub-Contr. Admin., mil MW 
P.A.s & Buyers, mech & electr MW & SE .... to $30K 


P.A.s & Buyers, several CHGO to $27K 


F-O-R-T-U-N-E P 
500 N. Michigan Ave., Suite 1044D, Chicago, |i 60611 
312-467-9130 NATIONWIDE fees & relocation paid 


A small ad here can attract a lot of 
attention...drum up Barbara Brand 


today! 
\ (203) 327-6772 
J 


RECRUITMENT ADVERTISING Job Mart 


positions available 


PURCHASING AGENT 
(Pasadena, California) 


STUART PHARMACEUTICALS, a leading 
ethical drug manufacturer and a division of ICI 
Americas, Inc., is currently seeking an 
experienced Purchasing Agent to assume 
responsibility for the acquisition of all 
operating supplies and services (except raw 
materials and packaging components) for the 
Pasadena Production facility. 


The successful candidate will have a 
Bachelor's Degree in Business Administration 
or a technical field and 2-3 years’ previous 
experience purchasing maintenance, repair and 
general operating supplies for a manufacturing 
facility, preferably in the chemicals, food or 
pharmaceuticals industry group. 


We offer an excellent compensation and 
benefits package, superb working conditions 
and good growth potential. The interested 
individual should send resume, including 
salary history, to: 


E.S. Wyant 
STUART PHARMACEUTICALS 
Division of ICI Americas, Inc. 
3360 E. Foothill Blvd. 
Pasadena, CA 91109 


An Equal Opportunity Employer M/F 


4) —_ on 
4 
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Job Mart RECRUITMENT ADVERTISING 


positions available 


TECHNICAL 
PURCHASING AGENT 


BASF WYANDOTTE CORPORATION, a subsidiary of 
one of the largest and most innovative chemical 
companies in the world, has an immediate 
requirement for a Technical Purchasing Agent. 


The successful candidate will have from 5-7 years of 
industrial technical and administrative experience in 
the purchasing of commodity type chemicals, 
including a broad based understanding of 
procurement procedures involving trade relations 
with customers and suppliers. 


A bachelor's degree in chemistry or chemical 
engineering and a thorough knowledge of 
commercial mathematics and chemical formulas is 
required. 

For immediate consideration, please forward 
your resume including salary history and 
requirements to: 


Gene Hickman, Manager, 


Professional Employment 
BASF WYANDOTTE 
BASF AV gfppepette 


CORPORATION 
An Affirmative Action Employer M/F 


ORDER FORM 


POSITIONS AVAILABLE 


Please run the following ‘Positions Available” ad in the next issue of PURCHASING’s JOB MART. 


SPECIALISTS IN PURCHASING 


Purch. Mor. - ElOCtOmles «....0.5 sia ccwsiaesecs: $38K 

Purch. Suprv.-Cantl. Gant. .50cecicecccwesienes $32K 

Procurement Spec.-BSEngr. ..........-.055 $28K 

Sr, EISCHONIGE BOUVET 6occ evs wale veascese ses $28K 

Gr: Mechanical Duval a s.0a 600806 F086 8T 82 ENE $27K 

Contract Admin.-DOE is iieicick cascccdéaasweses $26K 
F-O-R-T-U-N-E 


455 Pennsylvania Avenue, Suite 105 
Ft. Washington, PA 19034 (215) 542-9800 


Specializing in Positions 
in the Sunbelt 


Corporate Commodity Mgr $28-32K 
IC’s/Deg/Current Industry Exp. 

Buyer-Aerospace $22-29K 
Current Castings or Forgings/Deg Pref 

Sr. Buyer Supervisor $35-40K 
Chem or Chem Eng Deg/Plastics/ 
Current Industry Exp/MBA a plus 


O-R-T-U-N-E 
of Phoenix Inc. 

4001 N. 32nd St. Ste E-P 
Phoenix, Arizona 85018 
(602) 954-7100 
(800) 528-1903 


FEE PAID agency 


JOB MART 
1200 Summer Street 
Stamford, CT 06905 


(Figure 30 words to one inch). 


(Print of type) 


1 Assign me a Box Number. 10 Use address as shown. 
aN ee a en a ee ee Ae ot 
Name (print) Address 


Company City, 
State, Zip 


Phone 


STANDARD INCH UNITS 
(Minimum Buy—$105.00) 


Advertisers may purchase space at the inch rate up to 8 inches. 
Thereafter standard display rates apply. 


STANDARD DISPLAY UNITS 


Black & White Advertising Rates Per Insertion (Full Run) Over 
89,000 Circulation 


1 ” o” 3” 4” 5” 6” 7” 8” Frequency 1 Page 24 VW Wy VW 
1x $105 $210 $315 $420 $525 $630 $735 © $840 = pe ag 
6x 90 180 270 360 450 540 630 720 

6x 3275 21295 11835 11245 1,045 
12x 85 170 255 340 425 510 595 680 
9x 31225 2255 11805 1.225 1,025 
18x 80 160 240 320 400 480 560 640 
24x 75 150 225 300 375 450 525 600 = ouoe- “sae see, ee 
18x 3060 2135 1.715 1,160 975 
24x 2'980 2.085 1.670 1.130 955 


(Above rates are per insertion) 
a eae ane aa aaa a a a aa ee Se ee aS 
Blind Box Number. Add an additional $10.00 per insertion to cover postage and handling. 
Do you have any questions? Call today . . . 203-327-6772 or 327-6746 . . . Ask for Lynn George Recruitment Ad 
Manager, or Barbara Brand, Recruitment Ad Rep. To reach over 89,000 Purchasing Executives run your ad now!!! 
“You'll be glad you did!” 
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Commodity leadtimes 


This month vs: Shorter Longer Same 
Month ago 27 28 70 
Year ago 89 2 34 


Biggest monthly increases LJ, decreases UO 


15 6-10 11-20 21-30 "30. Avg. Mo. Yr. 
STEEL wks wks wks wks _wks_ (wks) ago __ago 
Plate 74% 25% 1% 0% 0% 4.0 42 57 
Sheet & strip (HR & CR) 68 31 1 0 0 4.3 43 639 
Sheet & strip (SS) 54 41 5 0 0 5.4 5.4 75 
Galvanized sheets 48 52 0 0 0 5.4 40 7.0 
Precoated sheets 29 63 8 0 0 7.0 69 89 
Bars & rods (HR & CF) 76 18 6 0 0 4.3 38 58 
Bars & rods (SS) 67 23 3 1 0 5.2 47 86 
Strapping 93 7 0 0 0 2.9 29 29 
Structurals 73 23 4 0 0 4.3 49 65 
Tool steel 68 19 13 0 0 5.2 55 75 
Gray iron castings 19 61 15 5 0 9.0 9.2 12.0 
Steel castings 2 50 44 4 0 11.9 11.7 16.1 
Ductile iron castings 15 56 19 10 0 10.4 9.1 143 
Investment castings 7 27 59 7 0 13.3 13.3 15.3 
Forgings 13 33 46 4 4 12.4 12.7 16.6 
Steel wire (inci. galv.) 56 28 9 0 7 7.2 50 70 
Carbon tubing 67 30 3 0 0 45 42 7.4 
Alloy tubing 40 49 11 0 0 6.6 66 96 
NONFERROUS METALS 
Sheet & strip (cop./brass 58 37 5 0 0 5.2 5.1 5.4 
Bars & rods (cop./brass 72 24 4 0 0 4.3 44 50 
Copper tubing 57 34 6 3 0 5.8 47 69 
Bronze castings 18 55 27 0 0 9.0 84 98 
Copper wire & cable 53 39 8 0 0 5.7 §8 63 
Magnet wire 45 40 10 5 0 7.2 6.1 8.4 
Sheet & strip (aluminum) 55 40 5 0 0 5.4 47 63 
Bars & rods (aluminum) 75 20 5 0 0 43 39 52 
Aluminum wire & cable 38 50 12 0 0 6.8 85 6.2 
Tubing (aluminum 67 24 7 2 0 5.2 53 78 
Aluminum castings 15 69 13 3 0 8.7 9.6 10.4 
Bars & rods (titanium) 37 13 24 13 13 13.0 15.1 13.1 
Zinc 63 26 11 0 0 5.4 50 79 
Die castings (all kinds 21 60 19 0 0 8.3 94 119 
FABRICATED METAL PRODUCTS 
Weldments 43 39 18 0 0 7.0 5.9 8.0 
Structural steel, fabricated 56 27 17 0 0 6.2 §§ 7.7 
Cans 81 19 0 0 0 3.5 44 44 
Stee! drums (shippi 80 20 0 0 0 3.6 30 6=63.S 
Stampings 34 58 8 0 0 6.7 6.9 9.1 
Chain 56 30 12 2 0 6.2 or. ee 
Jigs & fixtures 17 40 43 0 0 10.3 102 10.8 
General machining 53 40 7 0 0 5.6 59 8.7 
Powder metal parts 14 57 29 0 ) 94 106 144 
MECHANICAL/ELECTRICAL EQUIP. & SUPPLIES 
Electric motors: fhp 53 24 18 4 1 7.4 6.5 10.1 
Elec. motors: 1-30 hp 48 26 20 3 3 8.1 62 99 
Elec. motors: over 30 hp 22 28 38 6 6 127 “Ite. -12a 
Motor controls 45 40 11 4 0 Ai. 67 869 
Pumps 43 38 8 7 4 8.4 8.8 10.9 
Gears 50 22 19 6 5 8.5 84 12.4 
Nonfriction bearings 71 13 8 6 2 6.2 6.9 12.0 
Screw machine parts 38 47 15 0 0 7.0 8.0 11.2 
Fasteners, standard 87 12 1 0 0 3.3 3.2 5.2 
Fasteners, special 22 48 29 1 0 9.1 96 11.4 
Pipe fittings 91 9 0 0 ) 3.0 36 49 
Machine tools 45 19 23 4 9 10.0 92 13.7 
Portable power tools 82 14 4 0 0 3.8 36 48 
S reducers 38 43 13 3 3 8.1 fe OS 
Repair parts 54 37 6 2 1 6.1 56 7.6 
Cutting tools 68 26 6 0 0 4.7 3.9 52 
Grinding wheels 72 24 4 0 0 4.3 4.1 5.7 
Welding rods 91 9 0 0 0 3.0 29 3.5 
Lubricants 98 2 0 0 0 2.6 26 3.0 
Adhesives 98 2 0 0 0 2.6 30 33 
MATERIAL HANDLING EQUIPMENT 
Cranes & hoists 23 33 37 7 0 10.7 13.9 15.2 
Lift trucks 20 41 34 5 0 10.3 11.2 12.4 
Conveyors 15 33 48 4 0 115 100 11.7 
Lift truck batteries 60 38 2 0 0 49 6.0 6.1 


Purchasing’s 
Leadtimes 


(125 items in production quantities; % of buyers responding) 


over 

15 610 11-20 21-30 W Avg. Mo. Yr. 
CHEMICALS wks wks wks wks wks (wks 
Paint 91% 9% 0% 0% 0% 3.0 29 3.0 
Pigments 91 9 0 0 0 3.0 34 3.7 
Refrigerants 91 9 0 0 0 3.0 > eS 
Com 99 1 0 0 0 2.6 26 27 
Solvents 97 3 0 0 0 2.7 a7 25 
Plastic resins 81 19 0 0 0 3.5 4.2 5.1 
Plasticizers 91 9 0 0 0 3.0 39 45 
Sulfuric acid 94 6 0 0 0 2.3 26 2.7 
Nitric acid 92 8 0 0 0 2.9 30 8628 
Hydrochloric acid 93 7 0 0 0 2.9 A ee 
Fatty acids 85 15 0 0 0 3.3 3.1 3.4 
Alcohols 96 4 0 0 0 2.7 27 3.0 
Benzene 92 8 0 0 ) 2.9 33 34 
Chiorine 94 6 0 0 0 2.3 30 3.0 
Ethylene glycol 88 12 0 0 0 3.2 3.1 3.2 
Soda ash 96 4 0 0 0 rs 30 42 


ELECTRICAL/ELECTRONIC COMPONENTS 


Pressure gauges 67 25 8 0 0 49 5.1 6.6 
Temperature controls 41 39 20 0 0 7.2 7.0 82 
Instruments/gauges 32 49 19 0 0 a7 6.7 8.0 
Chart recorders 46 33 21 0 0 7.0 76 867.6 
Lamps 84 12 4 0 0 3.7 34 36 
Switches 55 28 17 0 0 6.3 §2 62 
Relays:solenoids 48 36 16 0 0 6.6 BB at 
Transformers 40 34 26 0 0 7.8 8.2 10.2 
Integrated circuits 24 34 37 5 0 10.3 105 127 
Other semicons 39 44 17 0 0 7.1 8.9 7.7 
Resistors 57 34 9 0 0 5.5 62 63 
Capacitors 46 34 11 7 2 8.0 7.8 Ta 
Printed circuits 28 48 24 0 0 8.3 9.1 8.7 
Connectors 55 26 12 6 1 7.2 78 80 
WOOD AND PAPER PRODUCTS 
Lumber 93 i 0 0 0 2.9 28 3.7 
Plywood 98 2 0 0 0 2.6 28 3.4 
Pallets 89 10 1 0 0 3.2 29 3.7 
Industrial crates 76 24 0 0 0 3.8 3.8 33 
Fiber drums 87 13 0 0 0 3.2 a4: 37 
Corrugated containers 92 8 0 0 0 2.9 30 3.6 
Multiwall bags 86 10 4 0 0 3.6 47 66 
Kraft paper 93 5 2 0 0 3.0 30 50 
Printing paper 86 12 2 0 0 3.4 35 48 
Foil laminates 44 50 6 0 0 6.0 45 865 
OFFICE SUPPLIES AND EQUIPMENT 
Envelopes & stationery 84 15 1 0 0 3.5 34 420 
ier r 92 8 0 0 0 2.9 29 3.0 
Tab cards 85 15 0 0 0 3.3 34 43 
Business forms 63 34 2 1 0 4.9 5.7 68 
Office furniture 39 40 20 0 1 7.6 7.6 10.1 
Typewriters 44 44 12 0 0 6.5 75 10.3 
Calculators 90 9 ) 0 1 3.3 33 35 
PLASTIC AND RUBBER PRODUCTS 
Molded parts 32 60 8 0 0 6.8 65 8.0 
Plastic film 78 18 4 0 0 4.0 3.7 4.6 
Plastic pipe and tubing 92 8 0 0 0 2.9 29 4.0 
Piastic bottles 82 12 6 0 0 3.9 29 45 
Sheeting/gaskets 81 19 0 0 0 3.5 ar.606= 48 
Seals and rings 74 24 2 0 0 4.1 48 50 
Conveyor belting 59 34 7 0 0 5.3 42 46 
V-belts 89 11 0 0 0 3.1 33 29 
Hose 86 14 0 0 0 3.3 39 3.7 
ONE OE | a en 
Glassparts SC OC CCUG CCS 
Glass bottles 47 47 0 0 6 6.8 6.5 8.9 
Refractories 47 28 19 3 3 8.1 67 13.2 
Fiberglass 65 30 0 5 0 5.3 ES 72 


Purchasing’s Leadtimes may be reproduced for use by other departments. 
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LYON doesnt just store inventory. 


We organize it! 


AZ mM 2 usa % 
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Your Lyon Dealer adds the touch of a storage architect — 
matching Lyon racks, bins and shelving to your specific 
needs. 


FIRIEIE KIT helps solve 


storage problems. 


Lyon's new “SOLVING STORAGE PROBLEMS’ kit contains these 
helpful catalogs in a handy folder for quick reference or filing: 


1 Lyon Storage Equipment—racks, mezzanine and high rise shelv- 
ing, slotted angle, etc. 
2 Lyon Condensed Catalog—stee!l shelving 
and racks, lockers, shop and office equipment. 
3 “The Touch of a Storage Architect" — shows 
how Lyon helps cut storage costs. 
4 Lyon Minitrieve™ — auto- 
mated storage/retrieval. 
Circle Reader Service Num- } s1oRAGE AIK 
ber 25 if you want this free | Saal 
multi-catalog kit PLUS regu- ie 
lar Lyon product mailings. 
ge he ape Service Num- 
er if you want ONLY Ss 
the catalog kit, not the a ane 
mailings. \ . 


You enjoy better inventory control, faster customer and in- 
plant service, lower labor costs and reduced stock shrinkage. 


Fact is, you can depend on Lyon for everything from a single 
section of shelving to an integrated storage system utilizing 
shelving, racks, bins and a whole lot more. 


We know storage equipment. After all, we've been design- 
ing and building it for over 75 years. 


LYON 


LYON METAL PRODUCTS, INCORPORATED General Offices: Aurora, INlinois 60507 


Or, call your Lyon Dealer 
for your kit and/or mailings. 
He's in the Yellow Pages under LOCKERS, 
RACKS, and SHELVING 
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Trade deficit probably won't widen 
®U.S. oil output benefits from decontrol 
eChemicals output to climb 4% next year 


Forecasts 


Early Warning Indicator | interest rates Dow Jones industrial average 
(%) {End of quarter values) (Closing prices on 20th of each month) 
' 1050 


Average 
prime rate 


| 950 


/ 850 


750 


1978 | 1979 | 1980 | 1981 
Sources: Citibank, FRB, Treasury i Source Dow Jones 


Source: Cahners Economics Dept. 


Chemicals production 


(Seasonally adjusted) 


Aluminum production 
(Primary: domestic and foreign ores' 


1300 (Thous. short tons) 


Steel production 


(Mil. short tons) 
220 


(1967 = tad 


a | 
mF F 
190 Fl il | 
0 0 | 0 , 
1978 | 1979 fall 1978 | 1979 | 1980 | 1981 1978 | 1979 | 1980 | 1981 


Source: Federal Reserve Board Source: Aluminum Assn. Source: Commerce Dept 
Gross national product Durable goods orders 7 imports/exports of goods 

($ bil.) ($ bil.) backlogs | (Sbil,) and services 
3300 290 190-- = ——— 

Backlogs : | 
9800-+GNP (Current dollars) 270-+(End of 1104 — ‘ 

| ae 250 quarter)_ : rs . 
2300 oo Rh ee 

— 
1800 oo | | \ i 33) 70+ 
if ..| i : “ 

1300 190 New orders ' $0 


(Quarterly totals) 


: 0 - _+_ 
| 1978 | 1979 1980 1981 
| ee 


Source pn Dept 


Source: Commerce Dept 


Source: Commerce Dept. 


Natural gas sales Crude petroleum production ! Electric power production 
(Tril. Btu) (Total utility sales) (Mil. bbl. ) (Bil. kwh) (By utilities) 
6000 “ —— 7 . 


pote . | 
. a ~ + 
550 - 


a 
| : | 
| | 5254 & | 
| | 
| | = : iL et 
| | 1978 | 1980 | 1981 
Source AGA | Source Commerce | Dept. Source Commerce Gant 
Output per employee-hour Producer price indexes 
(Manufacturing sector) 
550 Raiaeaian eee NESE AE | . DER be — 
1 (1967 = 100) | | | ne 
| 450 +——Crude materials —— — = —t 
1 (excl. foodstuffs) | | 
a | 350-+— + — i 
128 | 250 = | 
i 450 Finished go0Gs 
| xcl. f 
124 | | (excl. food) 
, 1976 | 1977 | 1978 | 1979 1980 1981 
Source: Bureau of Labor Statistics Source: BLS 
= . Ise = 
Forecasts: Cahners Economics Department Digitized by MIU Se 
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For nearly half-a-century Illinois Gear has been helping 
American industry run smoothly. Our gears are used where 
large dependable gears are needed. They are found in paper 


and steel mills, on off-the-road equipment, machine tools of a etieaaeeeeamta 
every description, on mining equipment, textile machinery, on \Y 
ships and marine equipment and on oil rigs. 1 


When quality custom gears are needed, you can count on 
lllinois Gear. We have the facilities, people, experience and the 
Capability to produce almost any type gear, in any size and in 
any quantity you might require. 


For the full story of Illinois Gear capability send for our facilities 
brochure. Let us help keep things running smoothly for you. 


ILLINOIS GEAR 
Wallace Murray Corporation 
2166 North Natchez Ave. 
Chicago, Illinois 60635 


ST LST RAE TT TO a a I IS EEE 


For more information circle 67 
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@|/S ratios to fall ever-so-slowly 
ePaper operating rates are bottoming out 
eElectricity prices to increase 10% in ’81 


Forecasts 


New plant and equipment Industrial production Inventory to sales ratio 
expenditures (Manufacturing) 
($ bil.) (All industries) (1967 = 100) (/S ratio) 


160 a 


2.07- 
150 ' 1972 dollars 


140 


130 


Source: Commerce Dept. Source:Federal Reserve Board Source: Commerce Dept 


Petroleum products prices Electric power prices Coal prices 
(Producer prices of refined products) 


900 600 


550 
500 
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450 


400 -— 
300 g | | 
OZ Pe eres es 
1978 | 1979 | 1980 | 1981 
Source: Bureau of Labor Statistics Source: BLS Source: BLS : 
Paper and paperboard Container shipments Plastics production 
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Forecast data: Cahners Economics Department. For further 
information on how to subscribe to Cahners Early Warning 
Forecast Service, developed to help purchasing managers 
make their own forecasts of prices. leadtimes, etc., circle no. 
339 on the Information Retrieva! Card. 


Truck tonnage: a slow uphill climb 


Steel mill products 
imports/exports 


| (Thous. short tons) 
a 


Source: Commerce Dept. 


Imports of steel mill products 
are expected to lose market share 
next year. While imports are 
expected to rise in response to the 
recovering economy, the new 
trigger price system will be 
restraining growth. Fourth- 
quarter 1981 level is forecast to be 
about 5% more than currently. 
Slumping foreign needs will curb 
recent gains in U.S. steel exports. 


Railroad freight traffic 


(Class 1 railroads, revenue freight only) 


(Bil. ton-miles) 


Source: AAR 


Railroad freight traffic probably 
will only suffer a one quarter 
setback from the _ recession. 
Tonnage is expected to pick up this 
quarter and (assuming no strike) 
next, and be back to pre-recession 
levels by second-quarter 1981. 
Because of the slowness of the 
economic rebound, freight in 
second-half 1981 should only top 
1980 comparable levels by 3%. 
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New orders for forgings proba- 
bly won’t make a strong bid for 
recovery until mid 1981. Until 
then, cutbacks in capital spending 
will constrain demand. Orders 
should increase about 7% next 
year. Shipments haven’t fallen as 
fast as orders since the industry 
has been working off backlogs. 
From this base, shipments are 
expected to rise 3-4% in 1981. 


Intercity truck tonnage 


(Not seasonally adjusted) 
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Intercity truck tonnage isn’t 
expected to work its way up to 
year-ago levels until the middle of 
next year. Second-half 1981 
tonnage is forecast to be about 5% 
more than second-half 1980. Total 
year-to-year growth should be 
near zero. The pinch on trucking 
companies is causing wage 
contracts to be reopened and 
tempered to reduce costs. 


lron casting shipments, 
unfilled orders 


(Castings for sale) 
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Shipments of iron castings are 
expected to increase about 15% 
during the course of 1981. That 
will be reflecting the reviving 
needs of the auto industry teaming 
up with the continued demands of 
aircraft and energy sectors. The 
recovery in castings orders is 
expected to be sluggish enough to 
keep unfilled orders on the 
downtrend until second-half 1981. 


Vendor performance 


(Percent companies reporting slower 
deliveries — Chicago) 
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Vendor delivery performance is 
expected to begin to slow this 
quarter as business speeds up. But 
leadtimes should only be moving 
up slightly next year. The anemic 
pace of this recovery will mean 
operating rates will be just 
marking time. Widespread deliv- 
ery headaches are not expected to 
show up until the middle of 
1982—at the very earliest. ee 
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slip sheet loads, stretch wrapping 
and shrink wrapping are most 
effective, but most expensive. 
Shrink film is especially 

energy intensive and therefore 
becoming ever more costly. 


DON'T WORRY ABOUT possible 

supply disruptions in energy this 
winter. There should be enough of 
all types of fuels to meet 
industry's needs at least through 
1981. But don't let that delay 
plans to improve conservation or 
Switching capabilities. Reason: 
Prices will be galloping. Gains 
in fuel oils and natural gas are 
expected to be about double 
overall inflation; coal and 
electricity at or a few points 
above it. Warning: Disruptions 
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in the Middle East would not only 
upset oil directly, but would 
also indirectly pressure price 
and supply of other fuels. 


EXPECT MORE MERGER activity among 
unions next year. Reason: Many are 
decimated by the recession layoffs 
and see mergers as a way to regain 
strength. Biggest possible deal: a 
merger of the United Auto Workers 
and the Machinists Union. This 

duo would bring the UAW back 

under the AFL-CIO wing. Biggest 
unanswered question: Would the 
recalcitrant Teamsters be next to 
join the AFL? 


WITH RAILROADS CUTTING BACK their 
unprofitable lines, don't wait 


Use for Free Subscription Request 


and Change of Address 


5 What is the primary end product manufactured (or service 
performed) at your business location (Be specific)? 
Please check the one category below that best describes the primary 
business activity at this location: (Check Only One) 

0 O Manufacturing 

1 O Central or District Administrative Office of Manufacturer 
2 O Research, Development or Testing Laboratory of Manufacturer 
3 O Warehouse of Manufacturer 

4 O Sales Office of Manufacturer 

5 O Other Office of Manufacturer (Please Describe) 


60 Nonmanufacturing (Please Describe) 
6 inthe performance of my job, 1 buy or supervise the buying of the 
following products or services: (Please check all that apply) 
A O Steel & Other Ferrous Metals 
B 0 Non-Ferrous Metals (aluminum. brass) 
C O Non-Metallic Materials except Chemicals. Petroleum and 
Plastic Products (rubber, glass) 
D O Plastics (materials, parts, resins) 
E © Power Transmission Products (V-belts. gears. bearings) 
O Assembly Components (fasteners) 
Mechanical Parts (stampings. springs. forgings) 
Electrical Equiprient & Supplies (motors. switches. batteries) 
Electronic Components, Equipment & Supplies 
Instruments (measuring, metering, recording) 
Hydraulic, Pneumatic & Fluidic Equipment & Supplies 
(hose, pumps. compressors) 
Production Equipment (power tools. cutting tools, welding) 
Plant & Personnel Health or Safety Equipment & Supplies 
(clothing, towels, eyewear) 
Plant Services & Facilities (lighting. manual valves, energy) 
Lubricants & Other Petroleum Products 
Materials Handling Equipment & Supplies 
(trucks, conveyors. hoists) 
Chemicals 
Office Supplies & Furniture 
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until its too late to get a rail- 
road to maintain service on the 
spur to your plant, advises the 
ICC. Advice: Find out, and early, 
the railroad's reason for the 
abandonment. You may be able to 


and still lower taxes since it 
would be charged as an expense. 
Advice: Ask the financial boys in 
your company about tax-oriented 
leasing. You may be able to swap 
tax breaks accrued from buying 


avoid losing service by negotiating for a lower interest charge. 


an agreement for higher rates or 
minimum freight volumes. This. 
‘could involve other companies who 
share the same spur. Key point: 
Act now before the railroad's 
decision becomes irrevocable. 


TAKE A CLOSER LOOK at leasing. 
Tax breaks for buying (investment 
tax credit, depreciation) may not 
be used most beneficially if your 
company, like many, faces a long 
stretch of sub-par profits. 
Leasing would preserve cash flow 


PRODUCT LIABILITY REFORM, which 
looked like a sure winner, is 
hung up in the Senate. Reason: a 
dispute between Carter and Con- 
merce Committee Chairman Howard 
Cannon. Carter threatens to veto 
an unrelated bill Cannon tacked 
on to the Risk Retention Act. The 
Natl. Assn. of Wholesaler-Distrib- 
utors accuses the Administration 
of abandoning RRA, but White 
House sources say they're trying 
to work out a compromise. 
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Custom Alloy furnishes fittings for OEM's specify a variety of Custom Fabricators of Piping Systems use Cus Custom Alloy manufactures many 
steam generators. (Photo courtesy of Alloy Products. (Photo courtesy of tom Alloy fittings. (Photo courtesy of types of nuclear quality piping com- 
American Electric Power Service Ontario Hydro ) Southern California Edison Company. ) ponents. (Photo courtesy of the Duke 


Corporation Power Company ) 


Custom Alloy has the capability to form piping components in a wide range of materials including: carbon 
steel; the chrome-moly alloys; stainless steel; and high nickel alloys. Our products can be found in 
feedwater heaters, steam generators, heat exchangers, internal and external piping systems for nuclear 
reactors, superheaters, sulfuric acid pipelines, etc. 


Our customers include OEM's, utilities and fabricators and we manufacture to their design, fabrication and 
maintenance requirements — notjust to ‘industry standards’’. We make straight, reducing, and bull head 
tees, return bends, elbows, reducers, increasers, backing rings, nozzle bosses, thermowells, and 
comparable products to customer requirements. These products can be manufactured and shipped on an 
emergency or a normal delivery basis, according to the customers needs. 


Custom Alloy Corporation, Califon, New Jersey 07830 U.S.A. 
PHONE: 201-832-7111, TELEX: 13-6456, TWX: 510-235-3362 
CABLE: CUSTOMALOY. Offices in Texas and California 


CUSTOM 
ALLOY 
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Machining is believing boa 


Hundreds of customers 
like Mr. Pappas have 
attested to the time and 
money saving benefits of 
Carpenter Project 70 stain- 
less machining bars. Proved 
Carpenter quality. Carpenter 
consistency. Lot-to-lot uniform- 
ity. The payoff: you may discover 
for yourself how Project 70 sta 
has helped others to speed pre 
reduce rejects, run tools longer 
finishes. 


Parts: Gearing pins. om " 
» and photo processing edu 


bars. Available from 21 Carpe 
Centers throughout the U.S. C 
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Only DoALL offers six types 
of bimetal band saw blades 


with 


With six blade types to choose from, you never have 
to compromise. It means you can buy an Imperial 
Bi-Metal™ band saw blade tailored exactly to your 
job requirements. 


And, only DoALL guarantees set tolerance. This 
means you get more even blade wear and longer 
productive blade life plus more consistent cutting 
accuracy. 


And, only DoALL provides color-coded capping, 
as shown below, which protects each precision hss 
tipped tooth from chipping or damage during ship- 
ping and handling. This capping also minimizes 
the possibility of operator injury during handling 
and provides instant identification of blade type. 


e Guaranteed set tolerance 
e Color-coded protective capping 


DoALL’'s Imperial Bi-Metal blade delivers up to 50% 
higher cutting rates and up to 200% longer blade 
life than single-metal hss blades. What's more, the 
full-length tooth hardness and long flex life of 
Imperial Bi-Metal blades makes for one to four re- 
sharpenings a profitable practice. By contrast, it 
rarely pays to resharpen a single-metal blade be- | 
cause of the limitations of flex life and tooth life. 


For more details, call the blade experts at your local 
DoALL Industrial Supply Center. We're listed in the : 
Yellow Pages under “Industrial Equipment & Sup- 
plies.” Or contact DoALL Company, 254 North Laurel 
Avenue, Des Plaines, Illinois 60016. Telephone: 
312/824-1122. 


The DoALL Imperial Bi-Metal Family 


Type 100 —the best general purpose blade for all 
cut-off and contour sawing. 


Type 101 —the best and longest wearing for exotic 
and abrasive materials. 


Type 103 —“The Bruiser™’—provides top shock re- 
sistance for cutting structurals, tubing and stacked 
materials. 


Multi-Pitch Silencer™ — quietly outperforms 
any conventional blade on pipe, tubing, structural and 
interrupted cuts. 


Type 102 —with positive rake angle teeth for heavy 
“bite” and the fastest cutting rates in solids. 


DoALL 


Penetrator™ —slashes your cost-per-cut on stain- 
less steel and other hard-to-saw alloys. 


For the whole shop and everything 


to keep it running $B78-7R 
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Forecast’81 ........... p. 56 
This recovery will move in slow 
motion. Capacity expansions 
will be on a back burner until 
the end of next year. 


Upturn Readiness Report p. 17 
Steel and aluminum supplies 
are ample now, but low 
inventories could spell 
problems later. 


Cover art: David Biedrzycki 


56 FORECAST ’81: SHAPE OF BUSINESS 
Sluggish output and continuing inflation will make 
the 1981 recovery seem like more of a recession 


61 FORECAST ’81: UNPREDICTABLES 
PURCHASING’S economic panel confronts major questions 
and trouble spots facing buyers in the coming year 


65 FORECAST ’81: NUMBERS TO WATCH 


A variety of statistics to monitor that will give 
reliable indications of buying conditions 


71 INTERNATIONAL TRADE 
Experts see 1981 as the starting point for real 
progress in the procedures of world trade 


76 PURCHASING LAW 
With a sale on approval, the vendor assumes 
the risk of customer satisfaction 


83 NONFERROUS METALS 
Buyers of nonferrous metals see high prices 
ahead, as each metal takes a separate rising path 


85 ALLOY WIRE 
Alloy wire shows performance edge in meeting demands 
for longer wear, less weight, and safer products 


News highlights 
14 Potential supply hassles 19 Chemical stocks are lean 
15 Job shops: Bottlenecks loom 21 Here’s one upturn strategy 
17 Steel capacity tightens 25 Inventories : Holding steady 
Departments 
13 INSIDE PURCHASING 99 COMING UP 
Speculations on the coming year Plant engineering show 
35 VIEWPOINT 103 NEW PRODUCTS 
Pettibone on emerging producers Motor control center 
39 PURCHASING OUTLOOK 135 APPLICATIONS DATA 
Effects of reindustrialization Metal perforation services 
43 NEGOTIATION OUTLOOK 138 JOB SCENE 
A look at audit and verification Northeast boasts openings 
47 WASHINGTON OUTLOOK 141 LEADTIMES 
Initiative shifts to Congress Now vs. a month ago; year ago 
51 MRP OUTLOOK 146 FORECASTS 
Unexpediting as a valuable tool Paper to regain lost ground in ’81 
55 PURCHASING SYSTEMS OUTLOOK 13 EDITORIAL MASTHEAD 
Adopting the systems approach PURCHASING’S editorial staff 
91 TRANSPORTATION 132 BUSINESS MASTHEAD 
Motor carrier rate hikes PURCHASING’S Sales staff 
93 PRICEWATCH 133 ADVERTISERS’ INDEX 
Abrasives price boost of 5-7% Advertisers in this issue 
95 MARKETPLACE 136 PURCHASING MART 
Industrial brush tags are firm Classified advertising section 
96 LABOR 138 JOB MART 


Railroad contract negotiations Employment advertising section 


© Eastman Kodak Company, 1980 


“How long did you say you've been muting 
for the repair person to show up?” 


Absence might make the heart grow 
fonder, but it’s not very good for work flow. Waiting is 
painful and expensive. And anything that bothers you 
isn’t good for Kodak, either. That’s why we have one 
Very Important Policy: We won't sell or rent a machine 
unless there’s a full complement of Kodak service peo- 
ple in your area, at the ready. Every machine with our 
name on it is a commitment. Count on if. 


Write: Eastman Kodak Company, 


CD0487, Rochester, N.Y. 14650. 
Kodak service: Good training, Keio 
good tools, good people. 
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e Watch for a slowdown in business 
e Will Fed policy be too restrictive? 


Momentum 
will peter out 


THE ECONOMY has once again 
shown surprising resiliency. 
Fourth-quarter real Gnp (due for 
release next month) is forecast 
to increase roughly 3%—a couple 
of points faster than the third- 
quarter pace. Does this discredit 
the prevailing outlook that 1981 
will show next-to-no-growth? Quite 
the opposite. This strength creates 
problems—overextended finances, 
hotter inflation—that could 
further sap next year’s economy. 
‘‘The momentum isn’t there,’’ says 
David Woolford, senior economist, 
First Chicago Bank. He points out 
that the influx of factory orders 
simply reflects ‘‘the end of destock- 
ing. Just the decision to hold in- 
ventory levels stable will increase 
production.’’ Demand prospects 
may warrant another round of in- 
ventory cutting. With income 
weakened by both price and tax in- 
creases, ‘consumers won't be big 
spenders after Christmas,”’ 


SCRAP PRICES 

Scrap prices hint the economy 
will experience a slowdown in the 
months ahead. ‘‘Reflecting the 
levelling off of basic industrial 
demand, scrap prices—especially 
for metals—have been levelling 


Business confidence 
(Manufacturing) 


1979 
Dun & Bradstreet 


off,’’ says Donald Ratajczak, 
economist, Georgia State Univer- 
sity. Hindsight reveals that scrap 
prices were a reliable predictor that 
the economy had come “‘off of 
recession with a bigger than 
expected burst. There were three or 
four strong price increases in scrap 
materials from late August to 
early October.’ 


ANOTHER RECESSION? 

“Tt will take luck to reconcile 
this high-inflation, slow-growth 
economy with the monetary 
(policy) targets. As a result, the 
recovery must be considered ex- 
ceptionally risky,’’ says Otto 
Eckstein, head of Data Resources, 
Inc. His ‘most likely’’ forecast is 
slow upward economic progress. 
But he cautions there is a 30% 
probability that the Federal 
Reserve would bring on another 
recession. Result: Real Gnp would 
decrease 2-3% (annual rate) in the 
first half of 1981, instead of in- 
crease 2-3% as P.M.s anticipate. On 
the hopeful side: The stingier 
monetary policy would mean a 
9-10% industrial inflation rate 
would greet 1982, not the 11-12% 
that appears most likely. 


OIL PRICE OUTLOOK 

An infamous milestone will be 
reached by about this time next 
year. A barrel of oil will cost U.S. 


le\aeaait 
IQ] 
Ww AS L 
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Inventory/sales ratio 
(Manufacturing) 


Census Bureau 


¢Count on a barrel of oil costing $40 
eAdvice from CEOs: Keep stocks lean 


industry $40. Propelling it to that 
level will be about a 50% increase 
in domestic oil ‘‘as the phasing out 
of price controls brings it up to the 
world price of oil,’’ says Steven 
Hess, vp and economist, Security 
Pacific National Bank. He points 
out that domestic oil will be chas- 
ing a moving target as OPEC raises 
its price some 15-20% next year. 
Suppliers in the Midwest and 
South will feel the brunt of oil- 
related price pressures since those 
regions depend on domestic oil. 
New England, which largely uses 
imported oil,and the West, which 
uses Alaska’s oil (never subject to 
price controls), will have to deal 
with relatively less pressure. 


BUSINESS CONFIDENCE 

The economy may be nearing 
the half-year anniversary of 
recovery, but business confidence 
is still in the doldrums. A Dun & 
Bradstreet survey of 1400-plus 
executives found only a ‘‘modest”’ 
increase in the outlook for busi- 
ness conditions in the fourth quar- 
ter. What’s expected from P.M.s: 
conservative buying strategies 
and stingy inventory policies. Less 
than half of the ceos from manu- 
facturing operations expect an 
increase in orders. Almost three- 
quarters of the group expect 
inventories to be steady or to 
decline. ra 
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eNo aluminum shortage in 1981 
eCoatings paint bright price picture 
eMachine tools: What price precision? 


Flat-rolled to be 
the weak sister 


THE NEWS FROM DETROIT is not 
good; the new model year hasn’t 
snapped autos out of their slump. 
There’s good news for buyers of 
flat-rolled steel, though. Until auto 
production comes back, flat-rolled 
will be the weak sister in pricing. 
This means the 8% hike announced 
by uss and others will likely be 
subject to heavy discounting. 
Even Bethlehem’s 5-6% increase 
looks less than solid. The expected 
shutoff of carbon steel imports 
won’t make much of a dent on the 
market for flat-rolled through the 
first quarter. It appears now that 
enough idled U.S. capacity will 
come back on stream to cover the 
loss of imports, at least for the next 
3-4 months. 


ALUMINUM 

It looks now as though there 
won’t be any shortage of metal in 
1981, and while producers may 
gain the freedom to raise domestic 
prices at will, there is evidence that 
they won’t—at least not any faster 
than in 1979-1980. For one thing, 
the power situation in the Pacific 


Basic metals 
(Previous trough: 68.6% in Jun '75) 


Federal Reserve Board 
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Northwest has improved some- 
what. The Bonneville Power Ad- 
ministration has 11% more elec- 
tricity available for the near term 
than was first projected. This 
should reduce the need for primary 
producers to go ‘‘outside’’ for 
power, where rates are as much as 
six times higher than the BpPa’s. 
For another, the export market is 
finally easing. An Alcoa forecast 
calls for the U.S. to be a net ex- 
porter of ingot by 100 million lbs. 
in 1981, down from 900 million lbs. 
in 1980. And, the world price of 
aluminum is now just about even 
with domestic prices. 


STEAM COAL 

Hedge-buying against a strike 
next March shouldn’t have much 
effect on low-sulfur bituminous 
prices. While spot tags have 
climbed to $25/ton from $23.50 at 
the beginning of the year, this has 
been due mostly to growth in ex- 
ports. Utility buyers say they’re 
building a 90-day inventory, but 
that prices haven’t budged despite 
these stepped-up purchases. While 
no-strike rhetoric is the order of the 
day, observers are confident of a 
minimum 3-4 week walkout. A 
longer strike would start prices 


Paper 
(Previous trough: 72.4% in Apr '75) 


eNoise rules may silence forge shops 
eStainless triggers lost in shuffle 
eGold bugs could infect copper price 


moving up again, but a repeat of 
1978’s $30/ton levels seems 
unlikely. 


COATINGS 

Suppliers of industrial coat- 
ings are still waiting for the auto 
industry to pick up volume. Near- 
term prices look soft, since overall 
industrial sales are 10-15% off the 
1979 pace. Look for savings via ex- 
tended-payment terms, although 
not to the same degree as last year, 
when paint companies let 54% of 
accounts become past due. In late 
1981, expect heavy upward price 
pressure as manufacturers acceler- 
ate the switch to high-solids, low- 
solvent coatings. One source says 
prices could go up 60-80% by 1985 
due to the higher cost of the new 
coatings. That’s probably too high, 
given the competitive nature of the 
market, but some increases will be 
on the way. A good offsetting fac- 
tor: lower volume of high-solids 
paint needed to coat a surface. 


MACHINE TOOLS 

Machine tools will have to be 
more accurate to meet the close-tol- 
erance demands of manufacturing 
energy-efficient and nonpolluting 
equipment. That increased accu- 


Energy materials 


(Previous trough: 82.7% in Feb '78) 
(%) 
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DON'T BE SURPRISED BY a spate of 
bad economic news in the next 
several months. Reason: Three 
prime sources of business strength 
are fading. (1)Bounceback from a 
credit-controls depressed economy 
has been completed. (2)Monetary 
policy bulge is being curbed. 
(3)Net exports are shrinking. 
Warning: It's a situation that 
could easily lead to a buildup 

of unwanted inventories. Some 

of the sensitive industries, 
notably autos and housing, are 
already feeling the slowdown and 
probably will be cutting back 
their material requirements. 


BE SKEPTICAL OF CLAIMS made by 
metalized film suppliers. As the 
price of aluminum foil goes up, 
metalized plastic films look like 
attractive substitutes. But vendor 
claims of light/gas/water barrier 
properties aren't always based on 
production conditions. For a more 
realistic assessment, find out how 
large a sample the claims are 
based on and how film was handled. 
Metalized films vary widely in 
quality, so be sure to set guides 
for acceptability. Most popular 
plastic film for metalizing: 
polypropylene, with five new sup- 
pliers this year. 


IT WON'T BE EASY TO SOURCE 
alternatives to asbestos. But the 
rapidly rising cost and legal risk 
of the material plus its possible 
banishment by government fiat will 
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probably force you to do so, and 
soon. Even the EPA admits there is 
no perfect substitute for asbestos. 
Each application will probably 
require a different alternative 
material. Texturized Fiberglas, 
aramids, graphite yarn, and 
Silicon rubber offer hope in 
specific instances. Advice: Start 
exploring alternatives now, before 
a law or lawsuit puts you on the 
spot. 


DON'T JUMP TO BLAME a distributor 
for being fuzzy on price quotes. 
It may be his suppliers who are 
being evasive. A growing problem 
for distributors is suppliers who 
give short, zero, or retroactive 
notice of price changes. Some give 
only the vaguest notice of coming 
hikes, but withhold details until 
it's too late for distributors to 
recover lost margin. When possible, 
you should know the practices of 
your distributors’ own suppliers. 


LONGER LEADS aren't a cause for 
alarm in hot and cold rolled steel 
Sheet and strip. The market is in 
flux: Demand from some sectors is 
up slightly while inventories, for 
the most part, are down. Result: 
spot availability problems. But 
the market hasn't reached the 


FINAL CALL for entries in 
PURCHASING Magazine's 1981 
Value Analysis Contest. If 
you took part in a successful 
VA project, turn now to the 


entry card in the back of this 


issue. Fill it out and mail 
it to us right away. This 
year's 12 winners will 
receive Texas Instruments 
Alarm Chronographs. 
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HOTLINE continued on page 5 


point where demand is causing 
across-the-board, steady leadtime 
stretchouts. Most service centers 
have a month's supply on hand, and 
won't trim inventories much more. 
Car and appliance demand, while up, 
Still has a long way to go. 


LOW INVENTORIES could spell 
trouble for chemical buyers, even 
though most sources see no 
problems in an economic upturn. 

A purchasing manager in St. Louis 
worries that "everyone has kept 
their stocks so low that even a 
modest recovery could cause 
availability problems in '81." 
His advice: Get 1981 contracts 
lined up now, stay in close 

touch with supplier reps, and 
check out plant capabilities. 
Tip: Slow delivery performance 
may Signal dangerously low stocks. 


MAKE YOUR TRASH PAY. How? Recycle 
waste paper. Demand for scrap is 
on the rise, especially for tab 
cards, printing and writing paper, 
and computer printouts. For a 
recycling program to work, it needs 
three ingredients: A firm contract 
with a local scrap buyer, office 
employee cooperation, and special 
containers for pure scrap. To be 
worth anything, your scrap paper 
must be uncontaminated by paper 
clips, chewing gum, and butts. 


DON'T LOOK FOR REAGAN to apply the 
brakes to trucking regulatory 
reform, despite earlier campaign 
Statements. Five members of his 
transportation task force strongly 
support reform. Sen. Robert 
Packwood, scheduled to chair the 
Senate Commerce Committee, is 

one. So is Sen. Strom Thurmond, 
who will take over the Judiciary 
Committee from Sen. Edward M. 
Kennedy. Thurmond supported most 
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of Kennedy's efforts in motor 
carrier regulatory reform. 


LOOK FOR CAPITAL SPENDING to swing 
up sharply this year. Purchasing 
managers say investment in plants 
and equipment by U.S. industrial 
firms may increase more than 36% 
above 1980 spending levels. P.M.s, 
in disagreeing with professional 
economists, point to a new pro- 
business attitude in Washington 
and foreign competition as two 
among several factors that will 
spur capital investment. 


REMEMBER THE VAT? Changes in the 
political climate have effectively 
killed the value-added tax and 

the worries that such a tax would 
spur inflation. Goals of fiscal 
policies in the coming years will 
be to free up private industry 
resources so they can be invested 
in plant and equipment. So a new 
tax, even one like VAT which is 
consumption oriented, doesn't 
stand much chance of being enacted. 
The defeat of Representative 
Ullman withdraws an important 
sponsor of VAT legislation. 


YOUR SALARY depends more on how 
much you as a purchasing pro spend 
and on your level of responsibility 
(e.g., how many people in the group 
you supervise) than it does on 
your geographic location or the 
industry you're in. That's what 
PURCHASING found out in a massive 
nationwide survey of you and your 
colleagues. The survey disproved 
popular misconceptions of regional 
Salary variations or of the 
existence of high-paid glamour 
industries. Multi-plant companies 
pay equal salaries for same jobs 

at all their locations, we found. 
For complete details, don't miss 
the December 18,issue. 


National O-Rings. 


At National we go to extremes to please you—extremes of 
temperature, pressure and other conditions likely to cause 
degradation. That's how we've developed our carefully 
exacted, fine quality compounds. 

And, to make certain they'll perform to your 
Specifications for temperature, compression 
Set values, tensile stress, etc., we ve 
developed the most sophisticated 
manufacturing methods in the industry. 
With process controls that ensure 
consistency of cure and higher density. 

National also goes to extremes in 
Service with O-Ring distributors located 
Strategically throughout the U.S.A., who 
provide fast, local service that meets— 
and goes beyond—your needs. 

lf you'd like more information about 
National O-Rings—including our 
popular Design Guide and catalogs— 
contact your local National O-Ring Distributor 
or write: Federal-Mogul, O-Ring Sales 
Manager, P.O. Box 1966, Detroit, MI 48235. 
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Industrial price index 
285 
(1967 = 100) 


270 


255 


240 


01979 1980 


Overall pricing trend still 
flattening out in 3rd quarter 


Plywood prices 
defy gravity 


PLYWOOD PRICES ARE UP AGAIN, 
while lumber prices continue to 
move sideways. 

Seemingly in defiance of grav- 
ity, housing starts, and interest 
rates, Western cpx costs about 9% 
more than it did last month. There 
are a number of reasons why ply- 
wood and lumber are moving in 
opposite directions. 

_ The first reason is market size, 
both in terms of participants and 
end uses. Unlike the fragmented 
lumber market, there are relatively 
few plywood participants. When 
the big distributors stepped in to 
replenish inventories recently, 
order volume jumped to 442 mil- 
lion board feet—from 342 million— 
in just one week. As far as end 
markets go, plywood is less vulner- 
able than lumber to ups and downs 
in housing and interest rates 
because a lot of it goes to material- 
handling and other applications. 

The second reason is that 
production has declined fairly 
steadily. In October, new orders 
exceeded production by more 
than 17 million board feet. 

The outlook for plywood buy- 
ers is not bright. Prices overall 
have been depressed since the end 
of 1978. Buyers have been the 
beneficiaries of up-and-down inter- 
est rates which have hurt the 
housing industry. Housing starts 
will come back during 1981, and 
when they do, plywood price hikes 
will come fast and furious. e 


18 PYBSHASING RECEMBER 4. 1280 


Primary organic chemicals 


525 
(Dec. ’73 = 100) 


Petroleum-based feedstock tags 
weakened in September 


Paper & paperboard products 


29° 7967 = 100) 


240 
225 


210 


0 1979 1980 


A slight upturn due to higher 
folding box prices 


Source: Labor Dept. 


Purchasing’s price trends 
Price codes: L = List; D = Distributor; T = Transaction 


FERROUS (fob mill) 


Stee! strip (HR, ton, L) 
Steel plate (carbon, ton, L) 


Steel scrap (#1 heavy melt Pitt-Chicago avg, ton, T) 


Stainless (304 CR sheets, ton, T) 


Latest Year 


price 


Month 6 months 
ago ago 


1293 1293 1260 


NONFERROUS (fob mill) 


Aluminum (unalloyed ingot, Ib, T) 
Copper (U.S. producer cathode, Ib, T) 
Tin (U.S. composite price, Ib, T) 
Nickel (cathode, Ib, T) 

Lead (U.S. producer pig, |b, T) 

Zinc (U.S. prime western, Ib, T) 


WOOD (fob mill) 
Plywood (¥2” W. sheathing, 4-5 ply, 1000 sq ft, T) 
Lumber (2x4 hem/fir, std & btr, 1000 bd ft, T) 
BOARD/PULP (delivered) 
Linerboard (fourdrinier kraft, ton, L) 
Boxboard (white-lined recycled sheets, ton, L) 
Pulp (bleached softwood sulfate, ton, L) 


76 15 72 .66 


300 270/300 270 
350 330 
519.50 519.50 


ENERGY (delivered) 
Coal (Eastern low-sulfur bituminous, spot, ton, T) 25 23.50 


No. 2 fuel oil (tank car sales in NE, gal, T) 

Natural gas (interstate, MCF, T) 

Electricity (industrial demand in West, kwh, T) 
CHEMICALS (prices: T) 

Chlorine, Iqd (North, freight equalized, bulk, ton) 

Benzene (Gulf Coast, barge quantity, gal) 

Ethylene (Gif Cst, cryogenic Iqd, tank cars, Ib) 


Sulfuric acid (100%, frt eq, trk Id, fob Chicago, ton) 


Caustic soda, iqd (N, dphm 
bulk, 50% basis, 76% 


rd, frt eq, 
A20, ton) 


25 24 
.843 .843 .808 .683 


140 148 


240 230 150 140 


PLASTICS/RUBBER 


LDPE (liner grade, Ib, T) 

PVC (general purpose, Ib, T) 

Polypropylene (general purpose, Ib, T) 
Polystyrene (general purpose, Ib, T) 
Conveyor belting (16” 3-ply rough-top, ft. D) 


V-belts (multiple B-60 industrial belt, each, D) 
MECHANICAL COMPONENTS (prices: each) 


Machine screw (6D x *%L, zinc-plitd carbon 
steel, 1000 pcs, L) 


ELECTRICAL/ELECTRONIC 


Connectors (coaxial, UG1094, net each, 
lots of 1000, L) 


Capacitors (ceramic, 5GA series, 1000 pcs, D) 
MOS (16K ROM, net each, lots of 250-499, D) 
Relays (small plug-in, net each, lots of 50,000, L) 


38 38 44 : 


Electrical supplies and i 


better purchasing efficiency? 


One distributor 
gives you both - GESCO. 


‘% 
ce 
ys 


Save time with GESCO’s unmatched capabilities to serve you. We help you manage. 
™ Service. Send us the coupon below, or write 
Time is money. And with General  GESCO Inquiry Services, 705 Cor- General 
Electric Supply Company you won't porations Park, Section 870-05, Scotia, S| e ctri C 
waste it checking stock availability, get- NY 12302. 
ting quotes and placing your orders. We think GESCO can make a Supply 
With GESCO, we do it all for you in difference for you. See COMPANY — 
just seconds, thanks to our new, exclu- A DIVISION OF GENERAL ELECTRIC COMPANY 


sive XPD Service. If necessary, XPD Ser- 


. ° ee ee es ee ee, es ee ee Os ee es ee) ee 
vice will even tap our 175-warehouse r 7 ‘ae 1 
system for same-day shipments. i YES. show me how unique GESCO services can speed and simplify my jj 
Make your money work harder i electrical supply buying. Send me more information on your capabilities. j 

With GESCO’s SENTRY Systems | GENERAL ELECTRIC SUPPLY COMPANY, INQUIRY SERVICES, SECTION 870-05, 7 
Contracting Service, we help you 705 CORPORATIONS PARK, SCOTIA, NY 12302. i 
reduce inventories through a planned : i 
stocking program. Purchasing is paper- i Name i ssis”=E 
less, and you can even use the service I Title i 
to monitor purchasing patterns. i ge ee eS ee eS ee ee i 
It’s time for GESCO. Company f 

You can now get much more than i Address ( 
supplies from the right electrical distrib- . i 
utor. That’s why we'd like to send a, a 
you more information on GESCO's eee eee rer ae ee ene 
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A cut above the rest. 


Let us show you how, by 
fast machining, we can save 
you money. 

Just send us a drawing of 
your special cap nut, special 
knob or thumb nut and we 
will show you what makes 
Fischer special. 


That's how we =| mane the 
art of making special fasteners. 
Just as diamonds increase in 
value with time, specials 
machined from brass or 
aluminum mean value-added 
savings to you. 

For example, cutting costs on 
ball tips, special cap nuts or 
special knob and thumb nuts is 
our specialty. Has been for 75 
years now. 


Fischer Special Manufacturing Co., 
446 Morgan Street, 
Cincinnati, Ohio 45206. 
(513) 961-1280 
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“Incredibly, our biggest buying 
problem right now is deliveries,” 
says a purchasing manager in 
Worcester, Mass. “A lot of 
companies have laid off people, 
and employees with seniority have 
moved into different jobs. As a 
result, companies are having 
trouble meeting commitments on 
deliveries even though they have 
much less business than a year 
ago.” He sees this happening with 
castings and forgings. 

A sharp upturn—though 
unexpected—would greatly exac- 
erbate the problem because most 
vendors are traditionally slow to 
recover. 

Here are some strategies that 
may help you cope with potential 


consumer spending. However, 
recent developments could make 
the turnaround in investment 
atypically strong. 

For one thing, the govern- 
ment is more willing to offer 
incentives to increase capital 
spending. For another, with 
decontrol pushing up energy costs 
and sickly productivity exacerbat- 
ing the labor bill, it could be 
profitable to invest in refurbishing 
plant and equipment. That’s even 
though profits are weak and 
operating rates are low. Omens 
for capital spending: reports on 
Capital appropriations and invest- 
ment intentions. 

international scene. Most of 
the economies of our trading 
partners are out of sync with ours. 
As the U.S. is recovering, they are 
slumping. Result: Drag on our 
exports. 

But the early 1970s showed 
that economies around the world 
can boom almost as one. 
Governments overseas, just as 
here, could yield to the political 
pressure to simulate their econo- 
mies at about the same time. 
Industries whose exports would 
reflect stronger foreign markets 
would be aluminum and chemi- 
cals. —Rebecca Lipman 


supply aggravations: 

1. Study long-range economic 
forecasts, and consider your tactics 
for different scenarios. 

2. Get better sales forecast 
information from your own 
company, or at the very least, boost 
communication with your compa- 
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Chemical deliveries are slipping because of tight inventories. 
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ny’s marketing people. 

3. Get a better handle on your 
suppliers’ capacity and inventory 
situations. 

Here’s a market-by-market 
upturn readiness report with a 
look first at those markets with 
the biggest questions: 
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Job shops: Bottlenecks 
could return in a hurry 


Although most job shops 
suffered big order declines this 
year, buyers should not assume 
that leads are uniformly good or 
that problems could not occur 
as demand picks up. 

The most important factor is 
that some shops had little, if any, 
order drop; some are even having a 
better year than 1979. The 
difference lies mainly in what 
markets the shop serves, rather 
than the kind of work performed. 
Geography applies to the extent 
that some regions are more 
oriented toward busier markets 
than others. 

Thus, the shops serving the 


auto and appliance markets, 
mostly located in the Midwest, 
have been out looking for business 
while the aerospace West Coast 
shops are overloaded with work. 
Shops servicing the oil country 
markets are also quite busy. 

Result: Leadtimes for screw 
machine products, for example, 
range from a low of 30 days to 12 
weeks. 

Job shop trade associations’ 
order/shipment indexes indicate 
most shops experienced modest 
order upswings last fall. Lead- 
times were generally good. If 
demand strengthens, three factors 
could affect availability: 
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From the last week 
in June until the second 
week in July, fishermen from tiny 
Alaskan villages haul over 5 billion 
pounds of King Salmon out of the 
Gulf of Alaska. 

If the salmon aren't in the Seattle 
processing plants within 8 hours after 
they've been caught, they lose their 
freshness. And value. 

The fastest way to ship salmon is 
by plane so the fishermen call in 
‘Transamerica Airlines’ Super 
Hercules. 


With just 4500 feet of runway, / 


the Hercs can be flying 48,000 
pounds of salmon to Seattle 
within an hour. 
Our charters 
work harder for you. 
When you 
charter one of our 
planes, you get the 
whole plane. 

To use like it’s your own. 


If thereS away 
to fly it, we'll find it. 


4 W 
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‘To make your own schedules to 
ease time, ease inventory and ease 
money crunches. 


Different planes give us solutions 
:  todifferent problems. 


Transamerica Airlines’ Super 
Hercules can fly up to 50,000 pounds of 
odd-sized freight almost anywhere. 
Electras are good for smaller loads and 
short to medium-range trips. 

Our long-range DC-8s, DC-10s and 
new 747s provide the large capacity 
for the really big loads. 
Our 37-plane fleet has a 
payload of well over 214 million 
pounds. Whether it be an 
oversized load, delicate 
load, perishable, 
awkward or breathing 
load, if there’s a way to 
fly it, we'll find it. 


Transamerica 
Airlines/Cargo 


For more information, write Transamerica Airlines Cargo, P.O. Box 2504, Oakland, CA 94614, 
or call (415) 577-6205, Chicago (312) 992-1157, New York (212) 632-2781, Houston. (713) 443+7550. 
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Photo: Bethlehem Steel 


eBig backlogs. Despite the 
1980 order rate decline, only a 
portion of the huge job shop 
backlogs built up last year has 
been worked off. Usually, custom- 
ers simply deferred shipments 
rather than cancel orders already 
booked. They continued booking 
new business, but at a slower rate. 
Backlogs are down but not out. 
Buyers will not be placing new 
orders in a vacuum but on top of a 
foundation of deferred business, 
which could be revved up on a 
moment’s notice. 

eMaterials’ readiness. Right 
now, availability of steel, stain- 
less, alloys, aluminum, and brass 
is pretty good. But as the auto 
market in particular and the 
economy in general pick up, 
leadtimes can be expected to 
extend. By next spring, job shop 


deliveries for machine work, screw 
machine parts, stampings, and 
other components may depend as 
much on materials’ deliveries as 
on the shops’ capacity to handle 
new work. 

eTooling availability. Cur- 
rently, tooling, jigs, and dies can 
be obtained in a month or so, if 
they’re not too complex. The 
question is, how long will this 
unusual situation last? While even 
the hard-hit job shops have been 
able to retain their central core of 
skilled help, supply of tool and die 
workers continues to diminish. 

Buyers’ guide: Short-term— 
Find out who has room for new 
business; watch metal and tooling 
leadtimes. Long-term—If and when 
production levels climb back to 
1979 levels, the job shop bottleneck 
will return. LJ 


Metals: Low inventories 
could spell problems 


Steel and aluminum are in 
ample supply right now, but a 
gradual tightening with some spot 
availability problems are probable 
in 1981. 

Heavy inventory liquidation 


and reduced rolling schedules are 
the biggest problems facing steel 
buyers today. P.M.s’ stock levels 
are the lowest in two years. The 
purchasing manager for an 
electrical products company in 


Domestic steelmaking capability has dipped slightly in the last year. 


Wisconsin notes: “We dropped our 
safety stocks. Now we're getting in- 
to trouble without this insurance.” 
Buyers are getting more rush 
orders from their customers, 
necessitating more rush with their 
suppliers. 

Refilling the industrial pipe- 
line can’t be accomplished over- 
night. Distributor stocks are also 
on the low side. Service center 
stocks have been dropping for 
seven straight months, although 
at a diminished rate recently. 
Service center managers are still 
cutting stock levels, even though 
they are optimistic that business 
will head higher soon. 

Much basic steel equipment is 
idle, but could be restarted pretty 
quickly. Some basic steel compa- 
nies shut down half their blast 
furnaces. But most blast furnaces 
can be fired back to full production 
in a week. It may take a little 
longer to get everyone back to 
work—and, in some cases, adjust- 
ed to new jobs. 

Overall U.S. steelmaking 
capability has dropped slightly in 
the past year—from about 155.8 
million tons to about 153.7 million 
tons. Effective capability to make 
raw steel five years ago was 153.1 
million tons. Inland Steel is 
bringing a major new blast furnace 
on stream right now, but few other 
major producers will have much 
new capacity available. The 
writing is on the wall: There could 
be problems with domestic steel 
capacity until the government’s 
supply-side thrust bears fruit. 

Can imports fills holes? The 
short-term question mark is 
imports. How much of a gap can 
they fill, and will the government 
allow them to fill it? The Carter 
Administration’s new _ get-tough 
program on imports should lead to 
some European steel closings. 
Anytime foreign steel grabs more 
than 13.7% of the U.S. market, the 
federal government will be alerted 
to watch for any trade violations. 

Steel demand is expected to 
grow to 88 million-90 million tons 
next year, up from 82 million tons 
this year. 

Expect some short-term sup- 
ply disruptions caused by trans- 
portation problems. “A lot of 
independent steel haulers went 
out of business because they 
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- TheThrift/Mate’ 
not only saves energy, 
it saves energy 
on the 


lamp next to it. 


Sounds crazy, doesn't it? Well it’s true. Our Thrift/Mates do just that. 
The circuit built into the Thrift/Mate reduces power needs of an adja- 
cent standard F40 fluorescent by 3 or as much as 12. The Thrift/Mate 
itself runs on the same reduced power. And it’s ETL labeled for safety. 
You can reduce lighting and save on the expense of excess electricity * 
in areas like hallways, lobbies, and bathrooms. In fact, using the Thrift/ . 
Mate is a most effective means to reduce light and power without creat- "a" 
ing any distractions in the overall lighting pattern. 
Interested? See your IED Sylvania Lamp Distributor or write Sylvania ~“*e, 
Lighting Center, Danvers, Mass. 01923. You'll save a lot more than energy. 
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couldn’t afford to maintain 
payments on their rigs. It'll take a 
little while to get that straight- 
ened out,” says Robert Welch, 
president of the Steel Service 
Center Institute. 

There’s some surplus now in 
aluminum capacity. But there’s 
little new production coming on 
stream, exports may increase 
because of lower energy costs here 
than overseas, and, in the Pacific 
Northwest, some production is 
being removed because of electri- 


cal power problems. 

Buyers’ guide: In steel, no 
serious immediate problems are in 
the wind, but it may be a good time 
to reinstate safety stock levels. The 
contraction of the American steel 
industry and the Carter import 
program should contribute to a 
few sourcing headaches by mid 
1981.In aluminum, stick with your 
source, even if he’s charging price 
premiums now. Pretty soon, the 
other guy will be charging even 
bigger premiums. na 


Chemicals: Some delays 
seen, nothing critical 


No one is expecting serious 
availability problems in major 
chemicals in the next 6-12 months, 
but there are two caveats in the 
outlook: 

e Inventories are very lean and 
are expected to stay that way. 
Delivery delays of a few days are 
already being reported by a few 
buyers. 

eThere may be some transpor- 
tation snafus. Many railcars are 
now out of service for maintenance 
and retrofitting of safety devices. 

A chemical purchasing direc- 
tor in St. Louis says: 

‘Everyone is keeping invento- 
ries so low that even a modest 
recovery in 1981 could tighten 
everything up—especially if some 
plants can’t get up to speed to 
meet demand. We suspect that 
1981 might be the time to get our 
long-term contracts lined up.”’ 

Orderly comeback. But 
most sources think he is overreact- 
ing. There may be a little more 
aggravation, but no serious prob- 
lems seem to be in the wind. Not 
only is a fast turnaround in the 
chemical business unlikely in ’81, 
but chemical producers should 
have no trouble revving up their 
production. 

‘If chemical plants had been 
running flat out all year, I’d expect 
some equipment problems,” says 
Curt Horning, president of Eton- 
Colby Chemical Co., a distributor 
based in Columbus, Ohio. ‘‘But all 
the major manufacturers have 
taken downtime for maintenance 
and repair this year. They’re just 
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Haviland’s Balkema: “Consumers 
will crawl before they run.” 


itching to get rolling again.’ 
Chemical producers, he adds, start 
with basic raw materials—sulfur, 
salt, natural gas, etc.—supplies of 
which are more than ample at the 
source. In the case of chlorine, for 
example, an upturn in demand 


ging in’”’ the banks of electrolytic 
cells which have been sitting idle 
for much of the year. 

Producers themselves are 
similarly confident of an orderly 
comeback in 1981-82. Says D. M. 
Allen, olefins market planner at 
Exxon Chemical Co., u.S.A., 
Houston: ‘If I were a buyer, I 
wouldn’t be worrying about petro- 
chemical availability next year. If 
the demand is there, the capacity 
will be there too.’’ He concedes that 
it would be costly to reactivate 
certain older plants that have been 
mothballed, and aromatic pro- 
ducers ‘‘would probably have to 


scramble more than we would for 
raw materials.’ Still, he notes, 
olefin production is running at only 
about 70% of capacity right now: 
‘‘There would have to be a tre- 
mendous uptick to create serious 
production problems.” 

Modest GNP growth. Most 
insiders regard the question as 
academic to begin with. Exxon eco- 
nomists, says Allen, are slightly 
more optimistic about 1981 than 
they were earlier this year, but still 
project a GNP growth of only 1.5% 
over 1980. 

The recent resurgence in inter- 
est rates will also dampen the pos- 
sibility of a 1981 boom, says 
Charles Balkema, vice chairman of 
Haviland Products Co., a Grand 
Rapids (Mich.) chemical distributor: 

‘‘Consumers will be very 
cautious in their spending next 
year; they’re going to crawl back 
into the economy before they run.” 
Favorable economic reports from 
Washington, he says, are little 
more than “election year public 
relations. Try telling an unem- 
ployed auto worker that the reces- 
sion is over.” 

A chemical comeback within 
the first half of ’81 isn’t entirely 
out of the question, says Balkema, 
just very unlikely. If it does occur, 
the biggest problem for buyers 
won’t be plant capacity, but 
availability of railcars, many of 
which are now out of operation. 
Reason: Lessees and big chemical 
company owners are taking advan- 
tage of the slowdown to perform 
routine maintenance and repair, 
and to add pot-mandated safety 
devices to their cars. 

The railcar shortage, which 
nettled the industry last year, has 
eased considerably. A spokesman 
for Missouri Pacific, for example, 
notes that chemical shipments by 
MoPac will dip 5% this year com- 
pared with 1979. A brisk economic 
recovery during the first half of the 
year (either '81 or '82) would be 
accompanied by new shortages 
which could be even worse than 
those of 1979, for two reasons: 
Demand for railcars for fertilizer 
shipments generally peaks during 
the spring months, and the high 
cost of fuel will lead to a higher 
percentage of chemical shipments 
by rail, rather than by truck. 

Buyers’ guide: Check with 
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Vogt valves and fittings 


stand the test of time. 


General Purpose Valves 
Specification is easy with the 
Vogt GP valve. Designed to 
operate in hydrocarbons, 
oils, hydraulics, gases, steam, 
water and many other services 
economically and efficiently, 
all Vogt valves are individ- 
ually tested under pressure. 
Vogt GP valves are fabri- 
cated from forged carbon, 
stainless and alloy steel in 
sizes ranging %" thru 4”. 


Gate and Globe Valves 
Threaded and Socket Weld 
Ends 150 - 800 pounds 
service" 


Gate and Globe Valves 
Threaded and Socket Weld 
Ends 150 - 800 pounds 
service” 


Gate and Globe Valves 
Threaded and Socket Weld 
Ends 150 - 800 pounds 
service 


Gate and Globe Valves 
Threaded and Socket 
Weld Ends 150 - 800 
pounds service” 


Check Valves Threaded 
and Socket Weld Ends 150 - 
800 pounds service” 


Gate, Globe and Check 
Valves Flanged Ends 150, 
300, 600 pounds service” 


*Also available y 
in 1500 pound service 
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Gate Valves for Take-off 
Application Male and Female 
Threaded Ends, Male Socket 
and Female Threaded Ends, 
Male Beveled and Female 
Threaded Ends, and Male 
Couplet and Female 

Threaded Ends 150 - 

800 service 


Selective Purpose Valves 
These valves have all the solid 
quality GP features plus an 
extra margin of ruggedness to 
satisfy some of the more 
demanding Process Industry 
service needs. Extra wall 
thickness, heavier trim parts, 
deeper stuffing boxes, full- 
port seat openings are a few 
of the plus features built into 
these valves. 


Nuclear Products 

Vogt has been authorized to 
use the coveted “N” stamp 
for all classes of nuclear line 
valves. If your need involves 
valves for nuclear or other 
critical applications consult 
with the recognized leader 
in the field .. . see Vogt. 
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Fittings, Flanges, Unionst 
Accurate machining and 
precision gauging assure 
perfect alignment, ease of 
assembly and drip-tight 
joints. A phosphate coating 
after machining provides an 
excellent base for painting 
in addition to rust proofing. 
They are then packaged in 
cartons of uniform size with 
proper labeling for easy 
identification and handling. 


90° Ell 45° Ell 
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Hexagon Bushing 


Weld Couplet 
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Coupling 
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Vane 
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Street Ell 


45° Lateral 


Reducer Insert 


tForged carbon, 
stainless and 

alloy steel. 

Threaded and socket 
weld ends. 


Lh. Henry Vogt Machine Co.., 
| Dept. 24A-PU, P.O. Box 1918, 
Louisville, Kentucky 40201. 


your supplier to see if there might 
be some transportation bugs in 3-4 
months. Other than that, there 
shouldn't be any big worries for 
chemical buyers. Just make sure 
your sales and production people 
can live with occasional delays of 3- 
4 days on delivery of basic items.L] 


Fasteners: The 
screw is turning 


Now is the time for buyers to 
line up their share of the fastener 
supply, because leadtimes could 
stretch out suddenly. Here’s why: 

Fastener manufacturers 
across-the-board are operating at 
an average 50% of capacity—so 
there’s plenty of reserve capacity 
to be drawn upon when the upturn 
arrives. 

That’s the good news. The bad 
news is that about half of the 
skilled labor force employed by the 
fastener industry is on layoff, and 
no one is sure if those workers will 
be available for instant recall. 

And, notes Charles Wilson of 
the Industrial Fasteners Institute, 
it takes anywhere from six months 
to four years to train workers in 
fastener-making situations. 

Inventories are up. Fastener 
companies’ finished goods invento- 
ries are higher now than they were 
at any time during 1979. They 
currently run close to two months’ 
worth. 

But this coin also has a flip 
side. Raw materials inventories 
are down to almost zilch, and 
fastener makers are reluctant to 
carry large inventories. 

In the event of a surge in 
metal demand by fastener makers, 
Wilson says, “the steel industry 
would need a chance to put its 
people back to work.” Result: 
Sudden fastener demand would 
exert pressure on leadtimes. 

Exports to the U.S. from 
foreign fastener firms have 
remained steady for the past two 
years or so. Domestic manufactur- 
ers fear offshore competition would 
be able to fill the gap easily if U.S. 
firms were caught short. 

Buyers’ guide: We may pay the 
toll soon for the ongoing shakeout 
of the domestic fastener industry. 
Sudden leadtime stretchouts for 
custom products are possible. ([(_] 


PURCHASING METHODS 


Upturn strategy: Get ready now 


CHARLOTTE, N.C.—The economy is 
poised for an upturn, but can your 
suppliers handle it? 

Skin-tight inventories, reduced 
workforces, and attrition of skilled 
laborers have reduced the ability of 

| foundries, stampers, machine shops, 
and hundreds of other vendors to 
respond to demand quickly. 

Your best defense may be a 
sharp offensive thrust: Line up new 
vendors, redesign if possible, stan- 
dardize. 

Power buying. That's the tack 
being taken by Westinghouse 
Electric’s turbine plant in Charlotte. 
Because of initiative taken by buyer 
Dan Floyd, the plant now has five 
vendors instead of two for giant blade 
rings used in the manufacture of 
low-pressure turbine generators. 

Floyd’s problem: Only two 


sources were qualified to cast the 
giant rings, one in Germany and one 
in the U.S. Leads started stretching to 
22 weeks, but Westinghouse needed 
the castings in 14-15 weeks. Floyd 
asked plant engineers to develop 
alternate designs for the two-piece 
rings that would give purchasing more 
vendor options. The engineers came 
back with two solutions: (1) Use rolled 
steel or castings for either piece, and 
(2) Use forgings, rolled steel, or 
castings for the thinner outer rings. 

The result is five vendors. And 
the added bonus in the case of the 
outer rings is that forgings are about 
30% less expensive than castings or 
rolled steel. 

Now when Westinghouse has a 
ring order for the six types of turbines 
it makes in Charlotte, Floyd says, all 
the sources are contacted. 


Plastics: Price, not 
supply, is biggest worry 


The picture for commodity 
thermoplastics (LDPE, HDPE, PVC, 
PP, PS) is one of oversupply for 
1981. Capacity expansions have 
removed the threat of tightness, 
even in HDPE, which has in past 
years been in short supply. 

Keeping up with a rebound 
could be a problem, however. 
Polystyrene producers, for exam- 
ple, operated at less than 65% of 
capacity during most of 1980. 
There will be some supply hitches 
while closed capacity gets back on 
stream. 

ABS alert. Producers of 
engineering plastics warn that 
even a modest upturn in demand 
could result in short periods of 
supply tightness. Borg-Warner 
Chemical, a major ABS producer, 
advises its customers in a recent 
memo that the pipelines are empty 
and inventories are very low. 
Startup of idled capacity will take 
time, and temporary shortages are 
not out of the question. 

Engineering plastics did not 
suffer as much in the recession as 
other plastics, because the mar- 
kets for them are broader. In 


addition to the four big markets of 
housing, automotive, packaging, 
and appliances, engineering plas- 
tics are used in electronics, office 
equipment, and sporting goods. 
Demand growth is expected to 
be much stronger for materials 
such as polycarbonate, PET/PBT, 
nylon, and acetal than for 
commodity resins; a _ strong 
economic recovery would likely 
result in supply pressures. 
Buyers’ guide: Commodity 
resin prices slid all summer while 
feedstock costs rose. Producers will 
be putting in price increases as 
quickly as they dare in order to 
restore profitability. The current 
Mideast situation will put addi- 
tional pressure on feedstock prices. 
Even larger increases are on the 
way for engineering plastics. As 
long as they maintain a competitive 
margin against the metals they 
compete with, prices will rise. 
Consider building resin inven- 
tories against coming price increas- 
es in first-quarter 1981. Until 
the Mideast settles down, a flat 
market won’t be enough to hold 
back price increases. ee] 
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The world turns to these 


© a} 
Pd 


performers day after day. 


Now you can too! 


You already know our remarkable electrics... 


now get ready for our M-Lift Series gas forklifts. 


They already form the backbone of material 
handling systems from South America to 
Northern Europe. They're among the very 
few forklifts in the world to have met the 
stringent safety standards set by West 
Germany's most prestigious industrial test- 
ing association (TUV). And now, along with 
our electrics, our internationally acclaimed 
pneumatic tire gas trucks can start working 
the same wonders for you. 


Because of Mitsubishi's long experience in 
the manufacture of industrial trucks, and 
because most major components are de- 
signed and manufactured by Mitsubishi, 
you'll get the highest level of reliability, up- 
time and operating ease advanced tech- 
nology can produce. All at a surprisingly 
low purchase price...and one of the lowest 


parts and maintenance costs in the industry. 
But don’t just take the world’s word for it. 
Prove it for yourself. Ask your Mitsubishi 
dealer for a demonstration. ..and for pricing 
on a full maintenance contract. Chances 
are that a line of lift trucks designed to solve 
a world of material handling problems, can 
also solve a lot of yours. For the utmost in 
economy and dependability, turn to the 
world-proven M.-Lift. 
You'll see it has a 
knack for getting 
things done. And 
keeping things going. 
Day after day after day. 
Mitsubishi M-Lift Series forklifts: available 


in gas, LP diesel and electric in 1,000 to 
6,000 lb. capacities. 


MITSUBISHI SERIES 


mitsur | 


ITSUBISHI 


ORKLIFT TRUCKS 


1000 Thorndale Ave. Elk Grove Village, IL 60007 
312-595-9400 


i 


Industrially proven, 
internationally acclaimed. 


For more information cucte 1 


We've got it all 
together. 


Nicholson 
Weller, Wiss 


Xcelite 


When you think of handtools, think 
Cooper. Because Cooper tools cover all 
your day-to-day needs. Because Cooper 
understands your special requirements 
-and makes the special tools to meet 
them. Because the one name-Cooper- 
stands for all the leading brands of 
handtools in the industrial trade. 

Look around and see! 


from Co oper The Toolmaker. 


COOPER | BOKER CRESCENT LUFKIN NICHOLSON WELLER WISS XCELITE OSTA 


INDUSTRIES ) 50 Box 728, Apex. North Carolina 27502. Tet: (919) 362-7511, Telex; 579497 


INVENTORIES 


Buyers plan 


Wholesale inventory slashing 
is over. Stocks have been whipped 
into shape, and purchasing 
managers are playing the new 
game: Keeping inventories as lean 
as possible while minimizing the 
risk of being caught short by 
sudden production demand surges. 

Seventy percent of the respon- 
dents to a recent PURCHASING 
survey say their current inventory 
levels are about right in relation to 
their companies’ sales. Twenty-one 
percent say they’re too high, and a 
scant 9% too low. 

By contrast, 48% said that 
their inventories six months ago 
were too high; 43% said they were 
too high a year ago. 

Buyers also want to make sure 
they don’t run inventories back up 
even as business improves. Sixty 
percent of the respondents say 
their purchasing activity through 
the first half of ’81 will be designed 
to maintain current inventory 
levels, while 69% plan to maintain 
current levels throughout all of 
’°81. Only 9% will increase stocks 
next year. 


to cope 


with skin-tight stocks 


This skin-tight inventory 
policy carries two dangers: | 

1. Distributors have also cut 
their own inventories to the bone, 
sometimes leaving their customers 
high and dry. 

2. An increase in demand by 
production can catch purchasing 
off guard, unable to supply the 
material needed on time. 

Still, the survey showed, those 
pitfalls are worth the extra effort 
it takes to maintain lean 
inventories. Buyers’ reasoning: 
The high cost of money, coupled 
with the high cost of maintaining 
large inventories, makes it 
important to the company’s overall 
strategy that purchasing tie up 
only as much hard cash as 
absolutely necessary. 

To deal with the new 
inventory strategies, purchasing 
managers are taking a variety of 
approaches, from jawboning their 
suppliers to instituting sophisti- 
cated budgeting procedures. Some 
examples: 

eBuyers are working closely 
with their companies’ sales and 


Inventories in line now 


How purchasing managers 
describe their inventories 


% of respondents 


60 
50 
40 
30 
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Source: PURCHASING survey 
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production people, to get a better 
grasp on future materials needs. 
“Our sales force is still trying to 
get our customers to plan,” notes 
one P.M. At the same time, he’s 
trying to take some of the unfair 
pressure off purchasing by pushing 
his company to stand firm on its 
own delivery times to customers. 

eThe use of computers in the 
purchasing department is on the 
rise, especially for more accurate 
leadtime forecasts. One OEM pump 
manufacturer uses a computer, 
together with four-month sales 
forecasts, to come up with daily 
purchasing budgets. “The daily 
budget is also adjusted to reflect 
management’s inventory level 
target,” notes purchasing manager 
G. T. Bell of Midland Park, N.J. 
Simply stated, the budget is 
derived by calculating the dollar 
material requirements for the 
sales forecast, and dividing by the 
number of days until delivery. 
Purchasing’s continuing commit- 
ments, such as for blanket orders, 
are also figured in. 

eThe materials manager for a 
commercial office furniture compa- 
ny is using blanket order contracts 
with a clause allowing him to 
change delivery dates to fit his 
company’s production needs. 
Meanwhile, he is asking vendors 
to warehouse materials that will 
be needed later. 

@Multi-sourcing is taking on 
new importance. “We’re looking at 
a variety of new suppliers, in order 
to find some who may stock more,” 
said one buyer. He is also “trying 
to persuade current suppliers to 
stock more of the items we need.” 

@eOne company notifies ven- 
dors of its yearly requirements, 
and asks them to stock three 
months’ supply. 

@Many P.M.s are paying closer 
attention to what were once 
considered relatively unimportant 
details. More time is spent 
expediting orders. One materials 
vp at a boat manufacturer said 
that even traffic routes which 
could affect delivery dates are 
being reexamined. 

Summing it up, one P.M. 
stated flatly, “Large inventory 
buildups, as in the past, will not be 
a part of our plans.” 

—Thomas R. Temin 
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Stainiess—\argest plate and coil inventories in the service Aluminum—sheets, interleaved, packaged, banded and 


center industry. Big stocks of carbon and alloy plate too, stacked for secure shipment. And as the large photo 
over 55,000 tons up to 14" thick indicates, large inventories of carbon sheet and coil. 


sehe 


Now you can 
approach 
zero inventory 
and still have all 
the steel and 
aluminum 

you need. 


Think about it. 


When you draw on our stock of 600 million 
pounds of steel and aluminum in 20,000 
grades, shapes and sizes, you can conserve 
capital and keep your cash flowing. 


Because when the metal you need is in our 
inventory, it doesn't have to be in yours. 


And when you buy from Ryerson, you get 
all the benefits of single-source purchasing 
from the nation’s largest supplier of steel, 
aluminum and industrial plastics. You save 
time and paperwork—often reduce invoiced 
prices when we can combine shipments for 
quantity discounts. 


We can supply all the standard items, structural 
shapes, plate, sheet and coil, bars, tubing, 
pipe, alloys, stainless, aluminum, industrial 
plastics. Plus some a bit more unusual 
including: forged steel bars up to 20 inches 
in diameter; special duty plate steel for 
pressure vessels. And %-inch coil we can slit 
to your specs or level and shear to any length. 


So why not use our stock to keep your 
inventories at the safe, economic level. Give 
the Ryerson service center nearest you a 
call today. 


Ryerson 


an Inland Steel company 
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Tubing—more than 1,700 items in stock. Plus complete 
stocks of pipe including industrial plastic. Hot rolled and 
cold finished bars in all sizes and types. 
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-rings? Here’s why 41 
ustrials use Parco. 


These purchasing agents demand a top quality 
O-ring from a manufacturer that provides fast, 
trouble-free delivery at reasonable prices. Big 
companies. Small companies. More and more 
purchasing agents are ordering Parco O-rings. 
Here’s why! 


Full product line. O-rings, Contoured Backup 
Rings, T-Seals, and Custom Seals. With all the 
sizes and the broadest range of compounds, we 
reduce shopping-around time. Hundreds of 
special sizes eliminate most tooling charges. 


Service. Our experienced local distributors and 
factory representatives provide the pre-sales and 
post-sales service these tough purchasing agents 
demand. 


Quality. If the VP of Manufacturing reports that 
the O-rings you ordered are defective:and he has 
to shut down the production line, you’re on the 
carpet. So, while the industry operates to a 2.5 
AQL, we run our plant internally to a 1.5 AQL. 
We inspect each and every O-ring before it’s 
shipped to you. 


Delivery. To reduce your O-ring inventory costs, 
Parco offers short four week manufacturing lead 
times, a large computer-controlled inventory and 
the best on-time delivery in the industry. And 
you have the convenience and peace-of-mind that 
your O-rings are stocked locally by your Parco 
distributor. 


of the top 


Cost. We realize you must keep costs to a 
minimum. With Parco, you pay just the initial 
price. We eliminate the costs of unkept delivery 
promises, excess safety stock, quality returns, 
production shutdowns and product recalls. 

Fast Action. We’re big enough to handle 
America’s largest corporations. Flexible enough to 
bail you out of an emergency O-ring need. 
Several FORTUNE 500 purchasing agents even 
claim we “worked miracles”. 

We want your business. Our “We want your 
business” attitude shows. That’s why we’re the 
fastest growing O-ring manufacturer in the 
world. Big customer or small, when we give you 
a commitment, we meet it. Put us to the test. 


For complete information write or call. Your 
literature will be on its way in 24 hours. Then call 
us in—and watch us respond. Just like we’ve 
been doing for purchasing agents in the 
FORTUNE 500. 


When you need O-rings, Parco delivers. 


; FIRST IN SEALING TECHNOLOGY 


2150, Parco Avenue) Ontario, California 91761 
Phone (714) 983-3611 * TWX 910-581-1206 


WASHINGTON 


Will Uncle’s R&D seeds 
yield industrial bounty? 


The U.S. government is spend- 
ing millions to try to get more 
‘science out of the university into 
America’s industrial innovation 
stream. The payoff for buyers? Re- 
duced manufacturing costs. But 
that payoff is a long way off. The 
stepped-up effort is just getting 
off the ground a year after Presi- 
dent Carter announced his indus- 
trial innovation initiatives. 

Major steps under way 
include: 

eThe Commerce Depart- 
ment is screening proposals for 
spending $5 million next year on 
five technology centers in powder 
metallurgy, welding and joining, 
lubricants, and  computer- 
integrated manufacturing. 

©The National Science Foun- 
dation is expanding its university- 
industry cooperative research 
program nearly threefold this 
fiscal year (from $5 million to $14 
million). 

¢The Department of Transpor- 
tation is negotiating with major 
auto companies on details of a 
cooperative automotive research 
program with a first-year budget of 
$12 million. 


Photo: Bethlehem Steel 


The new element of these 
programs is not government bucks 
for research useful to industry but 
rather the way the research is 
being done. In all cases it involves 
not only collaboration between 
industry and university scientists 
and engineers but usually commit- 
ment of industry R&D dollars. 

University-industry science 
links have tended to weaken in the 
past 25 years as universities got 
more and more money from Wash- 
ington for research, according to 
Dr. Jack Sanderson, head of NsF’s 
applied science programs. 

Asked how nsr’s $14 million 
for industry-oriented research 
could influence universities which 
get billions for basic research from 
government, Sanderson replied: 
‘“‘The scale is less important than 
the promoting of more sensitivity 
to industry’s needs.”’ 

The payoffs from the govern- 
ment’s fledgling university-indus- 
try projects are just beginning to 
be felt. Examples: 

MIT’s Polymer Research 
Center. Started in 1973 with NsF 
seed money but now entirely in- 


dustry supported, the Center has 
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New federal programs are aimed at boosting computerization of American 
industry. Photo shows computer room for a new blast furnace. 


10 major companies participating. 
Innovations developed include 
energy-saving ways of processing 
materials, a reaction injection 
molding process for polyurethane, 
and techniques for measuring 
moisture in polymers, according to 
center director Nam P. Suh. 

Automated batch manufac- 
turing. Westinghouse, under an 
NSF grant, is expected to start next 
year an experimental automated 
production line for small electric 
motors utilizing new technology 
and knowledge developed at 
several universities. A Commerce 
Department funded study esti-: 
mates that aBMm could probably 
achieve 30-50% cost reductions on 
some $30 billion to $50 billion 
worth of manufacturing. 

Commerce’s selection of five 
specific technology areas was 
based in part on estimates of 
potential payoffs and the degree of 
industry interest. Research on new 
welding and joining techniques 
could yield savings in excess of a 
half-billion dollars annually, chiefly 
in such industries as automobiles, 
steel, aerospace, pressure’ ves- 
sels, and shipbuilding. 

If powder metallurgy can be 
developed for use to make parts in 
the 10-20 lb. range, savings to 
the auto industry could be $100 
million to $200 million annually. 

—Daniel Gottlieb 


REGIONAL BUYING 
Business slows 


to a crawl 


BIRMINGHAM, ALA.—Business in 
and around the Birmingham area 
can be described in three words: 
slow, very slow. 

Nearly every buyer recently 
contacted in that area reported 
weak backlogs, a drop-off in 
capacity utilization, and some 
layoffs. 

“We’re at about 65% capacity 
and have had a 10% reduction in 
the work force,” says Sterling 
Hicks, purchasing manager for 
Ingalls Iron Works. “Our backlog 
is currently about six months.” 

H. W. Yeagley, director of 
purchasing for Vulcan Materials, 
Chemical Division, reports similar 
trends. He says his plant is 
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With Crane Plastics’ 
profile extrusions 
you can: 


® Co-extrusion of flat copper conductor and 
tough electrical grade PVC forms a single, in- 
tegral metal embedment profile for one and 
three-circuit (shown) track lighting system. 


Obtain maximum value for your parts 
and assembly dollars through... 


Multifunction Extrusion 

By combining two or three different 
vinyl materials in a single profile 
extrusion you can eliminate 
parts...reduce assembly time... 
lower costs. Most important, you 
obtain a functionally designed part 
that has all of the advantages of its 
individual members. 


You can combine rigid, semi-rigid, 
and multiple flexible members to hold 
shape...provide a water, or dust-tight 
seal...and absorb impact — all inthe 
same extrusion. Many multifunction 
extrusions can be designed to simply 
snap, push, or press into place. 
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@ Rigid and flexible vinyl! DualExtrusion acts as 
“living” hinge between wood panels... 
increases product durability. 


MetalEmbedment Extrusion 

By co-extruding continuous lengths 
of wire or metal strip with plastic you 
can obtain the most desirable engi- 
neering properties of both materials. 
The metal portion increases rigidity 
and dimensional stability — thermal 
contraction and expansion problems 
are virtually eliminated. And, the 
metal strip can function as a well- 
insulated electrical conductor. The 
plastic portion adds its inherent 
insulating properties, chemical and 


corrosion resistance, warmth and color. 


The Benefits: Fewer parts... faster 
assembly...lower costs...maximum 
value for your parts and assembly 
dollars. 
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presses into support channel to lock tight, 
hold and seal glass in movable office parti- 
tion system. 


©) st flexible viny! DualExtrusion easily 


Send for complete details on the fea- 
tures and benefits of multi-function 
and MetalEmbedment extrusions. Or, 
call one of our sales engineers to 
ite | your requirements first-hand. 
Crane Plastics, 2141 Fairwood 

Aven ue, Columbus, Ohio 43216. 
Phone: 614/443-4891. 


CranePlastics 
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100,000,000 


for oils for industry. 
That's commitment. 


Gordon Kirk, President, 
Sun Petroleum Products Company 


We believe in the future of 
American industry. That’s why we 
invested $100 million in the last 
five years to assure ample supply 
of quality lubricants for industrial 
markets. 

And that’s why we continue 
updating and upgrading our 
refineries at Marcus Hook, Pa., 
Tulsa, Okla., and Yabucoa, Puerto 
Rico, improving distribution 
throughout the U.S. and preparing 
in many other ways for a bright 
tomorrow. 

Sun Petroleum Products 
Company, Philadelphia, PA 19103. 


©SUN PETROLEUM PRODUCTS COMPANY 
A Division of Sun Oil Company of Pennsylvania 


SUN 


For more information circle 110 


“At co, St. Regis masking film has 
greatly reduced in-plant and 
in-transit damage to our products.” 


Jim Kemmerling, General Superintendent, Burnham Plant. 


St. Regis Protective Masking gave Inryco, Inc., a subsidiary of 
Inland Steel, just what they needed to save thousands of dollars 
in production and in-transit damage costs. 

A manufacturer of galvanized siding panels and 
related rake fo mel Brace’ Inryco needed to protect 
‘ing their fabrication processes, 


protest ee ral sues oe. fabrication ; ro 
shipping and storage. 

And with specially ‘fovimothred Aifiesivee 
St. Regis masking peels off clean and easy leaving 
no residue. — — 

So whether yi sing, shea ing 
ing, stamping Or e ’ paintec 
t Sa SG Regis Masking | to Seats OU 
reduce rejects, in-transit damage and Rta 
production. 

Fi neh ut more, write: Marketing Services Dept., 

St. Regis, Daminated & Coated Products Division, 
156 Oak Newton Upper Falls, MA 02164. 


Shown in pk ard Krey, Plant Foreman. Za 


pececiend- Mees & COATED PRODUCTS DIVISION 
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presently utilizing between 
75-80% capacity. While they have 
had no layoffs, their backlog of 
orders is way down. 

Early change over. Several 
firms, including the Pullman- 
Standard Co. in Bessemer, have 
shut down completely until there 
is an upswing in business. 

Leadtimes, for the most part, 
are as good or better than six 
months ago. Buyers report lead- 
times of 2-4 weeks on galvanized 
steel products and carriage bolts, 
with fasteners and machinery 
parts running 6-8 weeks. 

“We've seen an improvement 
in leadtimes,” says A. L. Bailey, 
materials control manager for 
Stockham Valves and Fittings. 
We’re buying a lot of machined 
parts right off the shelf.” He 
notes leadtimes for steel cast- 
ings are as long as 16 weeks. 

Leadtimes on imported prod- 


VENDOR RELATIONS 


ucts appear to be holding steady. 
According to Patsy Glasscock, 
purchasing agent for the Hackney 
Corp., leadtimes for pipe and 
carriage bolts imported from 
Japan and Taiwan are running 
three months. 

Vendors are continuing to 
offer early payment incentives, 
though not on the scale of 4-6 
months ago. “Discounts are 
varying depending on what and 
how much a vendor has in his 
inventory,” says Hicks of Ingalls 
Iron. “If it’s in stock or a contracted 
item, they’re giving up to 2%/10 
net 30, but if it’s special order, it’s 
a flat net 30.” 

Seeking discounts. Most 
buyers contacted are taking 
advantage of the discounts when 
possible, and many are making 
an effort to locate vendors with 
goods in their inventories. 

—Steve Crabill 
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Salesmen rank buyers 
high on honesty, ethics 


Purchasing pros continue to 
get high marks when top-notch 
salesmen are the official scorers. 
Their batting averages, in fact, 
make the magic figure of .400 look 


somewhat anemic. With all respect 
to superstars Ted Williams and 
George Brett, it’s worth noting 
that professional buyers have sur- 
passed that mark since 1978. 


Purchasing’s batting averages 


(as seen by top salesmen) 


Personal honesty 


Business ethics 


Knowledge of buying company’s product line 


Acknowledgement of salesman’s need to 
see others in the firm 


Willingness to stick up for suppliers 


Market knowledge 


Preparation for sales calls 


Knowledge of suppliers’ product lines 


Technical creativity and Imagination 


Source: PURCHASING survey 
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Take a look at the table. It’s 
compiled from a survey of sales- 
men nominated in PuRCHASING’S 
1980 Top Salesman Competition 
(See: ‘“‘Go-Getters capture the 
buyers’ vote’’, Aug. 21, ’80; p. 46). 
As in previous years, each nominee 
was asked to rate purchasing man- 
agers and buyers in nine key areas 
on a 1-10 scale. 

The batting averages shown 
in the table are in each case the 
average response—with the deci- 
mal point moved one place to the 
left. (Example: the .848 batting 
average on honesty for 1980 
means that the average response 
was 8.48 on a scale of 10.) 

The order of ranking for the 
various traits measured is the 
same for 1980 as it was in 1979. It 
didn’t vary much 1978 to 1979, 
either. And, despite the last-place 
ranking of buyers’ technical crea- 
tivity, salesmen’s comments in- 
dicate that they don’t necessarily 
expect p.M.s to be science wizards. 
The main thing salesmen want is a 
chance to show their own smarts. 
A few examples: 

e‘‘The buyer had faith in an 
idea and stuck with me,’’esays a 
salesman for a packaging 
company. He cites a change from 
wirebound boxes to corrugated 
cartons for 3000-lb loads—reduc- 
ing material and dunnage costs. 

eA foundry salesman praises 
a customer whose engineering de- 
partment claimed there wasn’t suf- 
ficient clearance in an assembly to 
increase wall thickness on a cast- 
ing. When the buyer gathered evi- 
dence of persistent quality prob- 
lems on several similar castings, 
engineering changed its mind. 

eA supply-house salesman 
notes that his recommendation to 
use a common fitting, in place of a 
special adapter, was accepted be- 
cause the buyer championed the 
idea. Savings came to $1500 a year. 

No, the survey returns weren't 
all sweetness and light. One typi- 
cal negative comment: ‘‘You can al- 
ways tell a purchasing department 
that gives a hard time to the sales- 
man who calls. The waiting room 
is empty.’ Despite such scattered 
gripes, however, purchasing’s 
average batting average for 1980 
(based on all traits) stands at .661. 
That’s up from .641 for 1979, and 
.633 for 1978. —Somerby Dowst 
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LAST YEAR, 
200 MILLION PACKAGES 
MADE US AN 
UNHEARD-OF SUCCESS. 


Priority Mail from your Postal Service has unheard- 
of features for small package deliveries. 
Special treatment delivers packages (over 12 ounces) 
in a quick 2-3.days* Anywhere in the country. And it’s 
economical: a 2-pound package between New York 
and Los Angeles is only $2.83. 
So why haven’t you heard of Priority Mail? 
The truth is, we haven’t promoted it much. But 
last year, commercial mailers used it to deliver 200 million 
packages. That’s quite a few packages for a service you’ve 
probably never heard of. Until now, of course. 
And now that you’ve heard of Priority Mail, you’ll know where 
to go to get service that’s unheard-of. 


Economical 2-3 package delive 
anywhere in the et: Unkensll-al 


*Of course, if you want faster service there’s Express Mail Next Day Service. 
For more information circle 19 


INVENTORIES 


Take stock of IRS 
In year-end strategies 


The buying decisions you 
make now will affect the tax your 
company will pay on April 15. 

The commonplace strategy at 
year-end has become to slow the 
pace of purchasing to reduce 
inventories as much as possible. 
That would reduce reported profits 
and therefore tax payments. Warn- 
ing: It’s not as simple as that. 
Profits could be unnecessarily 
boosted if inventories-in-general 
are cut too close to the bone. And in 
one area in particular—obsolete 
and spare parts—it may be smart 
to cut deeper than ever before. 

LIFO accounting. An in- 
creasingly popular way to reduce 
reported profits is to switch in- 
ventory valuation to the last-in- 
first-out, or LIFO accounting. As 
the name implies, the company 
keeps track of the value of its stock 
by assuming it uses the last item 
put into inventory. In these infla- 
tionary times, that means a 
company is charging itself an ever- 
increasing expense. 

The danger: ‘‘If you bring 
down inventory too low, you will be 
eating into the ancient, lower cost 
inventory,’’ says Merv Roberts, 
principle at the accounting firm of 
Arthur Young & Co., Chicago. So 
then the expense being charged is 
relatively cheap, in effect raising 
profits and taxes. 

Roberts advises that purchas- 
ing managers consult with financial 
staffers in their company and: 

eFind out the financial struc- 
ture of inventory holdings. Speci- 
fically, at what point they would be 
eating into the layer of low cost 
stocks and then 

eAsk themselves ‘‘‘Should I 
make the purchases that would 
raise the year-end level of inven- 
tories?’’’ That’s what the Internal 
Revenue Service will be checking 
to see how the financial structure 
of inventories has changed. If the 
decision is made to purchase items, 
remember they must be used in 
production and cannot be used 
simply for tax purposes and then 
sold off. 


Set down guidelines as to what is 
obsolete, advises Landis. 


(If you would like more infor- 
mation about LiFo, Arthur Young & 
Co. has prepared a booklet on it. 
Write to their Publications Depart- 
ment at 277 Park Ave., New York, 
NY 10017. Ask for LIFO: An Im- 
plementation Guide. ) 

Clean out obsolete. Your 
company may want to take a 
totally different tack with obsolete 
inventory—clean it out. Because of 
a recent irs ruling, obsolete and 
spare part inventory can only be 
written off at scrap value if it is put 
up for sale. Before this, companies 
wrote off the excess stocks but 
kept them in house. 

“With the high cost of carrying 
inventory you shouldn’t have kept 
it anyway once it was written off,” 
says Gary Landis, who will be 
taking over the presidency of apics 
on January 1. 

Landis’ advice: Set down 
guidelines as to what is obsolete 
—items that are no longer needed 
for repair parts or spare parts for 
customers—and what is surplus in- 
ventory. Specifically, purchasing 
should decide with: 

emanufacturing on what and 
how many maintenance items 
are needed. 

esales force on a limit for how 


long spare parts will be held after a 
product is phased out. Landis notes, 
“That time limit is shrinking.’’ 

In fact, reviews of what is 
obsolete should be done more 
frequently. Landis suggests at 
least annually and perhaps quar- 
terly, pointing out, ‘‘With tech- 
nology moving so quickly, items 
become obsolete more quickly.”’ 


PRICES 
Time to seek 
price protection 


A somnolent economy is not 
necessarily proof against inflation 
—not for long, anyway. 

The economy may be making a 
slow pull upward, but energy and 
labor costs are escalating rapidly. 
For example, recent price hikes for 
such petrochemical products as 
abrasives, plastic resins, and syn- 
thetic rubber look unstoppable. 

As a result, smart buyers con- 
tinue to snap up bargains, but a 
shift in emphasis, toward longer 
term price protection and away 
from fire sales, is taking shape. 

Inflation’s muscle. For many 
industrial commodities, inflation 
still has a lot of muscle. Petro- 
chemical-related products continue 
to rise in price despite sluggish 
recovery in sales. 

Plastic resin prices rose in 
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Ve invite you to 


take this Metal Fab 


| Quimitey 


Who would you call to or- 
der metal fabrications in 
quantity? 


CLUE: We specialize in big 
volume jobs like these. The 
whole job, from engineering 
through assembly. 


We handle press work to 
250 tons. 


a gaara of 
3 Quickness 


Where do you go when 
you have a metal fab or- 
der that you need “‘now?” 


TIP: We're pretty fast on our 
feet. And we use CPC (Com- 
puterized Production 
Control) to track jobs in 
progress. We don’t shoot for 
sprint records. But, we'll 
have the order there when 
you need it. 


te | 


a Quattey 
What supplier would you 


go to when it has to be 
right? 


HINT: For 62 years, we’ve 
not only been getting older, 
we've been getting better, 
too. With that experience 
plus the latest CNC equip- 
ment, we've managed to 
practically eliminate 
reworks. 


4 Quits 


portant who gets the 
order? 


CUE: When it comes to 
price, we just might be able 
to whip your present sup- 
plier. Our experience and 
technology often give us a 
competitive edge. Only way 
to find out for sure, is to get 
together and talk, or ask us 
for a quote. 


If you're looking to Buy-Q (Quantity, Quality, Quickness and/or Quote) next time, 
contact Henry Dickman, Midmark Corporation, Dept. PA, Minster, Ohio 45865. Toll 
free 1-800-537-6679. In Ohio (419) 628-2311. 
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Because we Care. 


MIDMARK. 
af ee estes 


October when producers cut tags 
halfway to meet the market price. 
The result was a 2-3¢/lb increase 
for most of the major commodity 
resins. Synthetic rubber prices 
have gone up 5.5% over the past 
two months, bringing higher prices 
for such depressed-volume items 
as automobile tires. 

Price hikes for abrasives have 
been blamed on higher petro- 
chemical costs. ‘‘Increases for 
grinding wheels are coming in,”’ 
notes a buyer in New England. 
‘“‘The problem is the bonding resin, 
which is a petrochemical derivative. 
Our buyers are asking for paper- 
work from the supplier’s supplier 
to substantiate the increase.’’ A 
Detroit-area buyer reports a price 
increase for 5-inch abrasive cups to 
‘“‘more than $10” from $5-6 in one 
month. He says sanding discs are 
“creeping up’”’ in price. 

As a result, many buyers, 
especially in chemical processing, 
are mulling over contracts offering 
price protection in 1981, despite 
forecasts of a slow economic 
recovery. 

A buyer for a machinery man- 
ufacturer in Minneapolis-St. Paul 
says job shops are willing to give 


PACKAGING 


price protection for six months on 
mechanical components. ““This is a 
major change,’’ he says. ‘‘Six 
months ago it seemed like every 
order came back with a 5-6% price 
hike. Now the shops are calling us, 
looking for work.”’ 

Money on the shelves. Bar- 
gains are still available. ‘‘By 
shopping around, and using what- 
ever purchasing power we could 
muster, we’ve been able to get 
suppliers to bend a bit more than in 
the past few months,’’ reports a 
Chicago-area purchasing director. 
“The prime has gone up, and the 
vendors figure they have money 
sitting on the shelves. They want 
to move that inventory.” 

Referring to steel purchases, a 
buyer in western New York says, 
‘“‘The price structure has been in a 
shambles.” He adds that steel coil 
was available in October at a 
10-15% discount, and used ma- 
chinery can be had at 10-15% off. 

But the steel market is 
changing rapidly because of reim- 
position of trigger prices (floor 
prices for imports) by President 
Carter. U.S. Steel, for instance, 
hiked prices 8-9% on rod and bar 
prices last month. —David Erickson 


Here’s how Pillsbury 
pros tackle rising costs 


MINNEAPOLIS—Cutting packag- 
ing costs is taking a front row seat 
in many purchasing departments. 
A major effort is under way to 
reduce the weight of packaging 
materials. Result: Costs are 
slashed two ways. Fewer materials 
are needed and shipping bills are 
reduced. 

The battle is particularly keen 
at companies that package thou- 
sands of consumer products. 

At Pillsbury, Howard Huwe, 
director of the consumer purchas- 
ing group, emphasizes that 
cost-cutting is an ongoing project, 
with little yield often seen for 
months, and even years. 

Packaging the Giant. Here’s 
a grocery-shelf sampler of Pills- 
bury’s packaging push: 

@eHuwe is hopeful that the 


two-piece, seamless drawn can will 
be perfected for use in the Green 
Giant line, eliminating the 
lead-and-soldered seamed cans. 
After amortization of new equip- 
ment, the two-piece cans would be 
cheaper than soldered cans. In the 
meantime, Pillsbury is “making 
continual efforts” to reduce the 
weight of tinplate in its steel cans 
or to go to tin-free steel. 

The company doesn’t use 
aluminum cans because it needs 
the rigidity of steel. 

ePillsbury continues to reduce 
the weight of all elements in the 
composite cans used for refriger- 
ated doughs. “We’re seeing how 
much we can reduce the cost of 
paper without losing the protective 
qualities of the composite can,” 
Huwe points out. 


Huwe: The payoff may be years away. 


ePrices continue to head up 
for folding cartons, such as those 
used for Pillsbury cake mixes and 
Green Giant frozen foods, despite 
ample stock and excess capacity. 
However, Huwe’s group protects 
its investment by pretesting the 
cartons—both for the quality of 
graphic reproduction and machin- 
ability. “It’s relatively expensive 
to make an ample quantity of die 
samples and to make the test run, 
but, in the long run, it’s 
advantageous to buyer and seller,” 
Huwe finds. 

ePillsbury prefers the “quality 
image” of glass, rather than 
plastic, for its Speas Apple Juice. 
However, Huwe is replacing metal 
with rigid plastics where appropri- 
ate and cheaper, as in Pillsbury’s 
prepared frosting line. 

ePillsbury continues to en- 
courage research in flexible 
packaging in an effort to get the 
properties it wants—moisture 
control, sealability and economy— 
for foil and bag type pouches. 
Pillsbury also uses pallet over- 
wraps in place of corrugated for 
shipping whenever possible. 

Huwe’s group does the 
purchasing for the Pillsbury food 
lines and for several divisions, 
including American Beauty, 
Green Giant, Totino’s Pizza, and 
Speas Apple Juice. Burger King 
and Poppin Fresh Pies buy 
separately. Huwe is a member of 
the NAPM’s Packaging and Contain- 
ers Committee. —Margaret Nelson 
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with PEM'fasteners 
you get service and concern 


Something to think about 


Occasionally we receive letters from customers 
stressing the importance of the confidentiality of 
vendor/buyer relationships. No one need re- 
mind us of this responsibility. We do this routinely 
for every customer. 

As a standard policy, we treat as confidential 
all specifications, data, drawings, prints, pur- 
chase orders and requests for quotation. And we 
do not discuss the nature of purchase order ac- 
tivity with other customers. 

In working with design engineers, we are 


often privy to matters on which a customer may 
be staking his future. We recognize this and take 
appropriate precautions. We have been build- 
ing a reputation for integrity for 37 years and 
many customers recognize this as a big plus 
value in buying genuine PEM fasteners. They 
know they can trust Penn Engineering & Man- 
ufacturing Corp. and our engineering repre- 
sentatives. 

We try and we care. More importantly, we 
know how to keep a secret— your secret. 


Penn Engineering & Manufacturing Corp. has been making genuine PEM self-clinching fas- 


teners for 37 years, all of them formed, finished and quality-controlied to PEM standards. 
There are none better. 


PEM Penn ENGINEERING & 
se MANUFACTURING CoRP. 


Box 1000 e Danboro, PA 18916 e 215:766-8853 


©1979 
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By Henry G. DeYoung / cpi Editor 


“It's difficult to get USS. 
businessmen to think about what’s 
going on overseas. Ask them what 
happened in New York or Houston 
last week, and they have it down 
cold. Ask them about Paris or 
Barcelona and they draw a blank.” 

Dick Pettibone isn’t the only 
one voicing that complaint these 
days, but he is in a unique position 
to see the dangers of keeping one’s 
head planted in the sand. A former 
purchasing agent at G. D. Searle 
and Co., Pettibone now heads his 
own Chicago-based company. As 
president, he has spent 20 years 
sourcing specialty-type chemicals 
from overseas suppliers for use by 
his U.S. customers. Domestic 
clients include producers of just 
about every type of industrial 
chemical preparation, from oil and 
gas drilling products and water 
treatment chemicals to metal- 
fabricating compounds. 

Less awareness. There are 
probably many reasons why 
Americans don’t like to “think 
international.” For one, we had no 
need to before the early ’70s. The 
U.S. has always enjoyed a virtual 
self-sufficiency in most business 
areas, with respect to resources 
and production capability. 

For another, studying interna- 
tional developments is just plain 
difficult. Many managers, in 
purchasing and in other disci- 
plines, find it almost impossible to 
get the up-to-date information 
they need for decision-making. 

One need not dig too deeply to 
learn how foreign business and 
politics have already caught US. 
buyers napping, what with steel 
from Japan, chromium from 
Africa, and oil from the Middle 
East. Those weren’t isolated 
incidents, Pettibone warns, but the 
first tremors of what may be a 


Viewpoint 


Richard D. Pettibone of Pettibone-Chicago 


Emerging producers 
look over our shoulder 


worldwide upheaval in vendor 
evolution and raw material 
sourcing. Unless buyers—of chemi- 
cals and other commodities as 
well—begin to study these factors 
now, he says, many costly sur- 
prises will be around the corner. 

Pettibone’s expertise, is of 
course, in chemicals. However, 
what’s true of one type of 
commodity is very often true for 
others—if not immediately, then 
within a few years. Who would 
have thought, for example, that 
the Japanese’s proficiency in 
transistor radios in the 50s and 
60s would be extrapolated in the 
"70s to steel and autos? No one in 
Detroit, apparently. 

Know supplier’s nation. 
U.S. buyers should be preparing 
for the emergence of new foreign 
suppliers and competitors—a 
development which many experts 
still feel is being given short shrift 
by American managers. How 
should they prepare? 

“First of all,” says Pettibone, 
“take time to learn the politics and 
economics of these nations. 

“If a Middle East company is 
likely to become a supplier for one 
of your specialty items, you'll 
certainly want to evaluate his 
long-term viability in view of the 
disruptions which could occur 
in that part of the world.” 

Another example: With new 
signs that the recession is 
spreading into Europe and other 
parts of the world, a worldwide 
overcapacity in chemicals could 
offer new price benefits for U.S. 
buyers—if they can negotiate from 
a knowledgeable position. 

Know the supplier. Most 
important, perhaps: Buyers must 
get out and visit these suppliers, 
just as they visit their domestic 
vendors. In addition to a detailed 


“We have the information we need. 
Now we have to stop resisting 
and start getting involved.” 


knowledge of regional economics 
and politics, things to look for 
include the condition of the 
producer’s plant and equipment: 
Does it present a “professional” 
image? Where does it recruit 
personnel? How much are they 
paid? What about transportation, 
not only within the producer’s own 
national boundaries, but also 
across neighboring countries? 
Pettibone’s interest in getting 
U.S. buyers to think in global 
terms isn’t purely academic: 
“This reluctance to learn 
what’s going on over there—in 
Asia, in Africa, in South Amer- 
ica—has already cost us. It’s one 
reason why Japan, for example, 
was able to jump ahead of us in 
many business areas. The truth is 
that most foreign businessmen are 
always looking over our shoulders. 
“U.S. buyers may not know 
it,” says Pettibone, “ but they have 
the information they need to make 
intelligent decisions. Those who 
are going to rise to leadership 
positions are going to stop 
resisting—they’ll have to get 
involved.” i 
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No other hot mill glove even comes close to the 

new Crusader by Edmont. Not only is it designed to 
provide superior heat insulation, but it offers a total- 
performance combination of cut and abrasion resistance 
that actually saves you up to 45% on glove costs. 


Let's compare it with 24-oz. cotton hot mill gloves, 

the most widely-used hot mill glove in industry today. 
Cotton costs on the average $14.50 per dozen. Our new 
Crusader goes for $39.95 a dozen. But based on actual 
on-the-job comparisons in the field, Crusader outwears 
24-02z. cotton four to one...which simply means that 
one dozen Crusaders will last as long or longer than 
four dozen cotton gloves. And unlike cotton gloves, 
Crusader also cuts costs because it has little or no 
shrinkage after laundering. 


Cost Per Doz. ( x) Your Cost 


$12.00 to $18.00 $48.00 to $72.00 


wast Shcetl sae! 


Crusader Saves You $8.05 to $32.05 
17% to 45% 


Avg. Wear Ratio 


Crusader 
outwears 
24-oz. 
Cotton 4 to 1 


The Crusader is recommended for the intermittent 
handling of hot objects up to 400°F. To demonstrate 
how it compares with 24-o0z. cotton at 375° we have 
developed a test in which the subject places one hand 
in a cotton glove and the other in a Crusader over the 


Molded Rubber Parts Calendering 


ends of two 60-watt light bulbs 
and holds them there as long 
as he can stand it. Invariably 
the hand in the Crusader 
withstands the heat longer— 
in most cases up to twice as 
long as the cotton glove. 

One of our representatives will 
be glad to make this demonstration for you. 


The secret’s in its materials and construction. They 
make Crusader unique among all hot mill gloves. As 
shown in the cutaway, the entire glove is covered 

by a coating made from an exclusive 
NBR compound. This protective 
“shield” literally coats the surface, 
making Crusader the toughest, longest- 
wearing hot mill glove ever developed. 
There is no other glove likg it. 

And only Edmont makes it. 


CRUSADER 


Underneath the tough, abrasion-resistant NBR surface 
is a cushion of 8-0z. non-woven felt. Together with the 
NBR coating, this cushion of protection provides a 
highly-resistant barrier between the hot 

object and the palm. The felt heat barrier 

extends all way up to the end of the cuff. 


Shown below are only a few of the many typical applications 
of the Crusader glove. Try it in your own operation. 


Shakeout Operation 


NOTE: Crusader is not at 
replacement for asbestos 
gloves. It is designed fon 
intermittent handling 

of medium hot objects 
up to 400°F. 


T MILL GLOVE 


Unlike ordinary gloves which 
provide heat insulation only in 
the hand area, Crusader helps 
protect the flesh up to and 
above the wrist. And Crusader is 
available in both 10” and 12” 
length gauntlet styles for 

extra protection. 


Its combination of NBR coating and non-woven 

felt lining helps fight off cuts and snags, provides 
outstanding breathability and hand comfort and 

an excellent wet and dry grip. Made in the U.S.A., 
Crusader features consistent sizing and quality and is 
available in two sizes. And for maximum utilization of 
its superior performance, you can launder it repeatedly. 


We're conducting a Crusade against the high cost of 
hot mill hand protection. Join us and cut your costs as 
much as 45%. Tell your distributor you want to put 
Crusader to the test. Try a dozen in your operation. If 
they don't do everything we say they will, we'll refund 
your money. 


Job-Fitted Gloves and Protective Clothing 


€d mont 


1300 Walnut Street - Coshocton, Ohio 43812 
Edmont Canada , Cowansville, Quebec J2K 2K8 
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Tire Manufacturing Extruded Rubber 


Edmont and Job Fitted are trademarks. 
Prices in effect 8/1/80. 


NOBODY COVERS AMERICAS 
WORK FORCE LIKE BIG BEN 


No other brand of work clothes comes up to the Big Ben standard of quality —in materials or con- 
struction. That's why America has been sold on Big Ben since 1915. And to help you sell your customers and 
keep them sold, we offer you a complete line in a wide range of colors. 

And we back up every garment with a full one-year warranty. Nobody else puts that much confidence 
behind their label. But then, nobody else has the Big Ben name to live up to. For the fastest, most convenient 
way to order Big Ben work clothes, call our toll free number: 800-334-0803 
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What’s ahead 
for you and yours 


You’re headed for 
center stage 
faster than scheduled 


There’s going to be 
more “buy” than “make” 
in your future 


What happens when 
sellers decide who 
the good guys are 


By John F. O’Connor / Editorial Director 


This is the season for forecasts, so we’re going to grab our 
turn at the crystal ball. We'll focus specifically on what we see 
ahead for you and your colleagues. Some predictions: 

elf only one tenth of all the talk about reindustrialization 
and revitalizing our manufacturing base actually results in 
some form of action, you’re going to be involved up to your 
eyeballs in the most massive sourcing, negotiating, and 
purchasing job in American business history. 

eReindustrialization is a sure bet to accelerate a process 
that started in 1973 when the Arab oil embargo propelled us 
into the era of the supply-short world and the age of 
uncertainty. To wit: Top management will tap you for market and 
supply-side answers and insights—things it simply can’t get from 
non-purchasing types within your company. 

Certain facts of life are becoming increasingly apparent 
to all: (1) Supply assurance is what management must have to 
achieve the company’s long-term goals. (2) No one else in the 
company has your experience and expertise in dealing with supply 
and suppliers. (3) As a result of (1) and (2), you’ll be drawn ever 
more deeply into the role of supply-side consultant to your own 
brass. 

eFrom here on out, your make or buy decisions are likely 
to be weighted far more heavily toward buy—and not merely 
because of the limited availability or high cost of money. A 
more compelling reason: Management is learning that backward 
integration—outside of moves aimed at insuring critical raw 
material supplies—may create more problems than it solves. 

Decisions to make rather than buy certain key parts have 
locked some companies into outdated technology, diverted man- 
agement attention from a company’s main business, and, by 
turning the company into a competitor of its suppliers, isolated the 
company from supplier ideas and results of supplier innovation. 

A better way: Long-term contracts and long-term supplier 
relationships provide many of the same advantages as backward 
integration without incurring the same potential liabilities. 

eOpportunists, beware. If, during the downturn, you play- 
ed your supplier relations a little too hardnosed or a little too 
greedily, you may be in for some unpleasant surprises. 
Suppliers already have trimmed product lines, cutting back or 
sometimes discontinuing marginally profitable product and ser- 
vice offerings. Now, as we move toward an upturn, some suppli- 
ers say (off the record, of course) that they plan to start 
cutting back on the customers they serve. As a first step, 
they’re conducting buyer evaluations. These customer appraisals 
are aimed squarely at helping vendors determine who’s worth 
doing business with over the long haul. 

What are sellers looking for? Some of the same things you 
look for when you evaluate a vendor: financial stability, responsi- 
bility (that means paying your bills on time), long-term staying 
power, management commitment to the business and willingness 
to work together for the long-term even if that means passing up 
spot bargains. Warning: If the shoe pinches when it’s on the 
other foot, you may have a serious problem. a 
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ighter. 


Shur-Wipe. 2 Heavy Duty wipers wipe out 
grease and grime ordinary wipers can't handle. 


Here is the heavy-duty alternative to cloth. 
Absorbent enough to soak up oil. Strong 
enough to wipe up the toughest grime. Any 
dirty job that calls for a cloth wiper calls for 
SHUR-WIPE ? Heavy Duty wipers, 

These tough wipers are 
strong enough for virtually 
any job. So you can put 
them to work, rinse them 
out and even reuse them 
Then throw them out and 
you eliminate the problem 
of dirty rags piling up 


Call the Fort is a4 service ttark of Fort Howard Paper 


You could save money, too. Compare the 
cost of SHUR-WIPE 2 Heavy Duty wipers with 
your current rag service. You could see a 
real difference. 

Try SHUR-WIPE 2 Heavy Duty wipers on 
your toughest job and see for yourself. Call 
the Fort and ask for Lou Kidd to get a free 
trial packet. Dial (812) T-H-E-F-O-R-T. Or write 
us on your letterhead: And wipe out 
the grime ordinary wipers cant. 


Fort Howard Paper 


Green Bay, Wisconsin 54305 


Call the Fort 


Dial (312) T-H-E-F-O-R-T 
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Made over here . 
for performance 
over there 


| 


Meet a new foreign power: metric Bodine will keep your products 
motors from Bodine. The first Ameri- working as well over there as they 
can motors made to perform overseas. do over here. 

For 75 years, Bodine has been the Send for more information. At home 
leader in fractional horsepower or abroad, you can depend on Bodine. 


motors. And our experience shows 
in our new full range of 62 metric 
motors and gearmotors designed for 
220/240 V, 50 Hz power input. Each 
is engineered to meet most inter- 
national standards for safety and per- 
formance. And each delivers Bodine’s 
reliable, dependable operation. 


You'll also appreciate our foreign 
service. Our established international 
Distributor network ensures you a 
ready supply of Bodine products when- 
ever and wherever you need them. 


ao BIS 


Metric Motors/Gearmotors 


BODINE Small Motors, Gearmotors, Electronic Motion Controls | ) 
For Seventy-five years, “the power behind the leading products”* | 


See 2500 West Bradley Place . 
COMPANY Chicago, 60618 USA 


Telephone 312-478-3515 Telex 25-3646 1 
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The audit’s place 
in negotiating— 
Part 1 


Is a good price good 
if it’s not correct? 


Spell out the 
specifics of auditing 


Make provisions 
for errors 


By Dr. Chester L. Karrass 


In business, as in life, things are 
not what they seem. People fre- 
quently do not receive what they 
are buying, and often pay for what 
they do not get. 

The causes lay in complexity, 
rather than dishonesty. Everything 
you do is complicated: specifica- 
tions, services, pricing, labeling, 
invoicing, calculations, and paper- 
work. Every day you make deals for 
goods and services you never see. 

Thus, a danger inherent in 
purchasing in the modern world 
surfaces: Can professional buy- 
ers in modern companies be sure they get what they pay for? 
The answer lies in audit and verification. 

Audit and verification is an extremely important aspect of 
pricing, because it answers the question, “What good is a good 
price if it isn’t correct?” We’ll be spending the next few columns 
looking at audit—specifically at your vulnerability as a 
buyer, what rights to negotiate for, and how to organize a 
stronger audit function. 

There are six primary aspects of audit and verification you 
should be concerned with: audit rights; audit trail; billbacks 
and protection; common problems; who should audit; and 
penalties for improper billing. Here’s a look at the first three: 

eAudit rights. Performance is what we buy, not talk or words 
on a piece of paper. As buyers, our obligations begin with a 
well-penned agreement. They end with satisfactory performance. 

To assure that you get what you pay for, it’s necessary to 
negotiate these audit rights: when you may audit; where you. 
may audit; who may do the audit; which records may be 
checked; what you may check for; and how you may go 
about it. Think through audit rights in advance. 

eAudit trail. It’s impossible to go down the road if there’s no 
discernible road. There must be an audit trail. Be sure to 
negotiate how long records must be kept, how clearly they 
must be organized, and ease of access to original records. 

Negotiate your audit trail in advance; it may be prohibitively 
expensive to build one from scratch. 

eError billbacks and protection. The nature of business is 
such that most errors are against you. When an error is found, 
provision should be made for prompt and easy reimbursement. For 
example, if errors are found in 10% of the billing, the margin 
of error may be applied to all of it, as though the entire 
billing was wrong in the same proportion. B 


Dr. Karrass specializes in negotiation, purchasing, and sales seminars. His 
12-hour Effective Negotiating video program is licensed by 136 of the nation’s 
500 largest companies. He is author of How to Fight a Price Increase, 
Negotiating Game, Give and Take, and How to Work with Your Employees to 
Improve Their Performance and Your Own. For more information on books 
and seminars: Karrass Seminars, 2066 Westwood Blvd., Los Angeles, Calif. 
90025 (213) 476-4554. 
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We're growing in 
SBQ carbon and alloys. 


Our new Conditioning/Inspection facility 
is now on stream to give us expanded capac- 
ity. When your products demand quality and 
reliability, look to CF&I. 

If you need high quality alloys for tough 
jobs like crane hooks, springs or hand tools 
—we can make the grades. Our SBQ carbon 
steels won't let you down in end products 
like chain, automotive parts and farm 
implements. 

Our SBQ steel is quality controlled every 
step of the way because we control every 
stage of its manufacture, from ore to pour 
to final inspection. 

Hot rolled carbon and alloy steel bars are 
available in standard shapes: rounds, squares 
and flats—and also in special sections. 

We are ready to supply your steel needs 
from rollings or our finished inventory. 


You'll find our brand all over the West. 


CF&I Steel Corporation Ligi 


Pueblo, Colorado Asubsidiary of Crane Co qu 
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MOST Leading Manufacturers* 


of Environmental Comfort 
Equipment SPECIFY 
UNIVERSAL ELECTRIC 


Roof Mount Air Conditioners 
BREE REUS 
Room Air Conditioners 
\ BRSBEBHEAUUSE 
Se Unitary Air Conditioners 

> | BERBER EaBAUBE 
Furnaces— Oil/ Gas— Forced Air 
LLL. ia 

<= Unit Heaters 
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i Captives (HVAC OEM's who also manufacture motors) 


A 
Wiley 
HH oN) *Source: APPLIANCE MANUFACTURER Magazine's 1979 


(2 iti y 
eae me “Profile of the Appliance Industry” 
Quality workmanship ...product reliability... 
: competitive pricing...on-time deliveries... four 
| reasons most leading manufacturers of environ- 


mental comfort equipment specify Universal Elec- 
tric. We've earned our reputation —a top supplier of 
dependable fractional horsepower motors for air 
moving applications. We’re a motor manufacturer .. . 
that makes us attractive to a lot of OEM buyers 
W | who'd rather not purchase motors from a market- 

| place competitor. Conventional or energy-efficient 
\ \ /| models . .. Universal Electric can meet your air mov- 
i ing requirements. 


UNIVERSAL ELECTRIC 


A Corporation of 
Inco Electro 


120 300 East Main Street Owosso, Michigan 48867 
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Know us for bearings? We're 
building a name in PT, too. 


More and more of our bearing a microfiche/CRT data retrieval 
customers are relying on us for system for immediate delivery. And 
mechanical power transmission. more than 1,000 inside and outside 
Reason is we have the largest specialists to help you wring every 
available inventory, most of it in our penny from each bearing/PT dollar 
200-plus local branches, the rest at spent. If you like our bearing service, 
Our nine regional stocking centers you'll love our power transmission 
and Power Transmission Center in service. Just call the nearest of our 
Columbus, Ohio. A $100-million 200-plus ‘‘neighborhood”’ 
computerized inventory that’s tied to sales/service centers. 


Bearings, Inc. 


Corporate Office: 3600 Euclid Avenue, Cleveland, Ohio 44115 
lo Dixie Bearings, Inc. 

276 Memorial Drive, S.W. Atlanta, Georgia 30303 

Bruening Bearings, Inc. 


3600 Euclid Avenue, Cleveland, Ohio 44115 
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Congress 
takes 


Washington outiook 


By Daniel W. Gottlieb 


“The President proposes, Congress disposes.” This used to be the 
rule in Washington. But shifting political trends have 
produced a competing version of White House-Hill rela- 


the initiative tions—with Congress should be doing more of the initiation. 


Many reasons 
behind the shift 


Ahead: More initiative 
—with caution 


It used to be, particularly at the start of a new Presidential 
term, that industry and other Washington observers looked to the 
White House for cues on future legislation. 

Now they must look more carefully at the shifting 
political winds on the Hill. The reasons are complex. Oversim- 
plified, they get down to such factors as the decline in 
Presidential power, reduced party discipline, the growing 
power of special interest groups, and reforms of Congress’ 
internal rules which have diminished the power of the old 
traffic cop committees (Rules, Ways and Means, etc.) and 
thus made it easier to get legislation to the floor. 

It’s difficult to quantify the exact shift in initiative from the 
White House to Congress, but it’s a conceded fact that much of the 
controversial legislation over the past decade has originated 
or been shepherded through by Hill leadership rather than 
by the White House. For instance, when Secretary of State 
Edmund Muskie was in the Senate, he led the charge on environ- 
mental legislatian, and much of the spark for synfuels, solar, and 
conservation legislation came from energy-conscious legislators— 
even though the Carter Administration took the credit. 

Much the same can be said for the recent wave of deregulation 
and regulatory reform bills. These have been popular in that 
regulatory reform doesn’t cost money (at least at the start), yet the 
sponsors gain visibility and, presumably, respectability. 

Another side of the shift has to do with the changes that have 
taken place in the makeup of the political system that sends 
legislators to Congress. Political party loyalties have weak- 
ened considerably. And in the backwash of this weakening the 
new breed of lawmaker has often become more dependent 
on special interest contributions for campaigning funds. As a 
result lawmakers also have become more inclined to 
champion special causes. 

Lawmaking also has gotten into a greater number of 
more technical areas with congressional subcommittees prolife- 
rating. This gives more legislators a chance to head subcommit- 
tees, hold hearings, and score in the news. Of course, the purpose of 
most hearings is to form a record for passing laws. 

Looking ahead, you can expect the Hill law machine to 
stay on, despite talk of the need for less government. On the 
other hand there is reason to believe that Congress itself is 
becoming more aware of the fact that virtually every time it 
passes a new law, the Federal bureacracy and/or the Federal 
deficit grows. Item: The 96th (1979-80) Congress passed some- 
what fewer than 400 laws, about 40% less than the average in the 
three preceding Congresses (633 in the 95th, 588 in the 94th, and 
651 in the 93rd). 

It’s still too early to tell whether this is a trend but it may be 
that the solons have felt the political winds of Proposition 13 
fever and popular opinion against further expansion of 
Federal power. & 
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tellurilum 
or selenium 


machines 


Introducing 
the bar that 
at 420 sfm.:- 

without lead, 


Series 83™-420 Cold Finished Steel Bars finish, can be carburized and lend them- 
are equivalent in all respects to the fastest selves well to cold working operations such 
free machining leaded steel bars available as roll threading, crimping, swaging, 
today. The equally fast machining charac- peening, etc. 


teristics (nominal speed of 420 sfm) are = Toqay, machine shops demand predictability 
achieved by the addition of a specially de- —_ because of the need for accuracy in analyz- 


veloped Bismuth (Atomic number 83) alloy. —_ ing and estimating part production. The uni- 
The problems of segregation, often as- —_formity of Series 83™-420 steel bars helps to 
sociated with multiple additives, are di- = make your machining operations more pre- 


minished by the use of the Bismuth alloy. —qictable 

Even dispersion allows for better uniformity Th bili d q Series 83"™-420 
throughout the bar. This uniformity is impor- e ability or CPO SECS Bs 
tant in machining, especially when computer rected sien lina wight mei 
controlled equipment is being used. ag Ing project easie ore prota 
Based on the experience of LaSalle, Series = Take a closer look at Series 83™-420 free 


83™-420 is the fastest machining screw —_ machining steel bars. They have all the qual- 
stock available anywhere and does notcon- _ity and dependability you've come to expect 
tain lead, tellurium or selenium. The more from LaSalle. From Stressproof® to Series 
parts you produce, the more you profit. You'll’ —g3™.490, we're coming on strong to meet 
profit from longer tool life, better drilling qual- your toughest requirements. 

ities, and the energy you save in machining. 

Series 83™-420 drastically reduces friction. Please write for our free Series 83'-420 
Chips break clean and small. Series Data Bulletin 60. LaSalle Steel Company, 
83™-420 steel bars machine to a fine satin P.O. Box 6800-A, Chicago, IL 60680. 
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>... the pacesetter in cold finishing technology 


LaSalle Steel Company 


~ ASPECIAL MESSAGE 
TO USERS OF SPECIAL METALS 


Predictions for the 1980’s include troublesome periods in the avail- 
ability of critical metals. The impact of these potential problems will dictate 
closer relationships between users of special metals and their suppliers. 

Cabot Corporation is committed to the special metals business, and to 
tailoring our products and services to specific user needs and specifications. In 
pursuit of this end, we have recently taken steps to enable us to serve you better. 

What formerly operated as Kawecki Berylco Industries, Inc. will 
now operate as two new divisions—the Cabot-Berylco Division and the KBI 
Division. Each will be backed by all of the resources of Cabot Corporation. 

The Cabot-Berylco Division produces beryllium copper and beryl- 
lium nickel, the versatile special alloys used to increase the usable life and reli- 
ability of everything from windshield wipers to computers. 

The KBI Division manufactures the master alloys used to enhance the 
strength, to promote uniform grain size and to improve the casting character- 
istics of aluminum. KBI also produces electronic and metallurgical grades of 
refractory metals—tantalum and columbium. We envision significant benefits 
to users and specifiers of the special metals and alloys these divisions produce. 

First, each division will have a specialized sales organization with the 
specific knowledge and training to help in application engineering. 

Second, each division will have dedicated research and development 
programs to support the particular needs of our customers, and to enhance 
ultimate product performance as well as achieve greater productivity. 

Finally, each division will be supported by manufacturing facilities 
constantly being improved for higher product quality and new plant capacity 
to meet growing market needs. 

We believe this organizational change will provide you better and 
special service, a greater under- 
standing of your need§, and a com- 
mitment to solving your problems. 

I invite you to try us. 


Mn 0) rgege 


William D. Manly 
Senior Vice President 
Cabot Corporation 
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P.O. Box 1462, Reading, PA 19603 e (215) 371-3606 


The power 
of unexpediting 


Purchase order dates 
need review 


Early deliveries 
have a cost 


Problem-solving starts 
with scheduling 


By Oliver W. Wight 


The vice-president of manu- gy _* 
facturing was irate. “How can I 
be expected to ship on time 
when purchasing is past due on 
35% of the open orders?” He 
went to his boss to identify the 
corporate purchasing director as 
the “villian.” The purchasing direc- 
tor stopped the discussion cold with 
one devastating question: “If I 
could bring all the past due . 
material in tomorrow, where P 
would you put it?” 4 Pry’ 

There’s probably no purchas- g { 
ing department in a manufacturing — 
company that has not been beaten over the head with a list of the 
“past due” orders—even though many of these don’t show up on the 
shortage list. Nor is there a purchasing department that has not 
pushed aside one job in order to expedite another. 

A company making extruders complained about the delivery 
from its electric motor vendor. It had one job three months past due 
because the engineers had not yet come through with the design 
for the drive unit. But the electric motor had been in inventory 
for three months. Another job was one month past due for 
lack of an electric motor from the same vendor. (The motors 
were not interchangeable.) The purchase order for the motor 
delivered three months ago had an earlier due date than the 
purchase order that was due one month ago. Because the 
company lacked the ability to unexpedite, it got one motor 
from the vendor—but the wrong one. 

Unexpediting is the most powerful form of expediting. If a 
vendor only has one item to produce on a rush basis, all 
others can be pushed aside. Yet this seems to be one of the most 
difficult concepts to explain. In a professional manufacturing 
organization we need to have people understand that you cannot 
get one item early—before it’s needed—without getting it 
instead of one that’s needed. 

This is where MRP provides some tools that can be used very 
powerfully. The standard routine of MRP is to unexpedite as well as 
expedite. Purchasing, production control, and inventory control 
should join hands to improve scheduling with mrp. Unexpediting 
can help people meet schedules better because they will get the 
right material instead of the wrong material in its place. 

Many companies have installed mrp and many use their 
systems to expedite better. Few, however, appreciate how 
powerful a tool it can be to do the most important thing in 
scheduling—unexpediting. = 


The Oliver Wight Companies provide live education programs, video education 
rograms, software reviews, and publish books on MRP and MRP II (Manufacturing 
urce Planning). Oliver Wight is author of Production and Invento 
Management in the Computer Age, and the new book, MRP IJ: 
Manufacturing Resource Planning. For more information write: Oliver Wight 
actina cage 435, Newbury, N.H. 03255. Phone: 800-258-3862 or 
-763-5926. 
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‘The new force is exceedingl 
small,sothat we cannot predict any 
practical applications for it?’ 


— The Nation, December 25, 1879 


The Nation was talking about the Hall effect, the minute voltage that 
develops at the edges of current-carrying gold foil na magnetic field. 
And back in 1879 when Dr. Edwin Hall first detected it, even the 
editors of this leading news magazine didn't know what to make of it. 
In fact, for eighty-six years, the Hall effect gathered dust in 
research labs. as 
But then in 1965, while MICROSWITCH engineers $B 
were evaluating different sensor technologies, they made Hie 
a major breakthrough. . x: 
They invented a revolutionary sensor by 
building the Hall effect into an integrated circuit. 
The sensor they developed was smaller and 
more reliable than any previously designed. [hat sensor 
became part of the world’s first solid state keyboard. 


Today, not only is that keyboard still the most reliable one you can buy, our 
Hall effect technology is the state of the art in the electronics industry. 


The fame of Hall. 


Since the Hall effect keyboard, we've found other innovative ways to 
package the Hall effect. 

You'll find it in our vane and position sensors. It makes our AML pushbuttons 
the most reliable ones you can buy. You'll find it in our solid state, Fs ac paneeetas 
oiltight pushbuttons. And now, the Hall effect is in our latest ee 
achievement: a linear output position sensor. 

Our customers must like the ways we've packaged = =<>> 
the Hall effect, because they've found some interesting ways “37 ( = 
to use them. me AY” | 

For example, pioneers at a leading medical center ) 
came to us for asensor that would control the rhythm of an 
experimental artificial heart. They chose a Hall effect sensor 
for its proven reliability. 

Hall effect sensors have replaced mechanical breaker 
points and magnetic reluctance sensors in the ignition systems of 
over 2 million cars so far. Simply because they re so reliable, and 

lan help save fuel. 
In fact, designers 
of a famous race car use 
om Hall sensors for the same reasons. 

Anda Hall effect sensor 
detects the precise needle mg 
\ forstitching patterns in the first 
fu! Computerized sewing machine. 
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to monitor tire pressure, build better refrigerators, process film 
and bale hay. Just to name a few. 


We have other ways of doing things. 


Having made nearly 200 million Hall sensors, we 
figure that if there’s a way to improve the performance of a 
product using a Halldevice, chances are pretty good that ee 
we Il find it. = 

On the other hand, we'll be the first to admit that 
the Hall etfect isn't the only way to do things. e 

That's why we also have products that work on other principles. 

We use piezoresistance for solid state pressure transducers. Eddy current in 
metal detecting proximity sensors. And optoelectronics in photoelectric controls. Not to 
mention the precision, snap-action principle we invented in 1932. 

But whether you eventually choose Hall devices for your designs, or any of the 
other ways we have to make switches and sensors work better, we can help you best by 
helping you early. 

That way, you get our nearly 50 years experience helping customers solve 
problems. And the most cost-effective product for the job. Whether it’s one right off the 
shelf, or one we design especially for you. 

Who knows, maybe we'll come up with a practical application that no one has 
thought — yet. - . eee 

or some practical suggestions on how the Ha 
effect can work jee write MICRO SWITCH, The Sensor MICRO SWITCH 
Consultants. Freeport. Illinois 61032. Or call 815-235-6600. a Honeywell Division 
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impressive accomplishments: $28 million for continuing 
A = we became the industry’ capital improvements and is 


largest producer of thermally now completing a $24 million 
growing treated alloy bars, gained the expansion program. 
number one position in leaded The result? We're bigger, 
stron alloy steels, and became the stronger, tougher. Not to 
= only major electric furnace mention smarter. And very 
alloy bar producer to gain confident. aos 
If you liked the 70's, you'll gas ee nak penuel) wets heady ' 
be wild about the 80s. heh haac ae The 80s are going to be 
$12 million to modernize its our decade. Let us help make 


If you were a Copperweld = meit shop, tacked on another; 
customer during the last ten ii It yours. 


years, you had the satisfaction = . 
of watching us post some | Your kind of steel mill for the 8O’s. 


For more information circle 32 


Introduction 
to systems 


A system is 
a flow control 


Systems thinking is 
a continuing process 


Learn to ask 
the right questions 


Purchasing systems outiook 


By Ernest L. Anderson, Jr. 


Ten years ago the computer 
burst on the American business 
scene in a big way. And many 
company controllers fought it. 

Heard of anyone fighting it 
lately? Of course not! Yet how many 
purchasing people are reluctant to 
get involved in systems work? 

What’s the connection? Any 
purchasing professional who 
fights the systems approach is in 
the same boat as the controller 
who fights computers. He’s a 
dinosaur, bound for extinction. 

Frankly, systems analysis and 
simplification can be intimidating. And for good reason: It’s been 
subjected to a barrage of mystical mumbo-jumbo from 
systems “specialists.” 

Understand that a “system” is merely the complete flow of 
something. There are product systems, materials systems, and 
paperwork systems. In purchasing we are concerned, primari- 
ly, with materials and paperwork systems. Our goal is to 
develop the most efficient, cost-effective systems and to provide 
maximum service at the least cost with sound controls. 

The systems approach means breaking out of the parochial 
“my job is to order the goods” point of view in favor of active 
involvement with other functions. It means taking a total cost 
approach. 

Most purchasing professionals do make attempts at 
improving their systems, even if they don’t call it that. There’s 
not a buyer in the country, for instance, who isn’t familiar with 

lanket orders—a good example of building a more efficient 
system. Instead of placing orders one at a time as goods are needed, 
the entire flow of goods, for a particular period, is traced and, in a 
sense, acquired. 

Not that blanket orders are the best system (they tend to 
denegrate into price auctions, and when things get tight the 
suppliers may renege), but it’s a step in the right direction. 

The heart and soul of systems work is learning to ask the 
right questions. When do we do such and such? What 
happens when we do it? What would happen if we changed 
it, or stopped doing it? As those questions are asked, the good 
systems man is looking for certain things. He wants to eliminate 
the unnecessary. He wants to uncover duplication and get 
rid of the least efficient. And he wants to make sure that his 
paperwork systems—which support, document, and control 
his materials systems—are the smallest and least burden- 
some possible. gz 


Ernest L. Anderson Jr. is president of Anderson Associates, Inc., an Orlando, Fla., 
based management consulting firm specializing in purchasing and related fields. 
Formerly director of purchasing for both Brown & Sharpe and the Carborundum 
Co., Anderson is the originator and major teacher/practitioner of systems 
contracting, speed order systems, and controlled order plans. 
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FORECAST ’81: THE SHAPE OF BUSINESS 


A recovery that fee 
like a recession | 


By Rebecca Lipman / Economics Editor 


The 1980 recession leaves a legacy of 


sluggish production gear-up and 
virtually unchecked inflation 


1981 will be the first year of an economic recov- 
ery. But it will seem more like a continuation of the 
recession. Reason: output will grow so sluggishly and 
anti-inflation progress will be so miniscule that this 
year’s buying tactics won’t have to be changed much 
for the coming year. High priorities: 

eCounter the slight tightening of supply and 
have materials ready to support production. Failure 
to do this could mean lost sales. 

@Maintain skin-tight inventories to avoid sap- 
ping already weak profits. Stable leadtimes and 
operating rates should ease this task. 

eSearch aggressively for ways to offset inflation. 
Likely candidates: Lower cost alternate products or 
materials plus harder nosed negotiating. 

This agenda isn’t what purchasing managers 
have faced in the early stages of other recoveries. 
Usually, business pulls out of a recession with explo- 
sive gains in real GNP, sometimes as much as 10% 
(annual rate). Stockroom shelves are unintentionally 
cleaned out, triggering a full-fledged restocking ef- 
fort. Slack in the economy is frequently taken up so 


fast that supply oe becomes a worry. At the 
same time, the restraint that caused the previous 
recession usually has worked its way through the 
pricing system to slow = rate of inflation. 
Compared to this whirlwind of activity, the start 
of the upcoming recovery will be in slow motion. The 
specifics: Forecasters expect the level of 1981 real GNP 
to eke by last year’s by 1% or less. The start and 
speeding up of production lines will barely keep up 
with potential growth. An industry-by-industry anal- 
ysis shows that no buyers will be elbowing other 
buyers out of the way to get at needed supplies. 
And there’s more bad news: Weak demand and 
slack supply won’t translate into plummeting infla- 
tion. The grim forecast: Economy-wide inflation will 
be shaved about one = point next year to 


roughly an 8-9% rate. “There’s no substantial reason 
to expect a change in pricing policies,” says Mariana 
McNeill, associate director, Data Resources’ Cost 
Forecasting Service (pRcFs), Washington. She ex- 
plains that suppliers still face the critical task of 
recouping the costs incur ed by energy consumption, 


A snapshot of 1981 


(% change, annual rates) 
4 


Source: Data Resources, Inc. 


Note: Forecast assumes a tax cut which will take effect in the third quarter. 
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outdated capital stock, climbing wage rates, and 
sickly productivity. This is evident in the table of 
forecasts provided by DRCFSs appearing on pp. 00. 

“Until revitalization and stable monetary and 
fiscal policies become reality, there’s no convincing 
evidence that inflation can be cut substantially,” 
points out McNeill. This year’s restrictive stance 
taken by government hasn’t changed market partici- 
pants’ minds. “The recession wasn’t long enough to 
wring out the inflationary spiral,” says McNeill. 

Little pent-up demand. What happened to the 
economy this year “should not be called a recession, 
but rather a violent monetary trauma,” says Albert 
Sommers, chief economist, The Conference Board, 
N.Y. He adds the nature and “brevity of the decline 
has ruled out any general accumulation of deferred 
cyclical demand on which post-war recoveries normal- 
ly feed.” Result: This recovery, unlike most others, 
won't be kicked off with a surge in consumer spend- 
ing, home building and an area that P.M.s know 
first-hand—inventcries. 

“Usually in early stages of a recovery, industrial 
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With operating rates low, companies won't see the need to expand capacity until the end of next year. 
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production increases faster than underlying demand 
as inventories need to be rebuilt following massive 
liquidation in the latter part of the recession,” says 
Adrian Dillon, Eaton Corp.’s senior economist. “This 
time inventories were under better, even-handed 
control.” Dillon would describe next year’s inventory 
investment as “modest” and “will not be contributing 
to the recovery.” 

One exception: steel. Users cut back their stocks 
relatively sharply last year. One steel company 
economist who is expecting his industry’s shipments 
to rise 8-10 million tons in 1981, credits “about 
four-fifth’s of the gain to an inventory turnaround.” 

Most industries will be stocking conservatively 
since consumers, on the leading edge of business, will 
be timidly returning to retail counters. Take a broad 
based barometer: packaging. “Total packaging ship- 
ments when adjusted for inflation probably will climb 
2% next year. That would only make up the ground 
lost last year.” says a chief economist for a major 
packaging producer. 

Even those industries that usually benefit from 


j 


Interviews with dozens of 
economists reveal remarkable agree- 
ment on the outlook for 1981 and 
1982. But, there is a definite 
difference of opinion on what this 
means for the longer run and 
specifically what it means to the pace 
of inflation. 

eThe views: One group sees 
1981 as an atypical year in a usual 
business cycle. Policymakers next 


year will get fed-up with the slow 


What’s next? 


progress being made in the cooling of 
inflation. They then will revert to 
stimulative policies to bring down 
unemployment and spark GNP growth. 
Result: In the mid 1980s the economy 
is back to the rampant inflation and 
tight supply that requires throttling 
back to restrictive policies and 
another recession 


inflation dilemma and will put up with 
short-term discomfort to achieve 
long-term stability. They point to the 
fact that the government—in an 
election year—engineered a reces- 
sion. If policymakers continue to show 
stick-to-it-tiveness, inflation expecta- 
tions will adjust downward. Result: In 
the mid-1980s there will be dramatic 
improvement in inflation, perhaps to 
5-6%, leaving more room for real GNP 


| 
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early-recovery spending sprees will probably behave 
reservedly this time. For example, total unit auto 
sales are forecast to climb 5-10% in 1981, in contrast 
to the 20% jumps after the prior two recoveries. Even 
housing starts, with its strong demographic under- 
pinning, is expected to climb to only 1.5 million next 
year—or near recent levels. “Since many states have 
removed usury ceilings, mortgage rates will run 
about 12-13% next year. This will price many people 
out of the housing market,” says Lawrence 
Chimerine, chief economist, Chase Econometrics, 
Bala Cynwyd, Pa. 

Profits pinch expansion. “There will be a 
Squeeze in corporate as well as consumer purchasing 
‘ power,” says Grace Wickersham, vp and economist, 
Security National Bank, Los Angeles. She is forecast- 
ing that slow sales, fast costs and high interest rates 
will cause back-to-back declines in operating profits 
of 15% this year and 5% next. 

Buyers will notice the squeeze in profit state- 
ments in stingy capital expenditures. Minus the 
effects of inflation, plant and equipment purchases 
are expected to decline until the middle of 1981. 
“With costs so high and capacity utilization low and 
expected to stay below maximum levels, there won't 
be a need to invest,” says a bank economist. 

Even industries that have fared well in the 
recession are worried about excess capacity. A chief 
economist for an electronics company says, “Even 
though there has been increased pervasiveness of our 
industry’s products in many markets, we still have a 
cautious outlook.” He points out that a lot of semicon- 
ductor capacity was brought on stream in 1979, right 
before the recession hit. 

Where the news is good: Some sectors— 
notably defense and energy development—will proba- 
bly continue to buy capital goods without a pause. 
Some of capital goods makers’ slack will be taken up 
by foreign demand. “Developing countries will be a 
big source of demand for equipment to mine new 
reserves and refine and smelt ores,” says James 
Haughey, director of economics, Cahners Publishing 
Co., Boston. 

Elsewhere, foreign markets won’t be competing 
for domestic resources with domestic buyers. “Our 
trading partners are going into recession just as we 
are coming out,” says Donald Sweeney, economist, 
American Hoechst, Somerville, N.J. Chemicals pro- 
duction in particular was bolstered by exports this 
year. But that is expected to fade in 1981. 

Ingrained inflation. Inflation experiences have 
also separated the U.S. from its trading partners. 
“Our state of mind contrasts with the thinking in 
countries that are successfully dealing with inflation, 
especially Germany and Japan. (Overseas) there 
seems to be a consensus that inflation must be 
defeated and a belief it will be done,” says Henry 
Wallich, member, Board of Governors of the Federal 
Reserve System. Here, higher energy and labor costs 
spur inflation and no policy seems effectual in 
slowing its breakneck speed. 

Even an oil glut won’t curb energy prices. “The 
world price of oil will probably increase several 
percentage points faster than the general rate of 
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A timid recovery 
by historical standards 


aaa First year of a recovery 


Change in business inventories 
(72$ bil.) 


70 75 81 


Consumer purchases of durables 
(% change) 
20 


65 
Housing starts 


1955 60 "81 
Sources: Bureau of Economic Analysis; Federal Reserve Board; 
Data Resources, Inc. 


These sectors, which usually thrust an economy into 
recovery, this time are expected to give it only a nudge. 


inflation in 1981,” says Allen Gutheim, economist, 
Wharton Econometric Forecasting Associates, Phila- 
delphia. OPEC will maintain the upper hand at the 
pricing table because being a major oil source “cus- 
tomers will want to maintain purchasing relation- 
ships” even with inventories brimming over. 

But energy is only part of the inflation. dilemna. 
Why have most commodities remained immune to 
recession? “The Fed waits too long for aberration in 
the money supply to go away,” says Lee Hoskins, chief 
economist, Pittsburgh National Bank. Case in point: 
the money bulge last summer, which caused some to 
doubt the Fed’s resolve to starve inflation. Hoskins 
adds, “Until the Fed makes basic changes in operat- 
ing procedures to act aggressively on money control,” 
expect more gyrations and uncertainty in policy. 

It’s important that policy be clear cut in order to 
change people’s expectations about inflation— 
especially wage earners who will be bargaining to 


Levels (IVQ ’80 = 100) 


Item 


Steel 
HR carbon bars 
HR carbon strip 
Stainless plates 
Carbon plates 
Gray iron castings 


Nonferrous 
Aluminum sheet (heat-treatable) 
Zinc die-casting alloy 
Copper & brass mill shapes 
Copper wire & cable 

Machinery & parts 
Metalworking machinery & equipment 
Material handling equipment 
Fasteners 
Abrasives products 
Electric motors (up to 50 hp) 


Paper mill products 
Bond paper 
Corrugated containers 
Chemicals 
Prepared paint 
Ethylene” 
Caustoc soda” 
Chlorine* 
Plastics 
LDPE* 
HDPE* 
PVC* 
Polypropylene* 
Electronic & electrical 
Resistors 
Relays 
Digital MOS ICs 
Switchgear & equipment 
Transformers & power regulators 
Wiring devices 
Rubber products 
Belts (V-, conveyor) 
Tires 


Energy 
Coal 
Fuel oils 
Natural gas 
Electricity 


Source: Data Resources, Inc. (DRI) is an integrated 
economic information service company with 12 offices 
worldwide. DRI's U.S. Cost Forecasting Service (DRCFS) 
provided the price forecasts on this page. Subscrip- 
tions to this and to other Cost Forecasting Services 
include forecasts of prices, materials costs, energy 
costs, labor costs, and market strength for more than 


stay ahead of the cost of living. With demand weak, 
“1981’s inflation will be cost generated, driven by 
labor costs,” says Chase Econometric’s Chimerine. 
The consensus foresees labor costs rising 9-10% next 
year, or about as fast as in 1980. 

There is some evidence that stringent policies are 
beginning to break the wage-price spiral. With wages 
being indexed to inflation but sales being dragged 


* PURCHASING derived the quarterly pattern based on annual forecasts provided by DRI’s Chemical Service 


Yr-to-yr 
(% change) 


200 series covering the U.S. as well as for more than 
250 forecasts covering Canada, several European 
countries, and Japan. 

For further information contact: Paul Lewis, Data 
Resources, Inc. 29 Hartwell Avenue, Lexington, Mass. 
02173; Phone: 617-861-0165; or circle number 311 on the 
Information Retrieval Card in the back of this magazine. 


down, “companies are going back to labor and saying 
they can’t make it,” says Audrey Freedman, labor 
economist, The Conference Board. Besides the regu- 
lar bargaining calendar, count on “more than normal 
reopening of contracts” with reduction in labor costs 
“somehow quietly” being worked out, says Freedman. 
This will be particularly so for “threatened indus- 
tries” such as steel, rubber, and automotive. CT 
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Our team can put you 
on target in specifying 
cold-rolled strip... 


.--to help 
you 
build 


Have the complexities 
involved in specifying 
cold-rolled strip kept you 
from using it to boost pro- 
ductivity and product 
performance? 


Then your US. Steel sales They Il 
representative has a unique help you choose = 
solution to your problem: free a temper to meet And they Il help you select 
marketing service from a spe- engineering requirements a finish by choosing from five 
cial U.S. Steel task force. It's and fabrication techniques to standard finishes, including 
made up of experts from our minimize tool and die cost. embossed. 
Cuyahoga plant in marketing, They Il help you minimize Our task force on cold-rolled 
metallurgy, operating and pro- stoppages and scrap by utilizing strip is just one of the ways 
duction planning. strips closer dimensional toler- we ve found to serve you better. 
They Il help you select ances—about twice as close as Let your USS salesman put you 
the right product, in the right those of sheet. in touch with them. Because 
chemistry: Low-Carbon, They Il help you eliminate we want you to feel assured 
High-Carbon, Flat Wire, Alloy. shaving or rolling by choosing that— with us as your supplier 
High-Strength/Low Alloy, from one of our six different — your products are off to the 
Embossed—or even step-saving standard edges—or specifying best possible start. 
Special Shapes. a special edge. 


Cold-Rolled Strip 
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FORECAST ’81: THE UNPREDICTABLES 


Our experts confront 
biggest question marks 


PURCHASING'S economic panel foresees possibilities 
that would siphon growth from and add inflationary 


pressures to an already gloomy 


What trick did the economy pull on you this year? 
Were you surprised that business activity knuckled 
under so easily to recession in the second quarter, 
after showing so much resistance to it in 1979? Were 
you caught off guard by credit controls which pushed 
up interest rates to previously unheard of levels? Or, 
how about the Iran-Iraq war and its repercussions on 
the supply of oil? 

What “unpredictables” await purchasing profes- 
sionals in 1981? That’s the question we posed to 
PURCHASING’s panel of five leading corporate econo- 
mists. The “ifs” at the top of our group’s list: 

eInternational environment. 

@Monetary policy. 

eConsumer confidence. 

eInvestment plans. 

eKnergy scene. 

The recommendation that ties together the an- 
swers: Make contingency plans for even less growth 
and even more inflation than economists are predict- 
ing. 

However, our panel would still give highest odds 
to progress being made, albeit slowly, to regain 
ground lost in the recession and to curb inflation. In 


“The primary risk is the 
Middle East,” says Arthur 
Wallace, chief economist, In- 
ternational Paper Co., New 
York. He could envision a 
scenario that would be con- 
sidered ‘a catastrophe.” 

“If the Iran-Iraq flare-up 
spreads and interrupts the sup- 
ply of oil from other major 
producing countries, worldwide 
inflation—not just the U.S.’s— 
would accelerate. Our economy 
wouldn’t achieve even the slug- 


“most likely” outlook 


fact, this is similar to the recovery scenario sketched 
out by the group last summer. (See PURCHASING, 
August 7, 1980; pp.50-56) Specific forecast: 14-1144% 
gain in real GNP and 814-914% rise in prices in 1981. 


The panel’s best guess for 1981 


Subpar recovery Stubborn inflation 
(% change- real GNP) (% change- economy-wide prices) | 


10 
Vv A 


1977 ’°78 ‘79 ’80 '81 
Source: PURCHASING 


1977 ‘78 ‘79 ’80 ’81 
iia F orecast range 


gish growth rates currently being forecast.” 

The mere anticipation of trouble could trigger a 
chain reaction that would abruptly end the recovery. 
Worries about the Middle East and “other psychologi- 
cal factors could cause an unexpected weakness in the 
dollar in international money markets. That would 
force the Federal Reserve to push interest rates 
higher in the U.S. and that, in turn, could abort the 
housing recovery. The recovery in the economy as a 
whole would be weaker.” 

A disappointing overall recovery now could cause 
sourcing hassles in paper a few years from now. 
Wallace is expecting primary paper and paperboard 
production to rise 114% in 1981. “But if the recovery 
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The Ins and outs 
of the new Hyster 
indoor/outdoor trucks. 


C High strength uprights. 
The oer profile uprights 
on the new J-series trucks 
C Hyster exclusive aie cegied rolters for load 
ring and are precision 
mine ceaeohe Vad crib oo built Heth ai 
acceleration and u 
plug-braking, all with 
a touch of the toe. 1 Unitized f : 
A single, all-welded steel 
unit integrates the cowl, 
Cj EV-1B control system. battery compartment, 
Completely enclosed to motor and SCR control 
protect sensitive components compartments, for a frame 
from dirt and moisture. strong enough to nd 


the most severe stresses. 


eo 


_j Energy saving | 
The J-series hydraulic 


C Rugged hydrostatic HYSTER system has proved an energy 
power steering. saver over years of duty on 
Cast-steel I-beam and other Hyster electric trucks. 
cross-mounted steer What better hydraulic system 
cylinder give d strength could we have chosen for this 
and responsive eel new indoor/outdoor line? 


0 Positive traction. 
Pneumatic tires, driven by 
a high-torque, series-wound 


traction motor and smoothly 

controlled through the EV-1 
C Easy service access. system, limit wheel-spin and 
Overall truck design and cushion the ride. Traction 
side-tilting, one-pece on wet or loose surfaces is 
battery cover provide outstanding. 


time, increasing shen uctivity 
and decreasing downtime. 


THE INS(IDE) exclusive Monotrol® series comes equipped For the whole story, 
When you use a lift al. GE’s efficient with pneumatic or see your Hyster dealer. 

truck indoors, you're V-1B control system. §_semi-pneumatictires. | He knows lift trucks 

looking most of all for And since Hyster’s You get asoft, cushioned inside out. Or write 

trouble-free, fume-free indoor/outdoortrucks _ rideoverrail crossings Hyster Company, PO. 

performance. are all electric, you and potholes. Traction Box 334, Danville IL 
So the new get quiet, fume-free to move loads over slick, 61832. 

J40-60A pneumatic tire operationinside where wet or muddy yards. 

series includes the best you need it most. Plus such other Hyster 

features from our other THE OUTS(IDE) advantages as a strong, We as 

lines of indoor lift Outside, youneeda _ heavy, one-piece frame Ys = ie 

trucks. There’s Hyster’s smooth ride and positive assembly, high-strength 

exclusive hydrostatic — traction. uprights, energy-saving * 

power steering. Our So the new J40-60A hydraulics. 


Hyster. The lift truck specialists. 
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emerges below expectations, companies would signifi- 
cantly cut back plant and equipment spending. Indus- 
try capacity wouldn’t be there in late 1981 or early 
1982 to ease supply tightness which Wallace expects 
to begin showing up then. What’s more, weak capital 
spending lowers the chances of bolstering productivi- 
ty “and if you don’t have any relief on the productivity 
side then labor costs will translate directly into 
prices.” 


“The biggest question: 
What will the Federal Re- 
serve do?,’’ says Harvey 
Fisher, corporate econo- 
mist, Alcan Aluminum Corp., 
Cleveland. There are several 
answers, each steering the 
economy a different way. 

At one extreme, the Fed 
may not be restrictive enough. 
“It didn’t intend to put us into 
shock in the second quarter of 
this year. The Fed will be nerv- 
ous about doing that again.” 
However, a case can be made that the Fed would err 
at the other extreme and be too tough. “The Fed 
knows that the inflation rate will still be unaccepta- 
ble. Too restrictive a policy could slip the economy 
into another period of real decline.” There is also a 
middle ground where “policy is so undecided and 
ambivalent as to leave us suspended in an uncertain, 
Never-Never Land.” 

If Fed policy leads to another explosion in inter- 
est rates, aluminum production—which Fisher ex- 
pects by late next year will be back up to 1979’s peak 
levels—would fall short of the mark. Consumers who 
wanted to buy a car, appliance, or home would be 
priced out of the credit market. “That could be serious 
for aluminum since it is far more dependent on 
consumer durable purchases than perhaps any other 
metal.” 

Fisher isn’t ignoring upside possibilities. “All 
along there has been a tendency to underestimate 
consumer demand. Momentum could gather and we 
would see a quicker-than-expected recovery.” 


“There isn’t a tremen- 
dous underpinning to real 
income. Any shock could 
send consumer spending 
down again,’ says John 
Qualls, manager, economic 
forecasting, Monsanto Co., 
St. Louis. 

There is even some ques- 
tion as to how strong the un- 
derpinning to the recent gains 
in consumer spending have 
been. There is the likelihood 
that “the bounceback is a tem- 
porary thing caused by the relaxation of credit 
controls—not by a fundamental change.” Qualls 
believes the rebound in spending has more substance. 
But he warns that “if talk of tax cut fades or an 


inflationary food or energy bubble emerges, consum- 
ers’ incomes would be pinched.” 

A surge in inflation would mean “the Federal 
Reserve would have to get more serious about fight- 
ing inflation.” Qualls explains, “the Fed may very 
well keep money growing on the previously estab- 
lished path and that would not accommodate price 
rises. Inflation would then have to come out of the 
real side of the economy.” 

Qualls adds, “For the chemical industry specifi- 
cally and the economy as a whole, one danger is 
softness in exports. Our industry is becoming more a 
creature of the international scene. Weakness abroad 
is a concern.” Qualls has factored into his forecast a 
mild European recession that is expected to end in the 
first quarter of 1981. But he points out, “Europe has 
been more disciplined in fighting inflation” and its 
policy could hang tougher longer, thereby weakening 
U.S. overseas markets. 


‘We are in the downturn 
in capital spending and it 
isn’t likely to come to an end 
until the middle of 1981—at 
the earliest,” says Paul Har- 
mon, chief economist, 
Armco Inc., Middletown, 
Ohio. 

He points out that invest- 
ment plans could be delayed or 
postponed if consumer demand 
or government policy is disap- 
pointing. The legislation up for 
debate that would increase in- 
centives to invest “is more promise than substance. 
Hardheaded businessmen won’t go out and initiate 


‘Most of the improvement in 
steel shipments will come from 
a turnaround in inventory policies.’ 


capital spending projects on that basis.” Projects 
already begun could be put on the back burner if 
consumer demand doesn’t push up operating rates. 
“There is still a weak financial position among 
consumers. Without a tax cut, real disposable income 
will continue downward. That doesn’t say very much 
for end markets.” 

A weak capital spending sector is double trouble 
for the steel industry’s recovery. Harmon expects that 
“most of the improvement in steel shipments will 
come from a turnaround in inventory policies.” What 
worries him: “If a turnaround in capital goods de- 
mand is delayed, then that not only feeds into the 
demand side but also will damp an inventory buildup.” 

Harmon explains, “A lot of steel gets in inventory 
by way of goods-in-process.” And with the leadtimes 
for investment projects so long, a good portion of 
inventory is then capital-goods-in-process. A delay in 
the turnup of capital goods orders by one quarter 
would mean “steel shipments wouldn’t get up to the 
90 million tons I am forecasting for 1981. It would 
only get up to around 88 million.” 


Energy forecast by Gulf’s Davis on page 65. 
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AIRFREIGHT 


any weight any size 


- (928 |... cities 


Your air cargo gets expedited 
forwarding via Missouri Pacific 
Airtreight to any of 528 domestic 
airport cities. Mo-Pac forwards all 
weights, sizes and types of air 
shipments. . .and provides 
coordinated ground action that 
extends air freight service to all 
points in the country. 

Missouri Pacific Airfreight is the air 
cargo forwarding operation of the 
Missouri Pacific Railroad. This means 
we're committed to deliver our share 
of Mo-Pac’s total transportation 
approach to the freight business. It 
means total air freight assured by 
experienced professionals who select 
the best carriers and service for all 
your air shipments: from small (one 
pound) and medium weight 


to heavy, oversize, . 


high value, and delicate. 
nit aoe 


Missouri Pacific Railroad, a subsidiary of Missouri Pacific Corporation. 210 North 13th Street, St. Louis, Missouri 63103 
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We provide especially efficient 
service for shipments weighing 50 
pounds and more. 

And total air freight means we're 
experienced in forwarding restricted 
articles and hazardous materials, 
too, being well-versed in the 
regulations applying to these 
commodities. 


Mo-Pac Airfreight is committed to 
conducting business on a personal 
and professional basis. An Airfreight 
staff member sees to it personally 
that your shipment is picked up 
when it should be, and 


delivered on time. 
aati bof 
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While your shipment is en route, 
you're contacted personally by a Mo- 
Pac Airfreight representative with all 
scheduling information, including 
your shipment's flight number and 
estimated time of arrival. And when 
you need a shipment traced, we use 
the telephone. This gives you 
personally-verified status 
information that’s often more 
accurate and up-to-date than 
computer tracking can provide. 
Missouri Pacific Airfreight: 
Committed air freight forwarding 
professionals. .. backed by a decade 
of air cargo experience. .. and by the 
Missouri Pacific Railroad. 

Call Joe Connors in St. Louis—(314) 
622-2197—for service or additional 
information. We'll deliver 

your air cargo to any 

of 528 airport cities—or 


to any point in between. } 
ree ee eee 


missouri pacitic 
airtreight 
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“It doesn’t look as 
though the conflict between 
Iran and Iraq will result in 
serious disruptions of oil 
supplies,’’ says Warren 
Davis, chief economist, Gulf 
Oil, Pittsburgh. r4 4+; . 

Two factors will reduce the — a 
risks: “The high level of crude a 
oil inventory and the willing- oie 
ness of other Persian Gulf 
countries to make up some of | rA 
the difference.” But Davis cau- Aa 
tions a moderate risk of supply 
interruption still looms: “All you need is a political 
disturbance in a major oil producing countrys.” 


FORECAST ’81: NUMBERS TO WATCH 


Keep taking 


U.S. will be taking in about 7 million bbl/day in’ 81. 

The winter usually poses a threat of supply 
strains. Davis says, “We have so much product in 
storage that we probably have the best insurance 
against a severe winter than we have ever had.” 

The cautious optimism about oil supplies carries 
over into the price outlook. opEc will try to raise its 
price by 10-15% in order to stay ahead of inflation. 
“But in times like now (with a glut of supply), they 
have generally not managed to make up for inflation.” 

A supply interruption in coal has become a 
once-every-three-years threat. How will contract ne- 
gotiations go this year? “We could easily have a coal 
miners strike. But both sides went into negotiations 
with a fairly agreeable feeling—for a change. There is 
reason for more than normal optimism.” 


the pulse 


of the sickly recovery 


With many statistics to choose from, 
which will give you the most reliable 
indication on how business is doing? 


The economy’s recovery from recession can be 
likened to a patient’s from a serious operation. Both, 
in a weakened and precarious condition, require close 
monitoring with sensitive instruments. 

The pulsetakers of business are data that, for the 
most part, are computed by the government, industry 
associations, and the media—such as PURCHASING’s 
own monthly Business Report. Practically everyday a 
report is released on how sales, prices, and production 
are doing in a particular sector or the economy as a 
whole. Unfortunately, the examination covers what 
happened one or two months before because it takes 
that long to collect, tally, and publish the data. 


Watch for omens. That’s why attention usually 
is focused on sensitive yardsticks that foreshadow 
economic change. Best known is the index of leading 
indicators. Notoriety aside, the index suffers the 
disability of being one of the last numbers published 
for any given month. For example, the December 
reading of the leaders won’t be released until very 
late in January—and even then it will be incomplete 
and subject to substantial revision. 

There are scores of statistics that share the 
leading index’s crystal ball ability. And unlike the 
leader’s general nature, many can isolate and exam- 
ine a particular buying need, such as cost pressures 
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Appointments 
with statistics: 
a typical month 
This calendar is meant to be a 
guide. Actual release dates 
could differ from the ones 
shown above by a few days. 
Majority of these statistics 
are monthly and will gener- 
ally measure activity in the 
prior month. Lags in the 
release of quarterly (Q) 
and weekly (W) vary, but 
the usual lag is one period. 


2| Autosales(M) 3 
Employment (M) 
Producer prices (M 


Money supply (W) 
10 


Retail sales (M) 
Money supply (W) 


Money supply (W) 
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Henry Evans, center, Executive Vice President, Operations, Sharon Steel Corporation, checks heavy 
wall tubing (10%" OD x .625" wall) formed of Sharon steel, with Ed Laposki, Manager of Manufacturing, 
and Bob Sloan, Assistant Plant Manager, Tubular Products Division, Babcock & Wilcox. 


Babcock & Wilcox uses Sharon heavy gauge 
coiled sheet to make welded cylinder tube 
with most consistent wall thickness. 


The Tubular Products Division of 
Babcock & Wilcox has come on stream 
with new equipment to make welded 
steel tubing up to 10% inches in 
diameter and with a wall thickness of 
.625 inch. 


Sharon Steel Corporation now 
produces steel sheet and strip in 
gauges up to the same maximum and 
is delivering the product to B&W. 


“Both our welded mechanical and 
drawn-over-mandrel tubing feature 
excellent wall uniformity,” says Dave 
Edgecombe, Plant Manager of the 
Alliance, Ohio facility. “That's because 
we make our tubing from closely 
controlled sheet and strip: 

B&W’'s Lectrosonic® carbon and alloy 
pressure and mechanical tubing has 
earned an excellent reputation for its 
consistently high quality. As the name 
suggests, this tubing is produced by 
high frequency welding and is ultra- 
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sonically tested immediately after 
welding. 

When this tubing is drawn over a 
mandrel, it combines the excellent 
wall uniformity of welded tubing with 
the closer tolerances and superior 
finish imparted by cold drawing. 


Much of the steel that Sharon supplies 
goes into tubing that will be used for 
hydraulic and pneumatic cylinders. 
This application demands concentricity, 
close tolerances and good surface 
finish. The closer the steelmaker comes 
to supplying uniform gauge, sound 
steel and clean surfaces, the closer 
B&W can come to meeting these 
demands, and the less machining it 
will take to produce the final 
dimensions of the cylinder. 

“Our quality control program starts 
with the quality of the incoming steel; 
Edgecombe says. ‘If its dimensions 


and analysis aren't right, there's no 
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point in going any further with it. 

“In the more than 40 years of doing 
business with Sharon Steel, we've come 
to expect top quality. We continue to 
test it, but we're pretty sure it will be 
right on the nose every time’ 

If you use heavy gauge steel sheet 
or strip, whether low or high carbon, 
alloy or high strength low alloy, you 
can expect Sharon to deliver the same 
high quality that Babcock & Wilcox 
demands for its Lectrosonic tubing. 
For a copy of the Selector Guide to 
Sharon Quality Steels, write to Depart- 
ment AM, Sharon Steel Corporation, 
Sharon, Pennsylvania 16146. 


AMERICA'S FOREMOST PRODUCER 
OF QUALITY CUSTOM STEELS. 


SHARON'STEEL 


AN ( NVE ° COMPANY. NYSE 


and the pace of certain materials demand. 

Below are statistics that economists told Pur- 
CHASING they would be watching to confirm that 
forecasts were on target, and would recommend to 
p.M.s for a similar purpose. Advice: Monitor a variety 
of statistics. With the economy expected to send out 
fuzzy signals, a lot of information will be needed to 
arrive at a sound conclusion. What’s more, by follow- 
ing several, a buyer can select the most reliable 
barometers to fit his particular buying condition. 


INFLATION: 
Will it reheat? 


The most serious threat to 
the fragile recovery will be an 
explosion in prices. That would 
cut away more from an already 
meager growth performance. The 
first sign of danger will be evident 
in the prices of basic and unprocessed items. 

The most up-to-date government number is the 
Bureau of Labor Statistics’ (BLs) spot market prices. A 
reading of 13 raw industrial commodities is taken 
every Tuesday and reported as an index the following 
Thursday. Many commodities are traded internation- 
ally, and changes in spot as well as futures prices of 
ones you buy can also be followed. The downfall of 
spot prices is that they are erratic, so are best viewed 
as trends rather than week-to-week events. 

Plotting on a chart is a good way to find the 
meaningful turning points. Generally, a peak or 
trough in the BLs’s spot market index usually leads a 
deceleration or acceleration in the overall rate of 
inflation by two or three quarters. 

The sts also publishes the monthly producer 
price index, usually available the first Friday. The 
most sensitive component is crude materials less food. 
The release also contains price movements for other 
broad components as well as specific items. 

A more general indicator of price expectations— 
released daily—is embodied in interest rates. Reason: 
A lender wants to be compensated for not only the 
loss of the use of his funds, but also the loss of the 
purchasing power while they were borrowed. Recent 
jumps in long-term bonds can be traced to worries 
that inflation would be speeding up. 


CONSUMERS: 
Leaders of the 


If inflation does jag upward, 
brace for another round of tight- 
ened fiscal and monetary policies. 
The first sector to respond to 
changes in policy: consumers. 

The first purchases they will 


pack 


cutback will be big ticket, postponable items—such as 
auto sales. Data on autos is particularly useful 


because it is released often (in 10 day intervals) and 
quickly (three business days after the 10th, 20th, and 
last day of each month). The drawback is that it is 
difficult to remove seasonal influences such as the 
varying number of selling days and the kick-off of 
model years. Advice: Pay closest attention to the 
monthly numbers available early in the month which 
add imports to domestic sales. Auto sales should be 
trending upward all year and are expected to average 
around 9.5 million units. 

Another big ticket item where a setback will 
mean the economy is probably headed for another dip 
is housing starts. This is also another volatile num- 
ber. The going forecast: 1.5 million units in 1981. 

For more general information on the consumer 
watch retail sales, published on or near the 10th day 
of each month. To fit in with the slow, but steady 
scenario, the dollar volume of sales should climb 
about 1% a month. The total is also broken down by 
durables versus nondurables and by type of purchase, 
such as furniture or clothing. 


INDUSTRY: 
Feels the ripples 


Cutbacks made by retail buy- 
ers will affect the habits of indus- 
trial buyers several months later. 
Because of long leadtimes in- 
volved, first signs of turning 
points in economic activity show 
up in orders for durable goods. 
Preliminary data on this is released on roughly the 
22nd of each month. Pay special attention to the 
non-defense capital goods component since it reflects 
the underlying demand from business. 

A swing in orders soon after will trigger a change 
in employment conditions. A reading of that comes 
out the first Friday each month. Ignore the unem- 
ployment rate and instead watch hours worked. Since 
employers can adjust overtime and work schedules 
relatively easily, hours worked will foreshadow 
changes in economic activity. If the slump (or re- 
bound) turns out to be protracted then employment 
levels will peak (or trough). 

Twists and turns in employment will be echoed 
in industrial production. Because GNP data is quarter- 
ly, economists consider this number as a monthly spot 
check on the pace of business activity. Best guess is 
that industrial production will, when it’s released the 
15th of each month, rise 0.3-0.5% a month, on 
average. If it rises by less than that, capacity utiliza- 
tion, released a couple days after production, will 
stand still or even fall. If that turns out to be the case, 
capital spending plans which are expected to come- 
back stronger in the second half of 1981, will take 
even longer to turn around. 

While all of these industry statistics are availa- 
ble from the government agencies, these are also 
numbers you can get directly from suppliers regard- 
ing their economic health. Then you can monitor 
regional and individual economic conditions. at 
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work on y 
distribution mix. 


emp The activities that can be considered parts of the “physical distribution” 
function are not only diverse but sometimes conflicting. They are costly, eating up 
some 20 to 40 percent of the sales dollar. And their performance has immediate 
impact on profits and long-term on market penetration. 


It’s now evident that effective management of these activities requires a 


systems approach, with comprehensive cost tradeoff analysis to determine the 
departmental practices that best answer corporate goals. 

Crucial to this approach is advanced information management capability, 
which clearly entails sophisticated voice and data communications to integrate these 
activities into an interactive total system. 

Bell System studies of distribution management across a broad range of 
industries have produced a unique body of pertinent knowledge. Elements include: 
Means of identifying like and different requirements among industries and between 
companies. Recommendations for optimum relationships among, for example, order 
processing, inventory management, warehousing and transportation. And finally, of 
course, the Bell System’s unparalleled competence in the design, development and 
maintenance of information management networks, involving voice, data, video and 
facsimile in any combination. 

A call to your Bell Account Executive can put this knowledge of physical 
distribution to work for your company. 


The knowledge business 
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| | With most copiers, it takes a little Of course, all of that science allowed us 
ingenuity to copy an 11” x 17” original to build a lot of convenience into the “565” too. Like 


With the “565°, it’s as simple as pushing a Pause-Interrupt-Resume feature. Dual paper 
a button. Because besides copying originals up to cassettes with a versatility bypass. And a new touch 


11” x 17”, it can also save you a lot of time. control operator panel that’s as sleek as it is simple. 
You see, the “565” features Our new “565” is truly a marvelous 
microprocessor technology. And code display machine. Because, besides making beautiful copies 
diagnostics. up to 11” x 17” it can save you a lot of time. And 
As well as an automatic toner control that’s something everyone can use a little more of. 
system combined with an electronic sensor that For more information, call toll-free 
adjusts the copier to match your original. So you're 800-328-1684 (in Minnesota, 800-799-1072). 
virtually assured a beautiful copy. Time after time. Or write 3M Copying Products, 
Twenty every minute. Building 290-10E/3M Center St. Paul, MN 55144. 


, Copying Products Division 


The newest line of copiers from one of the oldest names in the business. 
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INTERNATIONAL TRADE 


New worid trade rules 


should take hold in ‘81 


Many disputes have delayed implementation 
of freer trade pacts. But now the experts 
see real progress ahead 


Despite serious trade disputes 
in such areas as autos, steel, and 
telecommunications, many busi- 
ness and government trade experts 
are voicing optimism about world 
trade prospects for 1981. In fact, 
they see 1981 as the beginning of a 
general easing in the procedures of 
doing business around the world. 
And for industrial purchasing— 
which is becoming more and 
more global in scope—that is good 
news indeed. 

Caveats exist, of course, but 
many of the experts draw deep 
optimism from the world trade 


Heimlich sees GATT disputes as 
normal products of recession. 
“We can’t manage these problems.” 


accords worked out under the 
latest round of General Agreement 
on Tariffs and Trade (GATT) 
negotiations. 

To be sure, the GaTT pacts 
haven’t had much impact in this, 
their first year of operations, but 
the lack of activity is mainly 
traceable to the fact that many of 
the details are still being worked 
out. By next year though, exports 
and imports will begin to respond 
to these features of the pacts: 

@A government procurement 
code aimed at opening up billions 
of dollars in U.S. and foreign 


“The real benefit to industrial 
purchasing is that it will be 
easier to do business,” he says. 


governmental purchases to compe- 
tition from abroad. 

eImplementation of the third 
phase of the eight-year schedule of 
tariff reductions on Jan. 1, 1981. 

@A new set of mechanisms 
dealing with the serious problem 
of nontariff barriers to interna- 
tional trade. They tackle such 
things as phoney licensing stan- 
dards, violations of trade agree- 
ments, and consultative services 
involved with adjudicating misun- 
derstandings. 

But what about the possibility 
of trade wars resulting from some 


Tariff reductions 
aid growth in 
imports and exports 


Trade experts don’t expect 
drastic changes in the growth of 
U.S. exports and imports as a result 
of the GATT tariff reductions, but they 
do see a respectable growth of 
around 2-3% in both imports and 
exports. 


According to U.S. Department 
of Labor figures these will be the 
areas that will show the greatest 
amount of growth: 


@ Chemicals 
®@ Office machinery 
@ Electronic components 
@® Motor vehicles 
@ Aircraft parts 
- @ Scientific instruments 
@ Food products 
@® Furniture, fixtures 


PURCHASING DECEMBER 4, 1980 71 


ToRBEIE (SiS oe El oe  e - 2 cE e G £1- 


Ee RF ELEC TeREISA 


SN . — — 22 me 


-— wee > 
- cr 


aaa > Se ee 
rae ae —  e aE 


eo > 
= 


‘ 
- 


Strengthen your motor purchasing with Doerr Electric's 
six plants and thirty-seven years experience. 


Whether you're responsible for 100 or 10,000-lot electric motor 
purchases, there’s no room for supplier error in delivery, quality 
or pricing. 

— That's why it pays to deal with Doerr Electric. We're 6 plants 

1 and 2000 employees strong. And we've answered O.E.M. 
subfractional to 30 hp AC motor needs for 37 years. 

Capably and at the right price. 


After the purchase, Doerr Electric backs you up with a solid 
warranty and strong, dependable service. It’s the kind of back-up 
that keeps you coming back. With confidence. 


Test our strength, not your patience. Call our O.E.M. Sales Dept. 
for answers to your general and special purpose motor needs. 


4 


oer ” on 


® 


eee .P.O. Box 67, Cedarburg, WI 53012, 


(414) 377-0500 ¢ Telex: 026744 
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INTERNATIONAL TRADE 


GATT’s impact 


(continued) 


of the current disputes? Could 
these result in a complete gutting 
of the intent of the trade pacts? 
Right now most of the trade 
experts seem to feel they won't. 

Richard Heimlich, assistant 
U.S. trade representative for 
industrial policy, is one such trade 
expert. As he sees it, many of the 
disputes are the normal products 
of economic recession: The prob- 
lems, while serious, aren’t likely to 
destroy the pacts. “Our relation- 
ships,” he says, “are sufficiently 
mature so that we can manage 
these problems.” 

His optimism does _ not 
waver—even on such hot issues as 
the dispute between Japan and the 
U.S. over autos—despite insistent 
calls for massive tariff increases 
and outright quotas. “If the ITc 
makes a positive recommendation 
for quotas or tariffs and the 
President feels it is in our 
economic interest, we should be 
able to work out a_ balanced 
program that will not cause 
serious disruption or trade war. 
Even if 1ITc recommends other 
restrictions, says Heimlich, the 
U.S. and Japan would probably 
negotiate to avoid a Presidential 
order imposing the restrictions. 

Defusing the disputes. Steel 
is typical of the soft landing that 
many in Heimlich’s camp expect in 
a number of hot disputes under 
way. The U.S. steel industry got 
enough of what it wanted from the 
President to back away from a 
down-and-dirty fight. On the other 
hand, the reimplementation of 
trigger pricing without resorting 
to quotas seems to have defused 
building European and Japanese 
antipathy. 

The argument with Japan 
over opening its government 
procurement to telecommunica- 
tions may be a bit stickier. Some 
progress has been made but one 
industry source here thinks the 
U.S. is having second thoughts 
about the Japanese “concessions.” 
The growing feeling is that these 
concessions are more symbolic 
than real and that the Japanese 
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have little intention of opening up 
their domestic market to overseas 
competitors. 

But while the hot disputes 
continue to gather the headlines, 
here are some of the details on 
developments that could affect 
purchasing next year: 

eGovernment procurement 
code. The office of Federal 
Procurement Policy estimates that 
about $12.5 billion of direct U.S. 
government buys will be removed 
from “Buy American” restrictions. 
This not only means more 
opportunities for foreign bidders, 
but also for firms that offer goods 
with 50% or more foreign 
components. Areas of government 
procurement excluded from the 
agreement are R&D, service goods, 
and most acquisitions for energy, 
transportation, and telecommuni- 
cations. 

eTariff cuts. While the phased 
reductions in U.S. and foreign 
duties are expected to have “a 
relatively small impact on total 
U.S. exports and imports, . . . they 
will have a relatively large impact 


The Trade Advisory 
offers many services 


The Commerce Department's 
new Trade Advisory Service is 
probably the best place to begin 
seeking information on trade 
questions concerning export or 
import problems. Among the many 
services offered, TAS: 

ePublishes pamphiets on the 
new multilateral GATT trade agree- 
ments and their provisos. 

@Takes complaints about prob- 
lems in selling goods abroad which 
arise from foreign government 
actions or interpretations of the 
GATT. The TAS investigates and 
reports back to the complainant or 
refers the complaint, if justified, to 
the appropriate office for action. 

eCoordinates the industry 
consultation program (advisory 
committees of major U.S. industries) 
on implementation of GATT. 

eAdvises U.S. industry on 
procedures to follow in cases 
involving alleged unfair foreign 
competition (imports). 

For information write, Trade 
Advisory Service, Rm 3036, U.S. 
Department of Commerce., Wash- 
ington, D.C. 20230, or telephone 
202-377-3268. 


on specific U.S. industries,” says a 
Labor Department study. Most of 
the benefits will go to aircraft, 
computers, and semiconductors. 
eTrade enforcement. Business 
groups say it’s too early to tell how 
the restructured U.S. trade policy 
scheme (which transferred major 
responsibilities for antidumping 
investigations and monitoring of 
trade barriers abroad from 
Treasury and State Departments 
to Commerce is working. The 
general expectation is that 
Commerce will be somewhat more 
vigorous in using the new GATT 
machinery to protect against 
foreign competition because it is 
more in touch with U.S. industry. 
A lot here depends on how strong 
the political direction is from the 
White House—through the nomi- 
nal head of trade policy, Special 
Trade Representative Reuben 
Askew. What happens now with 
exports depends mainly on how 
aggressive U.S. companies are in 
taking advantage of GATT conces- 
sions by foreign nations. Also, the 
growth of industrial goods trade 
will depend on industry’s view of 
foreign suppliers’ reliability and 
the aggressiveness of trade 
missions (such as the recent tour of 
the U.S. by the Japanese who are 
looking for auto parts suppliers). 
Problem-solving resource. 
Apart from these specific develop- 
ments, the new trade accords are 
expected to bring more regularity 
and predictability to doing busi- 
ness across the oceans, says STR’S 
Heimlich. “A lot of people in the 
business community are not aware 
of what the (nontariff) codes can do 
for them.” To take advantage of 
the nontariff codes, he says, 
requires “purchasing and other 
departments on the firing line to 
spread the word that the (trade 
agreements) are a resource for 
dealing with certain problems.” 
The most immediate area of 
impact, Heimlich says, will be that 
of government procurement. “But 
the real benefit to people in 
industrial purchasing, which will 
come over a period of several years 
as the treaty’s rules become 
operational and clear, is that it 
will be easier to do business and 
the uncertainties about restrictive 
actions (against imports) will be 
reduced.” & 
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t-kel 200T Commercially pure wrought nickel, 
00d mechanical properties, and excellent 
2istance to many corrosives. 


{jor Applications Food processing equipment, 
1emical shipping drums, caustic handling 
iuipment and piping, electronic parts, aero- 
pace and missile components, rocket motor 
3.e5, Magnetostrictive devices. 


IONEL alloy 400 High strength, good weld- 
ilility, excellent corrosion resistance over wide 
onge of temperatures and conditions. 


yijor Applications Valves, pumps, shafts, 
tarine fixtures, fasteners, electrical and elec- 
nnic components, processing equipment, 
rroleuM refining and production equipment, 
odwater heafers, and other heat exchangers. 


ONEL alloy R-405 Similar to alloy 400. Con- 
sliled sulfur added for improved machining 
1aracteristics. 


ijor Applications Water meter parts, screw 
yachine products, fasteners, valve parts. 


IONEL alloy K-500 Age-hardened version of 
coy 400 for increased strength and hardness. 
jor Applications Pump shafts, impellers. 
1xtor blades and scrapers, oil well drill collars 
0 instruments, electronic components, springs, 
vve trim, fasteners. 


-ONEL alloy 600 High-nickel, high-chro- 
1UM content for resistance to oxidizing and 
UUCINg environments: for severely corrosive 
jivironments at elevated temperatures. 

»jor Applications Furnace muffles, electronic 
mponents, chemical and food. processing 
iuipment, heat-treating equipment, nuclear 


1M generator tubing, and other equipment. 


All you need to know | 


INCONEL* nickel-chromium alloys, 
IINCOLOY* nickel-iron-chromium alloys, and 
MONEL* nickel-copper alloys. 


INCONEL alloy 617 Optimum high-tempera- 
ture mechanical stability oxidation and corro- 
sion resistance. Excellent cyclic oxidation and 
carburization resistance at 2000 F (1095 C). 
Good stress rupture properties to above 1800 F 
(980 C). 


Major Applications Aerospace and engine 
components, after-burners, flame holders, spray 
bars, combustion can liners, turbine seals, heat- 
treating equipment, nitric acid catalyst supports. 
High-temperature power generating concepts — 
gas cooled reactors, fluidized bed, solar, etc. 


INCONEL alloy 625 High strength and tough- 
ness from cryogenic temperatures to, 1800 F 
(980 C), good oxidation resistance, exceptional 
fatigue strength, and good resistance to many 
corrosives. 


Major Applications Chemical and pollution con- 
trol equipment, ash pif seals, nuclear reactors, 
marine equipment ducting, thrust reverser as- 
semblies, hot brine handling equipment, fuel 
nozzles, afterburners, spray bars. 


Y-ONEL alloy 601 Excellent high-tempergall alae 


& mechanical stability, oxidation and COs 
A resistance. Excellent cyclic oxidatiog S 
dburization resistance at 2000 F (1095 ©) 
Cod stress rupture properties. 

jor Applications Heat exchangers, heat- 
tating baskets and fixtures, radiant tubes, 
WMocouple tubes; furnace muffles and retorts, 


Huntington Alloys is all you ne yy 


~~ Digitized | 


roture or 


t co lly 
est alloy 


AmMOodifico- 
ance to 


INCONEL alloy 706 Similar to allo 

with considerably improved ie bili 
strength fropr’ cryogenic temperatures to 130 
(705 C). Good weldability. ; 


Major Af plications Gas turbine component 


v. For the 


/rite for our 
fre Alloys 


INCOLOY alloy 800 Strong and resistant to 
se a and carburization at elevated tem- 


itions Heat exchangers, process 
' 3 fixtures and retorts, electric 


= INCOLOY alloy 800H Similar to alloy 800 
<M tter high-temperature strength. Higher 


to 980 C) temperatur e range. 
ajor Applications Chemical and power plant 


tre ating fixtures, extru-s 
OOls. 


lloy 825 Excellent resistance to 
of corrosives. Resists pitting and 
corrosion, reducing and 


h-nickel alloys: 


Handbook; and Resistance to Corrosion. We'd 
1 like to share our more than 50 years of practical 
high-nickel alloy experience with you. 


Major Applications Pickling tank heaters, hooc 
etc., spent nuclear fuel element recove’ 
chemical tank frailers, evaporators, oft 
processing equipment, ash pit seals, hydrofluot 
acid production, pollution control equipmer 
rad-waste systems. 


Alloy G Excellent resistance to wide variety 
corrosives. Particularly useful in acid and pitt 
environments. 


Major Applications Phosphoric acid products 
equipment, sulfuric acid spargers, pollutt 
control equipment. 


Alloy 9O4L Austenitic nickel-iron-chromiti 
alloy with additions of molybdenum and c> 
per. Resists general corrosion, pitting, and crevs 
corrosion in a wide range of reducing © 
oxidizing environments. 


Major Applications Stack-gas scrubbers % 
power plants and incinerators; tanks, piping, ha 
exchangers for manufacture and use of sulfiil 
and phosphoric acids: equipment for ferrtilili 
production; bleaching circuits in pulp and pao 
mills. 


tNickel 201, low carbon version, recommended fr? 
temperotures above 600 F (315 C) 


INCONEL, INCOLOY, and MONEL high-nickel alloys 
are available in sheet, strip, rod, bar, plore, tube, 
wire, and shapes. Huntington Alloys, Inc.. Huntingtot 
West Virginia 25720 


“Registered trademark 


HUNTINGTON ALLOY 


Animeo company 


PURCHASING LAW 


Sales on approval 


give buyer an edge 


By Dr. Russell Decker / Professor Emeritus of Legal Studies, Bowling Green State University 


Contract may say it’s no deal if 


the buyer isnt satisfied 


Soft markets often impel 
suppliers to offer customer 
satisfaction—not just as sales talk, 
but as part of the contract. That 
means agreements with terms like 
on approval, on trial, or on 
satisfaction. With such clauses, the 
vendor assumes the risk that the 
goods will satisfy the buyer. 
Delivered goods may be returned 
even though they conform to the 
contract. 

That sounds highly favorable 
to buyers. And it is. But the law 


also protects suppliers’ rights, and 
buyers must understand some of 
the complexities involved. 

What is buy’s purpose? For 
starters, there are two types of 
conditional sales. One is a “sale on 
approval.” The other is a “sale or 
return.” This distinction even 
pre-dates the Uniform Commercial 
Code (ucc), which has made it 
more businesslike. According to 
the UCc: 

elf the goods are delivered 
primarily for use by the buyer, it is 


YOU PROMISED Ip 


BE 


SATISHIED... AND 


CANT STAND 
LISTENING To MYSELF! 
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7) 


a sale on approval. 

elf the primary purpose of the 
delivery of the goods is resale, it is 
a sale or return. 

Except for spare parts pur- 
chased for an aftermarket, then, 
almost all industrial purchases 
will be sales on approval. This 
means that title and risk of loss 
won't pass to the buyer until 
approval. If the buyer elects to 
return the goods and notifies the 
supplier, the expense of the return 
must be paid by the vendor. The 
buyer’s only duty is to follow 
reasonable instructions. 

The situation is a bit different 
with a sale or return. In such sales, 
the return of the unsold units 
merely because they are unsold is 
the normal intent of the transac- 
tion. The buyer pays the freight. 
The option to return extends to the 
whole purchase or any commercial 
unit in substantially original 
condition. But the return has to be 
in good faith. 

This quick summary, of 
course, is what the Ucc says about 
conditional contracts that don’t 
specifically mention matters such 
as transfer of title, risk of loss, and 
allocation of expenses. If buyer and 
seller nail these questions down in 
the contract, they can divvy up the 
responsibilities any way they want 
to. With that in mind, let’s look at 
some cases. 

An interesting New York case 
centered on the buyer’s desire to 
get specific performance of the 
contract. The commodities in- 
volved: commercial gems which 
the buyer had ordered orally. The 
court ruled that the deal was a sale 


Custom stampings: 


the way 

to achieve 
structural 
integrity 
and reduce 


component cost 


There are many advantages that 
can lead to finished- part savings 
with cold-formed stampings. 

Stampings can be precision formed 
to your design requirements. They 
also can be flanged, dished, eem- 
bossed, pierced, and _ slotted to 
eliminate costly machining opera- 
tions. Stampings are non-porous 
and lighter than castings. Unlike 
weldments, they're always identical. 
Stampings can nest to save on 
shipping cost. Requiring no surface 
finishing, they arrive smooth, ready 
for painting and final assembly. 

Commercial Shearing has special- 
ized in custom stampings for over 
60 years. With press capacities up 
to 2000 tons and bed sizes up to 
96” x 192", we can cold form any 
part you may have in the medium- 
to-large size range. 


One piece instead of three 


This circuit breaker cover helped 
one manufacturer cut costs and 
improve production. Three separate 
reservoirs were combined into one 
and covered by this one-piece 
stamping. We cold form it in 34”, 
48", and 54” diameters from 304 
stainless and carbon steel. Center- 
to-center hole spacing is critical. 
The embossed flats are held to 
' % degree. 


Cold-formed instead of 
hot-forged 


Energy savings added to the econ- 
omy of using custom stampings 
instead of hot-swaged tubing for 
this axle housing. Identical blanks 
are die cut from 10” x 61” x %," 
HSLA steel and cold formed to 
tight flatness and dimensional 
tolerances. As a stamping, different 
grades of material can be used to 
meet specific requirements. 


Improved performance... 
same price 


Now stamped from 12 ga. cold- 
rolled steel, this 26” x 124%" x 24” 


forklift motor cover replaced a 
similar plastic cowl which tended 
to crack and deform with impact 
or temperature changes. It’s stur- 
dier, fireproof, and costs no more. 


piece parts from 18 ga. cold-rolled 


steel. Each part was embossed for 
strength and pierced. Some holes 
were flared. A hemmed edge added 
rigidity and eliminated spot welding. 


Send us a print 


If you’re designing a part that re- 
quires 20 ga. to 1%” material, we'd like 
to work with you. There's a good 
chance that a minor dimensional 
change could allow us to use existing 
die components and save you hun- 
dreds of tooling dollars. 

Send for our custom stamping 
brochure. Or, better yet, send us a 
print of your part. We'll check it 
carefully and send 
you a quote. Write 


Cal: B tl ’ 
Style plus strength ae ate 
This snowmobile frame was one of Shearing, Inc., 
the greatest die design challenges Box 239, 
ever met by Commercial. We pro- Youngstown, 
duced the 32%” x 74Y%”" x 6%" one- OH 44501. 
Phone: (216) 
746-8011. 
(iis) LOMMERGIAL SHEARIVG, IWEL. 
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Now you order it. Now you have it. 


At Rolled Alloys, this kind of rabbit-out- 
of-the-hat delivery is routine. And if 
youre really in a jam for an “impossible” 
shipment of a special size and form in any 
of our high performance alloys, we have 
an encore. It's called jumping through 
hoops. 


The secret behind our act has nothing to 
do with sleight of hand. It's simply a 
matter of planning our inventory of high 
performance alloys to anticipate your pro- 
duction schedules. 


ROUTINE 


Come back stage to our warehouse. Walk 
around our ready stocks of RA 330, 

RA 333, 20Cb-3 stainless, E-BRITE high 
chromium ferritic stainless tubing, the 
complete range of high-temperature 
stainless steels and 200, 400 and 600 
series nickel alloys. All available in the 
form and special cuts you require. 


If youre having a problem with the per- 
formance of your present source — or in 
finding the absolutely best alloy for your 
application — our staff of metallurgical 
specialists is waiting in the wings. Youll 
have the answer and the stocks delivered, 
Presto, without a lot of smoke and mirrors. 


ROLLED ALLOYS 


Heat and Corrosion Resistant Alloy Specialists 
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PURCHASING LAW 


Conditional contracts 


(continued) 


on approval—which worked out to 
the buyer’s benefit. 

Reason: When a transaction is 
treated as a sale on approval, the 
entire deal is considered a single 
contract. This meant, in this case, 
that the seller’s admission of 
having made the contract of sale 
satisfied the statute of frauds. 
Hence the oral contract was 
enforceable. 

Can’t accept partials. More 
often, lawsuits involve buyers who 
want to get out of the deal. Keep in 
mind that the law relating to sale 
on approval is concerned only with 
goods that conform to the contract. 
An important point here is that 
the ucc provides that acceptance 
of any part of the goods is an 
acceptance of the whole. The law 
recognizes that acceptance of only 
part of the goods wouldn’t jibe with 
the parties’ intent in a sale on 
approval. 

This rule, incidentally, must 
be distinguished from another 
provision of the ucc, which 
permits partial acceptance of a 
defective delivery. 

The ucc also says that use of 
the goods consistent with trying 
them out is not necessarily an 


acceptance. Failure to notify the 


Failure to notify vendor 
may be acceptance. 


supplier of an election to return 
the goods, however, can be an 
acceptance. This is one of those 
issues that often hinges on what’s 
a reasonable time. More examples: 

In a case involving upholstery 
fabrics, the supplier sued to collect 
the price. The buyer tried to 
establish that the deal was only a 
consignment and not a sale. But 
the court likened a consignment to 
a sale on approval, with accept- 
ance of the goods completing the 
transaction. 

When a consignee (buyer) fails 
to either return the goods or to 
give notice of his election to return 
them, the court said, the consignor 
can treat the deal as a completed 


sale. Applying this logic to the 
facts of the case, the court found 
that retention of the goods without 
notice for more than four years 
was unreasonable. The buyer lost. 

Another buyer placed an order 
for a valve-testing machine, to be 
designed and built by the supplier. 
While the machine was being 
built, the buyer ordered two more. 
All three were delivered and the 
first two were paid for. The buyer 
refused to pay for the third one. 
Eight months passed between 
delivery of the third unit, and 
notice of the need for adjustments 
on it. Six more months passed 
before the buyer rejected it 
as a sale on approval. 

When sued for the price, the 


Burden of proof 
is on the buyer. 


buyer also set up a claim of breach 
of warranty. But the trial court 
held for the supplier and this was 
affirmed on appeal. 

In reviewing the background 
of the case, the appellate court 
found that there was no evidence 
of any agreement allowing the 
goods to be returned. It is possible, 
said the court, for a seller to 
deliver goods with the understand- 
ing that they may be returned if 
not satisfactory. Such an agree- 
ment will be enforced if it is found 
to exist—this being the very 
essence of a sale on approval or a 
sale or return. 

Buyer needs proof. Howev- 
er, the court added, the buyer has 
the burden of proof in establishing 
that such an understanding was 
part of an agreement. The buyer in 
this case failed to do so. His 
revocation of acceptance, more- 
over, had not been taken within a 
reasonable time. 

In general, goods delivered 
under a sale on approval are not 
subject to the claims of a buying 
company’s creditors—but goods 
held on a sale or return basis are 
subject to such claims while in the 
buyer’s possession. Few buyers, of 
course, really expect their firms to 
go bust. But smart ones will avoid 
dilly-dallying too long when they 
are given the right to judge their 
own satisfaction, lest the law 
decides their delay indicates 
they’re satisfied. 


ROUTINE 


If you need on time delivery 
of corrosion and heat 
resistant alloys, call 

the Rolled Alloys office 
nearest you and talk 

with one of our 

applications specialists. 


District Sales Offices 
and Warehouses 


Detroit, MI 48211 
5309 Concord Avenue 
313-921-4462 ¢« TLX 23-0730 


South River, NJ 08882 
330 William St. 
201-254-4616 © TLX 84-4419 


Cleveland, OH 44127 
6700 Morgan Ave. 
216-441-2660 ¢ TLX 98-5515 


Chicago, IL 60620 
7711 South Claremont Ave. 
312-471-0330 ¢ TLX 25-3589 


Houston, TX 77047 
150 Carrie Street 
713-433-7253 ¢ TLX 77-5719 


Santa Fe Springs (L.A.), CA 


90670 

14424 Marquardt Ave. 
213-921-4333 or 714-761-4895 
TLX 67-4685 


General Office 
Detroit, MI 48211 
5311 Concord Ave. 
313-925-6320 ¢ TLX 23-5322 


ROLLED ALLOYS 


Heat and Corrosion Resistant Alloy Specialists 
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T 
You've got a 
distributor out of 
i) @ 4g 
stock, his supplier’s 
& 
out on strike, 
delivery’s out the 
window and 
5 OUT T 
mangement’s out to 
get your neck. Day after day, for one 
reason or twenty, 
you re caught between a rock and a hard place with problems that 
don’t make your purchasing job any easier. 

That's where Reliance Electric can help. We make things 
easier by making the most versatile, reliable electrical and 
mechanical drive and power transmission equipment around. 
Everything from generators, to switchgear, to motors, to drives, to 
gears, bearings, couplings, clutches and conveyor components. 

Everything your production people need to take electrical 
energy and convert it, distribute it, control it or conserve it. All 
available from a single source, so you've got more hours to spend 
with individual suppliers who can't reduce your ordering, paper- 
work and information gathering time the way we can. 

You can bet on the cost efficiency of our products, too. We're 
willing to stake our 100 year reputation on it. What's more, you 
can't beat us for fast delivery, because in most cases, our prod- 
ucts are available from stock—off the shelves of more than 1000 
industrial distributors nationwide. 

Your nearest Reliance Electric Distributor or 
Sales Office is listed in the Yellow Pages. Call today. Da 
Or write Reliance Electric, 24701 


Euclid Avenue, Cleveland, Ohio after day, 


44117, for our free electrical and 
hanical product catal d a 
Total Service Brochure. We'd you nee 
like to sh 
wate aie OMe good name 


to keep the illigit- 


imatus non car- working for you. 
borundum. 
Reliance Electric 


RELIANCE 
ELECTRICS 
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MASTER XL GEARMOTOR 


DODGE SPHER-ALIGN PILLOW,BLOCKS 


Reliance Electric serves worldwide markets with Reliance™ 
Kato. Dodae®. Master® and Reeves® oroducts. 


RELIANCE MAXPAK VS DRIVE 


NATIONAL DISTRIBUTION DODGE TM REDUCER DUTY MASTER XT MOTOR 


GUARDS AND COVERS RE MOVED.F OR PHOTOGRAPHY 
THE FOLLOWING TRADEMARKS ARE He GS TE HE O 10) THEE ANGE ELE THIC GOMPANYAND ITS DIVISIONS DOUGE MASTER REEVES 
MASTER XL MOTODORIVE OUTY MASTER DOOGE TM SUPEHHPM VeS « 1980 RELIANCE ELECTRIC COMPANY 
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CALL OR WRITE FOR OUR FREE COLOR BROCHURE 


SINCE 1916 


NONFERROUS METALS 


One expert’s view: 
About-face is near 


Shortages may crop up 
by 1982 when supply- 
side push hikes demand 


Buyers of the most-used 
nonferrous metals—aluminum, 
copper, lead, and zinc—will 
confront higher prices during the 
coming decade, forecasts Richard 
Tinsley, vp-Mining Division, Con- 
tinental Illinois National Bank of 
Chicago. 

The present depressed price 
levels are set “to undergo an 
about-face which should be 
showing results in mid 1981,” he 
says. His decade-long projection 


sees this turnaround running into 
a major economic upturn in 
1982-84 that “will put pressure on 
the production capacity of alumi- 
num, copper, zinc, and lead—in 
that general order—such that 
shortages can be anticipated dur- 
ing this time, pushing prices up.” 
A recession in 1985-86 “will 
dampen prices,” he predicts, but 
“an underlying floor price 25% 
higher (in real terms) than current 
levels could be readily maintain- 
ed.” A slower rate of price increases 
may be expected in a 1987-89 
economic recovery, he notes. 
New factors. Besides the 
traditional factors—supply short- 


Each metal takes a separate price path 


Major nonferrous metals will 
share a general price rise in the 
coming decade, but each will follow its 
own trend, Tinsley notes. Here’s a 
metal-by-metal profile of the majors: 

Copper. The long-run outlook “is 
for very strong price growth in 
1982-84, reaching the level where 
new production will become attrac- 
tive.” He puts this level at 
$1.20-1.40/Ib “in today’s dollars.” 

Such new production wouldn't 
come on stream until 1988-89, just in 
time for another recession, he 
observes. “Nevertheless, the real 


price increases in copper are likely to 


be sustained for the decade.” 
Copper demand, down about 
312-4% this year, should rebound next 
year to 1979 levels, he said. Demand 
growth over the decade he forecasts 
at “just under 3% per annum.” 
Aluminum. Prices should hold 
firm over the coming decade, though 
the upward trend may be softened 
during a demand dip in 1985-86. 
The main factor: Production is 
shifting “dramatically” away from the 
U.S. and is “following low-cost power 
around the globe.” Only 24% of 
planned smelter increases over the 
next five years will be located in North 
America and Europe, while Japan has 
put a damper on its smelter 
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production. Australia, Tinsley notes, 
will gain most of the investment in 
bauxite, alumina, and smelter 
production facilities in the years 
ahead. There is a_ possibility of 
overcapacity occuring in the forecast 
1985-86 recession period, he says. 

Lead. Prices are expected to stay 
firm as long as the metal’s usage in 
storage batteries remains strong. The 
1981-84 outlook is for continued good 
demand and firm prices, with 
downward pressure on prices coming 
in the mid-decade recession. 

The late 1980s outlook is dim, he 
says. Lead producers “may again rely 
heavily on silver prices in the latter 
half of the ‘80s to retain profitability.” 
Prices during these years are 
expected “to be relatively static.” 

Zinc. Prices for the coming 
decade “will be determined by 
producer discipline in production 
cutbacks.” Smelter/refinery capacity 
is expected to trail mine develop- 
ments until a better capacity 
utilization is achieved. Meanwhile, 
zinc consumption will grow slowly; 
main use will be in galvanized steel 
and for making brass. 

Assuming the automotive indus- 
try “has finished its zinc shedding 
programs,” the metal’s market and 
prices will look healthier in the 1980s. 
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New aluminum production will be 
concentrated in areas that have 


inexpensive electrical power. 


ages, inflation, and energy 
costs—new factors are affecting 
the price outlook. One is the effect 
of supply-side economics which 
favors capital investment and 
productivity. This emphasis, 
Tinsley says, “bodes well for 
growth in nonferrous demand.” 

Another factor is that U.S. 
producers will be less able to 
retain producer prices over the 
coming decade. This trend results 
from “a general static level of 
domestic nonferrous metal produc- 
tion in the 1980s,” and a rapidly 
growing importance of other 
countries in world metal markets. 
“U.S. nonferrous metal consumers 
will need to watch international 
metal market trends,” he warned. 

A minor factor is substitution, 
which Tinsley sees as mostly 
competition coming from compos- 
ites and plastics rather than 
between the metals. 

This projected pattern of 
prices increasing in the 80s could 
be upset if the rate of inflation does 
not “cool” over the coming year, he 
observes. Continued high inflation 
could cause an economic downturn 
in 1983. “Such an event would 
squelch the metals’ price recovery 
in 1982-84 and delay the boom in 
prices until the 1986-87 (economic) 
recovery,” he says. This “so-called 
‘double-recession’ sensitivity 
should be included in the (user’s) 
planning process.” —El Hoeffer 
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The last word in small iron 
Castings is actually two: 


LANCASTER MALLEABLE 


Hand-casting craftsmanship perfected over seven Lancaster Malleable ... Put “the last word” first 
decades. Uncompromising precision ensured by in- on your list. 

house patternmaking. A hard-won reputation for quick, 
accurate order filling and delivery. 

These are what make Lancaster Malleable “the last 
word” in the small casting field. And the first name you 
should remember when you need small, thin-section 
castings—from a few ounces to 20 pounds—in any 
quantity. 

Our one-batch melt, slow-anneal process yields fine 
ferritic and pearlitic malleable iron castings of consis- 
tent high quality—and significant savings over compa- LANCASTER MALLEABLE 
rable ductile iron products. You get parts that are easy me ASTINGS COMPANY 


on your machinists and their tools. You get what you 


need when you need it. Lancaster PA 17601 + 717/397-2436 
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Quality - Delivery + Reliability 


Pearlitic Malleable tron 
Die Head Casting 
Weight: 6.1 Ibs 


ALLOY WIRE 


The wire to tap for 


tough performance 


By El Hoeffer / Midwest Editor 


Because it can meet increasing demands 
for longer wear, less weight, and 

smaller, safer products, few buyers 

are fighting the switch to alloy wire 


Many buyers are switching 
from carbon to alloy steel wire 
because of its superior ability to 
meet their increasing need for: 

eSafer products—especially 
ones that minimize product 
liability risks. 

eWeight reduction, not just in 
automotive but in other vehicular 
and portable product applications. 
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Heat treating alloy wire imparts higher tensile strength 


and greater internal hardness. 


@eDownsized products and 
components. 

eLonger-wearing, 
parts. 

Comparative costs still make 
many buyers pause for thought. 
Pound-for-pound, alloy wire is 
priced 20-50% higher than carbon 
grades. But when price is pro-rated 
over the life of a product, alloy 


tougher 


Photo: Associated Spring 


wire is often more economically 
justifiable—and may even cost less 
than carbon. 

Performance edge. And cost 
isn’t the only consideration. When 
it comes to performance, many 
buyers choose alloy steel wire 
because it holds up better than 
carbon or provides benefits carbon 
can’t. Sometimes alloy wire is the 
sole option—for example, in MIG 
welding of alloy steel or of 
dissimilar metals. 

“There’s a definite trend 
toward more use of alloy steel wire 
in cold-heading for fasteners,” says 
Kenneth A. Carlson,  vp- 


engineering, Elco Industries. The 
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Aircraft quality springs cold-formed from alloy wire have 


better heat resistance and a higher metal fatigue limit. 
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from Republic. 


“New I MPsteels 
offer purchasing 
people a ‘best buy’ 
for savings and 
production.” 


Barry Glasgal 
Chairman — Corporate 
Machinability i 
Republic Steel Corporation 


“Savings with 
Republic's new 
IMP* steel bars start 
with increased machining naees. 
reducing man- and machine-hours for 
significant savings in time, labor, and 
energy costs. 

“Then IMP steels can extend 
carbide tool life by two to three times, 
providing dramatic savings on tooling 
inventory and costs. 

“Impressive increases in produc- 
tivity are being achieved every day 
by manufacturers whose purchasing 
people specify Republic IMP steel 
bars for machining operations using 
carbide cutting tools. No significant 
changes are required in machining 
set-up or tooling practice. And the 
chemistry and mechanical properties 
of any grade of IMP steel remain 
unchanged. 

“For example, in adirect, on-the- 
job comparison between Republic's 
new 1045 IMP cold finished bars and 
standard AISI 1045 on acarbide face 
milling operation, the manufacturer 
realized an 83% increase in produc- 
tivity with IMP bars. 

“IMP steels can be obtained ina 
variety of coarse-grain carbon steel 
grades. They are available cold fin- 
ished, or hot rolled which gives you 
the benefits of IMP steels in the 
machining of forged parts, using 
carbide tools. 

“IMP steels from Republic. After 
all, we wrote the Machining Hand- 
book—the bible of the industry. 

“Ask our Sales or Technical 
Service Representatives about these 
new IMP bars and our other products 
that can prove to be your ‘best buys’ 
right now. Or write to me, Barry 
Glasgal, Republic Steel Corporation, 
Department 1441, Cleveland OH 
44101.” 

*IMP is a trademark of Republic Steel Corporation. 


Republicstec! 


Action to meet your critical needs. | 
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ALLOY WIRE 


Application edge 


(continued) 


primary reasons: downsizing, 
weight reduction, and safety. As 
an illustration of the first two 
reasons, he points out that a 
smaller diameter alloy wire “will 
usually provide the same strength 
as a larger carbon wire.” Safety- 
conscious buyers also get the 
reassurance that an alloy grade 
wire has less chance of part 
failure—and that’s a big reassur- 
ance today when part failure often 
leads to product liability litigation. 

Alloy wire has been selected 
by Associated Spring for applica- 
tions where resistance to perma- 
nent spring set is necessary at 
elevated temperatures. 

Alloy grade aisi 6150 (chrome- 
vanadium) is used to cold form 
aircraft-quality springs. When 
compared to carbon wire, 6150 
offers moderately higher heat 
resistance, greater toughness, and 
a higher metal fatigue limit. 
Another popular alloy spring wire 
grade is AISI 9254 which has even 
better heat resistance than 6150 
and superior strength. 

Welding watchwords. As 
more alloy steel is used to fabricate 
products and parts for highly 
corrosive and hard-wearing ope- 
rating conditions, more alloy wire 
is needed for welding these 
expensive metals. MIG, which uses 
solid wire, is the fastest growing 
welding method. 

When buying alloy welding 
wire, P.M.s must be sure to check 
that the wire and the metal to be 
joined are compatible, cautions 
Carlis Cassel, welding wire 
product manager, National- 
Standard. The critical alloying 
elements need to be present in 
sufficient quantities to compensate 
for some loss during the welding 
process. For example, Aws ER80-S- 
D2 has .40-.60% molybdenum to 
add tensile strength to the weld 
deposit; it is recommended for 
welding low-alloy steels. 

In coil form, alloy wire can be 
generally procured in diameters 
.035”"-.999”. When specified as 
straightened and cut, diameters 
range from .187” through .750”. 


Photo: AIS! 


Alloy wire allows fast MIG welding 
of expensive metals used in 
pressure vessel fabrication. 


Tolerances generally widen as 
the diameters get larger. Thus, for 
.010” wire, plus-minus .0003” is a 
fairly common tolerance, while for 
3%” (.375"), a common tolerance is 
plus-minus .002”. 

Cracking wire code. Like 
carbon wire, the alloy grades are 
identified by 4-digit classifica- 
tions. The first digit generally 
refers to the principle element of 
the alloy; the second designates 
the secondary element or elements 
within the alloy group; and the 
last two digits indicate the 
middle of the carbon range. 

Thus, the 40-series refers to 
the molybdenum steels; the 
41-series refers to chromium- 
molybdenum grades. alst 5160 
denotes a chromium steel with 
.56-.64 carbon content. 

Some wire experts believe 
boron-steel grades will rise in 
importance during the 1980s. Why 
boron? It’s available domestically 
and can often replace other 
elements which give alloy wire its 
hardenability. To specify boron, 
insert the letter “B” between the 
second and third elements of the 
grade number. 

Alloy wire is available from 
some integrated domestic mills, a 
number of independent, non- 
integrated wire drawers and some 
specialty service centers. More 
than half of the marketplace is 
served by the independent drawers 
who take wire rod supplied by the 
integrated mills and draw it down 
into wire. a 


Introducing 
_Toyota Vision. 


A totally new concept in our lift 
truck line. We moved the lift cylin- 
der from the center, which was 


directly in the driver's line-of-sight, 


to the sides, giving the drivera 
clear and unobstructed forward 
view. Toyota's Wide Span Masts 
with fork heights from 79 inches 
to 236 inches, now make good 
visibility standard equipment. 


a 


~~ 


And this improved vision, helps 
cut down on driver fatigue, which 
increases driver alertness. And 
that means greater efficiency and 
productivity. 

You can do more when you can 
see what you're doing. Simple, but 
it took acompany with vision to see 
it. That's what Toyota is all about. 
Always innovating and improving, 
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Wide Span Mast 


trying to anticipate tomorrow's 
needs, before tomorrow is here. 


Toyota Industrial 
Trucks, U.S.A., Inc. 
1041 East 230th St. 
Carson, Calif. 90745 
800/528-6050 
ext. 1289 


PURCHASING DECEMBER 4, 1980 87 


The Handy & Harman family 


of specialty manufacturing companies... 
making good products that become 
part of your good products. 


We're a family of companies worth knowing. 


Our parent company, Handy & Harman, was founded 


as a three-man precious metals operation more than a 
century ago, in 1867. Today we're a “Fortune 500” 
company, with a solid reputation as the U.S. leader in 
precious metals fabrication and refining. 

Over the past several decades we've grown in a new 


direction. We've become a family of specialty manufac- 


turing companies, with eighteen U.S. subsidiaries and 
divisions. Our products are now made of non-precious 
metals and plastics, as well as precious metals, and 
they're used in virtually every manufacturing industry. 


Our companies are diverse, but share some important 


features. We all make industrial products—products 
that become part of your products. In the main, we 
make specialty rather than commodity products, 
whose production is likely to be measured in pounds 
or even ounces rather than tons. As you'd expect in 
this kind of specialty manufacturing, our companies 
are characterized by high engineering skills, advanced 
equipment and a faculty for innovation. We work 
closely with customers, from initial design to product 
application and follow-up service. 

This ad introduces you to our parent company and a 
number of our subsidiaries. In other ads in this series, 
you ll meet other companies in our family. 

We're a family worth knowing. Get to know us. 


AH. Handy & Harman 


850 Third Avenue, New York, NY 10022 * Telephone: (212) 752-3400 


88 PURCHASING DECEMBER 4, 1980 


The parent company: Handy & Harman 


Handy & Harman is the U.S. leader in the manu- 
facture of silver and gold alloys in mill forms, and 
refining of precious metals from industrial scrap. 

The Company's silver products include fine 
silver, sterling, contact alloys, anodes, silver braz- 
ing alloys, flake, oxide and powder. The fine 
silver and silver alloys are supplied as sheet, 
wire, rod, strip and grain. Gold products include 
fine gold, gold solders, and gold alloys in the form 
of strip, wire, tubing, powder, grain, circles, 
blanks and many special shapes. 

These products are widely used in metalwork- 
ing industries, especially electrical-electronic, 
automotive, appliance, aircraft, refrigeration and 
air conditioning, jewelry and silverware. 

A major service offered by Handy & Harman is 
its refining operation—the reclaiming of precious 
metals from industrial scrap to produce gold, 
silver and platinum of highest purity levels. 

Handy & Harman has manufacturing facilities 
and sales-service branches in key U.S. industrial 
centers, in Canada and in Japan. 
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iNew Industrial Techniques, Inc. 


““NIT” uses powder metallurgy to make 
custom molded structural parts from fer- 
irous and nonferrous powders; machined 
sand heat-treated P/M parts; and assem- 
{blies containing P/M parts. NIT supplies 
»complex assemblies, mechanical and 
electrical, including wrapped spring 
»clutches—for business machines, hand 
ipower tools, hydraulic motors and 
jpumps, lawn products and fishing reels. 
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American Clad Metals Division 


Handy & Harman Tube Co., Inc. 
~ ee ~~ 
\ "”) 


Handy & Harman Tube makes small 
diameter, seamless and redrawn welded 
tubing in mechanical, pressure, capillary 
and shaped forms. Materials: stainless, 
carbon & alloy steels and nickel alloys. 


The Micro Tube Fabricators Division 


cuts and forms precision tubular parts 
(1,” O.D. and smaller) for hermetic seals, 
and a variety of electronic, medical, 
automotive and other applications. 
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Bigelow Components Corporation 


One of a series 


American Chemical & Refining Co. 


basic needs of the precious metal plating 
industry. The company manufactures a 
full line of proprietary and general pre- 
cious metal and allied plating processes. 
It provides a line of plating equipment, 
including Syncro-P1at, the only produc- 
tion-proven selective plating system. And 
ACR operates a refinery for the recovery 
of precious metal from industrial scrap. 
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Other Handy & Harman companies 


‘“ACM” manufactures multi-layered clad 
imetal strip, for automotive, semicon- 
»ductor and communications industries. 
.ACM bonds precious and non-precious 
imetals into close tolerance strip, special- 
iizing in ultra-thin overlays and inlays. 
JOther products include edgelays, thru- 
lays, raisedlays, double edgelays, weld- 
{ing tapes for electrical contacts—and 
clad soft solders and brazing alloy strip. 
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Bigelow manufactures very small parts 
for consumer durables, electromechani- 
cal, telecommunications, electronics and 
computer uses. The parts are made to 
very close tolerances by a combination of 
cold-forming processes—heading (solid 
and semi-tubular), coining, stamping and 
extruding. Metals used include nickel, 
nickel alloys, aluminum, OFHC copper, 
low carbon and stainless steels. 
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TW&As Next Flight Out Service 
goes international. 
And were celebrating with 
a sweepstakes. 


Grand Prize: a first class two-week European extravaganza. 
d prizes for everyone who enters. 


Think of it. Two first class weeks for two, in London, Our colorful Sweepstakes package contains all the 
Paris, Rome, Lisbon—in any of eight international TWA details, rules, and Sweepstakes Entry Forms. If you haven’t 
cities that you choose. Or a trip to the excitement and already received it, just cut out and send us the handy 
spectacle of Las Vegas. Or luggage. Or a Polaroid camera. coupon below. (Sweepstakes void where prohibited by 
And more prizes. In fact, prizes for everyone who enters. law.) TWAs Next Flight Out Sweepstakes. It’s one more 

That's our way of saying that everyone’s a winner, reason you're going to like us. 
with TWAs new Next Flight Out “International Small A ae rl re ae cee eS ae ee ea ae —| 


Package Service. | 

We're proud to announce that our high-speed, | 
low-cost Next Flight Out Service can now get your small 

package to Europe overnight, including pickup and | 

delivery, and customs clearance. All for as little as $55.* | 

And of course, we still provide service to 54 cities | 

| 

| 

| 

| 


TWA CARGO 


TWA, PO. Box 25, Grand Central Station, N.Y, NY. 10017 | 
Please rush Sweepstakes information and entry forms to me. | 


Name 
throughout the U.S. For shipping details, call 800-638-7380. | Title 
Company Name 
How the Sweepstakes Works. Ca: Addiuse 
The great thing about our Sweepstakes is that you can City State Zip 


enter more than once. When you send a small package or 
our convenient Next Flight Out Pak, you can send us the 
airbill number on the Official Entry Form, and we'll enter 
you in the Sweepstakes. However, no purchase is 
necessary. Youre going to like us 


Offer limited while supplies last. Sweepstakes ends 3/2/81. 


*London rate from New York. Prices vary for other cities. 
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Transportation 


By Thomas F. Dillon, C.P.M./ Senior Editor 


Rate boosts OK’d 


AFTER REJECTING initial rate 
increase proposals by six motor 
carrier rate bureaus, the Inter- 
state Commerce Commission has 
approved the following scaled- 
down rate increases, which are 
now in effect: 

Central & Southern Motor 
Freight Tariff Association, 2% on 
less than truckload, no increase on 
truckload traffic; Eastern Central 
Motor Carriers Association, 2% 
increase on all rates; Middle 
Atlantic Conference, 4.6% on LTL, 
1.1% on TL; Middlewest Motor 
Freight Bureau, 5.5% on LTL; New 
England Motor Rate Bureau, 
2.85% on LTL, 1.18% on TL; 
Southern Motor Carriers Rate 
Conference, $1.35 on minimum 
charge shipments, 3.6% on LTL 
under 5000 lbs., 1% on ttt 5000 
lbs. and over, and 0.5% on TL 
shipments. 


Higher contract rates 


EXPECT A SHARP INCREASE in rail 
contract rates now that the 
Staggers Rail Act of 1980 is law. 
Until passage of the act, there had 
been some clouds over their 
legality based on whether or not 
they discriminated against ship- 
pers whose freight volume was not 
large enough to take advantage of 
rail contract rates. The Staggers 
Act blew those clouds away and 
the legality of rail contract rates is 
now unquestioned. 

The key to successful use of 
the new law: Work with the 
railroads. Find out how you can 
help them save a buck and try to 
get part of those savings back in 
the form of lower freight rates. 


Rail rates up 


RAIL COST INDEX published by the 
Department of Labor is up 21.4% 
from one year ago. The latest index 
figure for total railroad freight is 
298.5 vs. 245.9 one year ago. 

Biggest increases were record- 
ed for pulp, paper, or allied 
products, up 24.8%; food products, 
up 24.4%; and clay, concrete, glass, 
or stone products, up 24.3%. 


Buses are next target 


LOOK FOR THE ICC to start action on 
deregulating the interstate bus 
industry. 1cc Chairman Darius 
Gaskins is preparing legislative 
proposals that would ease entry 
into the bus business, grant more 
rate freedom, and reduce state 
authority over bus operations. 


Ocean rates rise 


EXPECT ocean freight rate increas- 
es early next year. Both the Pacific 
Westbound Conference and the Far 
East Conference have announced 
increases in freight rates and other 
charges to take effect February 1, 
1981. The increases for both 
conferences will be about 9.5%. 


Lower truck rates 


WATCH FOR TRUCK RATE reductions 
as competition heats. The icc OK’d 
the Richmond-based Overnite 
Transportation Co.’s controversial 
rate proposal. The new rates cut 
less-than-truckload and any- 
quantity class rates and minimum 
charges by 10%. The rates are now 
in effect and apply on traffic 
moving via Overnite within the 
South and between the South and 
the Central states. Fifty other 
smaller truck lines are going along 
with the Overnite rate cuts. 


New container tested 


A REINFORCED cardboard box, 
measuring 19-in. by 19-in. by 
2.5-in., with foam rubber lining, is 
being tested by Airborne Freight 
Corp. in Boston, Dallas, San 
Francisco, and Phoenix. The box, 
called a “Printed Circuit Pack,” is 
used to ship printed circuit boards, 
diodes, capacitors, etc. It is 
designed to eliminate both over- 
packing, which results in higher- 
than-necessary freight rates, and 
underpacking, which results in 
damaged shipments. 

Printed Circuit Pack ship- 
ments weighing five pounds or less 
can be shipped via Airborne for 
$26 for pickup service and next 
day delivery to any one of 125 U.S. 
locations. For more details, call 
Airborne at (800) 426-2827. m 
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can keep your heading seaaniien nan niet A 


Whenever you’re looking for greater profitability in 
your heading operations, reflect upon Carpenter qual- 
ity. The strength and corrosion resistance of Carpenter 
stainless cold heading wire helps you produce the 
type of rugged, dependable fasteners your customers 
demand. But there’s more! Users report easier heada- 
bility, longer die life and the uniform consistency that 
keeps their heading operation running smoothly with- 
out unnecessary interruptions, rejects and surface 
defects. 

You can select from a wide range of Carpenter 
stainless cold heading wire grades such as: Custom 
Flo 302HQ, Types 305, 410, 430, No. 10 (Type 384) 
and various high temperature alloys. 


Also, choose from a variety of Carpenter-quality 
coatings. These include copper and high performance, 
nontoxic Ecolube® II, which performs like copper and 
is easier, safer and less expensive to remove. If you 
need it, technical assistance is available. 


So, don’t struggle to stay afloat. 
Order today from your nearest 
Carpenter Service Center, and ask 
for a free copy of our 40-page 
book, Heading Hints. 


HEADING HINTS 
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CARPENTER TECHNOLOGY 
CARPENTER STEEL DIVISION + READING, PA 19603 
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Conveyor belts 


(1967 = 100) 


P1979 | 1980 


Continued weakness in coal 
production should keep lid 
on prices. Look for a try at 
a modest jump in midyear. 


Plastic bottles 


(June ’78 = 100) 


Higher resin costs and ex- 
panding market share will 
keep prices up. A 4% hike 
is due next year. 


Ball and roller bearings 


275 


(1967 = 100) 


Sluggish demand holds 
prices at summer levels. 
No major increases are 
expected before mid 1981. 


Source: Labor Dept. 
PURCHASING forecasts 


Pricewatch 


Bonding resins drive up abrasive prices 


ABRASIVES: Price hikes of 5-7% 
have been widely reported for 
some products; further increas- 
es may come as soon as 
first-quarter 1981. 

Grinding wheel prices recent- 
ly went up 5-7%, with manufactur- 
ers citing higher costs for bonding 
resins as justification. Get suppli- 
ers to break out resin costs, 
because these will be rising 
quickly in response to higher 
petrochemical feedstock prices. 

Buyers report sanding discs 
“creeping up” in price as well, with 
price hikes coming in quarterly. 

Watch out for products 
carrying liability insurance. A 
buyer of 5” grinding cups saw 
prices go from $5-6 to more than 
$10 in a single jump, with liability 
insurance costs given as reason for 
the hike. 


SODA ASH: Price tags have 
remained stable in most parts 
of the U.S. Watch for a 5-7% hike 
in January. 

Used mostly in glass and 
chemical production, soda ash is 
highly dependent on the economic 
cycle. The slow but steady business 
recovery next year should allow 
producers to recover at least some 
of their sharply rising energy 
costs, even though plant capacity 
is said to be more than adequate 
through 1981, and probably 1982. 

Availability should be no 
problem this winter. Kerr-McGee 
has recently announced plans to 
market its California soda ash in 
the northeastern U.S., to the tune 
of 325,000 tons/yr. 


FERROUS SCRAP: Look for 
prices to level off for 3-4 
months, then gradually head 
toward $110/ton. 

Some short-term stability 
should return to steel scrap 
markets because of two factors: 
(1) As production of automobiles 
and appliances picks up, more 
scrap will be generated; and (2) 
Steel producers are returning blast 
furnaces to service, thus reducing 
the need for scrap. 


The international scene is 
another factor to consider. Better- 
than-expected scrap exports earli- 
er this year helped fuel the upward 
trend of scrap tags from under 
$70/ton in June to almost $100/ton 
in late October. Export demand is 
expected to weaken as foreign 
economies feel recession. 

Ferrous scrap prices should 
start rising next spring as the U.S. 
economy becomes more robust. But 
there is little chance that demand 
will recover enough to shoot scrap 
tags to year-earlier levels of 
$125-130/ton. 


TUNGSTEN: Continued strength 
in aerospace and energy 
markets plus an upswing in 
other key tungsten areas point 
to a firming of prices. 

The pickup in automotive 
sales and an upturn in defense 
activity mean increased demand 
for tungsten. Supply is ample, 
however, as shown by difficulty 
General Services Administration 
is having in attracting acceptable 
bids for its surplus tungsten. 

Much depends on the tempo of 
auto market. Prices should hold 
steady for a few months. 


STEEL DRUMS: Prices for 
standard 55-gallon steel drums 
went up about 5% recently; a 
larger increase may come in the 
next 3-4 months. 

Drum prices have been fairly 
stable, with the latest increase the 
first in a year. The new price of 
$17-18 for an unlined tight-head 
drum reflects higher sheet steel 
and transportation costs. 

During 1980, sheet prices rose 
6% in the first quarter, fell back 
during the summer, and returned 
to a third-quarter level slightly 
above first quarter tags. If the 
hefty price hikes scheduled for 
January stick, look for drum prices 
to rise another 5% or so by the end 
of first-quarter 1981. 

Prices for tin-lined and other 
specialty drums may not go up as 
much because of potential price 
competition from plastic drums. 
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SAFETY IN NUMBERS 


For any number of safety problems you might face, Norton is the company to turn to for 
complete capability in dealing with them. As a leader in industrial safety, Norton not only 
has the outstanding products shown here, but also offers audio/visual programs and 
in-plant surveys to help you develop your safety programs. 

Call your Norton distributor or contact us for more information on the Norton total 
approach to industrial safety. Norton Company, Safety Products Division, 
Cranston, RI 02920 (401-943-4400). In Canada: Norton Safety Products, J worron | 
Ltd., Rexdale, Ontario, Canada M9W 5S3 (416-675-2810). 


Chosen for protection. 
For more information circle 48 Worn for comfort. 


MARKET CONDITIONS: 


Demand is spotty 


Capsule view. Industrial wire 
brushes are used wherever metal 
is fabricated or finished. Demand 
for industrial wire brushes is 
spotty, although business has 
picked up in recent weeks. 
Automotive and farm equipment 
markets are off, but construction, 
energy-related, and aircraft and 
aerospace business is good. 
Geographically, the Sun Belt is 
doing well because of the general 
industrial growth of that area. 
Denver, the Rocky Mountains, 
Dallas, and Houston are all strong 
markets for industrial wire 
brushes because of energy develop- 
ment. Los Angeles and other 
aerospace centers are also strong. 


Price. Although the market for 
wire brushes is spotty, prices have 
been firming because of the 
increased cost of the specialty steel 
used in wire brushes. Three 
specialty steel mills in Western 
Massachusetts provide the bulk of 
the steel used in wire brushes 
made in the United States. Brush 
prices have increased 10% to 15% 
during the past year. Until 
recently, prices have been increas- 
ing about once each year. More 
frequent price increases are being 
made now because of the rapidly 
climbing cost of raw materials, 
particularly the specialty steel 
used in brush manufacture. 


Availability. With the market 
spotty and production capacity 
ample, there is no problem with 
availability. Leadtimes are short 
and there is a broad variety of 
products. 


BUYING FACTORS: 
Product lines vary 


Competition. The industry is 
composed of a handful of major 
companies and scores of smaller 
ones. Osborn Manufacturing, 
Division of Giddings & Lewis, 


Cleveland; Anderson Division of 
Dresser Industries, Worcester, 
Mass., and Advance Industrial 
Brushes, Cleveland are among the 
major manufacturers of wire 
brushes. The larger companies 
produce a full line of brushes. The 
smaller companies limit them- 
selves to a narrow line because 
custom machinery is required to 
produce different types of brushes 
and a broad line would require 
heavy investment in such machin- 
ery. Some companies specialize in 
one or two types of brushes. A 
common practice is for smaller 
suppliers to buy from each other to 
fill out their lines. Wire brush 
manufacturing is not concentrated 
geographically. It is spread across 
the industrial belt from New 
England to the Middle Atlantic 
states to Cleveland (there are 
several brush manufacturers in 
the Cleveland area), Detroit, and 
Chicago. 


Imports. Imports are not a factor 
in the industry except for a few 
high-volume types such as hand 
wire brushes. Their limited role is 
due to the fact that the 
bread-and-butter-type brushes 
used in the United States are far 
more sophisticated than those 
available overseas and overseas 
suppliers have difficulty compet- 
ing in the more sophisticated U.S. 
market. The market is also too 
small to attract many overseas 
suppliers. 


Technology. Two types of wire 
are used in brush manufacturing, 
straight wire and crimped wire. 
Straight wire brushes are used for 
heavy-duty cleaning, while 
crimped wire brushes are used for 
lighter jobs and for finishing 
operations. Some brushes used in 
metal finishing are made of plastic 
filament impregnated with abra- 
sives. In crimped brushes, the wire 
is mounted in N-shaped channels 
in the mounting block. With 
straight brushes, the wire is 
gathered in bunches and inserted 
in holes in the mounting block and 


Marketpiace 


Industrial brushes 


then tied, hence the name, “tied 
wire brushes.” Since the industry 
is a mature one, it depends more 
on. new applications for existing 
products rather than the develop- 
ment of new products. Therefore, 
in recent years, there have been 
few new products. One exception: 
plastic filament brushes, now 
being used in the manufacture of 
printed circuit boards. The brushes 
are used to clean the boards both 
before and after soldering. 


Buyer tips. One manufacturer 
suggests that buyers become more 
familiar with the types of brushes 
available and to check with the 
brush user to determine just how 
the brush is used and what 
problems, if any, the user is 
experiencing. Often, say manufac- 
turers, the same type of brush is 
purchased year after year, even 
though a more suitable brush may 
be available. Once the user 
indicates the requirements for the 
job, specifications can be drawn 
and manufacturers can be request- 
ed to bid on the order. Until the 
buyer has such specifications 
available, he has no way of 
obtaining competitive bids on the 
same product. Often, says one 
manufacturer, it is a case of the 
brush salesman accidentally find- 
ing out details of the application 
and then suggesting a more 
suitable alternative—which may 
have been available for years. 


Brush prices up 10-15% 
over year-ago levels 


Source: Labor Dept. 
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Der zi itis 


dirty word! 


* The estimated annual loss to the U.S. due to occupational 
dermatitis ts around one-quarter of a billion dollars. 


We offer the only Total Skin Care System to help prevent the loss of 
profits due to dermatitis. Comprised of more than 27 proven 
products and dispensers, our system is backed by 50 years of 
experience and a network of independent, local, stocking dis- 
tributors. Talk with us today. We can analyze each area of your 
plant and provide specific recommendations. 


Your SBS Independent Distributor 


can help... 
@ in more ways than one. 


the woe Since 1906 Of induc SUGAR BEET PRODUCTS COMPANY j 
Stuy SAGINAW, MICHIGAN 48605 
Sievre 


Subsidiary of 
CHEMICAL BY-PRODUCT 
THE ANDREW JERGENS COMPANY semmene cua WOOUCTS LTO. | 


* Source: Occupational Health and Safety Magazine, 1976 
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_ Catalog 79: — 
64-page Big Bearing Design Guide 
The definitive book on big bearings. How, where and 
why to use them. How they work and what they do. 
How to select and specify. Types, sizes and multi- 
load capacities. Lists many models in stock for 
immediate delivery. 

Write Rotek Incorporated, Aurora, Ohio 44202. 
Phone: 216-562-3111, Ext. 123. 


agua TUN 


Diameters to 600”. ——> . 


| Serrrerry 


The big bearing people 
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Labor 
Rail talks on track 


Railroad negotiations for the contract ending 
March 31 will probably go more smoothly than those 
of recent years. 

Rail worker unions are satisfied with the protec- 
tion provisions they were able to work into the rail 
deregulation bill Congress passed in October. As a 
result, they don’t fear the inevitable changes that will 
take place in the industry as operators close unprofit- 
able lines. 

A widespread railroad strike isn’t seen as a real 
possibility because of the built-in legal safeguards 
that control rail negotiations. But Fred Kroll, presi- 
dent of the Brotherhood of Railway, Airline & Steam- 
ship Clerks—which represents the bulk of the indus- 
try’s workers—wants separate negotiations for “ops” 
and “non-ops.” Ops are the predominately male work- 
ers actually out on trains and tracks. Non-ops are the 
predominately female clerks, ticketers, and other 
indoor workers. 

Elsewhere in the labor scene: 

eA report from Prof. William Haber, University 


_of Michigan, makes grim reading for the United Auto 


Workers, but heartening news for adversaries of the 
big union. His projection: Thanks to automation and 
electronics, the number of workers employed by 
domestic automakers will never recover to pre- 
recession levels. 

“The auto industry will recover, but auto labor 
will not recover,” Haber told PURCHASING. 6 


Will Auto Workers regain numbers? 
UAW members employed by Big 3 
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550 600 650 
Thousands of UAW Sion 


Source: United Auto Workers 


New 600 volt relay. New Direct-Drive. 
New Swingaround terminals. 


New Bulletin 700 Type P 600 volt relay. Up to 12 pole capacity. Mechanical latch that 
needs no adjustment. Pneumatic timer adjustable from .1 to 60 seconds. Each ter- 
minal location permanently identified. Visual status indicator. Same coil for all pole 
configurations and accessories. Heavy-duty design. Rigid die-cast aluminum 
base. And more. Your Allen-Bradley distributor has the full story. 


Contacts can be changed from 
NO to NC without removing the 
terminal screws. Color coded 
to avoid confusion. Clear side 
panel permits contact inspec- 
tion. Bifurcated contacts. 


provides a mechanical 
tie between the armature 
assembly and the mov- 
able contacts designed 
to maintain anon-overlap 
condition between NO 
and NC contacts. 


Bulletin 700 Type P 


(§3)) ALLEN-BRADLEY Se 


cane Milwaukee. Wisconsin 53204 eg 
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THEROOF | 
THAT'S ON TOP TO STAY. 


Just one of Sonoco’s problem-solving products. 
It’s Durashield™ Corrugated Roofing. And it solves the problems that have always 
plagued metal roofing and siding: rust, corrosion, leaks, condensation, heat loss. 
Durashield is made from structural fibers bonded in a proprietary process and 
impregnated with high-quality roofing asphalt. It can’t rust or corrode, controls 
bothersome condensation and even provides insulating value. And, it keeps its good 
looks for years. 
We started in 1899, making 
EB pape cones for the textile industry. 
oday,we manufacture a growing 
, | line of paper, plastic, metal and 
SS ae — fiberglass products at more than 
And Tubes oan And Film And Adivasi 50) U. S. plants ; and at subsidiaries 
| and affiliates around the world. 
. Like Durashield Corrugated Roof- 
| ing, many of tl vi products have 
set new standards for performance 
Fibre Pipe, Meter + Petal Concrete in harsh envir onments. . 
And Electrical Enclosures Fiberglass Products Construetion Forms : We may 1 h HV e the solution to 
N/a OW RD) ~ one of your problems.Write Sonoco 
— Bie Company, Hartsville, SC 
Peeeteasee ee 29000. We think you'll be od 
an Ocho amazed at how much & 
mae, know-how you'll find an, 
| ipping , Cans, Cortridges, = | 
And Storage Tubes Partitio under our root SONOCO 
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DECEMBER 1980 


9-11:Plant Engineering & 
Maintenance Show & 
Conference, Convention 
Center, Anaheim, Calif. 
Sponsor: Clapp & Poliak, 
Inc., 245 Park Ave., New 
York, N.Y. 10017 (212) 
661-8410. 


16-18:Cost Estimating Work- 
shop, Sheraton Centre, 
Charlotte, N.C. Sponsor: 
Society of Manufacturing 
Engineers, P.O. Box 930, 
Dearborn, Mich. 48128 
(313) 271-1500. 


JANUARY 1981 


6-8: Tool Show & Conference, 
Curtis Hixon Convention 
Hall, Tampa, Fla. Sponsor: 
Society of Manufacturing 
Engineers, P.O. Box 930, 
Dearborn, Mich. 48128 
(313) 271-1500. 


11-13: Legal Aspects of Pur- 
chasing, Tampa, Fla. Spon- 
sor: NAPM, 40 Plaza, Suite 2, 
Park Forest, Ill. 60466. 
Contact: Harry Wada (312) 
481-1043. 


13-15: Tool Show & Conference, 
Atlanta Civic Center, At- 
lanta, Ga. Sponsor: Society 
of Manufacturing Engi- 
neers, P.O. Box 930, Dear- 
born, Mich. 48128 (313) 
271-1500. 


23:Forecasting, Economic 
Fundamentals, Los Ange- 
les, Calif. Sponsor: NApM, 40 
Plaza, Suite 2, Park Forest, 
Ill. 60466. Contact: Harry 
Wada (313) 481-1043. 


27:CRP: The next crusade, 
Providence, R.I. Sponsor: 
APICS, Suite 504, Watergate 
Bldg., 2600 Virginia Ave- 
nue, N.W., Washington, 
D.C. 20037. Contact: Frank 
Lillo (401) 828-4000. 
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sarco has 
been producing 
calcium lead 
since lke was in 


the White House. 


Asarco pioneered the manufacture of calcium lead 
alloys back in the days when Eisenhower was 
president of the United States. Our many years of 
production experience and research on this important 
battery grid material enable us to provide you with 
calcium lead of consistently high quality. 

In addition to calcium lead, Asarco produces acid, 
antimonial, chemical, common desilverized, and 
corroding grades of lead. Need a special lead 
alloy? Tell us about it and our metallurgists will 
determine if we can develop one for you. 

Battery manufacturers also rely on Asarco for 
arsenic for hardening grid alloys; cadmium for 
lead-acid batteries and for nickel-cadmium and 
silver-cadmium cells; and selenium for grain 
refining of grid alloys. | 

You can count on us for prompt attention to your 
order for any of our quality products. ASARCO 
Incorporated, 120 Broadway, New York, N.Y. 10271. 
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B BRUSKE PRODUCTS 


By working with you in the design 
stage, we can often recommend a 
standard Koyo bearing that will help 
reduce the overall cost of manufac- 
turing your product. We can also 
promise better deliveries when we 
know what your bearing require- 
ments will be ahead of schedule. 
Working with customers to reduce 
overall procurement cost is one of 
the things we do best at American 
Koyo. Our experienced bearing spe- 
cialists can help you select the most 
cost-effective bearing for your appli- 
cation. Backing this team effort is a 
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large American Koyo production 
facility in Orangeburg, S.C., plus five 
offshore Koyo manufacturing facili- 
ties that stand ready to supply you 
with a complete line of ball, tapered 
roller, spherical and cylindrical 
roller bearings. 

At American Koyo we believe that 
helping you solve problems is the 
best way to secure your confidence. 
For a profile of our company and a 
copy of our product brochure, write 
American Koyo Corporation, 29570 
Clemens Road, Westlake, Ohio 
44145, 


Coiled plate 
from Inland 


CHICAGO—Inland’s popular 
4-Way raised lug steel plate is now 
available in coils. The coiled plate 
comes in various grades and 
properties including regular car- 
bon grades, galvanized, HSLA 
steels, and Cor-Ten weathering 
steel. Medium and large lug 
patterns are available in a variety 
of thicknesses. Inland plans to hot 
roll the plate in coils each week to 
ensure a steady supply. Inland 
Steel Co., 30 W. Monroe St., 
Chicago, Ill. 60603 
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Hydraulic pump OK 
on watery fluids 


MILWAUKEE—Hydraulic variable 
delivery pumps that can run on 
high-water-base fluids (HWBF) 
are now available from Oilgear. 
Type Pvw axial piston pumps are 
built in seven sizes with continu- 
ous ratings up to 32 gpm at 3000 
psi or 42 gpm at 2000 psi. 
Advantages of HWBF include: fire 
resistance, economy (5-10% of fluid 
is oil, the rest water), and ease of 
fluid storage (only the oil 
concentrate has to be shipped or 
stored). The Oilgear Co., 2304 S. 
51 St., Milwaukee, Wis. 53219 
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BATAVIA, ILL.—Furnas is all fired 
up about its new motor control 
center. In fact, so confident is 
Furnas about System/89 that it is 
not only backing its new “flagship 
product line” to the hilt financial- 
ly, but is staking the company’s 
future success on it. 

Furnas took pains to ensure 


that System/89 wasn’t designed in 


a vacuum. When a prototype was 
available, users from various 
industries—steel, automotive, 
utilities, chemical processing, 
etc.—were asked to critique the 
units. Their recommendations 
were analyzed and incorporated 
into the next generation of models. 
Automotive-type pushbuttons for 
the auto industry, special terminal 
blocks for utilities, heavy-duty 
components for the steel industry, 


New Products 


Motor control center 
reflects user needs 


special features for chemical 
processing and general industrial 
installations—many of these have 
become standards in the final 
version. Moreover, System/89 can 
be easily customized to user needs. 

Performance? System/89 
meets or surpasses the latest 
industrial electrical standards, 
says Dale Wilcox, senior vp and 
Furnas’ chief engineer. 

The motor control center 
market is currently pegged at 
around $250 million, but is 
expected to grow rapidly as the 
U.S. begins to “reindustrialize”. 
And Furnas is getting ready. It has 
recently doubled the size of its 
West Chicago plant where System/ 
89s will be produced. Furnas 
Electric Co., Batavia, Ill. 60510 
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WIRE, CABLE 
and 
CORD SETS 


We help you with our 
‘*know where’’ and 
**know who’’ 


For the difficult and 
hard to find wire, 
cable and cord sets 
and the standard, we 
are ‘specialists’ in 


of sage 
ges 


ag ee 
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Berkshire. 


A company whose 
employees thrive on 
tackling complex 
stamping problems 
at the highest level. 


stocking or locating 
for emergencies. 


save time, money, 
effort...call or write 


NOTE: We have a special 
surplus division that BUYS 
wire, cable and cord sets. 


DELTA 


WIRE & CABLE CO. 

1457 W. Diversey Pkwy. 

Chicago, Illinois 60614 
(312) 248-4676 
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“Berkshire 


BERKSHIRE MANUFACTURED PRODUCTS, Inc. 


116 PARKER ST., DEXTER INDUSTRIAL PARK 
NEWBURYPORT, MA 01950 
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“ Filtration 

screens... 

Slee screens... 
or combinations! 


. 


When your fine 

filter media requirements 

demand heavy gauge backing 

screens with a high percentage 

of open areas (64% or more) in 

such non-corrosive metals as stainless, 
monel, and inconel-—let H & K put their 
more than 95 years of experience to 


THE HARRINGTON & KING 
PERFORATING CoO., INC. 


5622 W. FILLMORE ST. « CHICAGO, IL 60644 « (312) 626-1800 
3350 OLD TASSO LANE ¢ CLEVELAND, TN 37311 © (615) 479-8691 
15 ESSEX ROAD # PARAMUS, NJ 07652 © (201) 368-1800 


work 

for you. 

< For prompt 
action, send us your 
specifications. Write for your 
free copy of the H & K 196- 
page General Catalog No. 95. 


ay 
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Metal Stampings with associated Machining & Assemblying 


617/462-8161 TELEX-94-7110 


Rectifier can minimize 
current sharing problems 


HIGH POWER rectifier minimizes 
current sharing problems by eliminat- 
ing need to parallel smaller rectifiers. 
The RA20 comes in blocking voltages of 
100-3600 volts P.I1.v. and in average 
current ratings of 2500, 3600, and 
4800 amps. Surge ratings range to 
27,350 amps. Primary applications 
include electromechanical rectifica- 
tion, resistance welders, battery 
chargers, etc. Westinghouse Electric 
Corp., Youngwood, Pa. 15697 
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Non-galling fastener 
for high speed assembly 
SELF-LOCKING fastener permits high 


speed assembly without problems of 
galling. Available as a flange or hex 


nut, Collarlok comes in %-2” and 
6mm-50mm sizes. Featuring a fused- 
in-place nylon locking collar, the 
fastener can be made to specific torque 
requirements. It seals against seepage 
and also is available as a full 
wrenching height nut. Amerace Corp., 
Esna Div., 2330 Vauxhall Rd., Union, 
N.J. 07083 
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Our litters cna less 
to use than yours. 


A slitter has to run at least two full turns 


slitters, as well as flame cutters and cut-to-length 


a day to earn its keep. If your work load can’t 
guarantee that, buying your own slitter may 
be wasting your money. 

If you already have a slitter, it may already 


lines, more efficiently than most manufacturers 
can. These centers are set up to handle a 

continuing variety of orders from many users. 
Which keeps their equipment and labor busy 


be wasting your money. Especially 
if each 15-20 minute run takes an 
hour or more to set up. 


and highly productive. 
So let a service center put that 
productivity to work for you, doing 


What can you do about it your pre-production processing. 
when you need that pre-production § ML laa Ask to see their booklet, “From 
processing? Hanan = — purchase/To profit.” It will give you an 


The thing to do is talk to the 
experts at a metal service center. Z | 
A company that’s a member of the | *, 
Steel Service Center Institute. ‘ aaa 

Metal service centers run 


understanding of all the factors in- 
volved in the “Cost of Possession” 

You'll benefit. So will your 
company. So call an SSCI service 
center-— now. 


SSCI service centers have the ability 
to run slitters and other pre-produc- 
tion processing equipment very effi- 
ciently. It’s the nature of their business. 
And they’re experts at it. 


> Steel Service Centers 


Steel Service Center Institute, 1600 Terminal Tower, Cleveland,|Qhio 44113 
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Relax, Ill try to find a Great, and while you're 
Source that ean dive us 2 at it, find pike to ' 
Complete selection of Straignten ou 


the whole 
label stock. pile 


mess! 


Caster wheels constructed 
from two thermoplastics 


CASTER WHEELS are constructed from 
polyurethane (tread) and polyolefin 
————————— (core). The tread on the HI-TECH wheel 
is precision molded and mechanically 
bonded in, around, and through a 
ribbed extension of the wheel core. 
Brochure explains advantages, includ- 


3 i ing quiet operation, impact and 
abrasion resistance, and long life. Two 
our ro im bearing types available. Colson 


Caster Corp., 3700 Airport Rd., 
Finding a reliable source for a large selection of label print- ici a 
~ ing supplies isn’t as difficult as it sounds. We carry a com- For more information circle 153 
plete line of quality printing paper, gummed, ungummed 
and pressure sensitive, in a rainbow of colors. Or, we can 
provide labels custom printed to your specifications. We 
also have plain or die-impressed stencils, a wide range of 
printing inks, even marking pens. 


Weber’s business is solving labeling problems. We can 
provide a no-obligation audit of your present labeling sys- 
tem and show you how a Weber in-plant label printing 
system can save you time, trouble and money. 
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Aluminum gang channel has 
long re-use cycle 


GANG CHANNEL with a replaceable nut 
element provides at least 50 re-use 
cycles. Designed for aircraft access 
panel doors, electronic equipment, gas 
turbine assemblies, and similar 
applications, the three-piece fastener 
withstands temperatures to 450°F 
(1200°F for special designs). Kaynar, 
800 South State College Blvd., 
Fullerton, Calif. 92631 


The Labeling Specialists 
711 W. Algonquin Rd. Arlington Heights, |L 60005 ' 
Telephone (312) 364-8500 For more information circle 154 
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Uh-oh. Now everyone 
will know. 

There’s no secret to the 
good impression our Brand 
150 makes. 

People will notice the 
personal luxury of getting one 
towel that’s theirs and theirs 
alone. One that opens to just 
the right double-thick size. 

ey ll feel the smooth, 
soft texture. And the 
Perf-Embossed® finish that 
exposes more of the drying 
fibers. 

And, if they look closely, 
they'll even see the name 
“Scott” on every towel—the 
symbol of our pride in making 
our finest C-Fold for over 
60 years. 


VALUE: 
THE SECRET BEHIND 
BRAND 150’S SUCCESS. 


But people will never 

a the surprising value 
rand 150 gives you. 

You see, every Brand 
150 C-Fold makes a quiet 
statement: It says: this is it. 
This is the one towel to dry 
your hands. 

No interfolded next 
towel hanging there, inviting 
you to take more. 
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© 1980 Scott Paper Company 


“! GET THE PART ABOUT THE 
FIRST-CLASS IMAGE, BUT, KNOWING 
YOU SIR, THERE’S ANOTHER REASON 
FOR THOSE NEW TOWELS 

IN YOUR WASHROOM.” 


And that’s why Brand 
150 is the best-selling C-Fold 
towel of all time. 

Try it for yourself. Send 
for a free sample of our Brand 
150. Wet your hands and dry 
them with it. 

One towel will tell you: 
this is the one towel for you. 

For more reasons than the 
obvious one. Now you know. 


SCOTT 
A HOUSEHOLD NAME, 


AT WORK. 
—z i 
ad i . 
fA &, 
f i 


Just this. 

Then, every towel 
lives up to its statement. 
By drying hands 
quickly and completely. 

Result: fewer towels 
per hand dry. And more 

and dries per dollar. 

That’s true value. 


Ci I'dliketomakeagood CJ)I!dalsoliketosave 


ott Paper Company 
Scott Plaza II. PhiladelphiafPA 19113 


ik 

| 

| impression. money. Send me a sample of 
those 150's. 

7 Name____ ss ——s—s—s—CSCSCS SCT ttle 

| Company Telephone 

: Address 

: 6 
| Mail coupon to: Commercial Products Marketing 

| 

| 

| 
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Tools and 
textiles. 


The United States of Carolina 
ties Midwest and Sout h together. 


As a principal carrier between the South ae 
Midwest, Carolina Freight hauls tons of textiles 
and tools. 

And we carry a lot of other things —choeel 
citrus, fans and pharmaceuticals, toname 
a few. 

Our terminals are strategically located to 
serve thousands of communities throughout 
the United States of Carolina—Midwest, 
Northeast, Mid-Atlantic, Southeast, plus the 
Caribbean and Canada. They are all part of our 
far-reaching territory. 

But we know that just serving isn’t the same 
as providing service. That’s why we use the 
most advanced computerized tracking system— 
ROLIN®—to keep track of your shipment, L-T-L 
or truckload. 

And it’s why we created the “Shippers’ Bill of Rights” to 
express our commitment to serve you better. Everytime! 

You have the right to expect the best when you specify — 
Carolina. For information on routes, ; 
rates and schedules—or — 
professional assistance with 
your shipping problems— 
contact your local Carolina 


_ Freight account ¢ ma CAROLINA FREIGHT 
representative. CARRIERS CORPORATION 
GENERAL OFFICES—CHERRYVILLE, 
NORTH CAROLINA 28024 

For your flatbed needs, call 800/624-1300 toll free. Cs* 


DEMAND YOUR RIGHTS! Fora free, large copy of the Shippers’ Bill of Rights—suitable for frafni 
Carolina Freight representative. Or write to: Public Relations Dept., Carolina Freight Carri#es Che bry ¥i 
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At last... 
HERB COHEN’S 


“YOU CAN 
NEGOTIATE ANYTHING” 


Herb Cohen has been ac- 
tively involved in the subject 
of negotiations for the past 
three decades. As a practic- 
ing negotiator he has per- 
sonally participated in 
thousands of transactions, 
from purchasing agreements 
to the Iranian hostage crisis 
negotiations. Nationally and 
internationally, if it's an area 
where people negotiate, 
Herb Cohen has done it and 
done it well. Indeed, Playboy 
Magazine has called Herb 
Cohen, ‘’the world's best 
negotiator. "’ 


Through the years, Cohen has shared some of his proven tech- 
niques with thousands of business executives, professionals, educators 
and government leaders at lectures, seminars and speaking 
engagements. He was the keynote speaker at the NAPM convention 
in Atlanta in 1980. 


You Can Negotiate Anything is Herb Cohen in book form; his 
wit, his attitude, his insights, his entertaining anecdotes, his realistic 
examples, his practical advice and his ability to simplify the 
complex. 


You Can Negotiate Anything is a book written by someone in- 
volved in the daily reality of buy-sell negotiations. It contains 
specifics that will help you negotiate better agreements as well as 
manage the interpersonal relationships that make for a successful 
career. 


You Can Negotiate Anything deals with getting what you 
want—the way it's practiced, not preached; no generalities, no pomp, 
no cliches, no legalese and no technical jargon. 


You Can Negotiate Anything was written by Herb Cohen, so it's his 
humor, his style, his straight talk, his lightning grasp of situations 
and his unique ability to entertain and inform at the same time. 


This is the one book that will give you a sense of mastery over 
events and point you in the direction of personal achievement. 


Published by Lyle Stuart Inc. 


Now Available in 6,000 
bookstores across North America 
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Upgraded elastaloy has 
longer service life 


ELASTALOY COMPOUND is recommended 
for high-pressure packing applications 
where extrusion resistance is impor- 
tant. [mprovements to PolyMyte have 
increased service life and improved 
hydrolitic stability. It handles tem- 
peratures from -—70°-275°F (300°F 
intermittent). It boasts high tear 
strength, abrasion resistance, and 
modulus. Parker Hannifin Corp., Seal 
Group, 2360 Palumbo Dr., Lexington, 
Ky. 40509 
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Thermal fluid ball valve 
backed by guarantee 


BALL VALVE is designed specifically for 
on/off thermal service. The Thermal 
Fluid Mizer is backed by a 120-day 
money-back guarantee against failure 
within temperature and pressure 
limits (650°F at 30 psi maximum). 
Applications range from hot oil lines to 
chemical processing over 400°F, waste 
heat recovery, etc. Sizes range from 
14"-2". Worcester Controls, 125 Hart- 
well St., West Boylston, Mass. 01583 
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Torrington 


' 
‘. 


KEEP CONTAMINANTS OUT, 
LUBRICANTS IN— | 
FOR LESS MAINTENANCE, 
LONGER BEARING LIFE. 


1. Interchangeable with standard triple-ring ( 
seal, no modification to block or shaft. e 


2. Face seal will not cut shaft. 
3. Provides longer bearing life. 
4. Readily available. 


Lock out dirt, dust, moisture—contami- 
nants that destroy expensive spherical 
roller bearings. Lock in lubricants and re- 
duce maintenance. Interchangeable with 
standard triple-ring seal, no modification to 
block or shaft. You can order DUSTAC seals 
for retrofit or in complete pillow block as- 
semblies, with open or closed ends. Con- 
tact your Torrington sales engineer or local 
Torrington Authorized Distributor. The 
Torrington Company, Bearings Division, 
South Bend, Indiana 46634. 

Write for our DUSTAC brochure. 


OGRE 
e Sys 
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We're the 


“SUPER 
STOCKERS” 


We have 
the inventory 
to supply all 
your needs! 


PIPE— 

Carbon steel, 
Stainless steel, 
Alloys, Aluminum, 
Fiberglass, Yoloy 
and Speedlay. * 


AVES Cast steel, 
orged steel, Stainless, 


Bronze and tron 


Monel, Pressure Seal, 


Electric & Pneumatic 
Operators. 

FITTINGS— 

Welding Fittings 


i A) 
eo a OD 
—\A = O B intial steel), 
SW Fittings, 

Victaulic, 
Weldolets & 

ze Threadolets. 

~ CUSTOM 


SERVICES— 


Valve modification and 
testing facilities @ Pipe 


shop (threading to 20”, 

rooving to 24") @ Pipe 
abrication @ Valve 
operators installed. 


Send for 
free brochure 


ap Wert 


PIPE SUPPLY CO., INC. 
EXPORT SALES 
ALBERT INTERNATIONAL 
101 VARICK AVE., BROOKLYN, N.Y. 11237 


800-221-6978 


IN N.Y. CALL: 212-497-4900 
WUI TELEX NO 62140 CABLE — "'ALBERTINCO’ NEW YORK 
RCA TELEX No. 233573 CABLE — ‘‘PIPESUPPLY” NEW YORK 

WU DOMESTIC TELEX No. 126348 
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Keyswitch and keyboard 


Air control poppet valves 


Offer many options 


AIR CONTROL valves are recommended 
for nonlubed applications. HHB Series 
poppet valves are available with single 


_ or double solenoid and single or double 


air pilot operators; *4”, 14” and °4” NPTF 
porting. Options include indicator 
lights, sandwich pressure regulators, 
locking and nonlocking overrides. 


| Parker Pneumatic, 601 South Wilmott 
| St., Otsego, Mich. 49078 
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Proximity switches have 
a longer reach 


EXTENDED RANGE proximity switch 
sensing heads reach 14” for aluminum 
and 1” for ferrous metals. Top and 
side-sensing noncontact E51 sensors 
are available in standard or alternate 
frequencies color-coded for easy 
identification. Other features include 
LEDs to indicate “power on” and 
“switched closed” status, normally 
opened or normally closed contacts and 
enclosures. Eaton Corp., 4201 N. 27th 
St., Milwaukee, Wis. 53216 
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arrays have long life 


_KEYSWITCH is available in molded 


monolithic array housings and 
discrete version. Mechanical key 
switches feature twin bifurcated 


_ precious metal contacts which insure 
20 million cycle life for momentary 
switches and 5 million cycle for the 
_ alternate-action switches. Since units 
_ are one piece housings, they eliminate 
_the expense of PC board stiffeners. 


Stackpole Components Co., Box M, 


Farmville, Va. 23901 
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Heavy-duty end mills 
assure maximum sharpness 


END MILLS are made of _ cobalt 
high-speed steel. Designed for machin- 
ing difficult-to-machine materials 
such as superalloys, die steels, and 
titanium alloys, the end mills have 
smooth flutes to assure maximum 
sharpness throughout the life of the 
tool. Special diameters, extra lengths, 
or left hand flutes can be supplied on 
special order. National Twist Drill, 
National Square, Rochester, Mich. 
48063 
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Highly reflective panels of Nickeloid Prefinished Chrome Steel provided dazzling background decor for the Wilks & Close TV series, The Palace. 


== In the SHAPING 
of THINGS to COME... 


= As i = 


NICKELOID’S PREFINISHED 
CHROME STEEL... 


The eye-pleasing, design-oriented, energy-saving 
finished raw material that lessens your pollution worries... 


NICKELOID's Prefinished Chrome Steel 
greets tomorrow's design challenges both 
esthetically and functionally. Its brilliant 
beauty goes beyond mere conformity to 
recognized trends. .. it illuminates whole 
new creative pathways. And, because it is 
a finished raw material, Nickeloid’s 
Prefinished Chrome Steel frees your 
production ritual from the harsh 
environmental codes which traumatize 
in-plant plating operations. It hastens the 
journey from blueprint to marketplace, 
moving directly from fabrication to 
assembly. And with fewer rejects. 

You may specify a surface of mirror 
brightness or in a subdued satin. Nickeloid 
also offers interesting textured and 
pre-crimped variants. The base metal is 
strong and ductile, and the finish resists 
corrosion and heat. 


‘ 


) 
‘ 
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Nickeloid's Prefinished Chrome Steel is 
offered in coils (up to 24” wide) proficient 
for roll-forming, or in sheets (up to 24” x 
144”) tailored for blanking operations. . . in 
Q full range of tempers and gauges. It can 
be bent, beaded, lock-seamed, punched, 
riveted, stud- and spot-welded, stamped, 
and hemmed. Three types of strippable 
protective coatings are available if needed. 

Nickeloid's Prefinished Chrome Stee! 
already performs with proven distinction in 
an extensive variety of established 
entities. .. appliances large and small, 
housewares and hardware, light fixtures, 
furniture, the whole broad spectrum of the 
OEM light metalworking industry. And it 
stands ready and qualified to serve in the 
Shaping of Things to Come, in products still 
on designers drawing boards. 

Our sales representatives eagerly await 
the opportunity to serve you, to supply test 
samples, to assist in setting up specifications. 
For comprehensive literature, more 
information, write today, or call us direct at 
Peru IL (815-223-0373). 


IN NICKELOID METALS 


The American NICKELOID Company 
7 Main Street 

PERU, ILLINOIS 61354 

Plants: Peru, IL, and Walnutport, PA 

Sales Offices in All Principat Cities 
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The capabilities in this literature: 


Saved $360 


on the cost of just one 
unit for MFR. 1 


Saved 63% 


on internal production 
costs for MFR. 2 


Saved 50% 


in total unit costs for MFR. 3 


Think Wire! 
Then call Titchener. 


Quite likely we can do as much for you. So if you’re looking for 
ways to lower costs, and improve quality and performance of 
the products you manufacture, call us. Today. We're ready to put 
our more than 100 years of skill and experience to work for you. 


Think WIRE! Then call Titchener . . . for that competitive edge. 
Ask for Ralph Jones at 607-772-1161. Meanwhile, send for your 
free copy of Titchener Tips and our capabilities brochure. 


TITCHENER 
bata E.H. Titchener & Co. 
6 Titchener Place 


aaeey’; 
Binghamton, N.Y. 13902 


@® f 
Creative design and production in wire, sheet metal and tubing. 
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Quieter cold formers 
up productivity 30% 


COLD FORMERS in five- and six-die 
models feature integral acoustic covers 
and faster production speeds. Model 
625 S3’s five dies, for example, produce 
up to 150 parts/min, 30% more than 
earlier cold formers. Spring-and-air- 
set disc brakes never need adjustment. 
Friction pads are replaced as they 
wear out. National Machinery Co., 
Tiffin, Ohio 44883 
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Hot mill glove lasts 
up to four times longer 


WORK GLOVE withstands high tempera- 
tures encountered in foundries, rolling 
mills, tire plants, thermoset plastic 
operations, etc. Made from a proprie- 
tary NBR compound over a layer of 
nonwoven felt, the Crusader lasts up 
to four times as long as the most 
widely used 24-30-oz. cotton and terry 
hot mill gloves. Coating and padding 
protection extends the entire length. 
Edmont, Divison of Becton Dickinson 
and Co., 1300 Walnut St., Coshocton, 
Ohio 43812 
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WE KNOW WHERE 
WE'D BE WITHOUT OUR 


DISTRIBUTORS. 


In the middle of nowhere. 

Because welding supply distribu- 
tors are our lifeline to the end user. 

They stock our products. They sell 
our products. 

But their value to you goes well 
beyond that. 

They'’re welding specialists, 
so they know welding equipment, pro- 
cesses, techniques and applications. 
They can recommend equipment 
for your needs. 

They’re consultants and 
troubleshooters. They can recommend 
solutions to your welding problems. 


+ > 
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They may even suggest 
improvements for your operations that 
will boost productivity and reduce 
welding costs. 

In short, your Miller welding 
supply distributor provides a valuable 
service. A service that is yours for 
the asking. 

And to prove we're not in the 
middle of nowhere, look for your Miller 
distributor in the Yellow Pages under 
Welding Equipment and Supplies. 

Miller Electric Mfg. Co., 
P.O. Box 1079, Appleton, 
WI 54912. 
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Te NE: 


People, machines, 
computers and trucks 
moving every day 

to deliver your 
Reynolds Aluminum 
and stainless steel 
when you need it. 


At Reynolds Aluminum 
Supply Company, fast 
delivery is as important as 
quality workmanship. 

With our computer- 
controlled inventory of 
aluminum and stainless 
steel we can pull-out, load 
and deliver stock items in 

time to meet your production 

schedule. And, with our 
extensive product lines, we can 
cover almost any size order of 

sheet, plate, rod, bar, commercial and farm 
metal you need. 

Order something special, and we can handle 
that, too. Quickly. Our pre-fabricating ability lets us 
cut, shear, saw, slit, level and plasma arc cut 
special orders to save you time and money. 

Also, we'll warehouse your order and deliver it 
as and when you need it. A service which will 
reduce your cost of possession. 

Finally, we're competitive. Check us out and 
compare. You'll find we have what’s good for your 
business. You want metal. You want action. 

Try the RASCO Hustle. 


mm 
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A performance report on 
inventory, pre-production, 
delivery, service and how 
they can profit you. 


Call for a copy: 


ATLANTA, GA (404) 355-0310 
BIRMINGHAM, AL (205) 591-2341 
CHARLOTTE, NC (704) 552-2568 
CINCINNATI, OH (513) 771-8940 
DALLAS, TX (214) 631-1860 
DENVER, CO (303) 399-2150 

FORT LAUDERDALE, FL (305) 772-6100 
FRESNO, CA (209) 268-7071 
JACKSONVILLE, FL (904) 783-1950 
KANSAS CITY, MO (816) 842-2200 
LOS ANGELES, CA (213) 726-7111 
LOUISVILLE, KY (502) 366-0314 
MEMPHIS, TN (901) 363-3822 
NASHVILLE, TN (615) 242-3405 
NEWARK, DE (302) 366-0555 

NEW ORLEANS, LA (504) 733-6873 
ORLANDO, FL (305) 293-6430 
PHOENIX, AZ (602) 258-7121 
PORTLAND, OR (503) 233-4701 
RICHMOND, VA (804) 222-7100 

SAN DIEGO, CA (714) 262-8635 

SAN FRANCISCO, CA (415) 648-0170 
SEATTLE, WA (206) 872-7060 

ST. LOUIS, MO (314) 344-0123 

ST. PETERSBURG, FL (813) 527-1123 
TULSA, OK (918) 834-3305 


REYNOLDS 
ALUMINUM 
Supply Company 
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Try Gear’s Big Number for | new products 


B Fine, intermediate and coarse pitch 
@ 120to8dp... %” to 10” diameters 


small gears 


SPUR GEARS 


PRECISION 
COMPONENTS 


CLUTCHES 


INTERNAL 
GEARS AND 
\ SPLINES 


See why many of the nation’s manufacturers of quality 
products have been relying on GEAR SPECIALTIES’ pro- 
duction and quality for more than 60 years. The needs 
of these companies represent a very broad range of 
precision cut, shaved and ground gears and gear com- 
ponents, used in the manufacture of outboard engines, 
pumps, data processing equipment, appliances, drive 
components, clutches, timing devices, speed reducers 
and a host of other products, including aircraft and 
ordnance equipment and space components. 


From raw blank to finished product, G.S. gives you a 
combination of highly skilled people using advanced 
production machines and equipment, and the industry’s 
most stringent quality control to meet your production 
schedule with the same precise quality every time. 


Our engineering staff can often save you time and 
money when you come to us for 
a study of parts design as it re- 
lates to production economies. A 
minor change can often effect a 
major economy on a large run. 
No cost or obligation is involved 
in estimates, ideas or suggestions. 


he fags: Quality) smd urehwrrt) of fereha tee queries 
check into Gear's big world of small gears 


Give us a try. CALL 
312/342-3200 or write. 


we 2635 W. Medill Ave., Chicago, Illinois 60647 
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Rugged polyethylene 
tubing rated 160 psi 


POLYETHYLENE TUBING is recommended 
for use in chemical and metalworking 
plants, and for instrumentation 
applications. Poly-Flo comes in 1%"-14" 
OD sizes for pressures to 160 psi. 
Flame-retardant, self-extinguishing 
tubing also is available in %4”-14” ODs 
for use in heating control services, 
chemical conduits, data control 
equipment, etc. Gould Inc., 6300 
Howard St., Chicago, Ill. 60648 
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Relays safeguard 
three-phase motors 


MOTOR PROTECTIVE RELAY is designed to 
safeguard industrial three-phase 
induction motors against current 
overloads and burnouts. A_ choice 
between instantaneous overcurrent or 
inverse time characteristic, both 
provide single phase protection, 
unbalance protection, and locked rotor 
protection. Omron Electronics, Inc., 
650 Woodfield, Schaumburg, Ill. 60195 
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ough 


combination 


NaTiQNAL 


RIVETS AND 


RIVET SaTTERs 


PACE SETTING 
*MIVETER OESIGH + FASTENER ENGINEERING 
*TOOLINOe CAPag@uiTY 


Write for our new catalog and 
get an idea of some 
of National's capabilities. 


National Riveters... 
(the Quieter ones) 


National Rivets... 
(Precision 100% inspected) 


MaxSet Anvils... 
(set more rivets per anvil dollar) 


Tooling... 
(designed for your job) 


Technical and Production Cooperation... 
(the best anywhere) 


This combination will give you 
a competitive advantage. 


Nati 


NAL 
Rivers 


NATIONAL RIVET & MFG. CO. 
Waupun, Wisconsin 53963 
Telephone No. 414-324-5511 
TWX 910-260-3591 
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New literature 
HP motors have mounting 
and ventilation options 


FRACTIONAL horsepower PM motors 
and gear motors are illustrated and 
described in a brochure. Battery- 
powered or scr-controlled, the motors 
are designed for use in power 
transmission, air moving, and other 
applications. Horsepower ranges from 
‘42 hp at 1725 rpm - % hp at 5000 rpm. 
Dunmore, Motor Products Div., 1300 
Seventeenth St., Racine, Wis., 53403 
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Mini and submini 
switch line extensive 


DON’T GAMBLE Mak Guar on gua ee 
WITH LOW CARBON oa cals, New ten ae 
scribed include wave solderable slide 

WASHERS IN YOUR switches, TO-5 rotary Spasaver and 
HIGH-STRENGTH pushbutton switches. Full specs and 
illustrations also cover a wide range of 

FASTENER illuminated and nonilluminated rock- 
ASSEMBLIES er and paddle switches, panel indicator 


lights, toggle switches, and many 
more, Chicago Switch Inc., 1714 N. 
Damien, Chicago, Ill. 60647 

To provide industry with its introduces its new 

first washer product MIL-CARB® high-strength 
specifically identified for hardened washers in U.S. 
positive compatibility with Standard and S.A.E. sizes 
high-strength bolts and nuts _—‘ from 1/4” through 1-1/2” 
... Wrought Washer bolt sizes. 


TO IDENTIFY WITH COMPLETE INTEGRITY... 


0) 0, ® 
Gz 

MLD 
high-strength round washers are 
“Double-identified” with Wrought 
Washer’s distinctive and patented 
nubs on the washer O.D., allowing 
a visual check even after 


assembly ... Plus a permanent 
mark stamped on the surface. 
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Panel and connector 
capabilities extensive 


BACK PLANE capabilities range from 
artwork generation, double-sided to 
multilayer pe boards and 1-10-oz. 
copper laminated boards to automatic 
testing on high and low voltage bare pc 
board testing equipment. A 20-page 
design guide (C-164) provides full 
technical specs on pc, metal, and 
SEM/NAFI panels available. TRw Cinch 
Connectors, 1501 Morse Ave., Elk 
Grove, Ill. 60007 


2100 SOUTH BAY STREET « MILWAUKEE, WISCONSIN 53207 
PHONE (414) 744-0771 © TWX 910-262-3101 y, 
TOLL FREE 1-800-558-5217 WW-18R 
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There's a lot more to LEESON than 
electric motors. Each customer re- 
ceives Our undivided personal service. 
Fast delivery from factory or regional 
warehouses. Full back-up support from 
field sales and distributor personnel. 
And most important, a very competi- 
tive price. 


Now for our product! LEESON offers 
the right motor for your application — 
with a choice of over 1200 high effi- 
ciency, standard NEMA general and 
' definite purpose motors. Single or 
three phase, from % to 100 HP. Need 
special mechanical or electrical re- 
quirements? We deliver that too! With 
Our standardized design concept, we 
can assemble a non-standard motor to 
meet your specific needs. 


LEESON offers a large inventory of 
standard in-stock models for fast, off- 


LEESON. 
oing all out to deliver 
more than just a motor. 


al 


the-shelf delivery, p/us...we maintain 
a short, on-time production and deliv- 
ery schedule for modified standard 
motors. 


And no matter which LEESON motor 
you buy, you will always get unmatched 
quality and dependable performance. 
Each is tested to comply with applica- 
ble NEMA, U.L. and C.S.A. standards. 
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LEESON’s out to give you more — 
plus motors that make your products 
work more efficiently. Let’s talk about 
it...contact us or one of our authorized 
distributors. LEESON ELECTRIC 
CORPORATION, P.O. Box 241P, 
Grafton, WI 53024. Phone (414) 377- 
8810. Telex 26-9672. 


Send for Fractional HP Catalog 1060, 
Integral HP Catalog 1030 and 
Price List Stock Catalog 1050. 


ELECTRIC MOTORS 


New literature 


We've got to hand it to you... 
for being 
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Within the power of your imagination is a form, shape and size Gas lift trucks get 
of miniature tubing, waiting to be discovered. And if Uniform Tubes revamped features 
doesn’t already make it, just snap your fingers and we’ll meet the most 
exacting requirements you can dream up. It’s our way of supporting 


you in turning fantasy into fact. ig inated and dbanctid ta ain 


At your command, we'll be happy to send you our design guide, _— gight-page brochure. Features include 
selection guide or a meticulously detailed primer on tubing. convenient operating controls, hydro- 


static power steering and overhead 
UNIFORM TUBES, INC. ...a UTI company valve engine. Bulletin #2220A. Eaton 
COLLEGEVILLE, PA. 19426 « Telephone: 215/539-0700 Corp., Industrial Truck Div., 11000 
TWX: 510-660-6107 Telex: 84-6428 Roosevelt Blvd., Philadelphia, Pa. 
19115 


LP-GAS LIFT TRUCKS and Yale 3500 and 
4000 lbs. cushion tire gas lift trucks 
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MFG 

FOR FIBER GLASS 
REINFORCED 
PLASTICS 


Pienum wire/cable receives 


«=| special UL rating 
MFG UNION CITY OPERATIONS can assist you in any step of your _ LOW VOLTAGE, power-limited, circuit 
manufacturing. MFG offers economical customized molding of fiber glass cable constructions insulated and 
reinforced plastics (FRP). To meet your manufacturing volume needs, MFG jacketed with a fluropolymer are for 
has available Matched Metal Die Molding, Hand Lay-Up and Spray-Up use in plenum areas without conduit. 
Open Molding, Resin Transfer Molding, and Cold Molding. _ It can be printed on or hash marked, 


making critical pair identification 
easier and it is stiffer, making it easier 
to install long runs. Six-page color 


From concept to production, MFG UNION CITY OPERATIONS is the 
forerunner in versatility, precision, and quality in manufacturing fiber glass 


reinforced plastic products. MFG UNION CITY OPERATIONS, . . 
THE MANUFACTURER’S MANUFACTURER. Saasagohae ee ae aed Es 
(MFG) MOLDED FIBER GLASS " , 
MFG= UNION CITY OPERATIONS Morristown, N.J. 07960 


55 P FOURTH AVENUE ® UNION CITY, PA 16438 ® 814/438-384) 
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Steel and wire. Products from the country’s largest wire producer 


Purchasing executives 
and product designers who get 
together early in the design process 
are maximizing creativity while 
keeping tighter control of material 
and manufacturing costs. 


coating, thermal treatment, and packaging advice. 

We can help guide you away from “over-speci- 

fying’ and over spending while pointing out 

qualities that can improve performance in the 

production process. 

) To get a Keystone Group expert on new design 
And when a new design suggests the use of horizons together with your planning team, just 

industrial wire and steel products, expert metal- —_ write or call. 


lurgists from Keystone Group are being brought 


into the planning stage to provide additional . 


input, resulting in optimum product performance 
and profitability. 

As custom wire and steel specialists we can 
offer practical size, grade, finish, cleaning and 


tone 


Manufacturers’ Wire/High Carbon Wire: Bill 
Littell (309) 697-7020. Forging/Billet Steel: Pete 
Smith (309) 697-7020. Specialty Wire: Jack 
Blackmon (312) 768-2140. Bar Products: Frank 
Pinzel (312) 754-4010. Welding Wire: Don 
Ellinghausen (317) 362-2200. 
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STEEL ¢ WIRE ¢e WIRE PRODUCTS 


THE INTEGRATED STEEL AND WIRE FACILITIES OF KEYSTONE CONSOLIDATED INDUSTRIES. INC. 
HEADQUARTERS 7000S W ADAMS/STREET-REGRIA i614 1 


New literature 


Metric collars offered in wide size range 


CLAMP-TIRE COLLARS are available in sizes from 3mm- 
80mm. Data sheet pps 100 lists bore tolerances, outside 
and clearance diameters, slot widths, and clamp screw 
dimensions. Holo-Krome Co., Brook St., West Hartford, 
Conn. 06110 
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Standard and special gears and gear units 


INDUSTRIAL GEARS and gear units in wide variety are 
described in a 16-page brochure. Single-helical, double- 
helical, spur, and internal gears are covered. Special 
sections cover lubrication, tooth wear, and installation 
and maintenance procedures for open and semi-enclosed 
gear sets. Emhart Machinery Group, Farrel Connecticut 
Div., 25 Main St., Ansonia, Conn. 06401 
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Rotary actuator line covers wide range 


PNEUMATIC ROTARY actuators are designed for applications 
requiring constant torque for rotating, lifting, positioning, 
or bending operations. Catalog A-4 describes 24 models 
with outputs of 100 to 2500 lb/in at 100 psi. Schrader 
Bellows, 200 W. Exchange St., Akron, Ohio 44309 
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Fastener specialties introduced 


INDUSTRIAL FASTENERS catalog features a tamper-proof 
system, a torque limiter, and a shear-type fastener. The 
tamper-proof system includes a full range of proprietary 
nuts, bolts, screws, and removal tools. Guard-Nut Inc., 
P.O. Drawer 299, Sonma, Calif. 95476 
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Vee packing features automatic sealing 


HYDRAULIC PACKING offers automatic hinge and spring 
action, multiple sealing lips, and cut-open installation. A 
16-page catalog lists full specs and selection data for Vee 
Packing, including adaptor stack heights. Garlock Inc., 
1666 Division St., Palmyra, N.Y. 14522 
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Precision bearings generate less heat 


ANGULAR CONTACT ball bearings have advanced groove 
profiles and improved cage design for cooler operation. 
Brochure 750-600 lists full specs and application data for 
these and three other precision bearings. sKF Industries, 
Inc., 1100 First Ave., King of Prussia, Pa. 19406 
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Industrial controls and components 


ELECTRONIC CONTROLS brochure introduces six photoelec- 
tric and proximity sensors. Full specs also are provided for 
miniature and low profile pcB relays and four families of 
limit switches, including heavy-duty D4a units. Omron 
Electronics, Inc., Schaumburg, Ill. 60195 
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Compact rotary switch does double duty 


DUAL CONCENTRIC shaft rotary switch puts double 
switching capability into one compact '%.6” xX %e” unit. 
Bulletin 73-113 provides full specs, including pc board 
piercing patterns on 0.100” centers. Stackpole Compo- 
nents Co., P.O. Box M, Farmville, Va. 23901 
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Count on Stalwart for extruded, molded 
and bonded-to-metal precision parts made 
of natural or synthetic rubber compounds 
Ww that meet all industrial, automotive and 


military specifications. 


STALWART RUBBER CO. 


A Division of Blasius Industries, Inc. 
14622 Ravenna Rd., Burton, Ohio 44021 
(216) 564-9000 
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Save 


2 7 Rar capes wee F< - 
b bison you’re ate aerate , on rene wo 
able or one-time fuses me Clase H, 10 000. 
Amps) to protect you and your equip- 
| ment, you're asking for unexpected fire- 
works. Especially now that Shawmut® 
has introduced and proved the Falt-Trap 
RKS5S, a safe, economical, alternative to 
both expensive dual element fuses, and dan- 
gerous, low-rated (10,000 Amps) devices that 
can’t meet today’s interrupting and current limiting 
requirements. 

Falt-Trap RKS5 is a non-time delay fuse that pro- 
vides 200,000 Amperes interrupting rating and satisfies 
National Electric Code requirements. It features: a low 
milli-volt drop and solid brass ferrules for cooler opera- 
tion and significant energy savings. Silver plated con- 
ductive surfaces for low resistance clip control. And our 
unique Supr- Tube fuse body for the longest attainable 
service life. No matter what short circuit current is 


your fireworks for 
_ the 4thof July. 
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en rap bing orovi 
you require. 

Falt- Trap. It’s the one safety device 
you need to protect service entrance equip- 
ment, electric feeders, electric heating and 
industrial or residential panel board mains. 

Falt-Trap is an integral part of Shawmut’s 
Over-Current Protection Formula. Call or write 
your distributor for all the details. 


=" GOULD 


An Electrical/Electronics Company 


Gould Inc., Electric Fuse Div., Newburyport, MA 01950 
Tel: (617) 462-6662, 462-3131 / Telex: 94-7427 

In Canada, 406 Adelaide St., E., Toronto, Ontario MSA IN4 
Tel: (416) 366-1981 / Telex: 06-219717. 


Manufacturers of Chase Shawmut Prnducts, 
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centrifugal 
casting 
specialists 


You would expect the nation’s No.1 
contract producer of centrifugally 
cast products to offer you highly 
developed technical skills, 
thoroughly modern machining, 
computerized quality control. 

We are and we do. Plus, the 
broadest alloy selection HM bronze 
@ stainless steel Msuper alloys. 


Interchangeable NC collets 
lower machining costs 


NC TOOLING is available in all popular 
shank styles for machining centers 
with automatic tool changers. The 
Acura system’s interchangeable collets 
permit one collet chuck to do the work 
of several solid toolholders. This can 
reduce inventory costs and improve 
machining accuracy. Universal- 
Houdaille, 126 North Main St., 
Frankenmuth, Mich. 48734 


The Strongest Force in Centrifugals. 


WAUKESHA, WISCONSIN 53187 414/544-7755 3093 
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We stock custom springs 
and spring washers 


World’s largest springmaker stocks quality compression, torsion, 
extension and constant-force springs, plus belleville, finger, wave 
and curved spring washers, ready to ship within 24 hours. 


We inventory 30 million precision springs 


Heavy-duty limit switches 
and spring washers in thousands of designs, in nine actuator styles 
listed by type and size inour SPEC® Catalog : cath oh eg LIMIT SWITCHES for heavy-duty re- 


and Price List. An order by catalog number 
assures you of proven repeatability. Orders 
normally shipped within 24 hours. To order 
spring parts and get your SPEC Catalog, 
please call: EAST (203) 582-6354; MIDWEST 
(312)495-4771; SOUTHWEST (214)330-8661; 
WEST (213) 323-4833; or write: Bristol, CT 
06010. 


A lated 
ssogiated Q\ BARNES 


GROUP INC 


quirements feature front-mount plug- 
in bases threaded for conduit 
installation. Series D4A comes in nine 
actuator styles and a full selection of 
sppT and pppT double-break switching 
models for pilot duty and electronic 
use. Service life is rated at 50 million 
electromechanical operations. Omron 
Electronics, Inc., 650 Woodfield, 
Schaumburg, Ill. 60195 
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Four ways to cut costs 
on O-ring applications 
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On static sealing applications, you can save money 
four ways by replacing O-rings with Goshen Rubber 
Tetraseals®. And they'll give you better performance as 
well as economy. 

The four ways? Anywhere a static ID or OD seal is 
assembled (1) on a rod or (2) in a bore. Or, wherever a 
| face seal is used with a mating flange or component in 
Seat e an assembly that is subject to (3) internal pressure or 

Nes (4) external pressure. 

A Tetraseal is a circular, elastomeric seal with a 
square cross section. It is specifically engineered to be sub- 
stituted for the O-ring, using the same standard gland 
Giand Gland dimensions and the same materials and compounds. And the 
bier per” __ wider sealing surface provides greater seal reliability. 

It’s simple to replace an O-ring with a Tetraseal, 
because Tetraseal dash numbers are the same as AS 568A 
O-ring dash numbers. And when you do so, you get better 
performance and longer sealing life, generally at lower cost. 
Find out more. Write for a free copy of the Goshen Rubber 
4. Face seal, external pressure Tetraseal catalog. 


3. Face seal, internal pressure 


GOSHEN RUBBER 


Goshen Rubber Co., Inc. 
1525 S. 10th Street 
Goshen, Indiana 46526 
Telephone: 219/533-1111 
TWX: 810/290-0992 


q 


No, SNR 
does not 
make green 
stamps. 


SNR makes bearings. An extensive 
line of very, very high quality bearings. For 
general industry. For virtually all ro 
motion applications. Over 1400 different 
types. In stock. 

Next time you're in the market for 
bearings, why not bear us in mind. 

Send now for complete carlos: 

Write SNR Bearings USA, In 
a subsidiary of SNR aie 334 Veterans 
Boulevard, Carlstadt, N.J. 07072. 


PLEASE, BEAR OUR NAME IN MIND. 
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New literature 


Steel mill seals resist abrasion 


SEAL FOR STEEL mill back-up and roller ends is made of 
synthetic nitrile rubber. Information includes installation 
and preparation guidelines, and cut-away drawings 
illustrating how KLOZURE 145 protects equipment. Garlock 
Inc., 1666 Division St., Palmyra, N.Y. 14522 
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Tefion V-rings meet exacting standards 


TFE V-RINGS are recommended for compressor packings 
and seals. Standard solid ring and adapter combos are 
available, as well as scarfed joints on special orders. A 
four-page brochure provides full specs and design 
features. EGC Corp., P.O. Box 16080, Houston, Texas 
77022 
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Office-styled EIP components debut 


EIP FURNITURE components are designed for use with the 
firm’s Series 9000 Systems Furniture. The line includes 
free-standing printer units with slotted worksurfaces, a 
pull-out keyboard shelf, split-top machine tables, and 
many more. Steelcase Inc., Grand Rapids, Mich. 49501 
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Aluminum castings? 


We can give you engineering 
design, permanent mold tooling, 
complete finishing and machin- 
ing, and we'll even deliver your . 
castings with our own trucks. 


We solve casting problems 
everyday. So, if your castings are 
small, large, simple or complex, 
when you're looking for help, 
look at Stahl. 


Cf 


Stahl Specialty Company 
"Kingsville, Missouri 64061 
= _...Phone: 816/597-3322 
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THIS BOX 


IS RESERVED. 


Timken® tapered roller bearings have been putting on great 
performances for over 80 years. 

We figure that’s why so many of you specify our bearings for 
replacement. 

We also figure you re entitled to every bit of performance you pay for. 
So we're not about to put anything but Timken bearings in our boxes. 

Ever. 

The Timken Company, Canton, Ohio 44706. 


When you buy a Timken bearing, 


you buy The Timken Company. 


TAPERED ROLLER BEARINGS 


Cut Label Printing 
Costs By 1/3 


Are you paying too much for labels that aren't sharp, 
clear and legible? The new Diagraph DiLok Label Printing 
System gives you solid, bold labels at a lower cost. 

Send for free hard-facts brochure #DL79. 


Marking Systems 
Herrin, Illinois 62948 


For more information circle 90 


Snap-on 
torque wrench 


Detailed information on the complete line of 
Snap-on ultra accurate torque wrenches, 
and torque drivers in ounce—inch and pound 
foot Calibrations; metric, newton-metre and dual 
metric-English calibrations. Complete data on 
torque wrench adapters and attachments, bench 
type torque testers, test bars, special torque 
wrench models. Write for your free Copy to 
Snap-on Tools Corporation, 

8019-L 28th Avenue, Kenosha, Wis. 53140. 


Snap-on Tools : 
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Fastening system is air-powered 


AIR-POWERED FASTENING, systems for materials handling 
and packaging are des¢ribed in an eight-page booklet. 
Applications, including pallet making and crate and box 
assembly, are discussed. Senco Products, Inc., 8485 
Broadwell Rd., Cincinnati, Ohio 45244 
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Water management increases efficiency 


IMPROVED WATER PRETREATMENT is reviewed in Bulletin 
A-16. Technical representatives help solve plant problems 
through surveys and onsite testing. Chemical program 
selection available. Naleo Chemical Co., 2901 Butterfield 
Rd., Oak Brook, Ill. 60521. 
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Nylon sprocket catalog available 


NYLON ROLLER CHAIN §procket catalog describes ANSI 
standard sprockets and provides dimensional information 
for sprocket from number 25, 14” pitch—number 120, 114” 


-pitch. Polymer Corp., Reading, Pa. 19603 
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EXPANDED METAL 


FLATTENED + STANDARD + GRATING 
DECORATIVE + CARBON STEEL 
STAINLESS + ALUMINUM 


SAME DAY SHIPMENT FROM THE 
LARGEST STOCK IN THE ‘HOLE’ COUNTRY! 


GET THE “HOLE’’ STORY ON 
PERFORATED METAL + EXPANDED METAL 
WIRE CLOTH + BAR GRATING 
GRIP STRUT SAFETY GRATING 


CALL OR WRITE FOR OUR NEW CATALOG AND STOCK LIST 


ELAND e CHICAGO @ DALLAS @ TAMPA 


HOLS CO. & 
5501 Gray Street / Tampa, Florida 33609 Piel 
813/876-4100 — 
CALL TOLL FREE 

(In Florida) 800-282-6600 


WAREHOUSE STOCKS CLE 


800-237-3820 
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"We want 
American 
tool steels’ 


“For dependability, American cutting 
tools are unmatched anywhere in the 
world. And, today’s high performance 
standards are the work of thousands of 
craftsmen, including many who produce 
our basic materials. Those of us at 
Union/Butterfield know how important 
high-speed tool steel is to every cutting 
tool we make. We want American tool 
steels for a lot of good reasons. But most 
of all, because we can depend upon 
them - just as our customers can depend 
upon us.” 


Ronald E. Quigley, President ee o = " ‘p: 
Union/Butterfield Division WD “Dy . 
Litton Industries a Bs dan 


For many years, Universal-Cyclops has UNIVERSAL-CYCLOPS 
been a leading producer of high-speed SPECIALTY STEEL DIVISION 


tool steels for Union/Butterfield and 
other major American toolmakers. 
We're proud of this record. We intend to 
earn their continuing confidence. 


For high-speed tool steels, and other 650 WASHINGTON ROAD, PITTSBURGH, PENNSYLVANIA 15228 
: STAINLESS STEELS + HIGH TEMPERATURE METALS - HIGH SPEED STEELS - TOOL AND DIE STEELS 
specialty steels, call (412) 561-6300 or ELECTRICAL, MAGNETIC AND ELECTRONIC METALS + CHEMICAL PROCESS INDUSTRY METALS + SHEAR 
contact any district office. KNIVES + OTHER SPECIALTY STEELS—IN ALL PRODUCT FORMS, INCLUDING PRECISION ROLLED SHAPES 


TD-357 
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STUDS 


Economical fastening of 
metals and plastics 


= 
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Barbed Grooved Knurled /® Specials 


Barbed Studs for secure fastening of plastics; locking 
grooved studs for fastening nameplates and knobs; studs 
with annular grooves or cross-drilled holes for linkages; 
special studs for almost any application mComplete range of 
sizes, materials, head and shank configurations Economical 
replacement for screws, rivets, barbed nails and peened pins @ 
Part of complete line of DRIV-LOK fasteners including grooved pins, 
spring pins, and machine keys @Send us your print for unbiased 
fastening recommendation. 


Annular Locking 
Grooved ) & Annular 


FREE BULLETIN 


DRIV-LOK inc. 


1140 Park Ave., Sycamore, Ill 60178 
Phone: 815—895-8161 
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How to Reduce 
Your Machine 
Key Costs 


if you are now producing your own 
machine keys, contact DRIV-LOK for a 
quote that could reduce your costs sub- 
stantially. Compare the highly competitive 
DRIV-LOK pricing and delivery with your 
own total costs for producing keys in- 
house. You'll save machine time, labor, 
and inventory costs. 


e Standard widths '/,” to 
Vo"; lengths 1/2” to 8” e 
Selection of materials, heat 
treating, plating, chamfer- 
ing, round ends or square- 
cut, burr-free; also special 


machining e Fast sample a F 
service. e F 
j “a ler A 4 4 
FREE BULLETIN S25" 1- 
SY a 
L — — —_— - 
DRIV-LOK inc. E 


1140 Park Ave., Sycamore, Ill. 60178 if 
Phone: 815—895-8161 As 
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New literature 


Cutting tools upgrade older machines 


LATHE TOOLS with on-edge positive inserts permit reduced 
cutting pressures and up to a 25% reduction in hp 


-consumption. A 12-page brochure describes how the 


inserts boost productivity of older or underpowered 
machines. Ingersoll, Cutting Tool Div., 505 Fulton Ave., 
Rockford, Il. 61101. 
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Five heat treating furnaces detailed 


HORIZONTAL VACUUM furnace systems are recommended 
for brazing, annealing, normalizing, tempering, solution 
heat treating, hydrogen cleanup, etc. Bulletin 2100 
provides full specs on five basic models. Lindberg, 2450 W. 
Hubbard St., Chicago, Ill. 60612 
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Low down payments on tool leases 


MACHINE TOOL leasing plan for purchases of $30,000 or 
more ranges up to 74 months with minimum down 
payments. “True” and “abandonment” type leases are 
available. The down payment on a $30,000 purchase is as 
low as $1800. DoA.Lt Co., Des Plaines, Ill. 60016 
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Speedy drill sharpener easy to operate 


DRILL SHARPENER requires no special skills to deliver 
precise sharpening in 30 seconds. The M2 handles all 
types of ‘46 -*4” metal, wood, and plastic drills. A new 
catalog shows operating and construction features. Darex 
Corp., P.O. Box 277, 220 Hersey St., Ashland, Ore. 97520 
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Socket module is the key to control panel 


PNEUMATIC control panels are pictured and described in a 
six-page brochure. Simple panel design has tubing and 
wiring that’s easily traceable and electrical connections 
are made directly to convenient terminals. Robertshaw 
Controls Co., Control System Div., Box 27606, Richmond, 
Va. 23261 
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Data processing seating stresses comfort 


OFFICE SEATING line is designed with the comfort of data 
processing operators in mind. An eight-page color- 
illustrated brochure shows how Concentrx seating can 
improve productivity by reducing fatigue from long hours 
of sitting. Steelcase Inc.,.Grand Rapids, Mich. 49508 
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Parker... 


Is in“Great Shape 
to help keep your 
cylinder costs down... 


Check our cylinder pricing program 


[Yf USER Discount 
[YY OEM Discount 


PLUS 
[% Dollar Volume Program... 


[W Single Order or Annual 
Dollar Volume Discount 


| Check today! 


Yes, | want to know how Parker can help me reduce our cylinder 
costs and help increase our production. 

Yes, send me a Parker Cylinder Reference Guide Catalog 0800, 
complete with cylinder cost saving innovations and benefits. 


OR check with your local Parker distributor listed in the yellow pages. 


Parker Hannifin Corporation 


Cylinder Division 
501 South Wolf Road 
Des Plaines, IL 60016 
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New literature 


PERMIS 


Bl penronaren stoox Division 


SS 


Wide selection of 
perforated metals offered 


PERFORATED METALS catalog with 90 
actual-size illustrations of round hole, 
square hole, slot, stabbed and | 
decorative patterns is available. | 
Information such as percent of open — 
area, number of holes per square inch, 
and available sheet sizes accompany 
each illustration. Quick reference 
listing in the back of the brochure. 
_ Harrington & King Perforating Co., 
5655 W. Fillmore St., Chicago, Ill. 
60644 
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7 MILLION POUNDS 
OF RIVETS IN STOCK 


For Immediate Delivery 
IN: STEEL - COPPER - BRASS 
STAINLESS STEEL MONEL 
ALUMINUM 1/16” dia. to 12” dia. 


Orders shipped same day as received. 
No orders too large or too small! 


Metal kina tool quid 
JOBBER INQUIRIES INVITED caacukuae 


Send for our complete catalog today! 


MANUALLY OPERATED metal fabricating 
tools are presented in a 40-page 
catalog M. Technical data aids in 
selection of punches and _ presses, 


¢g jay-cee sales company determining tonnages, and under- 
THE QUALITY RIVET PEOPLE standing punch shear and die 
clearance. The line includes punches 

and presses, benders, shears, formers, 

32864 Chesley Drive Farmington, MI 48024 and various sheet metal tools. Roper 


Whitney, Inc., 2833 Huffman Blvd., 
Phone: (313) 47824150 Rockford. Ill. 61101 
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precision-made forgings 


from Bethichem 


Closed-die forgings of every shape are produced at our Drop Forge Shop in Bethlehem, Pa. 
This assortment of forgings ranges in weight from 15 lb up to 55 lb. 


At our specialty Drop Forge 
shop and our unique Slick Mill, 
we make closed-die forgings to 
meet your precise specification. 
The result is a dimensionally 
accurate, structurally sound 
part. 

Uniform high quality. The 

steel for most Bethlehem 

forgings is melted and rolled 
at our own plants, and then 
identified for your specific 
order. 

Increased strength, longer 

life. Refined and contained 

grain flow in forged steel 
results in more reliable per- 
formance and longer-lasting 
parts. 

Lower cost per unit. Our 

forged parts require minimal 

shop time for production and 


Circular parts are produced on the 
Slick Mill at our Johnstown, Pa., plant. 
A 1,550 lb forging like this one was 
turned out in less than a minute. 


result in minimum scrap loss. 
Economical short runs. Our 
Drop Forge Shop isa job shop 


so no order of closed-die 

forgings is too small to be 

considered for economical 

production. At our Slick Mill, 

circular forgings are also 

practical because it takes 
only 15 minutes to change 
dies. 

How much can you save with 
our precision-forged parts? Find 
out by calling the Bethlehem 
Sales Office nearest you. 


Closed-die forgings up to 250 
lb. Circular forgings from 200 to 
2,500 lb. In all standard grades 
of carbon and alloy steels, 
including stainless. Bethlehem 
Steel Corporation, Bethlehem, 
PA 18016. 
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Digitiz 


Purchasing 
221 Columbus Ave. 


Boston, MA 02116 
(617) 536-7780 TWX 710-321-0632 
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Could our total skills save you 
30% on a manufactured 


component or assembly? 


Ask DeWalt — when the Dewalt Division of 
Black & Decker (U.S.) Inc. came to Torrington Special 
Products Division, they needed a new manufacturing 
source for a critical brake mechanism. The result was a 
redesigned, simpler assembly that cost them 30% less 
than before. Same function, more reliability, but lower 
cost. Torrington’s total skills made the difference. 


The Story — Two DeWalt Powershop radial arm saws 
have an important safety feature: when the motor is 
shut off, an automatic brake stops the blade — fast. 
The braking action is controlled by a centrifugal 
brake mechanism, formerly purchased from another 
source. When that source became uncertain, DeWalt 
contacted TSP. 


Our Contribution — Using our engineering, design, 
manufacturing and assembly skills, Torrington Special 
Products: 

... performed research on spring strengths, weight 
inertia and energy, and blade torque variations. 

.. redesigned the unit, replacing a number of pins 
and shafts in its frame with a simple, strong stamping. 
... tested the new mechanism extensively to assure 
ourselves, DeWalt and their customers of its reliability. 
... delivered the assembled unit in quantity at a 30% 
cost reduction. 


Your needs are next — You may need something simi- 
lar, for another electric motor braking application, or 
something completely different. If it’s a high-volume 
OEM component, subassembly or assembly . . . if you 
need “total responsibility” for design and manufactur- 
ing. . . if close tolerances or precision production are 
involved, our total skills are waiting. 


For immediate help, call (203).482-9511. 
Ask for one of our Product Managers. Or 
write for our new “Total Skills” brochure. 
The Torrington Company, Special 
Products Division, Torrington, CT 06790. 


OOKES, 


iTORRINGTON SPECIAL PRODUCTS 


«* The Torrington Company, Special Products Division, Torrington, Conn. 06790 


. 
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The hole story 


FACILITIES AND SERVICES offered 
to perforate metals and other 
materials are described in this 
comprehensive catalog. Other 
subjects discussed are product 
specifications and terminology, 
industry standard tolerances, 
standard hole patterns, and 
stocked perforated sheets. Also 
provided is a complete listing of 


available dies for round, square, 
and slotted hole patterns plus 
the availability of conically- 
drilled plates. Special features 
include selection guides for 
carbon steel sheets and coils. 40 
pages. National Perforating 


‘Corporation, Parker Street, 


Clinton, Mass. 01510 
For your copy circle 340 


Checklist of perforating cost 


1. Hole Shape and Pattern— 
Round holes are the most 
economical, 60° staggered 
round hole pattern strong- 
est and most versatile. 

. Hole Size—Do not go below 
1-to-1 ratio with sheet thick- 
ness. Stay at 2-to-1 or larger 
if possible. 

. Bar Size—Do not go thinner 
than 1-to-1 ratio with sheet 
thickness. 

. Center Distance—It 
controls feed rate and 
thereby the production rate. 
If possible choose a pattern 


Seals in metals industry 


A PRODUCT SURVEY for the 
primary metals industry pre- 
sents an overview of sealing 
devices and their applications 
throughout the integrated steel 
mill and aluminum refinery. A 
catalog, divided into sections by 
product lines, includes descrip- 
tions of compression packings, 


Structural steel tubing 


STRENGTH, CLEAN APPEARANCE, 
smooth surfaces, and ease of 
joining make structural steel 
tubing ideal for agricultural, 
construction, and industrial 
vehicles, recreation equipment, 
railroad cars, and a variety of 
other applications. An illustrat- 
ed brochure containing informa- 


with center dis- 
tance. 

5. Open Areas—Extreme op- 
en area proportions tend to 
increase distortion; if 
possible stay under 70%. 

. Margins—Keep side mar- 
gins to a minimum to re- 
duce distortion. Use stand- 
ard Unfinished End Margins 
if you can. 

. Stick to Standards—Spec- 
ify standard hole patterns, 
materials dimensions, and 
tolerances whenever poss- 
ible. 


longer 


gasketing, hydraulic/pneumatic 
dynamic seals, oil seals, and 
high temperature textiles espe- 
cially selected to withstand the 
severe operating conditions of 
metals production. Garlock Inc., 
Mechanical Packing Div., 1666 
Division St., Palmyra, N.Y. 
14522 For your copy circle 341 


tion on size ranges and technical 
specifications, testing and in- 
spection procedures, and me- 
chanical properties and toler- 
ances is now available. 15 pages. 
Copperweld Tubing Group, Two 
Robinson Plaza, Route 60, Box 
60, Pittsburgh, Pa. 15230 
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Lift trucks and energy 


WALL POSTERS’ suggesting 
energy-saving ways to operate 
and service gas- and electric- 
powered industrial trucks are 
now available. “Save Energy” 
poster lists 12 operating tips and 
simple maintenance tasks that 
contribute to better energy 
efficiency. “Save Fuel” provides 
12 operating and servicing 
practices that can help conserve 
fuel for engine-powered trucks. 
Eaton Corp., Industrial Truck 
Div., 11000 Roosevelt Blvd., 
Philadelphia, Pa. 19115 
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Toxic gas detectors 


INSTRUMENTS USED in the 
surveillance, detection, and 
control of gases and vapors are 
detailed in an illustrated guide. 
A wide line of portable, 
semi-portable, and permanently 
installed instruments provide 
data for programs to improve air 
quality and promote health and 
safety in the work environment. 
They are also used to improve 
the efficiency, economy, and 
safety of various chemical, 
petrochemical, and combustion 
processes. 8 pages. Mine Safety 
Appliances Co., Instrument 
Div., 600 Penn Center Blvd., 
Pittsburgh, Pa. 15235 
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High-temperature fibers 
CERAMIC FIBERS are asbestos 
free. Kaowool product line 
includes two new fibers—Saffil 
alumina fiber, which has a tem- 
perature rating to 3000°F, and 


Nextel 312, a continuous- 
filament ceramic fiber that can 
be woven into a variety of 
high-temperature textile prod- 
ucts. All of the ceramic fibers 
withstand vibration. Babcock & 
Wilcox, Box 923, Augusta, Ga. 
30903 For your copy circle 345 
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Purchasing Mart CLASSIFIED ADVERTISING 


equipment for sale 
(new-used-rebuilt) 


% biog You Need It Yesterday” 

Ye” to 48” Valves-Strainers-Flanges 

ripe "Fabrication Expansion. 7 
e’ 


as We’ Il make it’’ Stainless Monel. 
Brass-lron-Steel-Aluminum 

Metropolitan Pibg. Supply Corp. 

5000 2nd St. L.I.C., N.Y. I1101 
Free ong 800- ca -9672 


From New 
Phone 212- EM. 1-211! 
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material for sale 


NEED A RELIABLE 
SOURCE FOR LOCKS? 


WE HAVE THE KEY! 


e We’re specialists in the as- 
sembly of most types of util- 
ity locks. 


e We offer engineering assist- 
ance with your lock design 
problems. 


e No order is too small 
e Fast delivery 


For mers quotations 
Call: 
(312) 956-6650 


SCHROEDER-THOMPSON, INC. 
710 West Algonquin Road 
Arlington Hts., IL 60005 


For more information circle 352 


screw machining parts 


ONE OF THE MIDWEST’S 
MOST COMPLETE 


AUTOMATIC SCREW 
MACHINE PLANTS 


1/16” to 6” capacity 


¢ Single Spindle Brown & Sharp Auto- 
matics from 1/16" to 2%”. 


e 4-6-4 Multiple Spindle Acme-Gridley 
Automatics from 9/16” to 6” 


COMPLETE SECONDARY OPERATIONS 


7. JESSEN 


MANUFACTURING CO., INC. 
‘TOTAL SERVICE FOR OVER 50 YEARS’ 


1409 W. Beardsley « Elkhart, ind. 46514 
219/295-3836 
Maiti Address: P.O. Box 1727 « Elkhart, ind 46515 
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ARE YOU READY FOR RED? 


IF YOU ARE NEW... WE’LL 
BORDER YOUR AD IN RED 


CALL BARBARA BRAND 
& GET THE STORY 
(203) 327-6772 


Send box no. to: PURCHASING MART, 1200 Summer Street, Stamford, 
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RRR HE HY 
Want to generate additional 
sales leads? Run your ad 
here for quality responses! 
Call (203) 327-6772 or (203) 
327-6746. 


Tee eee e eee ee ee es! 


contract work 


CUSTOM FABRICATION 


Sheet, plate, bar and _ structural 


components or assemblies com- 
pletely or partially fabricated in ex- 
tensively equipped 250,000 square 
foot plant. Complete facilities to 


handle any job 20 gauge to 3” 
plate—from shearing and burning 
through welding and finish paint- 
ing. NC Press work a specialty— 
your material or ours. Kirk & Blum 
Mfg. Co., 3109 Forrer St., Cincin- 
nati, Ohio 45209. (513) 351-1400. 
Jim Cloran. 
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SUPPLY = 
A SHAFT. 


Lots of people can make a shaft. Like you, or 
us. But we are dedicated solely to making shafts 
and shaft sleeves, so we do it more economi- 

cally, faster, to closer tolerances and in 
more kinds of materiais than anyone 
we know. 
We have so much warehousing that 
we often produce in quantity and 
Inventory per your release free of 
charge. 
Ask us to quote on your next job. 
Large or small, we'll do It better because 
we're specialists. 


Enterprise 
Shotting 


140. York Ave p awtucket, R.| 02861 
(401) 7 25-8394 


— —? -- —---- - — ee 
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business services 


LINE DOWN?ENGR.REQUISITIONS? 


We are specialists in locating hard to find 
items. ANYTHING! 
— We Are Not a Broker — 
Other buying services available 
Doug Rodgers 
ACTION LOCATORS 
P.O. Box 1705 LoJolla, CA 92038 
(714)454-3381 
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surplus wanted 


WANTED! 
UR SURPLUS HYDRAULIC: 
Pumps & Motors 

Valves 

Cylinders 

Hose & Fittings 

Filters 
Gauges 


ENGINES: 

Diesel & Gasoline 

Accessories 

Power Transmission 

Roller Chain 

Sprockets 

Belts 

Pillow Blocks 

Transmissions 

Axles 

PROMPT ACTION—CASH! 
Wire—Phone—Write 

GROBAN SUPPLY COMPANY, INC. 

300 South Drexel Ave.— Dept. PM-1080 

Chicago, Illinois 60619 

Telex 25-3009 
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YC 


Bolts—nuts—washers 

Electrical wire—small motors 

hain—cable—rope—belting 

Any light industrial or Agri items 
MAC’s INC. 

5 So. 21st Street Box 1919 

Fargo, ND 58107 (701) 293-1197 
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wanted to buy 


WANT TO BUY 
e, cable and cord sets Over- 
stock and surplus wanted Write— 
re—Phone Surplus Dept. 
DELTA WIRE & CABLE CO. 


1457 W. Diversy, Chgo. 
IL 60614 (312) 248-4676 
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WANTED TO BUY 
| pay cash for your used IBM Selectric 
ewriters. Call for our prices before you 
ade-in your old machine. Also wanted 
arge quantities of used office furniture. 
Gntact Bud Simmers, P.O. box 96, Mt. 
wford, Va. 22841— 703-434-8958. 
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Do you want to be noticed on the job? 


Do you want to be recognized by top 
; nagement as a professional in your 


THE AMERICAN 
PURCHASING SOCIETY 
P.O. Box 543 
Lisle, Illinois 60532 
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CLASSIFIED ADVERTISING 


contract manufacturing 


CUSTOM METAL FABRICATIONS 


Complete capability from engineer- 
ing through assembly. Over 100,000 
sq. feet of modern facilities in- 
cluding the latest CNC equipment. 
Quantity fabrications with or with- 
out hard tooling. Press work to 250 
ton. Computerized production con- 
trol. Quality control program. Sig- 
nificant manufacturing economies 
from 62 years experience. Ask for 
quote and delivery on your job. 


MIDMARK CORPORATION 
Dept. PC, Minster, Ohio 45865 
Toll free 1-800-537-6679 
In Ohio (419) 628-2311 
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CNC TURNING WANTED 


PRODUCTION MACHINE CO. 
SPECIALIZING IN CNC TURNING 


COMPLETE IN-HOUSE 
PROGRAMMING 


16 YEARS EXPERIENCE IN NC 


ALL SECONDARY OPERATIONS 
AVAILABLE 


GRAND TRAVERSE MACHINE 
PO BOX 948 
TRAVERSE CITY, MI 49684 
616-946-8006 
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SUB-CONTRACTING 
WORK 


Open capacity for electro- 
mechanical and opto- 
mechanical assembly work. 
Complete capability from 
purchasing through 
assembly. 20,000 sq. ft. of 
modern facilities including 
the largest assembly and 
QC equipment. Strong in 
metric. Currently sub- 
contracting for IBM, 
Eastman Kodak, etc. 


Send your inquiry for prompt 
quotation or call us to 
discuss your requirements. 


ALOS MICROGRAPHICS CORP. 
P.O. Box 407 
239 E. Plains Rd. 
Walden, NY 12586 
(914)778-7511 
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boilers 


LEASE - RENTAL - SALES 


“VVABASH Power equipment co 


444 CARPENTER AVE WHEELING ILLINOIS 60090 
PHONE: 312/541-5600 - TELEX: 28-2556 


IMMEDIATE 
DELIVERY 
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open time 


CASTINGS 


Ductile and Iron Squeezer work, 
Production work, Prototype, Repair 


parts, Mining parts, Show castings. 
KANSAS ALLOYS 
Asherville Rd. 
Beloit, Ks. 67424 
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CASTINGS 


Ductile, Steel, and Stainless Short- 
run, Prototype, Repair parts, Mining 
parts, Show Castings. 


HOLLAND ALLOYS 
4524 136th Street 
Holland, MI 49423 
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GRAY IRON CASTINGS 


Small, Light, thin walled castings. High quality, 
fine finish, close tolerance, easily machined. 
Jolt squeeze molding, electric melt. Low or 
high volume. 


FERROCAST, INC. 


20 Fair St. Guilford, CT 06437 
(203) 453-2791 
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imported Castings 
High Quality Reasonable Cost 
Brass, Zinc, Aluminum, Gray Iron, 
Ductile, Forged Stee! 

Try Us— You'll Like Us 
Sequoia World Trade, Inc. 
855 Avenue of os 

New York, N.Y. 1 
(212) 971 3744 
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144 
IRON FOUNDRIES 
with open capacity 
IRON CASTINGS 
HOTLINE 
216-333-9600 


Iron Castings Society 
Cleveland. Ohio 
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import 


Major Company regularly supplies 
customers on contract basis with 
CASTINGS, FORGINGS, SPECIALTY 
FASTENERS. 

International Trading Organization 
with over 120 years of experience 
serving Industrial customers who 
save without sacrificing quality 
ena 


ae offers write/call 212-825- 


Fehr Bros. Inc. 
110 Wall Street 
New York, NY 10005 


You have everything to gain and nothing to lose. 
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Purchasing Mart 


material wanted 


WANTED! 
USABLE COPPER 


MAGNET WIRE 


Call Mr. Kent 


312-267-9019 
AERO WIRE ‘inc’ 


3902 N. Elston Pint 
Chicago, Il. 60618 
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MANUFACTURERS & 
CONTRACTORS! 


We will buy your excess or obsolete steel 
and metal inventory in plate, structurals, 
beams, tubing, pipe coils, sheets, 
shapes, any size, grade, or condition. 
GALAXY STEEL & TUBE, INC. 
2275 Halfday Rd., Suite 135 
Bannockburn, III. 60015 - 312-948-9140 


For more information circle 373 


« STEEL WANTED 
We will purchase 


EXCESS OR OBSOLETE STEEL 
CONSUMERS STEEL PRODUCTS CO. 


Area Code 216 883-7171 
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transformers 


TRANSFORMERS 
BOUGHT e SOLD « RENTED « REWOUND 
REDESIGNED « MANUFACTURED 
63 YEARS DEPENDABLE SERVICE 
America’s Exciusive independent 
Transtormer Service Shoo 
The Electric Service Co. 
5320 HETZEL ee CINCINNATI, O. 45227 
: 513/271- 1752 
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gear manufacturing 


Capabilities include spur, helical, splines, 
shafts, sobagh ge We make our own blanks, 
50,000 sq plant. Good quality control, 


sueingitite ‘competitive prices. 
Send your prints for quotation to: 


JACKSON GEAR COMPANY 
221 Mill Ave. 
Brooklyn, Michigan 49230 
phone: 517-592-6021 
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We offer 34 years of engineering and manu- 
facturing experience in production of gear, 
shafts and sprockets. We have capacity to 
blank, hob, shape, broach, thread, grind, etc. 
All prints quoted within 3 days. 

LEEDY MFG. COMPANY 


214 Hall Street S.W. 
Grand i oe ae 49501 
16-245-051 
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surplus components wanted 


CALL US 
IF you want top prices for your excess electrical, 
electronic, and mechanical parts 

800—645-9060 

516—694-4100 


A) WINDSOR conrsny°* 


300 Adams Boulevard, Farmingdale, N.Y. 11735 


For,more information circle 378 


Send box no. to: PURCHASING MART, 1200 Summer Street, Stamfard(|\Conrm 06905 


PURCHASING DECEMBER 4, 1980 137 


positions available 
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PURCHASING & MATLS. MGMT. j 
PROFESSIONALS 
We specialize in growth ~ peeps in the Pur- [ 
chasing & Materials field. If you are thinking j 
of making a career move ‘why not call us to- i 
| day? 
i Dir. Matis. Q1OClIONICS. ci. i cedc sca ie wien $65M i 
Purch. OW; CORUNGS: .2ccccssidaoacrsas hee: $45M 
I Mt COT. CIRININING 5 osc. 655 macheren-s ma'd-e aware $45M 
Dir: MaHG: INGIBI OD: § oi s806 si0:5 eh tie 5 0880-3 $43M 
{ Matis. Mgr., CED; GUID. 65 csseannes sss ce cree $42M 
i Sr. Purch. Agent, SCOMMMUES si ciisasuaa es $38M 
Puren: Mol: MRO so: 6ciecc naanaaicn.nsie raw $37M 
j SubContract Manager............0..0.0005 $35M 


Associates, Inc., Purchasing Division 
i 805 Fifth Avenue. NYC 10017 
(212) 599-0606 FEE PAID Agency 


Sa Oe Ge ee Ge) as ee es ee ee * 


PURCHASING 


1 
1 AJL RICKLIN, | 
| 


Nationwide opportunities for buyers; pur- 
chasing agent/directors. Salary range $16,000 
to $40,000. Immediate response! Submit 


resume in confidence along with preferred 
geography and current earnings to: 
Emery Zobro 
SELECTABILITY 
1011 East State St., Rockford IL 61104 


FPSSCESPESSOOP SEO HPOSCSOCHOSOCSS COS 


Purchasing Mgr.—Elect. Tools Co. 32K; 
Purch. Mgr.—Cap. Eqpt. Co. 30K; 


@ 8 
e e 
° Buyer—Cap. Eqpt. Co. 25K; Buyer—Com- 
e puter cos., various locations, salary open. ° 
; HARPER ASSOCIATES : 
e 1618 Main St. : 
: Springfield, Mass. 01103 ° 
* MANAGEMENT CONSULTANTS : 
& Ny 


MATERIALS MANAGEMENT/PURCHASING 
SPECIALISTS 
(Nationwide Search) 


Director Material Mgmt.- oo Eqpt 
Purchasing Manager-Su 
Sr. Contract Admin.-CPI <CPFF, DOD 
Material Manager-Foundry 

Senior Buyer-Electronics 
Buyer/Administrator-Capital Eqpt 
Purchasing Supervisor-ASPR, DAR 
Senior Buyer-Precision Castings 
Purchasing Manager-Plastics 
Buyers/Purchasing Agents-Many 


All Fees Paid — All Replies Confidential 
Send resume to: 


F-O-R-T-U-N-E 
ASSOCIATES 


7315 Wisconsin Ave., Suite 416E, Bethesda, MD 20014 
or call an office listed below: 
Chicago, IL 
Columbia, SC 
Columbus, OH 
Hartford, CT 
Scaramento, CA 
South Bend, IN 
Washington, D.C. 


(312) 467-9130 
(803) 782-2700 
(614) 461-1848 
(203) 522-1176 
(916) 920-5560 
(219) 291-7161 
(301) 986-9509 


Company Inquiries Invited 


CALL 
Barbara Brand 
...to place your 

JOB MART 
ad... TODAY 


(203) 327-6772 
(203) 327-6746 


Job scene 


Southeast, northeast the hot spots 


The recession may have 
taken its toll, but if you’re look- 
ing for a better slot in purchas- 
ing, don’t be discouraged. Hottest 
areas for making a switch now 
are the Northeast and Southwest. 

Salaries are on the rise but a 
big problem for job changers is 
who pays relocation costs. Tip: 
Bargain hard for low-cost loans 
and mortgage differential pay- 
ments from any potential new 
employer. 

The job outlook region by 
region: 

Northeast: Definitely worth 
trying. Electronics companies 
based near Boston and companies 
with corporate purchasing de- 
partments in New York are hir- 
ing. “The recession is not as bad 
as it’s cracked up to be,” says a 
Manhattan executive recruiter. 

Central Atlantic: Spotty. 
Cleveland is strong in precision 
tooling and aircraft subcontract- 
ing. Other Ohio industrial towns 
are hit by the auto slump. Pitts- 
burgh is still smarting from the 
souring of steel. Check Baltimore 
and New Jersey for chemicals and 
pharmaceuticals. 

Southeast: Making a come- 
back. At a recent conference of 
area recruiters, talk was very 
optimistic. Industries to check: 
forgings and castings, coal, and 


plastics. MRP experience is in de- 
mand in the Southeast. Salaries 
are running into the mid 30s. 

Southwest: Abundant job 
opportunities. Houston is the cen- 
ter of this world, and procure- 
ment managers are earning as 
much as $60,000. “It’s an appli- 
cants’ market,” claims Stan 
Rothenberg of Key Personnel. In- 
dustries doing the hiring: engi- 
neering/construction, metalwork- 
ing, chemicals, and refining. 

Pacific southwest: Lots of 
jobs, but probably the stiffest 
competition you'll find anywhere. 
Result: Companies are extremely 
choosy. Many reportedly send 
back unsolicited inquiries and 
resumes unopened. Reason: desir- 
ability of living in southern Cali- 
fornia and San Francisco draws 
large numbers of applications. 
Where the jobs are: aerospace, 
consumer products, computers. 

Northwest: Area to avoid. 
Boeing in Seattle isn’t enough to 
make the area worthwhile for job 
hunting. Lumber and forestry 
aren’t doing well, but paper and 
packaging manufacturing offers 
occasional possibilities. 

Central plains: Some im- 
provement has taken place in the 
last couple of months, but overall, 
the capital goods belt remains in 
the doldrums. —Thomas R. Temin 


National job outlook 


2 
Seattle | 3 


Sluggish 


San 
Francisco 


v 
Competitive 


y \ 
? 
/ 


Red not 


Houston 


Slow L 
Chicago e 


a 
Bettendorf 


* * Rebounding 


e 
Atlanta 
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PURCHASING/MATERIALS MANAGEMENT 
PROFESSIONALS & THE COMPANIES WHO 
HIRE THEM; an active search is on nationwide 
to fill the following outstanding positions: 
Corp. Dir. of Purch., diverse/hi vol 

Mgr. of Operations, group/hi vol 

Mgr. Subcontracts, peripherals 

Purchasing Manager, steel 

Mgr. of Purch., consumer pkg 

Production Cntri.Mgr.,MRPsystems... 

Purch. Agent, ASPR/DAR avionics 

Sr. Buyer, semiconductors 

Sr. Buyer, Positions Available 


Call/Write: Jim Panos or Hy Livingston 


THE P & L GROUP 


366 N. Broadway Jericho, p RE 
(516) 938-7337 ee Paid 
CONSULTANTS TO INDUSTRY 
RATIONWIDE 


PURCHASING PROFESSIONALS 


Eastcoast/Sunbelt 


Purch. Director, Aerospace 
Purch. Manager, Electronics 
Purch. Manager, !C’s 

Purch. Manager, Project 
SubContract Admin., DOD 
Purch. Supv., Electronic 

Purch. Supv., Capital Equip 
SubContract Buyer, ASPR/DAR 
Buyers, Electronic 

Buyers, Metals/plastic/forgings 


8501 LaSalle Rd. 8 Woodlawn Green 
Suite 306-B Suite 133-P 
Baltimore, MD 21204 Charlotte, NC 28210 
(301)828-8282 (704)527-5610 


PURCHASING 
CAREERS WITH 
MILITARY 
APPLICATIONS 


AMERICAN ELECTRONIC LABORATORIES, 
INC. is amajor and growing manufacturer of 
high technology electronic systems and 
products for goverment and industry. We 
have two exceptional openings for the 
following professional individuals. 


CORPORATE MANAGER 
OF MATERIALS 


Position for top-level materials Manager to 
direct and administer all phases of material 
activities including procurement, traffic, 
materials control and expediting. Requires 
broad exposure in all phases of government 
procurement for both manufacturing and 
engineering environments. A proven record 
of high-level interface, both internally and 
externally is a must. 


SR. SUBCONTRACT BUYER 


Should be familiar with all aspects of 
government electronics procurement and 
possess an in-depth knowledge of regula- 
tions (DAR-ASPR) plus experience in solic- 
tiation, negotiation and administration for 
both fixed and cost type subcontracts. Col- 
lege Degree desirable. 


We offer excellent salaries, commensurate 
with experience, a full range of benefits( in- 
Sud paid relocation), long term oppor- 
tunity for career growth plus a beautiful liv- 
ing and working environment in suburban 
Philadelphia, Pa. Interested applicants 
should send their resume, which must in- 
clude salary history, in confidence to: Paul 
Hammer, AEL, INC., 306 Richardson Road, 
Montgomeryville, Pa. 18936, (215) 822-2929. 
Equal Opportunity Employer, M/F. 


RECRUITMENT ADVERTISING Job Mart 


positions available 


Principa 


Buyer 


ARCO Coal Company’s 
Purchasing Department 


offers broad responsibilities 


and opportunity for 


professional advancement. 


As one of the fastest growing of Atlantic Richfield’s 
ten operating units, ARCO Coal is rapidly becoming 
one of the nation’s largest producers of low-sulfur 
Western coal. Our commitment to its development will 
require massive investments in both technology and 


capital equipment. 


We are seeking a Principal Buyer to join our Purchas- 
ing Department in Denver and deal directly with all 
groups throughout the company; to identify the 
material, capital equipment and services needed; to 
handle negotiations and procurement; and to develop, 
recommend and implement EDP programs to assist 
purchasing operations and reporting. 


Your qualifications? An Engineering degree and a 
minimum of 5 years experience in purchasing capital 
equipment for mining operations. You must have 
thorough knowledge of detailed purchasing proce- 
dures and proven supervisory ability. A background in 


contracting and EDP helpful. 


Investigate the fully commensurate salary, excellent 
benefits, relocation assistance, and the growing room 
we can offer by sending your resume and salary 


history to: W.H 


H. Sands, ARCO Coal Company, 


P.O. Box 5300, Denver, CO 80217. 


ARCO Coal Company 


Division of AtlanticRichfieldCompany 


An equal opportunity employer 


PURCHASING 
We serve Cincinnati and National Clients with 
requirements for: BUYERS, M.R.P. SPECIAL- 
ISTS & MANAGERS. All positions are fee paid. 
For additional information, contact Keith W. 
Baldwin. 


22W9MS CincinnanOmo 45202 513,2416557 


Bend resume AY o call 
517-823-1001 from 7 a.m. to 11 p.m. 
ShermTech and its affiliates in 
100 principal cities are — 


inc. 
16647 Airport Rd., Lansing, MI 48906 
Sustever Calls Wekame 
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Job Mart 


SOUTHEAST 


Our 12 offices in NC, SC, GA, VA, and FLA 
specialize in Purchasing, Electronics, Elec- 
tro-Mech., and Engineering positions from 
16K to 35K. Aggressive, Confidential. Fee- 
Paid Service. Send resume with salary info- 
to: Walt Loescher, BEALL PERSONNEL, P.O. 
Box 4006-P Anderson, SC 29622 


Move Up In 

Purchasing Management 
We regularly have attractive 
openings for purchasing 
personnel in all sections of the 


U.S. and at all levels (salaries 
$15K-S40K). Let us help you. 
Send resume and get a fast 
response from us! 


An Willard Associates, Inc. agen, 


lept H One tL. ncoin Center, Syracuse. NY 13202 
4 £ 422 ° 
(All Fee-Paid) 


MATERIAL MANAGEMENT 


Mcinturff & Associates has specialized in the 
recruitment of material professionals for over 
eight years. During that time we have estab- 
lished an outstanding reputation for profes- 
sionalism in recruiting and understanding of 
the career needs of practitioners. If you are 
interested in making a career change at this 
time, or would be interested in discussing pos- 
sible career paths available; Please contact: 


Kenneth M. Rowe 


Mcinturff & Associates, Inc. 


209D West Central Street, Natick, MA 01760 
(617) 237-0220 


Your Ultimate Choice 


PURCHASING 
ASSIGNMENTS 
Salary area $35,000 


The energy capitol of the world is booming! 
Many energy related firms need purchasing 
professionals to conquer their back logs. Witha 
yearly average temperature of 69 degrees, 
Houston offers balmy weather and the most 
dynamic business atmosphere in the country. 
If you are ready for a challenging assignment in 
shirtsleeve climate consider: 


PURCHASING AGENT: Salary area $35,000 
Manage the purchasing functions for long term 
petrochem processing contracts for this multi- 
tinh dollar engineering and construction 
irM.. 


SENIOR BUYER: Salary area $34,000 
Major oil company is seeking a buyer with 
diversified purchasing experience to support 
the materials needs of international expansion 
programs. 


RECRUITMENT ADVERTISING 


positions available 


PURCHASING 
PROFESSIONALS 


PURCHASING RELATED 
PERSONNEL NEEDED 


Retiring/semi-retired or experienced 
procurement personnel needed to 
fulfill short term and long term pro- 
jects. Personnel needed in all phases 
of procurement involving Expeditors, 
Field Inspectors, Purchasing Agents, 


Buyers, Materials Controllers, Mate- 
rials Managers and Quality Con- 
trollers. 


Send resume with area of interest 
to: 


PURCHASING SERVICES 
CONSULTANTS, INC. 


712 SPENCER HIGHWAY 
SUITE 110 
SOUTH HOUSTON, TX 77587 


Your Ultimate Choice 
INTERNATIONAL ENERGY 
FIRM BUYERS 
HOUSTON BASED 
POSITIONS 


TECHNICAL BUYER 
Salary area $34,000 


We have been retained by a fast paced and expanding 
oil company to locate two process nab seg buyers. 
This energy firm offers some of the highest salaries in 
Houston, profit sharing and the opportunity to work on 
the largest petro-chemical projects in the world. Re- 
quires experience buying rotating equipment, vessels 
and other refinery process equipment. 


BUYER - Salary area $26,000 


Do you have industrial buying experience and a degree 
but have begun to question whether your company or: 
industry can offer rsh pes the challenges and rewards to 
keep you motivated and excited about your work? We 
are coder seeking individuals who would be 
challenged Dy the international working environment 
of a billion dollar energy firm while involved in procure- 
ment for the construction of entire cities and major in- 
dustrial projects. 


For further information contact Peter Goodspeed at 


(713) 621-9050 
ALL FEES ASSUMED BY CLIENT COMPANIES 
NEVER A CONTRACT TO SIGN 
Please submit salary history with your current resume 


415 Houston Natural 
2 Gas Building 
1200 Travis, Houston, TX 
77002 © (713) 461-7777 


PERSONNEL SERVICES 


PURCHASING AGENT 


CABOT CORPORATION has im- 
mediate career opportunities fora 
Purchasing Agent with 5 to 10 years 
experience including minimum 3 
years in foundry or smelter. 
Bachelor’s degree required in 
Engineering, Business Administra- 


tion, or Economics. 


Cabot Corporation, with $1.5 + 
billion yearly sales, is a world leader 
in the manufacture of specialty 
metals, carbon black, plastics 
dispersions, etc. Cabot Engineering 
Division is responsible for in-house 
construction and is offering ex- 
cellent salary & benefits and signifi- 
cant advancement opportunities. 


Send resume to: 


CABOT ENGINEERING DIVISION 


For further information ea Jim DeForest or 
R.J. Curra at (713) 461-7777. 


All fees assumed by client companies 


NEVER A CONTRACT TO SIGN 
415 Houston Natural 
4 Gas Building 
1200 Travis, Houston, TX 


CABOT CORPORATION 


Attn: Personnel Manager 
4411 Woodson Road 
St. Louis, MO 63134 | 
314-429-8358 | 


An Equal Opportunity Employer M/F/H 


PERSONNEL SERVICES 


77002 © (713) 461-7777 
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Commodity leadtimes 
This month vs: Shorter Longer Same 
Month ago 27 28 70 
Year ago 89 2 34 


Biggest monthly increases 1, decreases 


over 


1-5 610 11-20 21-30 30 Avg. Mo. Yr. 
STEEL wks wks wks wks wks (wks 
Plate 74% 25% 1% 0% 0% 4.0 42 5.7 
Sheet & strip (HR & CR) 68 31 1 0 0 4.3 43 69 
Sheet & strip (SS) 54 41 5 0 0 5.4 54 75 
Galvanized sheets 48 52 0 0 0 5.4 40 7.0 
Precoated sheets 29 63 8 0 0 7.0 69 89 
Bars & rods (HR & CF 76 18 6 0 0 4.3 38 58 
Bars & rods (SS) 67 23 9 1 0 5.2 47 86 
Strapping 93 7 0 0 0 2.9 29 29 
Structurals 73 23 4 0 0 43 49 55 
Too! steel 68 19 13 0 0 5.2 55 75 
Gray iron castings 19 61 15 5 0 9.0 9.2 12.0 
Steel castings 2 50 44 4 0 19.. 41.7. °16:1 
Ductile iron castings 15 56 19 10 0 10.4 9.1 143 
Investment castings 7 27 59 7 0 13.3 133 153 
Forgings 13 33 46 4 4 124 127 166 
Steel wire (incl. galv.) 56 28 i] 0 7 7.2 5.0 7.0 
Carbon tubing 67 30 3 0 0 45 42 74 
Alloy tubing 40 49 11 0 0 6.6 66 96 
NONFERROUS METALS 
Sheet & strip (cop./brass) 58 37 5 0 0 5.2 5.1 5.4 
Bars & rods (cop./brass) 72 24 4 0 0 43 44 50 
Copper tubing 57 34 6 3 0 5.8 47 69 
Bronze castings 18 55 27 0 0 9.0 84 98 
Copper wire & cable 53 39 8 0 0 5.7 58 83 
Magnet wire 45 40 10 5 0 7.2 6.1 8.4 
Sheet & strip (aluminum) 55 40 5 0 0 5.4 47 63 
Bars & rods (aluminum) 75 20 5 0 0 43 39 52 
Aluminum wire & cable 38 50 12 0 0 6.8 8.5 6.2 
Tubi aluminum 67 24 7 2 0 5.2 5.3 7.8 
Aluminum castings 15 69 13 3 0 8.7 96 10.4 
Bars & rods (titanium 37 13 24 13 13 13.0 15.1 13.1 
Zinc 63 26 11 0 0 5.4 50 79 
Die castings (all kinds 21 60 19 0 0 8.3 94 119 
FABRICATED METAL PRODUCTS 
Weldments 43 39 18 0 0 7.0 5.9 8.0 
Structural steel, fabricated 56 27 17 0 0 6.2 SS 7 
Cans 81 19 0 0 0 3.5 44 44 
Stee! drums (shipping) 80 20 0 0 0 3.6 33 35 
Stampings 34 58 8 0 0 6.7 69 9.1 
Chain 56 30 12 2 0 6.2 5.7 7.0 
Jigs & fixtures 17 40 43 0 0 10.3 102 108 
General machining 53 40 7 0 0 5.6 59 87 
Powder metal parts 14 57 29 0 0 94 106 144 
MECHANICAL/ELECTRICAL EQUIP. & SUPPLIES 
Electric motors: fhp 53 24 18 4 1 7.4 65 10.1 
Elec. motors: 1-30 hp 48 26 20 3 3 8.1 62 99 
Elec. motors: over 30 hp 22 28 38 6 6 + SP Re A 
Motor controls 45 40 11 4 0 a 67 869 
Pumps 43 38 8 7 4 8.4 8.8 10.9 
Gears 50 22 19 4 5 8.5 8.4 124 
Nonfriction bearings 71 13 8 6 2 6.2 6.9 12.0 
Screw machine parts 38 47 15 0 0 7.0 8.0 11.2 
Fasteners, standard 87 12 1 0 0 3.3 3.2 5.2 
Fasteners, special 22 48 29 1 0 9.1 96 11.4 
Pipe fittings 91 9 0 0 0 3.0 3.6 49 
Machine tools 45 19 23 4 i) 10.0 9.2 13.7 
Portable power tools 82 14 4 0 0 3.8 3.6 48 
Speed reducers 38 43 13 3 3 8.1 79 95 
Repair parts 54 37 6 2 1 6.1 56 76 
Cutting tools 68 26 6 0 0 4.7 39 §2 
Grinding wheels 72 24 4 0 0 4.3 4.1 5.7 
Welding rods 91 9 0 0 0 3.0 29 3.5 
Lubricants 98 2 0 0 0 2.6 26 3.0 
Adhesives 98 2 0 0 0 2.6 3.0 3.3 
MATERIAL HANDLING EQUIPMENT 
Cranes & hoists 23 33 37 7 0 10.7 13.9 15.2 
Lift trucks 20 41 34 5 0 103 112 124 
Conveyors 15 33 48 4 0 115 100 11.7 
Lift truck batteries 60 38 2 0 0 49 60 6.1 


(125 items in production quantities; % of buyers responding) 


over 
1-5 610 11-20 21-30 30 Avg. Mo. Yr. 


CHEMICALS wks wks wks wks wks 

Paint 91% 9% 0% 0% 0% 3.0 29 3.0 
Pigments 91 9 0 0 0 3.0 34 3.7 
Refrigerants 91 9 0 0 0 3.0 2.9 2.7 
Compressed gases 99 1 0 0 0 26 28; “Sa 
Solvents 97 3 0 0 0 2.7 27 28 
Plastic resins 81 19 0 0 0 3.5 4.2 5.1 
Plasticizers 91 3 0 0 0 3.0 3.9 45 
Sulfuric acid 94 6 0 0 0 2.3 2.6 2.7 
Nitric acid 92 8 0 0 0 2.9 30 28 
Hydrochloric acid 93 7 0 0 0 2.9 28 . 27 
Fatty acids 85 15 0 0 0 3.3 3.1 3.4 
Alcohols 96 4 0 0 0 2.7 27 320 
Benzene 92 8 0 0 0 2.9 3.3 3.4 
Chiorine 94 6 0 0 0 2.3 3.0 3.0 
Ethylene glycol 88 12 0 0 0 3.2 3.1 3.2 
Soda ash 96 4 0 0 0 2.7 3.0 4.2 


ELECTRICAL/ELECTRONIC COMPONENTS 


Pressure gauges 67 25 8 0 0 49 5.1 6.6 
Temperature controls 41 39 20 0 0 7.2 7.0 8.2 
Instruments/gauges 32 49 19 0 0 7.7 6.7 8.0 
Chart recorders 46 33 21 0 0 7.0 76 86°76 
Lamps 84 12 4 0 0 3.7 34 3.6 
Switches 55 28 17 0 0 6.3 62 ..-€2 
Relays/solenoids 48 36 16 0 0 6.6 5.8 7.7 
Transformers 40 34 26 0 0 78 8.2 10.2 
Integrated circuits 24 34 37 5 0 10.3 105 12.7 
Other semicons 39 44 17 0 0 7.1 89 7.7 
Resistors 57 34 9 0 0 5.5 6.2 6.3 
Capacitors 46 34 11 7 2 8.0 fo ey 2 
Printed circuits 28 48 24 0 0 8.3 9.1 8.7 
Connectors 55 26 12 6 1 7.2 78 8.0 
WOOD AND PAPER PRODUCTS 

Lumber 93 7 0 0 0 2.9 28 3.7 
Plywood 98 2 0 0 0 2.6 28 3.4 
Pallets 89 10 1 0 0 3.2 29 3.7 
Industrial crates 76 24 0 0 0 3.8 38 863.3 
Fiber drums 87 13 0 0 0 3.2 34°. 37 
Corrugated containers 92 8 0 0 0 2.9 3.0 3.6 
Multiwall bags 86 10 4 0 0 3.6 47 66 
Kraft paper 93 5 2 0 0 3.0 30 5.0 
Printing paper 86 12 2 0 0 3.4 35 48 
Foil laminates 44 50 6 0 0 6.0 45 8.5 
OFFICE SUPPLIES AND EQUIPMENT 

Envelopes & stationery 84 15 1 0 0 3.5 34 40 
Copier paper 92 8 0 0 0 2.9 29 30 
Tab cards 85 15 0 0 0 3.3 34 43 
Business forms 63 34 2 1 0 49 57 68 
Office furniture 39 40 20 0 1 7.6 7.6 10.1 
Typewriters 44 44 12 0 0 6.5 75 10.3 
Calculators 90 g 0 0 1 3.3 33 63S 
PLASTIC AND RUBBER PRODUCTS 

Molded parts 32 60 8 0 0 6.8 65 8.0 
Plastic film 78 18 4 0 0 4.0 3.7 48 
Plastic pipe and tubing 92 8 0 0 0 2.9 29 40 
Plastic bottles 82 12 6 0 0 3.9 2.9 4.5 
Sheeting/gaskets 81 19 0 0 0 3.5 3.7 48 
Seals and rings 74 24 2 0 0 4.1 48 5.0 
Conveyor belting 59 34 7 0 0 5.3 42 46 
V-belts 89 11 0 0 0 3.1 33 6288 
Hose 86 14 0 0 0 3.3 39 3.7 
PS YD @. | rr ———————EE 
SS a es ee ee 
Glass bottles 47 47 0 0 6 6.8 65 89 
Refractories 47 28 19 3 3 8.1 6.7 13.2 
Fiberglass 65 30 0 5 0 5.3 63... 7a 


Purchasing’s Leadtimes may be reproduced for use by other departments. 
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NUITY 
NUT? 


os she ve 


Not necessarily. Simply a demon- items, aS SOON as POSE 
stration that Albany specializes in corrosion- Write or p 


resistant fasteners. Whatever your requirement, of the Albany Fastener Guide, the comple 
we either have it...or will fabricate it for you... review of our corrosion-resistant fastener inven- 
faster than anyone else. tory. Albany, Pawtucket Fasteners Division, 

All types: Nuts, bolts, screws, manufacturers since 1882, 305 Barton Street, 
washers, rivets, nails, pins, studs, rods...even Pawtucket, RI 02862 (401-725-3880). S. Norwalk, 
nuts with square holes in them if you insist. CT 06854 (203-838-4371), Woburn, MA 01801 

All compositions: Stainless, (617-935-5600), Elk Grove Village, IL 60007 
brass, naval brass, silicon bronze, aluminum, (312-925-7222). 


monel, whatever. 
All special brands: ALCOA® ESNA° 
FLEXLOC® SEELSCREW? PM NUTS to name a few. 
Any special order: Specials, 
oddballs, all non-stock items. 
Same day shipment on all stock A PAWTUCKET FASTENERS DIV. 
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Railroad freight traffic 


(Class 1 railroads, revenue freight only) 
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eElectricity output to increase 2% in '81 
@Aluminum output to return to peak levels 
Productivity is staging a comeback 


Forecasts: Cahners Economics Department 


Forecasts 
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Intercity truck tonnage Vendor performance 
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“Our improvements at Michigan 
Seamless are our commitment 
to every customer of specialty 
- if | . 
seamless tubing: Carl E. Pfeiffer, President and 


Chief Executive Officer, Quanex Corporation 


“The heart of the improve- 
ment program is a 14-stand 
sinking mill. It gives us unu- 
sual flexibility in manufacturing 
changing product mix, improved 
product quality and reliability 
in addition to helping us boost , 
production by 40%. | 

“An automated production 
scheduling system will be tied 
directly to our RTOMS (Real 
Time Order Management Sys- 
tem). Computer monitoring will 
enable us to know the exact 
status of all orders in produc- 
tion and delivery dates at all 
times. Further, MST will in- 
crease its ability to ship orders 
complete and on time. We be- 
lieve we are the first specialty 
tubular mill to offer all of these 
%} improved services.” 
| At Michigan Seamless 
Tube, the Quanex commitment 
to customer service is a $16 
million improvement program 
which will be fully operational 
in 1981. We’re committed to 
service in other ways too. If 
you’d like to experience com- 
mitment to better service, call 
Quanex. Our toll-free number 
is 800-521-1795. 

You'll like what you hear. 


© uane 


4801 Woodway 
Suite 280 West 
Houston, Texas 77056 
© 1980 Quanex 
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Gulf States Tube Division, Rosenberg, Texas @ Michigan Seamless Tube Division, South Lyon, Miohagiane@ py hore G Je South Plainfield, New Jer 


Petroleum products prices 


(Producer prices of refined products) 
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Source: Bureau of Labor Statistics 


New plant and equipment 
expenditures 


(All industries) 
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Machine tool new orders 
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eChemicals operating rate to hit 90% in '81 
@Oil products price inflation to slow 
@Machine tool orders climb sluggishly 


Electric power prices 
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Source: BLS 
Industrial production 
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Source:Federal Reserve Board 


Forging shipments, 
new orders 


Source. Forging Industry Assn 
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Paper operating rates 
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Forecasts: Cahners Economics Department 
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Forecasts 


Forecast data: Cahners Economics Department. For further 
information on how to subscribe to Cahners Early Warning 
Forecast Service, developed to help purchasing managers 
make their own forecasts of prices, leadtimes, etc., circle no. 
339 on the Information Retrieval Card. 


Paper output to post 2% gain in ’81 


Early Warning Indicator 


(End of quarter values) 


Source: Cahners Economics Dept. 


Cahners Early Warning Indica- 
tor has been rising for about six 
months, confirming the economy is 
recovering. The index’s initial gain 
is sluggish, foreshadowing that the 
economy's first six months of 
recovery also will be sluggish, and 
perhaps imperceptible. The indi- 
cator’s faster climb—expected in 
early 1981—points to speedier 
economic growth in 1982. 


Paper and paperboard 
production 


(Mil. short tons) 
16 


Source: Commerce Dept. 


Paper and paperboard produc- 
tion this quarter is expected to be 
down 4-5% from the fourth- 
quarter 1979 level. Paper will 
slowly regain ground “lost” in the 
recession. Production is forecast to 
increase 2% next year. That will be 
reflecting the slowness of the 
recovery in the economy as a 
whole. The industry also faces the 
task of working off inventories. 


Interest rates 


Average 
prime rate 


Sources: Citibank, FRB, Treasury 


The prime interest rate could jag 
up again as it did last fall, but the 
prevailing trend will be down. By 
the middle of 1981 short-term 
interest rates are expected to fall 
to around 11% and bond yields to 
about 12%. Slow economic rebound 
will damp credit demands for 
several more months. Stronger 
borrowing needs probably will 
nudge up rates in late 1981. 


Container shipments 

(Corrugated and solid fiber boxes) 
(Bil. sq. ft., surface area) 
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Shipments of corrugated and 
solid fiber boxes bottomed out last 
quarter. They are forecast to climb 
roughly 2% a quarter, on average, 
during the next year or so. Total 
industrial production can be 
expected to grow at a similar pace. 
This will be reflecting cautious 
spending by consumers and 
conservative inventory restocking 
by industrial buyers. 
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Dow Jones industrial average 


(Closing prices on 20th of each month) 


Source: Dow Jones 


Dow Jones industrials will be 
buffeted by its usual day-to-day 
swings, but the longer term 
pattern is up. During 1981 stock 
prices are forecast to grow 7-10% 
and convincingly break the 1000 
barrier. Lower interest rates and 
higher profits will be attracting 
investors to the stock market. This 
will also reflect growing confi- 
dence about the economy. 


Plastics production 


(Bil. lbs.) 
10 


Source: SPI, Cahners Economics Dept. 


Plastics resin output is expected 
to increase by 8% in 1981. The 
bulk of that growth is forecast to 
occur in the second half of 1981. 
Reason: End use markets— 
particularly housing, appliances, 
and autos—need to develop 
momentum. While oOPEc will be 
less aggressive pricers, the expira- 
tion of domestic controls puts up- 
ward pressure on plastics tags. 
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LEATHER SOAKS UP LIQUIDS LIKE A SPONGE. 
HAT'’S WHY YOU NEED EDMONT LIQUIDPROOF 
FOAM GLOVES FOR COLD, WET WORK. 


Leather gloves provide good 
=old weather protection only if 
they are not exposed to wet 
working conditions. Once 
they're soaked, they're worse 
than no gloves at all. With 
tdmont foam insulated gloves, 
workers can work in any 
weather on any job. Edmont’s 
tough vinyl coating locks out all 
liquids to provide unmatched 
-old-weather protection 
wherever water, slush, oil, 


:dmont and Job-Fitted are trademarks 


chemicals or solvents are 
encountered. Under this coating, 
a deep fleece lining and foam 
insulation work together to keep 
hands warm and comfortable, 
even in sub-zero temperatures. 
Edmont foam gloves are easy to 
work with, too, because they 
stay soft and flexible no matter 
how cold it gets. 


It is a simple matter to compare 
Edmont foam gloves with the 
gloves you use now. Ask your 
distributor or write Edmont for 


_eather gloves soak up liquids which penetrate through to hands inside, 
while Edmont foam gloves shed liquids and stay dry and comfortable. 


- 
7 


—. Se ete ; = 


: a 


a No-Risk trial order. Try them 
on your coldest, wettest jobs. If 
not satisfied, your money will 
be refunded. 


Job-Fitted Gloves and Protective Clothing 


Eada mont 


1300 Walnut Street - Coshocton, Ohio 43812 
Edmont Canada. Cowansville. Quebec J2K 2K8 
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There's no great mystery to the efficient and 
economical maintenance and operation of a 
lubrication system. 

All it takes is the right product mix and an 
organized, simplified system for storing, handling, 
applying and monitoring the lubricants. 

The right products. Your Texaco industrial 
marketing representatives arsenal of quality 
products includes: 


@ REGAL Circulating Oils. Heavy-bodied 
lubricating oils with additives for resistance to 
rust and oxidation. 

@ RANDO HD Hydraulic Oils. Designed with 
additives to fight pump wear in high-speed, 
high-pressure hydraulic systems. 

@ MEROPA Gear Oils. Extreme pressure gear 
lubricants that withstand shock loads, resist 
thickening and are non-corrosive. 

e PREMIUM RB Grease. Very shear stable and 


Quality lubricants and an orgé 
plant lubrication program that 
= reduce costs and improve proc 


in. 


= wl Te 
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water resistant, they ha 
their ability to provide | 
The organized 1 system 
representatives service also 
one help in setting up a cu 
program that can consolida 
the total number of differe 
and help prevent misapplic 

And he can work with 
TEXCHEK program of rap 
spot problems before they 
him today. 

Quality Products. Qua 
Star Treatment. 
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INDUSTRY DESERVES | 


How much do purchasing pros really make? 
What every office buyer should know 
The buyer-supplier password for ’81: Quality 
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SALARY SURVEY 
Sizing up " 
salaries 


ae nationwide 


Solid value. 
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our ME breaker, like our PE model, 
_ hasreliable solid state circuitry to meet 


A a. 
the unique requirements of your dis- 
ot “ t ib tic 


aL. 


system with the right breaker 


| i , ratings and sensitivities—right now. 
____ [t's the reason why our breakers know 


exactly when to clear a fault. And when 
not to. 

Our UL listed ME breaker, rated 
100 to 800 amperes, also offers such 
desirable features as an adjustable 


ampere rating that lets you change 


RO 
TRIP INDICATOR 


current carrying capacity from 70% to 
100% of the rating plug. Adjustable 
short time delay settings so down- 
stream breakers have a chance to clear 
a fault first. And built-in instantane- 
ous operation at 9 times the ampere 
rating. 

Integral ground fault protection is 
available with time delay selection for 
system coordination, plus a ground 
fault trip indicator. ME circuit break- 
ers are available for unit mounting or 
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for mounting in I-LINE® panelboards 
or switchboards. All this, plus more— 
backed by the number one name in 
dependable circuit breakers. 

For more solid reasons why you 
should choose our family of solid state 
trip circuit breakers...contact your 
Square D distributor or your nearby 
Square D field office. Or write Square D 
Company, Dept. SA, 987 Primrose 
Court, Lexington, KY 40511. 
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BE ALERT FOR PRICE HIKES for 
corrugated containers, although 
widespread rises aren't expected 
for another two quarters. Demand 
for corrugated and linerboard is 
currently flat. The decline in 
1979 shipments is expected to 
turn into a 3% gain next year, 
with the bulk of the increase 
coming in the second half. Long- 
term warning: The relatively high 
papermaking costs in Europe will 
induce strong U.S. exports, a 
trend that will flower in 1982. 
Beyond that, analysts predict a 
capacity crunch, with obvious 
price implications. 


EXPECT FASTER PASS-ON of rising 
rail shipping costs. The ICC is 
proposing that quarterly inflation 
hikes be tied to an index of costs 


maintained by the Association of * 


American Railroads. The group's 
index--which includes fuel, 

labor, and materials' costs--has 
been running 2-3 points above the 
Consumer Price Index. The new rail 
deregulation law permits railroads 
to boost rates 6% annually plus 
inflationary costs. The new ICC 
proposal would be the mechanism 
for covering inflation. 


YOU'RE BEING WATCHED. By the 
Environmental Protection Agency, 
that is. Barely one month since 
the waste disposal law, EPA 
officials are on the prowl for 
companies who don't get rid of 
their hazardous waste according 
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to the new Resource Conservation 
and Recovery Act regulations. 
Advice: Now that you have your 
waste hauling and storage vendors 
lined up, keep a careful eye on 
them. As the generator of waste, 
your responsibility lasts forever. 
For a detailed pamphlet on the 
ins and outs of RCRA, contact 
your Dow Chemical Co. local sales 
office. 


KEEP BARGAINING HARD with your 
steel salesman. Steelmakers will 
battle hard to make their latest 
price hikes for sheet and strip 
stick. Trigger prices make 
foreign steel more expensive than 
domestic; chalk up one for the 
industry. Demand is still soft; 
chalk up one for buyers. Short- 
term outcome: higher lists with 
continued discounting, until 
there really is a demand situation, 
At that point--and it's probably 
two quarters away--steelmakers 
will be able to force adherence 
to list prices. 


WHAT IF A TAX CUT isn't passed by 
Congress when it reconvenes next 
month? When University of 
Michigan economists rerun their 
model without a $37.5-billion 

tax cut in 1981 they find a 
no-growth economy instead of a 
Sluggish one. Specifics: With 

a tax cut, the forecast reads a 
1.4% growth in real GNP next year; 
without it, growth would be just 
0.5%. Failure to enact a tax cut 
would also result in a 3.3% 
reduction in capital spending and 
a 0.6% lower level of productivity. 
Price level would be the same with 


or without the fiscal stimulus. 


DON'T EXPECT A BIG SHAKEUP in 
electric motor markets as a result 
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HOTLINE continued on page 5 


of the Commerce Department ruling 
that Japanese motors are being 
"dumped" (sold unfairly) in the 
U.S. Reason: Toshiba--by far the 
largest Japanese motor exporter-- 
is revving up production of motors 
at a brand-new plant in Houston. 
In an agreement with the Commerce 
Department, Toshiba agreed to stop 
all exports of 5-150 hp motors to 
the U.S. after next April. But by 
then, Toshiba hopes to substitute 
its Texas-made motors for those 
made in Japan. Ultimately, Toshiba 
plans to make motors up to 5000 

hp in Texas. 


PURCHASING MANAGERS ARE optimistic 
about the future. In a recent 
survey, 56% say they expect output 
at their plants to zoom up next 
year, by an average of 20%. Only 
8% predict a downturn. We already 
reported the other good news, that 
P.M.s expect capital spending to 
rise dramatically in 1981. Buyers 
cite numerous reasons for their 
bullishness. Among them: strong 
export markets and renewed 
consumer willingness to spend. 

One worry: interest rates, which 
some P.M.s say are the Achilles' 
heel of an economic recovery. 


BRACE FOR legislative and other 
tries at throwing up barriers 
that could reduce your foreign 
trade and sourcing options. A 
recent poll by the U.S. Chamber of 
Commerce's Survey Research Center 
found 56% favoring new laws 

that would limit how much foreign 
countries could sell here. Only 
31% opposed such limits. "If 
economic conditions worsen, there 
is the distinct possibility that 
protectionist measures may 


increase,"' says the survey center's 


director. Also note: Economies 
overseas are already weak; that 
may cause our trading partners to 
take retaliatory measures of their 
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own, further impeding international 
sourcing. 


YOUR COLLEAGUES ARE putting a 
major new emphasis on product 
quality. About three-quarters of 
the respondents to a PURCHASING 
survey are telling vendors they 
must improve quality performance. 
Most P.M.s are beefing up 
incoming inspection and axing 
Suppliers that fail to meet the 
grade. An Illinois machinery 
producer is doing necessary rework 
itself and billing suppliers for 
all time and material costs. A 
Michigan P.M. reports that a 
supplier of copper-clad laminates 
shakes up management in efforts 
to meet tougher quality 

demands. 


LOOK FOR HUGE SAVINGS by spinning 
off your company's own truck fleet 
into a wholly owned subsidiary. 
This means you can offer for-hire 
service on backhauls and even 
pick up other business for your 
fleet when times are slow. Legal 
experts say such action is now 
permitted because the Motor 
Carrier Act of 1980 (possibly by 
accident) eliminates a formidable 
roadblock: The necessity for all 
parent company financing to be 
cleared through the ICC. The 
potential is mind-boggling: There 
are some 150,000 interstate 
private fleets in the U.S. 


HAVING TROUBLE finding that piece 
you read on production/inventory 
control? The American Production 
and Inventory Control Society has 
published its latest bibliography 
of books and articles covering the 
1974-78 publishing period. APICS 
address: Suite 504, Watergate, 
2600 Virginia Ave., N.W., 
Washington, D.C. 20037. Price: $6 
to APICS members; $8.50 to others. 
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Office buying........ page 54 
The Displaywriter, with built-in 
dictionary to check spelling, is 
just one of many items in this 
issue’s office buying section. 


IM RIPPING UP 


Purchasing law ...... page 52 
Smart buyers ought to know 
how much a vendor has to pay 
if he reneges on a contract 


—and dollar damages their 
own breaches could rack up. 


Cover: Gerry Baskin, 
Boston 


36 PURCHASING’S SALARY SURVEY 
Our unique salary survey gives detailed information 
on how much purchasing pros actually make 


45 QUALITY ASSURANCE 


The key to quality is keeping communication 
lines open between the buyer and supplier 


52 PURCHASING LAW 


Computation of damages can be sticky in cases 
involving anticipatory breach and repudiation 
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printers, word processors, and paper recycling 
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59 PRICEWATCH 
Price pressure on steel tubing 
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Rail act spurs higher rates 
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Investigate supplementary benefits 
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Replacement brushes for motors 
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Industrial robots boost productivity 
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Chicago slots open up 
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Slow GNP growth in ’81 
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‘ The added 7 " 
Our customers specify [iri Tican cane 
Lubriplate Lubricants your costs for general mainte- 


nance and repair while reducing 

4 d I dj duc- 

for protection beyond ioe ie us rove i to von. Fox 

the call of duty. the name of the distributor near 
ae 


you call 201/ 589-9150. 
Lubriplate Lubricants are extraordinary; 
blended with special ingredients to give longer 
lasting, superior protection. They are designed to 
meet the difficult lubrication demands of today’s 
modern, high speed, high performance machinery. 


LUBRIPLATE DIVISION /FISKE BROTHERS REFINING COMPANY /129 LOCKWOOD STREET / NEWARK. N.J. 07105 
MANUFACTURING PLANTS IN NEWARK, N. J. 07105 AND TOLEDO, OHIO 43605 / DISTRIBUTORS NATIONWIDE 


Industrial production 
(Seasonally adjusted) 
(1967 = 100) 
155 


Federal Reserve Board 


e Advice to buyers: Sharpen reflexes 
¢Plan for 9%/yr inflation until 1985 


Hurry up and 
wait for orders 


THE RECOVERY is proceeding lei- 
surely. However, “it’s a hurry-up 
time for purchasing,’ says David 
Paine, chairman, Purchasing Man- 
agement Association of Chicago’s 
business survey committee. He ex- 
plains that ‘‘a company’s survival 
depends on its ability to fill an 
order quickly,’’ since competition 
for business is keen. p.M.s’ job: 
‘Shorten the response time’’ for 
meeting material requirements but 
still maintain lightweight inven- 
tories. Don’t count on the rescind- 
ing of that mandate. ‘““‘The economy 
is still vulnerable to recession. The 
posture of business will continue to 
be conservative in order to prevent 
imbalances,’’ says Stephen Roach, 
vp and economist, Morgan Guar- 
anty Bank. The strategy: Keep 
production schedules flexible to 
meet the vagaries of demand so 
that backlogs and inventories will 
remain stable. 


1980s FORECAST 

Election results and imminent 
changeover in administrations 
haven’t changed economists’ long- 
range forecasts. Of prime impor- 
tance to purchasing: It will take 
several years to bring inflation 
under control. Economy-wide prices 


<< For more information circle 4 


Auto sales 
(Domestically produced) 
(Millions, annual rate) 
10 


Commerce Dept. 


HIGHLIGHTS: 


will climb nearly 9%/yr from now 
through 1985, according to the con- 
sensus of the Blue Chip Economic 
Indicators’ panel. That echoes the 
forecast this group of 41 econo- 
mists made last spring. On the 
hopeful side: Inflation is expected 
to slow to a 7.6% annual rate in the 
second half of the 1980s. 


ELECTRICITY 

“Up to 50,000 megawatts of 
(planned) capacity additions could 
slip to dates beyond 1989, resulting 
in a deteriorating power supply 
situation in the latter part of the 
1980s,’’ says the National Electric 
Reliability Council. NeErc points 
out that utilities plan to install 
about 220,000 megawatts of power 
during this decade. Warning: The 
intentions could be tempered by 
“tenuous financial situation and 
the continually changing and con- 
flicting regulations’’ concerning 
nuclear and coal. 


MOTOR VEHICLES 

Motor vehicle sector, whose re- 
covery recently shifted into a 
higher gear, is expected to stall in 
the coming months. Result: The 
wide range of industries that have 
benefited from increased activity 
in Detroit will probably suffer 
some setbacks in demand. One fore- 
cast: Domestically produced auto 
sales, after climbing to just over 


HOTLINE 
Economy 


Backlog/shipment ratio 


(Manufacturing) 


Census Bureau 


¢Brownouts to occur later this decade? 
eCaution: Bumpy auto recovery ahead 


7-million units (annual rate) this 
quarter, will dip to 6.7-million next 
quarter and then work their way up 
to only 7.4-million over the course 
of 1981. That’s according to Lacy 
Hunt, chief economist, Fidelity 
Bank. He explains that with in- 
come weak and savings low, ‘‘con- 
sumers don’t have much latitude 
to fuel new automobile purchases.” 
What’s more, ‘‘government and 
car rental company purchases 
seem to have been made early in 
the model year rather than being 
spread out.’’ Truck sales also are 
expected to be on a flat-to-down 
trend. 


MINIMUM WAGE 

Industrial buyers won’t notice 
if the Reagan Administration suc- 
ceeds in changing the minimum 
wage regulations. Impact of set- 
ting up a youth differential or dis- 
mantling the legislation would be 
concentrated in the labor-intensive 
service sector. In manufacturing, 
the effects would be subtle and 
years away. A couple of tenths ‘‘at 
the most’’ would be shaved off of 
the inflation rate because of the re- 
duced wage bill, says Gary Stern, 
senior economist, A. Gary Shilling 
& Co. He adds, ‘‘a more significant 
impact would be on employment”’ 
as some workers get the opportu- 
nity to enter the labor market to 
develop skills. & 
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HOTLINE 
Markets 


¢Valve bag market rips open 
eCuban nickel ban creates headaches 
ePhenol overcapacity means low price 


No. 2 oil prices 
head higher 


spoT prices for crude oil are 
heading past $40/barrel_ in 
reaction to the Iraq-Iran conflict. 
Consumers of No. 2 fuel oil are 
likely to feel the effect of the crude 
hike soonest and hardest. Watch 
for No. 2 tags to top 95¢/gal (tank 
car quantities) by the end of the 
month. Some analysts are pre- 
dicting a price of more than $1/gal 
by the end of the winter. Inven- 
tories of No. 2 oil are falling, 
according to American Petroleum 
Industry figures. The national 
index of No. 2 inventories is down 
7% compared to a year ago, and 
some regions have worse figures: 
Southeastern states down 15.6%; 
upper Midwest down 24%. The in- 
ventory situation is contributing 
to the pricing situation. Look for 
price increases of 22-25% in 1981. 


MULTIWALL BAGS 

Some recent developments are 
heating up competition in multi- 
wall bag markets: us1 Chemicals 
has a new plastic valve bag for 
packaging dry chemicals and plas- 
tic resins. Called ‘‘Multifilm 


HIGHLIGHTS: 


eIndustrial cement looks dismal 
eFeedstock pressures firm polystyrene 
¢Big battle in microprocessors 


Square-Stack,”’ it’s made of double 
layers of polyethylene film, and 
weighs less and is less bulky to 
store than comparable paper bags. 
International Paper has come out 
with a new valve bag, too. This one 
has a “rip-open’’ feature which 
makes it competitive with sewn- 
top bags. IP also has a new multi- 
wall bag for packing volatile goods. 
It features layers of paper, foil, and 
polyethylene for extra moisture 
and vapor protection. 


NICKEL ALLOYS 

The Treasury Department's 
ban of Creusot-Loire steel contain- 
ing Cuban nickel could end up as a 
real snafu. As one importer puts it, 
“C-L cannot be the only one.” 
Expect accusations to fly among 
French specialty producers, U.S. 
officials, and the London Metal 
Exchange. If the Feds are serious 
about the origin of the nickel, and 
not just punishing C-L for selling 
technology to the USSR, alloy 
steel imports could drop sharply. 

High-performance nickel alloy 
prices are expected to rise more 
than 10% in 1981 in response to 
demand from chemical, oil, and 
pollution-control component manu- 
facturers. The banning of C-L and 
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Weekly steel output 


(Thousand tons) 


1980 


American Iron and Steel Institute 


6 PURCHASING DECEMBER 18, 1980 


Kraft paper shipments 


(Thousand tons) 


Commerce Dept. 


possibly other French and Euro- 
pean Economic Community prod- 
ucts for any substantial length of 
time could create availability prob- 
lems which would add a few points 
to the 10% prediction. One of few 
defenses against higher prices and 
supply disruptions: scrap buyback 
schemes such as the one started by 
Westinghouse and Teledyne Allvac 
(PURCHASING; Sept. 4, 1980; p. 28). 


PHENOL 

The opening of new plants by 
GE and Georgia-Pacific brings 
domestic phenol capacity to more 
than 4-billion lbs/yr. Industry esti- 
mates suggest phenol producers 
may operate at just above 50% of 
capacity in 1981. Prices are certain 
to remain at the 30-33¢/lb level 
until housing starts pick up and 
demand for plywood rebounds. The 
only upward pressure on phenol 
prices at the moment is on the 
feedstock end, where benzene tags 
have come out of their midsummer 
slump. Georgia-Pacific has two 
new phenol-consuming products: 
composite board and waferboard. 


ZINC ALLOYS 
You can buy zinc-aluminum 
alloys from a major producer now; 


lorine shipments 
(Average tons shipped daily each month) 


Bunker Hill is offering three grades 
ranging in price from 57.25¢/lb to 
68.75¢/lb. Zinc alloys were first 
marketed by Eastern Alloys, later 
by Texasgulf, Noranda, and Stand- 
ard White Metal. The alloys can 
substitute in foundry applications 
where brass, bronze, aluminum, 
and cast iron are currently used. 
Advantages include good machin- 
ability and low energy costs. 


CEMENT 

Portland cement prices are 
forecast to rise close to 9% in 
January, when the industry an- 
nounces its annual price moves. 
This will be just slightly larger 
than 1979’s 8% hike. Demand from 
the housing market has been poor. 
In addition, cost pressures are eas- 
ing for producers, mostly as a 
result of improved energy effi- 
ciency. At present, demand is 
about 20% below the December 
1979 peak. According to the Port- 
land Cement Association, total 
consumption will be 73.4-million 
tons in 1980. This contrasts with 
earlier industry predictions of con- 
sumption in the 80-million to 82- 
million ton range. Producers ex- 
pect housing markets to come 
back, if only because they can’t 
believe they can go any lower. The 
forecast for industrial demand is 
gloomy, with consumption off 20% 
in 1980 and down 8% in 1981. 


POLYSTYRENE 

Cost pressures are mounting 
along the feedstock chain for poly- 
styrene, which may be sufficient to 
firm the new list price of 46¢/Ib. 
Suppliers are already hinting at a 
January price of 48¢/lb. The feed- 
stock story: Benzene tags have 
topped $1.75/galin some instances, 
and styrene monomer is approach- 
ing the 36¢/Ilb level, up from 33¢ 
just 90 days ago. Ethylene prices 
may also be headed upward. Pro- 
ducers have reacted to higher raw 
material costs and low market 
prices by slowing output. uss 
Chemicals shut its Haverhill, Ohio 
plant and will probably leave it 
that way until PS tags firm. It may 


be a long wait; if prices rise too 
quickly, consumers can switch to 
alternate resins. 


MICROPROCESSORS 

A big marketing battle is under 
way for dominance of the 16-bit 
microprocessor market. These new 
chips are each as powerful as pres- 
ent minicomputers on the market. 
The main U.S. combatants are 
Texas Instruments and Intel, say 
industry sources. Both companies 
sell standard microprocessors plus 


- software instructions for ‘‘teach- 


ing’ the chips to perform special- 
ized functions. The high cost of 
software, and the suppliers’ will- 
ingness to absorb it, is where 
buyers will find room for negotia- 
tion. An alternative to the standard 
microprocessor is the custom chip, 
built to perform specific tasks. 
Philips and Siemens, two among 
many European producers, are re- 
portedly considering this approach. 
Meanwhile, look for Motorola, 
Zilog, and National Semiconductor 
to step in as competitors with Itel 
and TI. Industry estimates from 
Dataquest, Inc. figure the value of 
16-bit chip sales to be $132-million 
in 1980, reaching $590-million to 
$600-million by 1985. 


CONTAINERBOARD 

The new $300/ton price for 
linerboard is taking longer to be- 
come established than predicted. 
Not all suppliers have gone to the 
higher quote, indicating that the 
export market hasn’t been strong 
enough to offset weak demand in 
the East and Midwest. It looks 
now as if linerboard may stay at 
$270/ton through January or even 
March. This will ease cost pres- 
sures on boxmakers, and may 
reduce the size of box price in- 
creases. For indications of future 
price directions, keep an eye on 
exports to China. Producers are 
touting the Chinese as a major new 
market. If exports continue to 
account for 14% or more of U.S. 
production, liner prices will go 
through a long-term firming trend 
as domestic demand returns. a 
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1980 


Screw machine parts 


1980 
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1980 


~  Diecastings | castings 


1980 


Multiwall bags 


1980 
More leadtimes on page 85 
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“Compare what your present 
electrical distributor is doing 
for your profitability 
with all GESCO can do. 


Kertis P. Kuhiman 
Vice President and General Manager, 
General Electric Supply Company 


One distributor — General Electric Supply Company — 
now ives business managers an unmatched range of services 
to make electrical supply buying more efficient and their 
businesses more profitable. 


175 times the service. 


For example, to get you the electrical supplies you 
need when you need them, our exclusive XPD™ Service can 
locate and order stock in seconds from 175 GESCO ware- 
houses nationwide. 


Keep your money working. 


To improve your cash flow, GESCO’s SENTRY Systems 
Contracting Service lets you reduce inventory through a 
planned GESCO stocking program. 

To improve purchasing efficiency, we can issue you 
monthly reports to monitor buying patterns. 

For better control of pricing on a national scale, we can 
set up a national account agreement. 

Planning an energy-saving program? We stock one of 
the biggest, broadest inventories of the products you'll 
need, backed by our unmatched service capability. 


It’s time for GESCO. 


We'd like to send you more information on effective 
supply management for the 1980’s and GESCO’s unique 
capabilities to serve you. Fill out the coupon or write GESCO 
Inquiry Services, Section 870-04, 705 Corporations Park, 
Scotia, NY 12309. 


YES. Show me how the right distributor can be a valuable 
new partner for my business in the 1980’s. Send me more 
information on GESCO’s unique offerings. 


GENERAL ELECTRIC SUPPLY COMPANY, INQUIRY SERVICES, 
SECTION 870-04, 705 CORPORATIONS PARK, SCOTIA, 


We help 
you manage. 


--—--—----------- 


NY 19302. 
General Name 
Spec eg Title 
Supply Cony 
® DIVISION OF GENERAL ELECTRIC COMPANY Address . 
For more information circle 5 City ge eee State ee Z| 
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HOTLINE 
Prices 


Industrial price index 
285 
(1967 = 100) 


270 


255 


Inflation reasserts itself: 
index up 8% since January 


Metal discounts 
are acknowledged 


SOME NONFERROUS PRICES FELL re- 
cently, but only in acknowledge- 
ment of discounting. 

Nickel producers find they can 
no longer sustain the $3.45-3.50/lb 
price with payment term incentives. 
The new price of $3.27/lb for plat- 
ing nickel really isn’t new—it’s 
meant to bring producer tags more 
in line with the spot market. But 
spot prices have dropped from 
around $3.15 to as low as $2.98/Ib. 

In a similar situation, lead pro- 
ducers acknowledged discounting 
from the 45¢/lb price by lowering 
the list price to 43¢/lb. A continu- 
ing strike at Asarco’s El Paso, 
Texas smelter hasn’t been enough 
to firm prices. 

For tin buyers: The end of the 
Gsa’s disastrous bidding procedure 
comes at the same time as reports 
of worldwide oversupply of tin. 
Look for spot prices to react accord- 


ingly, with tags as low as $7.15/Ib. 


Note: Effective next issue, 
PuRCHASING will stop listing prices 
for prime western zinc. All U.S. 
producers are now turning out elec- 
trolytic zinc, which means they 
must add lead to their basic prod- 
uct in order to make prime western. 
Since this process is identical to 
that used to produce controlled- 
lead grade (cLG), the prime western 
category is being withdrawn. Most 
producers are quoting CLG prices 
only. Future listings in the 
price trends table will be for cic 
zinc. gz 
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Reflects reimposition of 
trigger-pricing mechanism 


Finished steel products 
25 


Inorganic chemicals 


Purchasing’s price trends 
Price codes: L = List; D = Distributor; T = Transaction 
Month 6months Year 


FERROUS (fob mill) 
Steel bar (HR carbon rounds, 12-3", ton, L) 


Aluminum (unalloyed ingot, Ib, T) 


Zinc (U.S. prime western, Ib, T) 

WOOD (fob mill) 
Plywood (¥2” W. sheathing, 4-5 ply, 1000 sq ft, T) 
Lumber (2x4 hem/fir, std & btr, 1000 bd ft, T) 


BOARD/PULP (delivered) 


Pulp (bleached softwood sulfate, ton, L) 


Sulfuric acid (100%, frt eq, trk Id, fob Chicago, ton) 


Caustic soda, Iqd (N, dphm grd, frt eq, 
bulk, 50% basis, 76% NA;O, ton) 


PLASTICS/RUBBER 


Radial ball bearing (db! shid, 25mm bore, 52mm OD, D) 
Valve (1” bronze gate, L) 


Machine screw (6D x *%L, zinc-pitd carbon 
steel, 1000 pcs, L) 
Welding rod (E6013 electrode, 5/32 x 14”, 500 base, L) 


ELECTRICAL/ELECTRONIC 


Connectors (coaxial, UG1094, net each, 
lots of 1000, L) 


MOS (16K ROM, net each, lots of 250-499, D) 
Relays (small plug-in, net each, lots of 50,000, L) 


Latest 
price 
$ 418 


76 


4.27 
21.10 


4.85 
3.97 


ago 
$ 418 


76 


eens OEY EI a cD 
240 
225 
210 
0°79 1980 


Chlorine, hydrogen peroxide 
hikes pace the market 


Source: Labor Dept. 


ago ago 
$ 382 $ 345 


NONFERROUS (fob mill) 


72 .66 


4 
385 


225 
180 


523 


4.27 
21.10 


4.85 
3.97 


Nickel (cathode, Ib, T) 3.27 3.475 3.475 
Lead (U.S. producer pig, Ib, T) 43 , 


395 


' 3.20 
5 .39 48 


375 


375 


203 
175 


Linerboard (fourdrinier kraft, ton, L) 300 300 270 270 
Boxboard (white-lined recycled sheets, ton, L) 350 350 330 330 


519.50 


519.50 435 


3.81 
20.10 


4.85 
3.97 


Finding 
Solutions 
(0 Tough 
Produet 
Problems 


The Problem: 


A leading manufacturer of gas 
heaters required grill components 
for their industrial infra-red units. 
These grills fit over the heater’s 
thermal element to guard against 
human injury and protect the heater 
from possible damage. Previously, 
the manufacturer had used com- 
ponents made of a light gauge, 
honeycombed aluminum. Although 
they served their purpose ade- 
quately, these grills were very costly 
and difficult to install. 


Our Solution: 


Standard Perforating & Mfg., Inc. 
cut the customer's component cost 
by 54% by replacing the more ex- 
pensive honeycomb component 
with a less costly perforated grill 
using Standard’s perforating and 
fabricating capabilities. The new 
infra-red heater grills, made of per- 


\ 
Vous 


ga@aaas 


forated aluminum, are fabricated 
with notched corners to meet the 
customer’s specifications. 


Extensive perforating know- 

how and complete fabricating 
capabilities enable Standard Per- 
forating to produce rugged, durable 
heater grills which offer the double 
advantage of convenient mounting, 
as well as extremely low unit cost! 
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What's more Standard Perforating 
& Mfg., Inc. solved a problem this 
manufacturer wasn’t earlier aware 
of—by producing heater grills that 
work well and look good! 


When it comes to product im- 
provement, depend on 


oleae Perforating & Mfg., Inc. 
or: 

e Cost Effectiveness 

e Structural Integrity 

e Design Versatility 

e Improved Appearance 


For your FREE copy of Standard’s 
state-of-the-industry Perforating 

Specifications Catalogue circle 

bingo card number. 


Precision perforating 
for quality products. 


<' STANDARD 


PERFORATING & Mfg., Inc. 
3131 W. 49th Place, Chicago, IL 60632 
312/434-6600 
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Pictured is a portion of the Port Everglades, Florida oil storage facilities. System 
wide, total storage capability is over 9 million barrels. 


When you need energy... 
Belcher can supply and deliver. 


Our storage capacity, transportation facilities and over 
65 years of know-how enable us to meet your energy requirements. 


Belcehere 


Main Office/8700 West Flagler, RO. Box 525500, Miami, Florida 33152 — Phone (305) 551-5200, Telex Marine Sales, Towing and Supply 
— 51-9452, Cable/BelOilCo/Miami, Florida Marketing Offices and/or Terminals: AL-Mobile. AR-Helena, West Memphis. FL-Cape Ca- 
naveral, W. Palm Beach, Port Everglades, Miami, Port Manatee, Tampa, Pensacola, Tallahassee, Port St. Joe, St. Marks. GA-Savannah. 
MA-Boston. NJ-Bayonne. NY-New York. TN-Memphis. Ml Christi. Bunkering Ports: EAST COAST-Boston, New York, Port 
Canaveral, W. Palm Beach, Port Everglades, Miami. GULF COAST-Port Manatee, Tampa, Pensacola, Mobile, Pascagoula, Gulfport, New 
Orleans, Lake Charles, Port Arthur, Beaumont, Houston, Galveston/Texas City, Point Comfort, Corpus Christi, Brownsville. 

Units of The Coastal Corporation 


For more information circle 7 
12 PURCHASING DECEMBER 18, 1980 


Purchasing 


221 Columbus Avenue 
Boston, MA 02116 
(617) 536-7780 


EDITORIAL DIRECTOR 
John F. O’Connor 
EDITOR 
James P. Morgan 
MANAGING EDITOR 
Somerby Dowst, C.P.M., Profession 
TECHNOLOGY EDITOR 
Ernest sea 
cf EDITO 
Henry G. oavoine 


- SENIOR EDITOR 


Thomas F. Dillon, C.P.M. 


ECONOMICS EDITOR 
Rebecca Lipman 
NEWS MANAGER 
Douglas Smock 
NEWS EDITORS 
Terri Thompson 
Thomas R. Temin 
MARKETS EDITOR 
David Erickson 
MIDWEST EDITOR 
El Hoeffer 
WASHINGTON EDITOR 
Daniel W. Gottlieb 
COPY EDITOR 
Heidi N. Brugger 
PRODUCTION EDITOR 
Anne V. Franco 
GRAPHICS EDITORS 
Norman K. Graf, Art Director 
Maura Meagher, Asst. 
Sheila Nachowitz, Asst. 
Robin R. Storesund, Asst. 
CONTRIBUTING EDITORS 
Or. Chester L. Karras, 
Negotiation 
Norman Kobert, 
Inventory 
Dr. Russell Decker, 
Lega 
John D. Jackson, 
Legal 
Oliver W. Wight 
Material Requirements Planning 
CORRESPONDENTS 
Patricia Williams, Detroit 
Margaret Nelson, Minneapolis 
Peter Phipps, Cleveland 
Thomas Powell, Houston, 
Ken Fisher, Pittsburgh 
Dolores Capone, Philadelphia 
Steven Crabill, Atlanta 
Fran Hatch, Los Angeles 
EDITORIAL ASSISTANT 
Margy Rydzynski 


PUBLISHER AND VICE-PRESIDENT 


Elisworth M. Brown, Jr. 


ADMINISTRATIVE ASSISTANT 
Kim Gorton 

VICE-PRESIDENT PRODUCTION 
A. Wayne Hulitzky 
DIRECTOR OF GRAPHICS 

Lee Addington 


REPRINTS 

Reprints of PURCHASING articles 
are available on a custom printing 
basis at reasonable prices in 


quantities of 500 or more. For an 
exact quote, contact Cahners 
Reprint Service, A. W. Lehmann, 
5 S. Wabash Ave., Chicago, IL 
60603. (312) 372-6880. 


Purchasing’s worth is 
showing in the paycheck 


If the old business axiom, “‘top pay, top talent; low pay, low talent,”’ still 
holds water it helps to explain what’s showing up on purchasing pay 
levels. Rising corporate emphasis on sophisticated purchasing is being 
reflected more and more in purchasing pay scales. 

In this issue, starting on page 36, managing editor Somerby Dowst 
documents this rise in status and pay in a comprehensive survey of pay 
levels throughout the industrial purchasing profession. More im- 
portant, the purchasing pay study provides a number of guidepoints for 
a job pay/responsibility comparison — something our readers have been 
requesting since last year’s survey. 

To provide comparability, the survey delves deeply into the pay 
scales of the 1000 largest industrial companies in the country where 
ranges of executive and technical responsibility are more clearly 
defined. But it doesn’t neglect smaller companies where a relatively few 
generalists perform the entire gamut of purchasing functions. This is a 
balanced and useful approach to the complex problem of compensation, 
but we're still open for suggestions for improvement in next year’s 
survey. Let us know how you feel about it and how we can improve it — 
we're already planning for next year’s survey. 

One additional point: A special reprinting of the survey will be 
available in early 1981 for $3 apiece. Instructions for receiving reprints 
can be found on pages 21 and 70. 

The main reason purchasing salaries are reflecting increased status, 
of course, is the increasing complexities of the job. In a special report on 
quality assurance on page 45, this stiffening in purchasing’s respon- 
sibilities becomes evident. Where once it was assumed that quality 
assurance began at your plant loading dock, it is now fast moving to the 
vendor’s plant, and purchasing in most cases is spearheading the drive. 

As usual this issue is stuffed with ideas for thinking purchasing 
pros, but we’d like to recommend special attention to: 

¢PURCHASING’S latest survey on capital spending. As News 
Manager Doug Smock points out, purchasing directors are seeing a 
great deal more action than the economists are counting on (page 19). 

eWashington Editor Dan Gottlieb’s evaluation of the important 
regulation issues coming up before the Supreme Court this year 
(page 29). 

eOur four-page office buying study starting on page 54. Of par- 
ticular note is an evaluation of the “open office’ and what it means to 
office buyers. 

eViewpoint’s interview with Bill Mansfield of American Standard 
(page 23) on central forecasts for front-line managers. 

eTransportation Editor Tom Dillon’s look at the bleaker side of rail 
deregulation (page 61). 
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REINDUSTRIALIZATION 


LOUISVILLE, KY.—General Elec- 
tric’s giant Appliance Park here 
doesn’t look like a battleground. 
But it is. A siege of top-quality 
products made by foreign firms is 
creating a new sense of urgency in 
executive offices. 

Visions of recent U.S. casualt- 
ies—TVs, watches, and cameras— 
are vivid in their memories. GE is 
determined that Louisville won't 
become another Youngstown. 

Buyers out front. The 
appliance group’s 100-member 
purchasing staff is in the point 
position and is out enlisting 
support right now from the 
company’s most important allies— 
its suppliers. In command of the 
purchasing staff, called the 
Material Resource Operation, is 
Joseph Kehlbeck, an industrial 
engineer who made the crossover 
into purchasing about four years 
ago. His strategy is three-pronged: 

eImplement a Total Zero 
Defect program. Until very 


GE grabs the gauntlet 
with zero-defects program 


recently, the company operated on 
an Acceptable Quality Level basis; 
say 2% rejects were acceptable 
from suppliers. Now GE is 
operating on a parts-per-million 
basis. Vendors are being told they 
must comply. 

@Push suppliers to submit 
cost-saving and quality-improving 
ideas. The company recently 
honored 100 suppliers (of 1200) 
who handed in the best ideas in the 
past 12 months. And at the same 
time Kehlbeck handed the winners 
a list of 83 problems GE wants 
solved. 

@Beef up the purchasing 
function. “We want improving 
materials’ productivity to be one of 
the top functions of our purchasing 
people,” says Kehlbeck. One- 
quarter of Kehlbeck’s troops have 
engineering backgrounds. Nearly 
one in four has a master’s degree. 
More than three-quarters have 
college degrees. ‘“‘We’re taking 
people out of engineering and 


GE expects vendor innovation 


LOUISVILLE—Suppliers are already” 


playing a major role in boosting 
productivity at GE’s Major Appliances 
Business Group. 

Here are some ideas submitted 
by suppliers in the past year: 

Switches. A vendor recommend- 
ed laminated silver construction for 
range switches in place of fine silver. 
No sacrifice in quality. Savings: 
$248,000/yr....A supplier of pres- 
sure switches for washers suggested 
using a one-piece plastic cam and 
shaft to replace a two-piece staked 
metal cam and shaft. Quality is 
improved because the plastic design 
eliminates the possiblity of burrs on 
the cam and misalignment of the shaft 
during staking. Savings: $50,000. 

Steel. A supplier developed a 
new way of winding galvanized coils, 
using an oscillating principle. Coils 
suffer less damage during handling, 
and quality is improved. Savings: 
$54,000. ... Another vendor rede- 
signed refrigerator cantilever shelves 
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resulting in less steel. Savings: 
$104,000. 

Paint. A supplier developed a 
high-solids coating that allows GE to 
meet environmental requirements and 
at the same time realize savings of 
$150,000/yr. 

Aprons. A supplier recommend- 
ed a shift from cloth aprons, which are 
expensive to launder, to paper 
aprons. Savings: $64,000. 

Decorative trim parts. A vendor 
suggested a new method for finishing 
switch trims for commercial washers 
and dryers. Originally, the parts were 
decorated by costly silk-screening. In 
the new approach, gold anodizing is 
used, followed by only one screening. 
Appearance is improved and the 
finish is more durable. Annual 
savings: $32,000. 

Cover trims. A supplier now roll 
forms vinyl-clad cover trims for the 
company’s microwave ovens, instead 
of stamping them. No change in 
appearance. Savings: $105,000/yr. 


quality control and training them 
to be buyers,” he says. “Our top 
management is totally behind us. 
Through all the economic ups and 
downs, we've had no staff 
reductions.” 

Here’s the framework of GE’s 
plight as outlined by Richard O. 
Donegan, senior vice president and 
general manager of the Major 
Appliances Business Group: The 
unit is under assault on three 
fronts—economic climate, weak 
profits, and foreign competition. 

Appliance sales are low as a 
direct result of home sales, which 
are 18% below the bottom of the 
last business cycle. Costs have 
been rising more quickly than 
appliance prices, leading to a 20% 
erosion in profit levels. As a result, 
profits have tumbled, and many 
major companies have jettisoned 
their appliance divisions. 

Time for a change. What’s 
GE’s game plan? 

“First, we’re going to copy the 
copycats who copied us and install 
quality as the number one focus of 
our business,” says Donegan. “Our 
new policy places quality at the 
front end of our quality/cost/ 
schedule equation.” Secondly, the 
company plans to have the most 


Kehlibeck: He heads a beefed-up, get- 
tough purchasing staff of 100. 


Donegan: Quality is now the top 
priority at GE’s appliance group. 


modern and efficient manufactur- 
ing plants in the world through a 
tripling in investment in the next 
five years. 

Improved productivity will 
also come through greatly in- 
creased use of robots and use of 
quality circles, a system in which 
hourly workers meet with super- 
visors to discuss improvements. 

The productivity payoff will 
come from simplified production 
and inspection, reduced scrap and 
rework, and reduction of warranty 
service calls in customers’ homes. 

The cornerstone of reindustri- 
alization at GE is the Total Zero 
Defects Program. In implementing 
the program, buyers are focusing 
on ten components with a history 
of quality problems, and on 
selected, high-impact vendors. 
Parts under special scrutiny 
include motors, timing devices, 
valves, and electronic components, 
says Edward L. Munson, manager 
of product purchasing for range, 
dishwasher, and disposal products. 

GE’s souped-up purchasing 
team is going out and meeting 
with vendors to explain the 
get-tough approach. “Our inten- 
tion is to create a new mind set 
which focuses on challenging why 
any product, component, or 
material should have defects above 
zero, rather than patting ourselves 
on the back for reducing quality 
cost another 10%,’ says John C. 
Truscott, who heads a new quality 
council at the company. 


Essentials of the program 
include: 

1. Establishing mutually 
agreeable quality levels—not 
consent by default, but hammered 
out levels which are owned by both 
parties. These new levels will be 
measured in parts-per-million— 
and failure to comply may result in 


3. Resolving problems and 
establishing controls in the 
suppliers’ plants. Vendor qualifica- 
tion and certification will be key 
elements. 

Truscott, who is an engineer- 
ing executive, adds: “From an 
engineering perspective, it is 
imperative that the engineering 


vendor dismissal. 
2. Measurement of the 
attainment of quality standards. 


and purchasing relationship with 
the supplier begin at the earliest 
possible stage.” —Douglas Smock 


Business Report 


Current data and trends from Purchasing’s Leadtime Survey 


SUMMARY: This must be the economy’s lame-duck session. Prices con- 
tinue upward, operating rates are marginally better, on-time shipment rates 
marginally worse, but buyers see no clear direction to the economy. With 
inventories way down, this situation is creating a lot of nervousness. Timing 
inventory buildup to economic recovery is the challenge of the hour. Most 
commodities are in good supply, but low vendor inventories make order 
response spotty. 


LEADTIMES: Thirty-four leadtimes are shorter than last month, while 
25 are longer. The overall picture looks pretty stable. The biggest problem right 
now appears to be the continual weeding out of slow moving or otherwise 
unprofitable items by suppliers. One result: The problem with repair part 
leadtimes, mentioned last month, seems to be increasing. Leads are out to an 
average 7.8 weeks, an increase of nearly two weeks. Spot availability problems 
are cropping up for other items as well. Specialty steel bars aren’t being 
stocked by some suppliers due to low demand, creating problems for custom 
fastener manufacturers. Product-line trimming by component manufacturers is 
resulting in some unwanted spec changes. 


PRICES: Inflation is accelerating again at the industrial commodity lev- 
el. In this month’s survey, 16% of respondents say prices are rising faster than 
last month, compared to 8% in the previous survey. Higher prices for petroleum 
products and most metals are being passed through with alarming rapidity. 
Buyers say many increases are clearly anticipatory, indicating that inflation 
expectations are rising. Increases for such basic commodities as No. 2 fuel oil 
and zinc are reflected in higher tags for engineering plastics and die castings. A 
few standouts in the grab-bag of higher prices: fluid power equipment, up 20%; 
steel fasteners, up 15%; automobile tires, up 12%; saw blades, up 18%; 
aluminum fluoride, up 6%; polystyrene, up 7%. 


INVENTORIES: Purchasing managers stopped cutting stocks, marking 
the end of a four-month trend. To judge from reports of increased expediting 
and occasional stockouts, there simply may be no fat left to cut. Complaints of 
supplier stockouts are widespread, especially for repair parts. The percentage 
of respondents increasing inventories stands at 15%, the same as last month; 
35% are cutting stocks, down a point from the last survey; and 50% are holding 
steady, up a point. 


QUALITY: The percentage of incoming goods meeting quality specs is 
92.4%, the highest since midsummer 1979. Many plants that shut down for the 
summer have been open for a few months now, so production kinks have been 
ironed out and quality control brought up to snuff. 


DELIVERY PERFORMANCE: On-time shipment rates sagged slightly 
this month, to 83.9%, down from 84.7%. The need for short-notice shipments is 
probably affecting delivery performance. There are still reports of early 
deliveries by suppliers trying to duck inventory costs. Buyers are stil! waiting to 
gauge the impact of higher rail rates. 
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“—_ cast iron and aluminum 
ousings. Wide 
application in chemical, 
petroleum or general 
industrial applications. 
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mounting permits 
adaptation of the Hercules 
Syncrogear to a variety of 
industry-standardized 
C-Face motors. 


Infi Drive? adjustable ™ 
speed drives, 3 to 700 ~ 
hp. Stands tallinthe 
saddle in many driving ~~ 
applications. 


gene Ultra Torg® limits inrush 
current and motor torque 
_ for problem applications. 


Meet the great 


pete ge PREY 


_ Titan® motors, the big 
= horses for the heavy 

= work, or harsh environ- 
- ments. 400 to 4000 hp. 


— @ Right Angle 

r— @r< a Syncrogear, single or 
— © — double reduction, 

"exe ~=—s- various speeds to turn 
==  _ the corner on power 

problems. Fractional 

to 5 hp. 


eS Ke 
: ‘i 


m4 Hercules Reducer, 
> compact parallel shaft, 
» 1 to 200 hp, for high- 
> torque requirements 4. 
» and consistent, steady 
= power. 


ine. 
Se 


applications. Constant 
or variable torque. A 

stretch runner, 1 to 150 hp. 

Vertical Syncrogears, 
all sizes, for slow- 
speed high-thrust 


_ requirements to150hp. Zi 


a. 


Hercules Motomount Syncrogear. 
High-torque output for harsh environment 
applications. 1 to 125 hp. 


Thoroughbreds of our time. 


Hercules Syncrogear Integral 
Q Gearmotor, the compact parallel Varidrive, compact, eco- 

> —™» shaft driver. 1 to 150 hp. nomical driving, fractional 
to 125 hp, for a variety of 
industrial applications. 


Vertical Holloshaft for 
continuous duty 
high-thrust turbine pump 
applications. 3 to 4000 hp. 


a Single Phase motors, totally en- 
closed for rugged farm applications, 
1 to 10 hp. 1.15 service factor. 


Over 70 years of experience 
and application know-how have 
bred a line of motors, gears and 
drives unmatched in performance, 
raw power and long-running 
reliability. 

And to keep these Thorough- 
breds running fit, we've got superb 
service capabilities: round-the- 
clock, on location, with a full 
stable of replacement stock. 

Go with the proven winners, 
the U.S. Thoroughbreds, For 3 
precision, power, sales-engineering ~~ 
and responsive service, you just 
can't outrun them. 


We're the Thoroughbreds. | 


U.S. Electrical Motors 
Division of Emerson Electric Co 
125 Old Gate Lane 
Milford, Connecticut 06460 
Distributors in Principal Cities 


bi @ Prva: 


Ps ereeraes apiece 


EMIERSON 


Call toll free for your nearest U.S. Motors distributor 800-243-8160, in Cori nnecBusAey awe SOX a 
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Make your own hydraulic assemblies. 
Anytime. Anywhere. 
See your Gates distributor for 
a Power Crimp’ 601. 


You can't get around certain 
equipment failures. Even with 
the best hydraulic components 
working for you. 

But a Gates Power Crimp 601 
can cut the time it takes to get 
equipment back to work. Toa 
matter of minutes. Any time of 
day or night. 

Withtwo simple adjustments 
you can crimp straight and most 
bent tube hydraulic assemblies 
right in the field. 

Since the Power Crimp 601 
is hand operated, it'll build 
assemblies anywhere (it’s also 
available with air operated or 
electrohydraulic power). 


The payoff is 


‘n you consider the time 
and money that it will save 
you, it just may be one of the 
most valuable pieces of equip- 
u'll ever use. 
even faster operation, 
there's also the electrically 
operated Gates Power Crimp 603. 
Contact your Gates Distrib- 
utor for more information. 
Gates Rubber Company. 
999 S. Broadway, Denver, 
Colorado 80209. 


x Jule, 
RubberEngineering. 
performance. — 
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CAPITAL SPENDING 


Supply-side push is 


ready for launching 


Industrial America does not 
intend to roll over and die in the 
face of expanding foreign competi- 
tion, high interest rates, and weak 
profit levels resulting from a 
drowsy economy. 

That’s the message of a new 
survey by PURCHASING. Results 
show that massive new investment 
is planned next year to help 
reestablish the U.S. as the world’s 
first-ranked industrial power. 

Substantial increases. Six- 
ty-two percent of the purchasing 
managers responding to the 
survey say their firms plan to 
boost capital outlays in 1981. 
Average rate of increase over 1980 
in dollars: 36.4%. Of the 19% who 
expect their companies to reduce 
capital spending, many comment- 
ed that they are just completing 
major expansion or modernization 
programs. 

The P.M.s’ intentions fly in the 
face of the prevailing opinion 
among professional economists. 
But that’s not surprising: P.M.s 
have been consistently more 
bullish about next year’s outlook 
than the professional seers, who 
look for capital spending to follow 
historical patterns and lag the 
general economy by six months. 
That forecast would indicate a 


Increasing spending 
62% 


Reducing 
19% 


No change 
19% 


Source: PURCHASING 


weakening of capital spending 
through mid ’81. 

But P.M.s are brushing history 
aside for these reasons: 

eA new pro-business mood 
emerging in Washington. 

eProspects of scarcity of 
several industrial goods in 4-5 
years. 

eThe need to stay ahead of 
foreign competition. 

eThe improving business 
outlook. 

The changing attitude in 
Washington may be the most 
significant of the four factors. 
More than three of four survey 
respondents say there is, in fact, a 
genuine shift taking place in 
government attitudes that should 
free up cash for new investments. 
Examples: proposals to accelerate 
depreciation and boost investment 
tax credits. Also, there are signs 
that the regulatory noose is 
loosening. President Carter, for 
instance, wants to give steel 
producers a respite from stiff 
environmental controls. Another 
example: Businessmen note a 
slowdown in rulemaking from 
OSHA since the Supreme Court 
knocked down one of the agency’s 
rulings on benzene. 

“Increased depreciation rates 


and decreased depreciation times 
will induce companies to expand or 
modernize. Perhaps those zanies in 
Washington have discovered that 
government does not create 
wealth. It can only redistribute,” 
says John E. Maley, director of 
purchasing for Teledyne Ohio 
Steel in Lima, Ohio. 

In the transportation sector, 
Harry Mooradian, vice-president 
of purchasing and equipment at 
Lyons Transportation Lines in 
Erie, Pa., comments: “If the 
government releases increased 
investment tax credits, we feel 
sure that in our particular 
industry, more capital spending 
will come about.” 

Shortages loom. Another 
important factor spurring invest- 
ment plans is the prospect of 
shortages. Example: steel tubing. 
A tremendous search for new oil 
and gas supplies will lead to a 
one-million-ton shortfall of tubing 
supplies by 1985, according to a 
recent joint industrial report made 
for the government. Many steel 
producers are readying plans for 
new tube mills even though, for the 
most part, they remain strapped for 
cash. Armco Inc. recently an- 
nounced plans to build a $400- 
million mill that will produce 
seamless tubing, drill pipe, and 
casing. New mills are also being 
considered by U.S. Steel, Republic 
Steel, and cra1 Corp. 

Tough competition from the 
Japanese and other foreign 
competitors is also putting heat on 
U.S. manufacturers to boost 
productivity and modernize plants. 
This is very evident right now in 
automobiles and appliances. Ford 
Motor Co. recently restored about 
$1 billion in capital spending to 
speed up tooling for new fuel- 
efficient models. General Electric’s 
Major Appliance Business Group 
says it will invest more capital in 
new plant and equipment in the 
next five years than all other 
appliance producers combined. 

The fourth factor is the 
improving business outlook. Pur- 
chasing managers are optimistic 
that the business recovery will be 
a rapid one, with operating rates 
nearing 90%—up from current 
high 70s—by mid 1981. nay 
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UP TO 


11% OFF YOUR 


NEXT 
GHT BILL. 


A GE MAXI-MISER™ II 
System can save you up 
to 17% in plant lighting 
costs — and still give 

you the light you need. 

The fluorescent lighting 
system you’re using in your 
plant now may be using more 
watts than necessary to give 
you the light you need, to allow 
your workers to be accurate 
and productive. 

And wasted wattage is 
something you can't afford in these times of energy 
regulations and rising energy costs. 

Watts are what you pay for. And the more 
watts your lighting system uses, the more you pay. 


A GE High Output Maxi-Miser™ II 
System uses fewer watts to give virtually 
equal light. 


Two 8-foot Lite White™ Watt-Miser® High 
Output fluorescents operating on a Maxi-Miser II 
high-performance, energy-saving ballast provide 
an in-plant lighting system that can reduce the 
wattage you pay for by as much as 17% compared 


™ Trademark of General Electric Company 


Maxi-Miser II System: GE Watt-Miser II lamps 
and Maxi-Miser II ballasts in combination. 


to a standard lamp and ballast 
combination — with virtually 
no loss of light. 

The system produces 
more lumens-per-watt to 
provide a typical 19% increase 
in overall lighting efficiency. 
Life expectancy of the 
Maxi-Miser II ballast is two 
to three times that of standard 
ballasts. And the ballast is 
warranted for three years from 
date of manufacture. 

In addition to the High 
Output Maxi-Miser II System, there are other Maxi- 
Miser II Systems — 4-foot F40 and 8-foot Slimline. 
Each designed as a system — tested as a system — 
to perform as a system to save energy and cut your 
lighting costs with virtually no loss of light. 

You can order any of these three lighting 
systems simply by asking for Watt-Miser II fluores- 
cent lamps and Maxi-Miser II ballasts at your nearest 
GE electrical distributor. If he does not stock them, 
contact your GE lamp sales representative, or call 
toll-free: (800) 321-7170. In Ohio (800) 362-2750. 
General Electric Company, Dept. C-014C, Nela Park, 
Cleveland, Ohio 44112. 


We bring good things to life. 


GENERAL @@ ELECTRIC 


C-014C 
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INVENTORIES 


New IRS ruling: 
what’s happening now 


A nationwide check of buyers 
and vendors by PURCHASING 
correspondents indicates that a 
new IRS rule on valuation of 
inventories will not have a 
dramatic impact on most buyers’ 
year-end plans, but it may sharply 
affect the availability of repair 
parts next year. 

The rs ruled in the Thor 
Power Tool Case that values of 
stocks such as obsolete materials 
and spare parts that had been 
previously written down to reduce 
taxes must now be carried at 
replacement value, unless the 
firms can demonstrate that the 
materials’ real value is lower. 

Here’s a look at what’s 
happening as a result of the ruling: 

The buyers’ side. Purchasing 
executives expect no great impact 
because they have greatly upgrad- 
ed inventory management tech- 
niques in recent years, and have 
eliminated all obsolete and rarely 
needed items from their in-house 
stock rooms. 

“We’ve been going hand-to- 
mouth for a while here, and I see 
no end in sight,” says M. L. 
Clarkson of Mesta Machine Co., 
Homestead, Pa. 

Adds Bob Moran of Koppers 
Co., Pittsburgh, “Most managers 
have learned to be very careful. of 
what we're carrying. We’ve kept 
excess stock so low that there isn’t 
much tied into our inventories.” 

Other buyers point out that 
they’ve scrapped excess or dated 
materials all along, so their 
normal practices needn’t change as 
a result of the new ruling. 

“We’ve always managed our 
inventories frugally,” says Paul 
Dahlgren, materials manager at 
Gould, Inc., St. Paul, Minn. “The 
ruling hasn’t affected our inven- 
tory strategy.” 

The vendors’ side. Wholesal- 
ers and distributors will be 
reluctant to stock spare parts for 
any but the newest machinery. On 
the other hand, purchasing 
managers may have new oppor- 
tunities to pick up bargains as 


vendors’ fiscal years close out. 

Then again, prices generally 
will probably rise substantially as 
vendors try to cover anticipated 
increases in their tax bills. 

Look for suppliers to set up, 
with increasing frequency, bar- 
gain bins near their will-call 
counters. Some vendors will hold 
open houses for their customers at 
tax time. 

Stock and trade. Ample 
inventories are the stock and trade 
of wholesalers and distributors 
who supply industry with spare 
parts. In general, 80% of these 
businesses’ assets are their 
inventories. 

In the celebrated Thor Power 
Tool Co. case, where the IrRs’s new 
inventory tax rule was upheld by 
the Supreme Court, suppliers lose 
the ability to simultaneously write 
off year-end inventory while 
keeping it on the shelf for future 
sale. 

Attack planned. Congress, in 
the last session, failed to enact a 
bill that would have delayed 
implementation of the Thor Tool 
ruling for another year. With the 
retroactivity issue thus dead, the 
National Association of Wholesal- 
er-Distributors (NAW) is preparing 
a frontal assault on the so-called 
Thor rule itself. 

“We’re going after the guts of 
Thor,” says John Fitch, vice- 
president for government relations 
of NAW, a trade group with some 
45,000 member companies. 

Since the irs wouldn’t budge, 
NAW hopes Congress can be 
persuaded to override the agency 
with legislation. NAW recently 
surveyed its members to gauge the 
effects of the Thor Tool ruling. The 
results have been broken out by 
commodity and company size so 
the effects can be seen separately 
for each segment of the wholesal- 
ing industry. Their findings will 
be sent to the Senate small 
business committee. 

“We want the ability to write 
down inventories and keep them 
on the shelf,” says Fitch. 4) 


How 


does 
your 


salary 
measure 
up? 


The only way you’ll 
know for sure is to 
read PURCHASING’s 
salary survey and 
learn how to use our 
exclusive grass-roots 


grid. 


For reprints of the 
entire compensation 
report, with instruc- 
tions on how to use the 
grid, send a check for 
$3 to: 


Salary Survey 
Purchasing 
Magazine 


221 Columbus Ave. 
Boston, MA 02116 


j 
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The Datsun Difference 
Grows Bigger 


All the Time. 


Now, you can profit by the Datsun Difference in six new bigger-capacity Super 
Series forklifts, up to 8,000 Ibs. in cushion-tire and 9,000 Ibs. in pneumatic- 
tire models. And what a difference! Higher quality, greater value, lower main- 
tenance and repair costs, fuel savings up to 55%. That's the Datsun Difference, 
now available in capacities of 2,000 to 9,000 Ibs., electric, gasoline, LP 


nee" Turbo Charged Diesel 
Is Another Datsun Difference. 


The world’s first turbo-charged diesel engine option for forklifts is now avail- 
able for the 7,000, 8,000 and 9,000 Ib. capacity pneumatic models. This 
engineering achievement provides outstanding fuel savings, more power 
and higher torque at lower RPM's. Another great Datsun Difference. 


DATSUN 
@FORKLIFTS 


' _ aay For details and your nearest Datsun dealer write: 
Nigean industrial Equipment Co: 2900 Datsun Drive; PO. Box 161404; Memphis, TN 38116. Tel. 901/396-5170 
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William H. Mansfield of American Standard Inc. 


Central forecasting 


for front-line managers 


By Somerby Dowst, c.P.m. / Managing Editor, Profession 


It wasn’t the crazy prices 
cropping up in the 1973-74 
shortage era that triggered 
American Standard Inc.’s price 
forecasting program—even though 
that program began about seven 
years ago. There’s a much more 
basic, long-term purpose to 
forecasting, explains William H. 
Mansfield, director of purchasing 
and material. 

“We wanted to give our 
purchasing operating managers 
support” for their responses to 
their individual managers’ re- 
quests for information. 

Like most large, diversified 
companies, American Standard 
has a number of operating units or 
groups. It’s to these respective 
managements that field purchas- 
ing and material managers feed 
data for planning. “And forecast- 
ing,” says Mansfield, “is an 
essential part of planning. It 
provides management with a look 
at what is coming, so it can make 
decisions early enough” to avert 
problems or take advantage of 
special opportunities. 

Coordinate data. Mansfield’s 
office publishes quarterly forecasts 
on materials such as energy, fuels, 
chemicals, and various steel mill 
items. One veteran of the 
forecasting campaign, general 
purchasing agent Ray Van Horn, 
solicits views from major using 
locations and checks them against 
corporate economists’ opinions. 
Data from Chase Econometrics is 
also cranked in. 

On short-term forecasting, 
says Mansfield, purchasing’s views 
are particularly valid. “We use 
five-year data from other sources 
pretty much as is. But we make 
many more adjustments on 
short-term figures. We’re closer to 
the field.” 

Because he views headquar- 
ters’ forecasting reports as tools for 


field purchasing, Mansfield keeps 
them straightforward and reada- 
ble. “The guys out there are busy. 
We’re trying to respond to what 
they need.” That’s why the reports 
are tightly formatted, listing 
prices for each item and limiting 
any comments to telegraphic-type 
remarks. 

Comments might center on 
major suppliers’ capacity, for 
example. By and large, however, 
Mansfield feels that price itself is a 
good indicator of other economic 


“Forecasting is an essential part 
of planning. It provides management 
with a look at what is coming.” 


“We wanted to give our operating 
purchasing managers support” for 
their responses to management. 


factors. “Over the short range, 
supply and demand have a big 
impact. But we may comment on 
current capacity rates, as well as 
pointing out other things that need 
highlighting”—such as a caution- 
ary note that political events in a 
particular area will have an unsta- 
bilizing effect on the forecast. 

To make the most effective use 
of forecasting—that is, to fit it into 
American Standard’s one-year and 
five-year planning strategies— 
Mansfield doesn’t mind revamping 
some of the other tools of 
purchasing. Case in point: the 
scheduling of annual meetings of 
field purchasing managers. 

Open to change. “We used to 
meet in June,” says Mansfield, 
“but now we get together in 
September. That gives us a chance 
to go over forecast figures closer to 
the date that most operating units 
are working on their one-year 
plans—generally October, al- 
though some units may start 
planning much earlier.” 

It’s possible, he adds, that the 
forecasts may well be published 
three times a year in the future, 
rather than quarterly. “The 
January issue could provide data 
for five-year plans; the April one 
would lay the groundwork for 
operating plans coming up in the 
fall; the September one would be 
an update for those operating 
plans.” Evaluation of a_ study 
regarding this change hasn’t been 
completed yet. 

There’s nothing static about 
forecasting at American Standard. 
The list of items covered was 
recently increased, at the request 
of using groups. Another study will 
look at ways various items can 
perhaps be correlated to shrink the 
list; there’s a chance that the 
system may be linked to a 
computer to save time and 
paperwork. 

What about accuracy? “The 
primary thing is to get close to 
trend and timing,” concludes 
Mansfield. “Sure, we’ve been 
closer on some than on others. And 
we’ve missed some—but so has 
everyone else.” Ne 
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Wally Kiesshauer 
knows at least 
I7reasons why you 
should buy hot-rolled 
barsfrom gee 


W. E. Kiesshauer, Manager, 
Carbon and Alloy Bar Sales, 
Bethlehem Steel 


Long-term stability, reliable relationships, 
continuing service through good times and 
bad. 


A broad spectrum of consulting services— 
metallurgical, research, engineering, trans- 
portation, etc. Assistance is available from 
our many corporate departments. 


3 Integrated operations related to bar quality: 

strong billet-preparation departments; 
capability to minimize hot-rolled scale and 
provide fine HR grain structure; steelmaking 
practices that include desulfurization, argon 
stirring, vacuum degassing, additives during 
teeming, etc. 


Numerous bar finishing and secondary 
processing options. 


Nearly eight decades of experience in pro- 
ducing steel, blending alloys, hot-rolling 
bars, satisfying customers. 


A wide range of available bar sizes, sections, 
steel analyses, commercial qualities. 


Industry’s largest bar coils—up to 5,400 
pounds. Industry’s largest coiled bar size 
range—up to 1% in. diam. 


Dependable bar-rolling schedules, pro- 
grammed to cycle every two weeks. 


In addition to the 
ultra-top quality of 
our carbon and alloy 
bars, here’s what 
Bethlehem offers... 


10 
l 


4 


Bars available hot-rolled to 4% commercial 
tolerances for size and section. 


Sixty local sales and resident offices around 
the country to provide Quick Inquiry 
Response on bar rollings and deliveries. 


One-stop shopping for your steel products, 
not just bars alone. 


High-tonnage heats which mean greater 
consistency for greater numbers of parts. 


A rolling flexibility that allows us to select 
production from among several mills at 
various plant locations. 


A steelmaking flexibility that allows us to 
choose production from among several melt 
facilities. We are not bound to the vagaries 
of the steel scrap market. 


Compatriot production. Bethlehem is an 
American firm, owned and operated by 
Americans. 


Commitment through investment. Bethlehem 


16 has demonstrated a continuing investment 


in the upgrading of bar technology—in our 
research efforts, innovative rolling facilities, 
and commitment to future production. 


| Community responsibility. Bethlehem is 
active in working for the future betterment 
of our plant communities, our industry, and 
our nation. 


Maximize your benefits: buy Bethlehem bars. 


Bethlehem 


Bethlehem Steel Corporation, Bethlehem, PA 18016 


With controls on 100 


MIG welders save $35,000 to 
0,000 a year on Argon. 


If it's CO., save 
$15,000 to <A0, O00. 


$9 


Dramatic savings in Argon, 
Helium or COz2 consumption 
are now available to any MIG 
welding operation. 

With ten MIG welders, count 
on saving $3,500 to $9,000. 
With 500 MiG's figure $175,000 
to $450,000! 

The Inert Gas Control is an 
astounding welding break- 
through, reflecting two years of 
extensive in-plant tests. Simi- 
lar savings can be obtained with 
TIG welders. 

This unique device takes 
the critical factors that cause 
excessive gas consumption and 
puts them under tight control 
in a single, compact device. 
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At the same time, standards 
for high quality welding are 
maintained, even improved, and 
for every $1,000 you cur- 
rently spend for Argon, as much 
as $600 can stay in the 
corporate treasury. 

Just as eye-opening is the 
fact that the control pays for it- 


VALMONT. 
ENERGY SYSTEMS, INC. 
A subsidiary of Valmont Industries, Inc. 

Valley, Nebraska 68064 
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SAVE INERT GAS 


self in 45 -120 days, one of 
the best investment returns in 


‘along time. Total savings depend 


on duty cycles, number of 
shifts, gas costs and present 
welding practices. Savings 
may be more with cylinder users 
and less with bulk gas. 

Controls can be installed in 
minutes by plant personnel. We'd 
like you to test the Inert Gas 
Control in your plant under the 
most stringent conditions. 
See for yourself how huge gas 
Savings Can improve your 
profit picture. 

Write or call us. Ask for 
Inert Gas Control information. 
(402) 359-2201. 


Take a long look 
over GE’s shoulder 


Purchasing professionals are 
the shock troops 
of reindustrialization 


Like it or not, you’re 
going to be drafted 


Why the password 
is quality 


By John F. O’Connor / Editorial Director 


Want a preview of what reindustrialization is likely to mean 
to you, your department, and your company? Then take a 
look at what’s happening at GE’s Major Appliance Business 
Group. 

While your business situation probably isn’t directly compara- 
ble to GE’s, the appliance maker’s plans and programs do 
provide at least one clearly-defined view of what reindustri- 
alization is all about—and why. News Manager Doug Smock 
provides a rundown on the tactical thinking and action at 
Appliance Park in this issue, page 14. 

Very clearly, the Major Appliance Business Group has 
drafted purchasing professionals as the shock troops in its 
reindustrialization drive. And for good reason. Reindustriali- 
zation adds up to potentially the most massive sourcing and 
purchasing job in American business history. But there’s a 
warning in order: Reindustrialization doesn’t stop—nor 
should it necessarily start—with hardware procurement. 

It’s purpose is to make American industry—and your 
company—more competitive. One immediate starting point: 
the reestablishment of quality as an all-important buying 
criterion. And that’s precisely the approach GE is taking. 

The Material Resource Operation (GE’s name for pur- 
chasing) has launched a Total Zero Defects Program. For 
starters, buyers at Appliance Park are focusing on 10 components 
with chronic quality problems. What’s more, they’re visiting 
selected high-volume vendors to explain the thrust of the new 
program and preach the gospel of zero defects. Their purpose: To 
establish a new mind set, both within the Major Appliance 
Group and among its suppliers, that challenges the reasons 
for any defects at alli. 

Sure, there’s an impressive plant and equipment aspect to 
GE’s counterattack against imports. The company is tripling its 
investment in major appliance manufacturing over the next five 
years. Objective: To bring on-stream or refit the most efficient 
appliance manufacturing plants in the world. That in itself 
constitutes a monumental procurement job. 

But the first shot fired in the counterattack is buyer 
insistence on quality improvement and zero defects. And 
that’s precisely where every purchasing professional— 
regardless of company size or resources—can start. 

The success of any company’s revitalization efforts in 
the days ahead will depend more on the caliber, initiative, 
and imagination of its buyers and suppliers than on the 
length of its shopping lists. 

Again, our GE story on page 14 provides a case in point: The 
buying crew at Appliance Park is first-rate. Its reliance on equally 
first-rate vendors was underscored when at a recent vendor 
awards ceremony buyers passed out kudos but also took time out to 
give the winners a list of 83 new problems they want solved. 

The message is clear: If you and your professional purchas- 
ing colleagues are the front line troops in the drive to reindustrial- 
ize, then savvy, solution-oriented suppliers figure to be your 
biggest allies. The password is quality. B 
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Ready for a bearing failure 
at 2:05 a.m. on December 24? 


Though precision designed and 
manufactured, a bearing still is a 
wear-out component. Its job is to 
absorb wear and tear and shocks 
and loads of turning wheels and 
shafts. So they do fail, mainly 
because of faulty handling, mis- 
application and improper lubrication. 
We suspect this angular-contact 
thrust ball bearing succumbed to 
super stress from a bad fit on the 


shaft or in the housing—two of 
several application problems we call 
parasitic loads. We’re helping to see 
it doesn’t happen again. We feel 
bearing replacement doesn’t stop 
with the sale. We want you to get full 
value for every bearing dollar spent; 
bearing and power transmission 
specialists at our more than 200 
sales/service centers can do just that. 
Call one today. 


Bearings, Inc. 
Corporate Office: 3600 Eucha Avenue, Cleveland, Ohio 44115 
7 | Dixie Bearings, Inc. 


276 Memorial Drive, S.W. Atlanta, Georgia 30303 


Bruening Bearings, Inc. 


3600 Euclid Avenue, Cleveland, Ohio 44115 
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The High Court 
and regulation 


Important dollars 
and cents questions 


How much protection 
ls really feasible? 


ls driving business 
to the wall acceptable? 


Washington outiook 


By Daniel W. Gottlieb 


Industry is starting to look more and more to the Supreme 
Court as it tussles with the problems of federal regulation and the 
authority of regulatory agencies. 

Specifically, the court’s conservative bent is beginning to 
encourage managers as they look for ways to trim the 
regulators’ powers. Many cite last spring’s “benzene case” as 
they look over this year’s court calendar. In that case, the justices 
knocked down OsHa’s benzene standard on the grounds that the 
agency failed to present sufficient evidence of long-term “signifi- 
cant risks” to workers. 

How much more of a whack at the regulatory jungle the High 
Court will take is yet to be seen, but the fact remains that it has 
accepted many challenges to regulation and this is being 
interpreted as a harbinger of further decisions closer to the 
liking of industry. Some corporate legal counsels look for rulings 
that could substantially affect regulatory costs—both the costs to 
the corporations and to their consumers who get hit with pass-on 
costs. 

Before next summer the Court may decide such issues as 
whether: 

@®OSHA’s cotton dust standard must be reconsidered 
because of its costs to industry and the relation of these costs 
to the expected benefits. The American Textile Manufacturers 
Institute claims that the cost of meeting the standard (about 
$2-billion) over the next five years will be about four times what 
OSHA estimates is required to reduce exposure of workers to 
permissible levels. 

The cost issue arises over interpretation of OSHA’s statu- 
tory language which requires the Secretary of Labor to assure “to 
the extent feasible” that no employee’s health suffers from 
exposure to toxic substances. OSHA interprets this to mean 
technologically feasible, but industry claims economic feasi- 
bility is also at issue. 

©The Environmental Protection Agency, in enforcing its 
water pollution standard, must take into account whether a 
particular company can afford to comply. EPA, in its case 
versus the National Crushed Stone Assn., failed in the lower 
appeals court. EPA argued that its law required it to set 
nationally uniform standards without regard to particular 
company or industry economic circumstances. 

eFederal strip mining laws are unconstitutional. One 
challenge by the industry is to the requirement to restore land to 
its original contours. The lower courts held that this amounted to 
taking private property without just compensation. 


In general, federal regulatory agencies in the fields of envi- 
ronment, health, and safety claim that their basic laws 
require them to set as strict standards as feasible to elimi- 
nate, or reduce to a minimum, risks—even if this means 
driving some companies out of business. The Supreme Court 
could send some of these agencies back to Congress for clarification 
or for strengthening of their laws if it rules in industry’s favor in 
these cases. 
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This closure 
gave up. 


Excess moisture, harsh conditions or 
overpacking can defeat tape and 
staples. But strapping holds on. 
Whatever kind of fresh food you 
pack. Whether it’s chill-pack, 
vacuum-pack, top-ice or frozen. 
Insure closure, even when you 
overpack. 

Strapping keeps lids and flaps 
secure. It performs in wet or cold 
conditions where other methods 
may fail. Your strapped cartons stay 


closed. And strapping can reduce 
the possibility of damage upon 
arrival. Package compression helps 
nest your contents for minimum 
internal movement in transit. There's 
lower pilferage risk, too. 


The variety pack. 

Whatever you pack, under whatever 
conditions, Signode has a carton 
closure system that's right. Choose 
semi-automatic or automatic strap- 
ping equipment with Signode plastic 


strapping. Equipment is available in 
regular or corrosion-resistant finish 
for wet or humid conditions. 

Join the crowd. 

Signode has years of experience in 
fresh food packing to help you select 
the right system, equipment and 
strapping. If you want to pack in 
more profits, contact your local 
Signode representative. He's listed in 
the Yellow Pages under Strapping. 


Me SIGNODE 


Signode Corporation, 3610 W. Lake Ave., Glenview, IL 60025 
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The audit’s place 
in negotiating 
Part 2 


Computer costs are 
hard to pin down 


Contract labor 
requires scrutiny 


A thorough audit 
takes manpower 


By Dr. Chester L. Karass 


Continuing our discussion of the F. 
primary areas of concern re- © 
garding audits and verification, 
let’s look at some common prob- 
lems: 

eComputer billings. Hardly 
anyone knows how to check a com- 
puter services bill. Computer ser- 
vices usually are bought centrally, 
but used at outlying areas. No- |. 
body seems to know what’s 
being paid for, why, how much, 
or against what price schedule. 

Nor, for that matter, do sellers 
know, particularly, how to bill for 
services rendered. Mistakes are common, and there is a great deal 
of money being paid for computer services never delivered. 

eTransportation billing. We once employed a man who had 
extensive experience in a large trucking company. He told us that 
more than 20% of the company’s revenues was generated 
through double-billing of customers. All the owner did was 
invoice both the shipper and receiver. Not only did both pay in 
many cases, they’d sometimes pay again on a follow-up notice. 

He got away with that because transportation is hard to 
check. Invoices are nearly impossible to read or to relate to 
reality. Who knows what rates apply, whether the weight 
and commodity coding is correct, or who should buy? 

eLabor services. Contract labor is a growing trend in 
America. Contracts for labor services must carefully define 
labor classifications and descriptions; appropriate rates and 
ranges; proof of qualifications against standards; whether 
the people actually existed or worked; whether they worked 
the time specified; whether they did their jobs adequately; 
whether the billing is correct; for whom the work was 
performed and whether the supervisor approved it. 

eCost-reimbursement contracting. A while back, a con- 
glomerate made a fortune doing cost-plus work for the government 
and other large aerospace companies. It contracted some jobs on a 
firm fixed-price basis, and others on a cost-reimbursement basis. 
The fixed-price jobs always made handsome profits. 

Reason: The conglomerate charged fixed-price labor to 
cost-reimbursement customers. Amazingly, the cost-plus cus- 
tomer had audit rights. But in order to “save money,” it 
assigned only one part-time auditor to check a contract on 
which 500 people worked. 

How well does your own company audit the cost- 
reimbursement purchase? Better check before you laugh at the 
company that was defrauded. 


Dr. Karrass specializes in negotiation, purchasing, and sales seminars. His 12-hour 
Effective Negotiating video program is licensed by 136 of the nation’s 500 largest 
companies. He is author of How to Fight a Price Increase, Negotiating Game, Give 
and Take, and How to Work with Your Employees to Improve Their Performance 
and Your Own. For more information on books and seminars: Karrass Seminars, 
2066 Westwood Blvd., Los Angeles, Calif. 90025 (213) 476-4554. 
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Calculating 
inventory costs 
Part 3 


Inventory time is 
tied to differences 


The tradeoffs 
in inflationary times 


Freed funds 
usually stay put 
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Inventory outicok 


By Norman Kobert 


Continuing our discussion of the 
factors that go into making up © 
inventory costs, our next category © 
is: : 


eLoss, damage, and deterio- | 
ration. The largest cost factors © 
here are for security and storage . 


=a 


facilities. These costs are incurred’) — 
based on the economics of the costs © 
versus the savings to be made. Size _ 
of inventory fluctuation has little 7 
to do with varying these costs. : 
eData processing, account- |. 
ing, procurement, and physical 
inventorying. Does the size of 
inventory materially affect the cost of taking inventory? 
Does it really take that much longer to verify a count of 60 
over one of 150? Physical inventorying time is much more closely 
related to the number of different items to be counted. Even so, is 
this cost to be weighed when making individual inventory deci- 
sions regarding magnitude for supporting future purchases? 

Similarly, procurement costs remain fixed over rather 
large increments. Does it cost significantly more to order 50 of an 
item than 25? Do we have to hire an additional buyer if we place 
125 orders next month? Of course not. 

Finally, data processing costs rarely change. There’s little 
difference in cost of entry, processing, or print-out whether a 
transaction involves 20,000 or 10,000 widgets. 

The value of asking these questions will become more evident 
when we discuss the types of decisions to be made in light of the 
true costs of inventory. 

eBusiness and economic trends. In inflationary periods 
initial costs of inventory purchased will be lower than purchases at 
the end of the period. The difference in price may be considered a 
cost for the delay in decision-making to be weighed against the 
true costs of carrying inventory which might have been procured 
earlier at the lower price. : 

®Cost of cash and ROI. Is cash freed through an inventory 
reduction actually usable elsewhere? If so, then cash tied up in 
additional inventory is equatable to the current cost of interest on 
monies borrowed. 

An assumption exists that money freed from inventory reverts 
to load reduction. In actuality, most of the time the freed funds 
are used to restructure the assets committed—such as in 
inventory changes—and are not traceable to another man- 
agement for the specific cash freed. 

Next, we’ll look at some of the decision-making engen- 
dered by all seven cost factors. 


Norman Kobert is a principal of N. Kobert and Associates, Fort Lauderdale-based 
management consultants. A specialist in managing the inventory asset, Kobert 
has conducted numerous in-plant and public seminars on inventory management, 
and has written many articles for professional and business journals. His latest 
book, Inventory Strategies, is available from Boardroom Books, 500 5th Ave., New 
York, N.Y. 10036. Price: $50. 
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Graybar has the 
purchasing plans that 
can help prevent your 
inventory costs from 
eating your profits. 


Profits are too hard to come by to 
have them destroyed by hidden costs. 
Graybar is ready to help you reduce 
your hidden inventory costs. 


The high cost of possession. 

Once you've put an item into inventory, 
you ve just started to pay for it. The high 
cost of money, with the prime rate 
ranging from 10 to 15% is an ever in- 
creasing cost. The cost of warehousing 
comes to about 7%. Taxes and insur- 
ance, depending on your warehouse 
location, will average about 5%. 
Materials handling adds another 3%. 
Obsolescence, breakage and pil- 
ferage accounts for 3%. What a waste 
of profit! 


Ow fo cut your 
inventory costs by 30%. : 


The low cost of doing business 
with Graybar. 

Graybar, acting as your single source 
for electrical supplies, will stock all of 
your regular requirements locally. We 


will deliver them only as you need them. 


As simple as that, you can cut your 
inventory cost of electrical supplies 

by as much as 30%. And you've cut 
down on inventory headaches. You've 
cut paperwork. Reduced inventory, 
improved expense control. Eliminated 
back order and partials. Improved 
order accuracy and more. But most 
important, you've improved profits. In 
today’s tough market, that’s quite a lot! 


We've got a very interesting presenta- 
tion we think you should see. It’s called 
the “Cost of Possession” and it shows 
you how Graybar can help you reduce 
your inventory costs by as much as 30%. 
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_preoras Electric Company, Inc. P-12-80 
420 Lexington Avenue 


B NewYork, NY 10107 


Fill out this coupon and mail it today. 
Your profits may depend on it. 


C) Rush me more information on how 
Graybar can help cut my inventory 
costs up to 30%. 


C) Please have a Graybar representative 
call. 


Nome 
Title 


Company 


Address 
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Start of 
the year 
seminars 


Stanford seminar 
for managers 


How to set up 
a purchasing operation 


Courses for those 
who need home study 
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Professional outiook 


By James P. Morgan / Editor 


Three seminars, each offering National Association of Purchasing 
Management certification points, come up in the early weeks of 
1981: 

eThe first is scheduled for Tampa, Fla., Jan. 11-14, and is an 
update for purchasing and materials managers. Special attention 
will be given to performance evaluation, new techniques for 
inflation control, legal aspects of purchasing, and value 
analysis for transportation. Certification points: 2. Tuition: 
$395 NAPM members; $445 nonmembers. 

eFrom Feb. 1-6, a seminar will be held at the Stanford 
Holiday Inn, Palo Alto, Calif., featuring faculty from Stan- 
ford University and purchasing professionals. Broad manage- 
ment topics will focus on marketing, finance, law, transporta- 
tion, purchasing, problem-solving, and decision-making. 
Faculty includes E. F. Andrews, v.p.-materials and service, 
Allegheny Ludlum; Dr. Eugene Webb, Stanford; Dr. Jim Porter- 
field, professor of finance, Stanford; Dr. Adrian Ryans, assistant 
professor of marketing, Stanford; Dr. George Parker, senior 
lecturer, Stanford; David Steinberg, manager, purchasing and 
traffic, cre Lenkurt; Dr. Gayton Germane, professor of logistics 
and industrial engineering, Stanford; Dr. Steve Brant, Stanford; 
Byron D. Sher, professor of law, Stanford. Certification points: 3. 
Tuition: $475 for NAaPM members; $525 for nonmembers. 

eHow to organize a purchasing or materials manage- 
ment department will be the feature of a seminar to be held at 
the Las Vegas Hilton, Las Vegas, Nev., Feb. 22-25. Faculty includes 
John Nikolic, procurement manager, Digital Equipment; Vern 
Sawyer, director-supply development, ppc; Mike Sivetts, vp, 
director of division purchasing, Johns-Manville Sales; Bob Smith, 
director of materials management, Morton Norwich Products. 
Certification points: 2. Registration fee: $395 for NAPM 
members; $445 for nonmembers. 

For more information on all of these seminars contact 
Harry Wada, Director of Continuing Education, NAPM, 40 
Plaza, Suite 2, Park Forest, Ill. 60466. (812) 481-1043. 


What about home study? For our many readers who have 
requested information on correspondence courses in purchasing- 
related subjects, here are the names and addresses of six schools 
offering such programs: 

eUniversity Extension, Univ. of California, Berkeley, 
Calif. 94720. 

eCorrespondence Courses, Univ. of Hlinois, 104 [lini 
Hall, Champaign, Il. 61920. 

eUniv. of Wisconsin/ Extension Div., Independent Study/ 
Dept. of Business & Management, 1 South Park St., Room 759A, 
Madison, Wis. 53706. 

eAmerican Management Assn. 135 W. 50 Street, New York, 
N.Y. 10020. 

eInternational Correspondence Schools, Scranton, Pa. 

@NAPM, Independent Study Program, 11 Park Place, New 


York 10007. 
Details on fees, prerequisites, and operation of the 
courses are available at the above listed addresses. ie 
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PURCHASING’S SALARY SURVEY 


A comparative study of 


purchasing compensation 


By Somerby Dowst, c.P.m. / Managing Editor, Profession 


Do you beat the averages? Use the 
grass-roots gnd to size up your sale 


If someone were to ask you, 
“How’s your salary?”, you might be 
tempted to respond, “Compared to 
what?” And you wouldn’t be too far 
afield from the how’s-your-wife 
gag used by stand-up comedians. 

Reason: Although comparison 
has been tagged as “odious,” 
career-choice decisions today can 
ride on accurate comparisons of 
salary opportunities. Executives 
committed to the purchasing 


profession need up-to-date answers 
to questions such as: 

@Are there major differences 
in compensation industry to 
industry? 

@Does geographic location 
have an impact on the amount an 
individual is paid? 

els there a distinction be- 
tween the salaries of those in line 
buying or managing posts, and of 
those in staff-type support posts? 


| 


Is there a payoff in becoming 
an expert in a relatively narrow 
commodity area? 

ow does the head of a 
one-man buying group make out 
compared to a manager of a bigger 
department? 

Are cC.P.M.s (certified pur- 
chasing managers) paid more than 
their noncertified counterparts? 

Answers to such questions are 
impo. tant to younger execs 


Table | 
What purchasing brass pays 
(composite for all industries) 
At 
At headquarters division At plants 
| 
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planning their career progress. 
And they’re also vital to those 
overseeing and recommending 
salary levels for subordinates. 
That’s why PURCHASING Magazine 
has undertaken a major salary 
survey, unique in two ways: 

1. It zeroes in on job function 
more than job title. 

2. It features both top- 
executive and grass-roots data in 
its base. 

We opted for the job-function 
emphasis because job titles can be 
misleading. Individual companies 
have different philosophies about 
titles. The titles “purchasing 
manager” and “purchasing agent,” 
for example, are often used 
interchangeably. And here’s a 
direct quote from one of the execs 
who responded to our anonymous 
questionnaires: 

“As a matter of strong 
conviction, we will not [his 
emphasis] use the term ‘buyer’ in 
our organization.” 

While he did not elaborate on 
his distaste for the term, this exec 
did give a sketch of his firm’s 
purchasing organization. At head- 
quarters it features a vice- 
president, directors, managers, 
purchasing agents and assistant 
purchasing agents. In the field it 
has purchasing supervisors and 


assistant purchasing supervisors. 

Other title permutations 
readily observable on our circula- 
tion list: managers, supervisors, 
and directors of (or for) purchas- 
ing, procurement, material, and 
materiel. And, while many of those 
variations are merely semantic, 
others are apt to be misleading. 

There are companies, for 
example, where someone with the 
title “material manager” is 
actually a “material controller’— 
that is, someone who is primarily a 
scheduler. And some purchasing 
agents who control inventory are 
de facto materials managers. 

How we did it. To clarify 
actual job duties and responsibili- 
ties, our survey of top purchasing 
execs included brief descriptions of 
some of the job slots covered by the 
questionnaire. The survey form 
was a four-pager, and was mailed 
to about 800 purchasing execs in 
major, blue-chip U.S. firms. Our 
aim was to ‘reach the number-one 
buying executive, who could give 
accurate data not only for himself 
and his headquarters staff, but for 
purchasing personnel in plants 
around the country. 

At the same time, we made an 
effort to contact every PURCHASING 
reader—all 95,000 of them—and 
thus get a top-to-bottom picture of 


compensation at all levels. The 
vehicle for this contact was 
postage-paid reply cards contained 
in merchandising packets mailed 
to all subscribers. 

A postcard, obviously, can’t 
contain as much data as a 
four-page letter-size question- 
naire. But the dual approach 
provided two bases of information: 
panoramic from selected top execs, 
and microcosmic from the grass 
roots. Let’s look at the view from 
the top first, as shown in Tables I 
through VII. 

View from the top. On 
TablelI, the dollar figures in the 
column on the far left indicate the 
compensation levels of those 
responding to the comprehensive 
four-page form. These figures 
include bonuses, because bonuses 
are so frequently a part of top 
purchasing execs’ pay programs. 

As shown, these pay ranges 
include over-$100,000 yearly 
payments. Salaries below $40,000 
were too infrequent to be valid as 
statistical data. Company size was 
not singled out in the question- 
naire, but the ascending pay scales 
of respondents flag a more 
significant factor: the importance 
of purchasing in the company’s 
operation and in the eyes of chief 
executives. 
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In each respondent’s compen- 
sation range, the figures appear- 
ing to the right are the statistical 
mean for salaries (bonuses exclud- 
ed) paid to subordinates. Thou- 
sands of dollars are expressed as 
decimals. Thus 64.3 stands for 
$64,300. 

Table I in the series is a 
composite of the data for all 
industries. And, as Tables II 
through V indicate, there really 
isn’t much difference in purchas- 
ing pay scales industry-to- 
industry. The old axioms about 
“glamor businesses” don’t seem to 
hold true; they’re more myth than 
reality. 

Sure, there are spot differenc- 
es here and there. But the selected 
comparisons indicated don’t show 
any real skews favoring or 
derogating any particular indus- 
try. Bear in mind that the figures 
for various job classifications—at 
headquarters and divisional and 
plant levels—are the statistical 
mean of all responses in a 
particular category. 

Some respondents used salary 
ranges in their replies to our 
survey. When this happened, we 
computed the midpoint (or mean) 
salary for each range. If a 
respondent supplied both a range 
and a salary for an incumbent, we 
used the actual salary figure in 
our data base. We then averaged 
the sum of all midpoint and actual 
salaries for each category. These 
are the statistical mean salaries 
that appear in the tables. 

Salary ranges for particular 
purchasing jobs can be very broad, 
as these examples from our survey 
indicate: 

@An exec making $90,000/ 
yr says that his range for field 
material managers is $46,000- 
$70,000, with field p.m.s getting 
$30,000-$45,000 if they have a 
staff of buyers (Instruments/ 
electronics). 

eA number-two man at HQ 
Says a respondent making $83,000, 
is in a range going from 
$42,000-$63,000 (Machinery/ 
equipment). 

eThe same type of job in 
another firm, where the respon- 
dent makes $75,000, ranges from 
$39,100-$65,300 (Papermaking/ 
packaging). 

®A $49,000/yr exec pin- 


points a range of $23,000-$34,000 
for all three types of staff- 
specialist jobs in his company’s HQ 
(Component manufacturing). 

By geography. The section of 
the survey form devoted to the 
plant level provided for responses 
by geographic area. There were 
five such areas listed next to each 
job category: Northeast, South- 
east, Midwest, Southwest, West 
Coast. We wanted to find out if 
there are significant salary 
variances by section of the United 
States. Our finding: There aren’t. 

Many respondents added 


The brass and their 
bonuses 


Table VI Amount 
of bonus 
Those 
Respondents’ | receiving 


compensation} bonuses 


Over $100,000 100% 
$80-100,000 87% 

iy 
$60-80,000 82% 


comments to the form, noting that 
their firms use the same pay scales 
country-wide. Others simply filled 
in one rank of figures and wrote 
“same” across the other options. 
Where regional salary variances 
exist, there is no pattern of 
favoritism. Some jobs paid more in 
one area of the country, while 
different positions within the same 
firm enjoyed the salary edge in 
other localities. 

“There are no geographic pay 
differences,” said a $96,000/yr 
exec in the chemical industry. 
“Salaries are affected by size of job, 
individual’s performance, and 
length of time on the job.” He cited 
three ranges for material manag- 
ers overseeing separate staffs in 
addition to purchasing: $35,400- 
$58,400, $40,500-$66,800, and 
$45,600-$75,250. These would 
respectively apply, he said, to his 
firm’s small, medium, and large 
size plants. 

Field salaries are “the same” 


across the country for both 
material managers and purchas- 
ing managers, said an instru- 
ments/electronics purchasing exec 
making $130,000, and those for 
buyers are “very close.” 

Two more quickie examples: 
Another firm pays its material 
managers a premium range in the 
Southeast, while its production 
buyers are so favored in the 
Northeast. Yet another company 
pays purchasing managers with 
staff more on the West Coast, 
purchasing managers without 
staff more in the Southeast, and 
production buyers more in the 
Midwest. 

What’s in a name? Industry 
and geography don’t have a great 
deal of influence on salary, but the 
type of purchasing job does. And 
defining those jobs—not just the 
titles—is very important. In order 
to avoid confusion between the job 
performed and its title, we 
included definitions of each job 
category on our survey form. 

Here is how we described “top 
assistant,” the first subordinate 
job itemized as an HQ position: 

“Your number-two assistant 
who would fill in for you during 
your absence, and on whom you 
would rely for guidance in setting 
purchasing policy.” 

We felt this would clearly 
indicate that we wanted salary 
data on the respondent’s chief aide. 
Then, to indicate the difference 
between line-buying and _staff- 
support assistants one echelon 
down from the chief aide, we 
defined them separately: 

Line (Group manager— 
buyers): “Division or section 
managers overseeing several 
commodity specialists or contract 
buyers.” 

Staff (Group manager— 
support staff): “Division or section 
managers overseeing several staff 
employees such as_ economists, 
analysts, purchasing researchers, 
systems specialists.” 

Line managers at HQ seem to 
have a slight edge in a couple of 
respondents’ pay ranges, but the 
reverse is true in the other ranges. 
Both commodity/supplier know- 
how and (thanks to the emphasis 
on MRP and other systems 
applications) staff-type expertise 
are important in today’s purchas- 
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ing. And here again there are 
flip-flops: 

eA purchasing exec making 
$89,000/yr pays his HQ line 
manager in the $37,400-$63,240 

e, and his staff manager at 
$33,600-$57,000 (Food/textiles/ 
tobacco). 

@®A $70,000/yr respondent 
pays his staff aide $42,000, and his 
line aide $40,000 (Machinery/ 
equipment). 

Identical ranges apply in 
many companies—like the one 
for $38,000-$60,000 in a chemical 
company where the top purchasing 
exec makes $99,000. 

At the buyer-specialist level in 
HQ installations, there’s a fair 
degree of consistency among 
capital equipment, production 
goods, and supplies buyers. The 
criterion is not so much the 
relative importance of commodity 
classifications, as it is the very fact 
that the items involved are 
important enough for centralized 
(or at least coordinated) buying. 

In an instruments/electronics 
firm where the head of purchasing 
gets $75,000, all three classes of 
HQ buyer are in the same range: 
$27,700-$36,700. A purchasing 
head getting $56,000 in a similar 
firm pays $24,000 across the 
board. In other companies, any one 
of the three types of HQ buyer can 
be the winner—but usually not by 


a wide margin. 

Much the same is true of the 
remaining HQ job classes—the 
three staff jobs filled by value 
analysts, economists, and re- 
searchers. As a group, these 
staffers may be doing a hair better 
than buyers. And the financial 
expertise of an economist can, in 
some cases, shade the technical 
know-how of a value analyst. But 
by and large there are no major 
differences. Different skills may be 
more important to different 
companies facing particular chal- 
lenges in the marketplace—and 
specific salary levels reflect this. 

At the divisional level, 
respondents in upper-bracket pay 
scales reported bigger salary 
variations between vice-president 
and director titles. Implication: 
Really big and well-heeled corpo- 
rations have more _ vice- 
presidencies to hand out. If you 
can’t prove your worth to earn a vp 
title, you’re not going to be paid as 
well as someone who can. 

Director and vp titles are 
self-explanatory labels, but the 
first three job slots listed for the 
plant level require further defini- 
tion. Here’s how we provided that 
definition in our survey, to avoid 
apples-vs-oranges comparisons: 

Material manager, with 
staff. We defined this as someone 
“with separate staffs, such as 


Table VII 


and why 


100 


50 


(% respondents) 


YES 
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Question: Do certified purchasing 
managers receive higher compensation 
in your firm than noncertified employees? 


if “Yes,” why? 


ee | Most C.P.M.s are older 
and more experienced, so 
automatically get more 


Laid Company policy is 
to pay C.P.M.s more 


purchasing and production control, 
reporting to him.” 
Purchasing manager, with 
. We said this was someone 
a staff of buyers reporting to 
And we noted that it would 
de “name only” material 
managers—that is, P.M.s with the 
title of material managers, who 
actually just manage buyers, 
without production or inventory 
responsibilities. 
Purchasing manager, with- 
out staff. We pointed out that this 
job category included those in 
one-man purchasing agent loca- 
tio a fairly common phenome- 
non, even in major corporations, at 
small or remote field locations. 

ike the spread between vp’s 
and directors, the one between real 
(multi-function) material manag- 
ers and purchasing managers is 
fairly well marked—even when 
the latter have buyers reporting to 
them. The average difference: 
$7200/yr. 
e spread between P.M.s with 
a staff and those without, however, 
is legs distinct. Examples: 
The ranges are $30,000- 
$45,000 and $28,000-$42,000 in an 
instruments/electronics firm 
where the head of purchasing gets 
$90,000. 
They're $27,480-$41,232 and 
$25,248-$37,872 in an equipment/ 
machinery firm paying its pur- 
chasing head $62,000. 
hese and all the other 
variations between the two jobs 
average out to a difference of 
$4500. 

comparison of another pair 
of purchasing jobs—senior buyers 
who |supervise other buyers, and 
those whose seniority is based on 
commodity expertise—shows far 
less difference than the previous 
two comparisons. The average 
spread works out to less than $1000. 
Somewhat surprisingly, a 
w spread is also reflected at 
the buyer level, when those who 
purchase production goods are 
compared with those buying MRO 
(maintenance-type) items. Yes, 
production buyers generally make 
more—but not that much more. 
Salary-setters seem to be aware of 
some of the unique problems that 
arise in MRO buying: Difficulty in 
establishing quality criteria (com- 
pared to scientific tests that can be 
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run on production goods), spare- 
part delivery emergencies, people- 
related difficulties that can 
emerge from just about any 
using department. 

Who bags a bonus? As Table 
VI indicates, the higher compensa- 
tion levels for heads of purchasing 
are more likely to include a bonus. 
And the bonuses, as a percent of 
annual salary, can be very 
handsome indeed. Less definite is 
the answer to “Who else in the 
purchasing organization gets a 
bonus?” 

Some respondents said that 
“almost everybody” in purchasing 
participates in bonus programs 
(aside from profit-sharing, which 
all company employees enjoy 
anyway). Others noted limitations. 
Typical bonus recipients: vps, 
directors, or managers; number 
one and two aides; those reporting 
to a general manager. 

C.P.M. recognition. Accord- 
ing to our survey, the C.P.M. 
program gets high marks from top 
purchasing executives, and is 
already starting to make an 
impact on salaries. Take a look at 
Table VII. It shows the actual 
questions and the answer-options 
we provided on our survey form. 
It’s impressive that 20% of the 
respondents say that c.P.M.s get 
higher compensation—and even 
more impressive that a quarter of 
those saying so indicate it’s not an 
age-related happenstance. 

The program, after all, is still 
relatively new. And for 5% of all 
respondents to attribute higher 
salaries to staffers’ c.P.M. status is 
noteworthy indeed. Yes, there are 
top purchasing execs who don’t 
like the program. But many others 
note that its impact will be felt 
even more strongly as time passes. 
Typical comments from both 
groups: 

e“Too early; c.P.M. will require 
another 5-10 years before it can be 
effectively used.” 

e“We feel that people can be 
certified for technical knowledge, 
but not as ‘managers’ of any 
function.” 

e“We don’t pay C.P.M.s more, 
but it might develop in this 
direction.” 

e“Most c.P.M.s get more 
because they are better.” 

e“Our trend is to push 


everybody to become c.P.M.s— 
which will increase both salary 
and bonus levels.” 

e“We are planning to establish 
a premium for attainment of c.P.M. 
or aAPics fellow status.” (This 
comment comes from a purchasing 
exec who notes that his company 
has about 50 small plants, where 
purchasing is generally a two- to 
four-man operation.) 

View from trenches. Accord- 
ing to individuals responding to 
our grass-roots survey, there is an 
interactive relationship between 
dollar responsibilities and super- 
visory authority. Both affect 
compensation for a particular job. 
Take a look at Table VIII, which, 
like IX and X, reflects data from 
our mass postcard mailing. 

If you want to compare your 
compensation (including bonus, if 
any) to the averages for all 
industries and all titles, start with 
the left-hand column. Find the 
appropriate dollar-volume of pur- 
chases for which you and your 
subordinates (if any) are responsi- 
ble. Then follow that bar of the 
grid out to the right to the 
appropriate number of employees 
supervised. The box where the two 
bars intersect indicates the 
statistical mean for current 
compensation for purchasing jobs 


Table VIII 


with similar  responsibility/ 
authority parameters. 

Not surprisingly, compensa- 
tion rises with dollar volume and 
managerial requirements. A spe- 
cific example plucked from the 
averages: 

A senior buyer controlling 
$50 million in purchases for a 
consumer products firm, and 
supervising one other person, 
makes $21,000/yr. But a director of 
purchasing, also overseeing $50- 
million in purchases (for an oil 
field equipment maker), with a 
staff of 58 people, makes $56,000/ 
yr (which is less than the 
statistical mean for his job 
situation). 

The “open” boxes on the grid 
in Table VIII (those with no figures 
in them) indicate purchase- 
volume/supervisory-role combina- 
tions for which there were 
insufficient data for publication. 
Again it’s no surprise that these 
blanks occur more often in the 
lower right of the grid (low dollars, 
high supervision) than in the 
upper left (high dollars, low 
supervision). 

Reason: It’s not uncommon, in 
big firms, for a commodity 
specialist to handle big dollar 
volumes without needing, or being 
given, other buying assistants. 


The grass-roots grid 


(Average annual compensation in $ 000) 


Annual purchase volume controlled/overseen 
($ 000,000) 


.D.* = 


[Tie er oa Tons 


[Minust | 160 | 10" [1D" | 1.0. 


= Insufficient data 


Number of employees supervised 


1-4 5-9 10-49 50-plus 


ee 


Use this grid to find the average compensation for the purchasing 
job most like yours. Find dollar volume of purchases (including 
subordinates’) in left vertical column. Find number of subordinates 
in top horizontal band. Read answer in box where two bars intersect. 
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Lighting 


(However, the reverse isn’t true of 
low-volume buyers.) 

One of the key questions we 
posed on the postcard survey was 
how much each respondent’s 
compensation had increased since 
1978. The average responses, 
charted by purchase volume 
categories, are shown in Table 
IX—compared with the Consumer 
Price Index increase for the same 
period. And the showing is fairly 
respectable for the purchasing 
profession as a whole. 

New-hires’ impact? It’s true 
that compensation advances failed 
to keep up with inflation in 11 out 
of 13 dollar-volume classes. But, 
except for the lower ranges, the 
gaps aren’t really that bad. And 
part of the poor showing at the 
lower end may be due to responses 
from new buyers entering the job 
market within the last two years. 

Some respondents indicated 
this to be the case, and their 
replies were not counted for Table 


Quantum jumps in salary 
can come to those who 
switch companies. 


IX. We also disqualified those 
indicating job changes in the last 
two years. An analysis of 
responses from those who had 
changed jobs, however, indicates 
that switching companies can be a 
potent income-increaser for an 
experienced purchasing pro. Two 
examples: 

eA material manager now 
making $30,000, with $15 million 
in purchases, boosted his compen- 
sation by 80% via job-changing. 

eA senior buyer now getting 
$26,200, with purchases of $8- 
million, managed a 45% increase 
the same way. 

As noted, new hires and job 
switchers weren’t included in the 
tally for Table IX, if they identified 
themselves as such on the postcard 
survey. But the inclusion of new 
hires and job switchers who were 
silent on this point may explain 
the pattern of against-the-cpPI 
comparisons: greater gaps at the 
low end, with gradual shrinkage 
until there are actually “positive” 
variations at the workhorse 
mid-range ($20-30 million) of 
dollar volumes. And the fall-off at 
the upper levels may simply reflect 


i For more information circle 23 


the fact that many execs in those 
classes already have been doing 
well. With an existing cushion 
against the cost of living, some of 
these managers may have stressed 
increasing their troops’ compensa- 
tion rather than their own. 

A final comparison, based on 
both our surveys, contrasts the top 
purchasing brass’s bonuses with 


those of the rank and file. First 
look back at Table VI. Now take a 
look at Table X. When the extra 
checks come around, obviously, it 
pays to be a manager. And it pays 
more to be a really big manager. 
Yet there’s plenty of evidence that 
purchasing compensation com- 
pares pretty well at a lot of job 
levels. ie 


Purchasing raises since 1978 
(measured against Consumer Price Index increase) 


Average % increase 
30 


Consumer Price Index increase 


Purchasing bonuses by employees supervised 


% respondents receiving a bonus 


Average bonus 
as % of salary 
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The Sacaton open-pit mine in Arizona is one of Asarco’s four 


copper mining properties in the United States.Total production 
of Asarco’'s copper mines was over 96,000 tons in 1979. 


In addition to this smelter in Hayden, Arizona, Asarco has smelters in El Paso, 
Texas, and Tacoma, Washington. They process ores from our mines as well as 
ores from other mining companies. 


ee —— ~ 
Asarco’s Amarillo, Texas, ' ’ : 
refinery is the newest, most | 
sophisticated in the world, with the 
capacity to produce 420,000 tons of refined — 
copper annually. It is strategically located to provide 
fast delivery to customers anywhere in the United States. 


Asarco goes all the way 
with copper. 


AT 


'- 


Asarco supplies high quality 
copper cathode, continuous- 
cast rod, cake, billet and 
wirebar. 

When you order copper from 
Asarco, you are buying from a 
fully-integrated copper pro- 
ducer. ASARCO Incorporated, 
120 Broadway, New York, N.Y. 
10005. 
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Photo: Bob Koshko 


QUALITY ASSURANCE 


Qualify your sources" 
to be assured of quality 


Quality assurance begins with quality 
control at your vendor's plant and 
extends to your ability to determine 
that vendor's quality capabilities 


Good communications with 
vendors are at the heart of quality 
control. That means talking with 
them, explaining reliability needs, 
getting their ideas, and working 
together with them on problems. 
But it also means having qualified 
sources to turn to for this 
interactive teamwork. 

For complete quality control, 
moreover, there must be mecha- 
nisms for assuring that new or 
redesigned parts are actually 
produced to spec by approved 
suppliers. Best bet for qualifying 
bidders and vendors is a two-step 


process: 

1. Use personal visits and 
referrals to check potential 
sources’ production equipment, 
test gear, purchasing and QC 
systems, worker morale and 
management attitude. 

2. Insist on pre-production 
samples, and use a team approach 
(much like value analysis) in 


negotiating your quality needs 
with vendors actually selected for 
specific jobs. 

Stitch in time. This preven- 
tive approach will go a long way 
toward reducing rejects, rework 


Vendor qualification at Wheelock Signals is shared by materials 
manager Mark Kasdin (|.) and quality assurance manager George Myrnyj. 


costs, and other expenses—and 
will help a company maintain its 
own quality image. So say a 
number of top purchasing execs, 
many of whom have a particular 
stake in quality. 

“Before I will sign off on any 
new source,” says Mark Kasdin, 
material manager for Wheelock 
Signals, Inc., “I insist that our QC 
manager visit the facility with me. 
And we spend special time on their 
QC systems.” 

One reason: The Long Branch, 
N.J. firm makes audible and 
visible signals for fire and 
burglar alarms. “We tell potential 
vendors that it’s a life-saving 
application,” says Kasdin. “We 
point out that the end product may 
be required to work only once in its 
lifetime—but it’s absolutely got to 
work that time.” 

Bridging both parts of the 
two-step approval process, Kasdin 
will generally take a design 
engineer or mechanical engineer 
with him on the first vendor visit. 
Reason: “My initial thoughts are 
about the facility. But our QC 
manager will join me for other 
visits before we get to the time of 
decision.” 

A similar view is voiced by A. 
D. Lindsay, who is director of both 
purchasing and quality control at 
Prince Castle, Inc., Carol Stream, 
Ill. He’s held the dual post for a 
couple of years now, and is 
adamant: “No new vendor can be 
considered unless our QC manager 
goes out and certifies it.” 

Yet another purchasing man- 
ager who gets his QC people 
involved in vendor visits is Paul 
Roy, of Parker Hannifin Corp.’s 
Des Plaines, II. plant. The visiting 
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Suede Leather 
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Suede Leather 


Z-100's: The latest 
toughest — toe. 
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Lehigh, the fest Company @ nirOmeee ane ‘one y you'll fin do all LEF 
of safety shoes featuring the TS-100™ steel shoes. The toe cap t that rar 

toe cap, is now the first to include this and compression abora zen 
superior toe cap in a line of casual styles, exceeding ANSI stande rds for F ! Ice 


Lehigh EZ-100's. static Je pin re on impact. Its = 
base and extra-thick st give your W es 
TS-100™ Toe Cap more comfort, maximum protection. . — 


The steel toe cap on EZ-100’s is the same 
PLIOTUF” Wedge Sole 
Every EZ-100’s shoe features a full wedge 
aN sole that maximizes sole contact for added 
\ slip resistance. Provides extra support and 
% comfort for the whole foot. Its deep 
\ grooved design channels water to edges 
} and “bites” into smooth surfaces. And our 
PLIOTUF sole material rates very high in oll, 
chemical and abrasion resistance. It’s extra 
F flexible — cushions without sacrificing 
= » long wear. 
Contact us for more information on 
LEHIGH EZ-100’s. The great casual shoe 
that’s a great safety shoe. Call or write: 
> Lehigh Safety Shoe Company, 1100 East 
y Main Street, Endicott, New York 13760. 
Phone (607) 754-7980. Telex: 932-449. 


LEHIGH EZ-100 and TS-100 are trademarks of the Lehigh Safety 
Shoe Company 
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NORTHWEST 
EXPEDITED 
PACKAGE 
SERVICE 


EPS same-day 
service. Why settle 
for overnight? 


Northwest will ship and deliver same-day even arrange pickup and delivery door- 
when there’s a flight available (next flight to-door. 
out). There is no faster way. Remember, Northwest accepts all 
It’s our EPS"And we'll deliver any major credit cards 
package—films, magnetic tapes, legal For pickup and delivery, call toll-free: 
documents, medicine—less than 50 Ibs. 800-638-7337. 
to any Northwest Orient on-line city In Maryland: 301-269-6593 
in the U.S. for just $35, plus tax, Honolulu: 808-836-2368 
airport-to-airport. Anchorage: 907-243-4319 
For a small additional charge, we will Anchorage (Sunday): 907-277-2964 


NORTISWEST ORIENT 
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QUALITY ASSURANCE 


Vendor visits 


(continued) 


team is generally a threesome: Roy 
or a buyer, a QC rep, and an 
industrial engineer who’s expert 
in manufacturing processes. 

The need for quality control in 
suppliers’ plants is indeed critical, 
says S. John Cole, chairman of the 
Cleveland section of the American 
Society for Quality Control (Asqc). 
Cole is director of quality for 
Earnest Machine Products Co., a 
fastener distributor that sources 
internationally and hence is 
“exposed to just about everybody’s 
problems.” 

Check key points. To meet 
that challenge, Cole has developed 
a 10-page checklist for surveys of 
supplier plants. He also has some 
strong opinions: 

eA thorough investigation of 
a major supplier’s facilities can’t be 
completed in less than two days. 

@A vendor’s quality control 
manager should have “unilateral 
authority” to shut a production 
line down if he sees problems. 

@About 15% of the employees 
in a “super shop” will be in 
inspection, testing, or other QC 
areas—and this ideal ratio doesn’t 
vary by industry “even though 
some people like to think so.” 

eA numerical scoring method 
can be devised to assess suppliers’ 
quality capabilities. 

examine the appraisal forms 
your major customers use in 
surveying your firm, if you want to 
develop a checklist for vendors— 
but be sure to adapt it to yourneeds. 

That’s pretty much the 
background for Earnest Machine’s 
survey form, Cole says. And take a 
look at the box on this page for 
some ideas on such forms; it’s a 
synthesis of his form and others 
gathered from purchasing execs 
interviewed for this report. 

To save time and provide for 
an initial screening, some firms 
have developed self-appraisal 
forms which can be filled out by 
suppliers. Digital Equipment 
Corp.’s form zeroes in on every- 
thing from potential vendors’ 
process control techniques to their 
major raw material suppliers. 


There’s no such thing as ‘unquestionable’ quality 


These questions—adapted from a 
number of vendor survey forms— 
will help you get a line on the qual- 
ifications of potential sources. 
They'll also help you requalify exist- 
ing suppliers: 

¢e How deeply is the vendor's 
management committed to quali- 
ty? 

e How well are quality responsi- 
bilities and authorities defined? 

¢ To whom does the QC manag- 
er report? 

¢ To whom does the chief in- 
spector report? 

¢ Is there a QC manual? 

e When was it written? 

e Are there systems to imple- 
ment the manual’s policies? 

e How consistently are these 
followed? 

e What are the educational 
backgrounds of quality personnel? 

¢ How long have they been with 
the firm? 

e What other companies have 
they worked for? 

e Was their prior work experi- 
ence in a field with similar quality 
requirements? 

e What is the ratio of quality 
personnel to production staffers? 

e What, if any, government spec- 
ification will the QC systems 
comply with? 

e Are subcontractors and ven- 
dors evaluated and monitored for 
quality? 

e How are quality requirements 
specified to outside suppliers? 

e Where does inspection on in- 
coming goods take place? 

e What test equipment is used? 

¢ Is it periodically recalibrated? 

¢ Is it marked to designate cert- 
ification and to indicate the date 
calibration is next due? 

e Are master gauges traceable 


A similar backgrounder is 
used by Teledyne McCormick 
Selph, Hollister, Calif., says 
procurement manager A. J. 
Schneider. The company produces 
safety gear such as_ explosive- 
actuated harnesses and escape 
devices. “A vendor’s quality 
systems might be OK for 
commerical purposes, but not for 
us,” says Schneider. 

Who are customers? On 
Digital Equipment’s form, there’s 
a space for potential sources to fill 
in names of current customers. 


to the National Bureau of Stand- 
ards? 

e Is test equipment stored to 
prevent damage or loss of calibra- 
tion when not being used? 

¢ How is nonconforming materi- 
al identified and stored? 

¢ Is it segregated from conform- 
ing material? 

e Are incoming goods marked in 
some way after they have passed 
inspection? 

e Is there feedback for correct- 
ive action on nonconforming 
goods? 

e Is there roving inspection of 
components and work-in-process 
on the production floor? 

e Are there spot quality audits 
of finished goods to detect 
damaged items in warehouse 
storage? 

e Are all customers currently 
demanding the same acceptable 
quality levels (AQLS) in statistical 
sampling? 

e If not, how are various custom- 
ers’ orders kept separate from one 
another? 

e Does production control allow 
purchasing enough leadtime to do 
a quality sourcing job? 

e Can incoming and outgoing 
goods be traced to particular prod- 
uction runs, or heat or lot numbers? 

¢ Who makes the final decision 
on the disposition of off-spec com- 
ponents or finished goods? 

e Is quality control consulted on 
engineering change notices? 

e Are material or process 
changes promptly advised to cus- 
tomers? 

¢ Does quality control have a 
voice in package design and mode 
of shipment? 

e Will the supplier guarantee 
its quality claims in writing? 


The data requested includes the 
age of the relationship, the percent 
of total sales represented, and 
titles and phone numbers of 
contact personnel. If these custom- 
ers cannot be contacted, this 
section concludes, ‘Please explain.” 

This kind of investigation is 
particularly helpful when a vendor 
is to provide services rather than 
goods, notes Parker Hannifin’s 
Roy. He cites building mainte- 
nance, snow removal, and waste 
disposal. 

Another company has devised 
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for Inco 
MELTING ALLOYS 


CALL 
meEeTAL 
GOODS 
FIRST 


SR 


METAL GOODS ¢ DIVISION OF 
ALCAN ALUMINUM CORP. 
OFFICES AND METAL SERVICE CENTERS: 


CALIFORNIA 
Santa Fe Springs (213) 698-0011 


COLORADO 
Denver (303) 388-4141 


CONNECTICUT 
Windsor (203) 688-4921 


GEORGIA 
Atlanta (404) 352-3970 


ILLINOIS 
Chicago (312) 625-3910 
Franklin Park (312) 455-7900 


LOUISIANA 
Harahan (504) 733-7310 


MARYLAND 
Baltimore (301) 944-2000 


MASSACHUSETTS 
Cambridge (617) 876-4680 
Marlborough (617) 485-9400 


MICHIGAN 
Midland (517) 631-2210 


MISSOURI 

Kansas City (816) 471-3516 
St. Louis (314) 427-1234 
NEW JERSEY 

Edison (201) 2871700 


NEW YORK 
Buffalo (716) 685-4900 
New York City (212) 964-2800 


OHIO 
Cleveland (216) 524-6410 


OKLAHOMA 
Tulsa (918) 836-2561 


OREGON EAGLE SE METALS* 
Portland (503) 288-6861 


PENNSYLVANIA 
Philadelphia (215) 464-3800 


TENNESSEE 
Memphis (901) 948-3405 


TEXAS 

Beaumont (713) 842-5350 
Dallas (214) 351-3271 
Freeport (713) 233-6483 
Houston (713) 747-1110 


WASHINGTON EA\GLIE BE METALS * 
Seattle (206) 762-0600 

Spokane (509) 534-0586 

*Eagle Metals is a unit of Metal Goods 
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QUALITY ASSURANCE 


Survey forms 


(continued) 


a form letter with which to solicit 
other customers’ opinions about 
prospective vendors. The letter 
starts off with this query: “Does 
the supplier understand what’s 
expected as regards quality 
control?” And here are other 
questions posed by the letter: 

@Reliability. “Is their rating 
excellent, very good, fair, or poor? 
On regular jobs? On difficult jobs?” 

engineering assistance. “Are 
they most cooperative? Helpful 
and accurate? Somewhat limited?” 

@Rejects. “Are they responsive 
in handling complaints? Slow, but 
fair? Hard to deal with?” 

ePricing. “Are they very low? 
Sometimes low, sometimes high? 
Higher than competitors, but 
worth it?” 

Recommendations from other 
firms, however, can’t guarantee an 
untried source’s quality. Nor can 
past experience with a current 
supplier if a new part is involved. 
That’s why it’s vital to think in 
quality terms right from the start. 

Modeling quality. If proto- 
typing is necessary, says Lindsay 
of Prince Castle, the best bet is to 
have it done by the vendor who 
will eventually be the production 
supplier. That’s in contrast to 
having it done by an outside 
prototype specialist or an in-house 
model shop. 

“It means the production 
vendor can help with the design,” 
Lindsay stresses. “He can advise 
our engineers. And when we send 
him the final drawing, he won’t be 
just quoting from a blueprint. He’ll 
know what he’s going to run into. 
He'll have seen it.” 


Pre-production samples also 
can help. The need for them is_ 


usually spelled out on p.o. forms, 
when a new part or vendor is 
involved. “The purchase order 
specifies this,” says Wheelock 
Signals’ Kasdin, noting that his 
own firm has to provide samples of 
both made and purchased parts to 
Underwriters Laboratories. 
Sounding a cautionary note is 
Cole of Earnest Machine Products. 
He points out that samples must 


stringent: 


indeed come randomly from the 
supplier’s production, if they are to 
be valid examples of his skill and 
reliability. That means the buyer 
must assure himself that incomin 

samples haven’t been screene 

by the vendor to eliminate duds. 

“We don’t want to blind-side 
the vendor,” says Vince 
Tarbassian, purchasing manager 
for Digital Equipment in Bedford, 
Mass. “Even before the award, 
we'll ask him: ‘Can you make this?’ 
And then comes the loaded 
question: ‘What makes you 
certain?” 

Turn VA to QA. Thrashing 
out quality considerations, says 
J.T. Macura, purchasing agent for 
E.F. Hauserman Co., Cleveland, 
Ohio, “is a lot like value analysis. 
After visiting them, we’ll often call 


Model-making gives early 
insights about problems. 


them in here. We’ll show them how 
we use the part. Maybe one of our 
product engineers will sit in.” 

Engineer to engineer contact 
is part of the quality assurance 
process at many firms. 

At Wheelock Signals, Kasdin 
puts the final OK on tooling 
approval forms after they have 
been signed by quality control, 
manufacturing engineering, elec- 
trical engineering, and the 
production manager. He too 
stresses the importance of suppli- 
ers’ inputs in the areas of qual- 
ity, design, and new technology. 

Quality is a bargain. Firm 
negotiating, says Parker Hanni- 
fin’s Roy, can often lead suppliers 
to give quality guarantees— 
even if these previously were 
unavailable. The success of this 
approach hinges on consolidating 
volume, as Parker Hannifin did on 
steel. 

According to Roy, the compa- 
ny’s tolerances are particularly 
10% elongation and 
100,000 psi yield, for example. And 
mills were unwilling to give 
warranties against seams, pits and 
non-metallic inclusions. But after 
the number of mills sharing the 
business was reduced, those 
remaining changed their minds. 

“We used volume to get them 
to listen, and to give guarantees,” 
says Roy. 
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ONE STOP SHOPPING 


Shop around! You'll find that INCO has the right Who does more for you than INCO? | 
nickel for you at the right price. We’ve got eigh- | Nobody! Send for our booklet that proves it. It’s | 
teen different forms of nickel. Nickel for plating, called “We'll Earn Your Business.” (Write to 


nickel for melting, nickel for charging. Dept. 579, INCO, One New York Plaza, N.Y., N.Y. 
In fact, INCO has developed more new 10004.) 

nickel products in the last five years than any We want to earn your business with com- 

other nickel company. And INCO has more petitive prices and unmatched service. Think 

nickel than any other nickel company. about that the next time you buy nickel. 


We'll earn your business. 


PURCHASING LAW 


Those who repuc 
must pay the damages 


iate 


By Dr. Russell Decker / Professor Emeritus of Legal Studies, Bowling Green State University 


Contract and market price differences 
pinpoint most damages, but there is 
still some ambiguity in the law 


Rapid price movements some- 
times impel suppliers or buyers to 
renege on deals they’ve agreed to. 
If either one announces that he’s 
not going to perform—and the 
message can be via words, deeds, 
or even inaction—the result is 
anticipatory breach and repudia- 
tion. And thisis where the computa- 
tion of damages can get sticky. 

Smart buyers, however, ought 
to know what a vendor can be 
socked for if he welshes on a 
contract—and the dollar damages 
that their own breaches might 
cost. So let’s look at the question of 
damages from anticipatory breach. 
(For background, see PURCHASING; 
Sept. 18, 1980; pp. 75-76.) 

Compare prices. The Uni- 
form Commercial Code (ucc) 
makes contract price and market 


IM RIPPINGUP |} REALLY? HOW 
og ee, CONTRACT! MANY DOLLARS 
MARKET - 13¢ Ib mag |S 74 THES 

ONTRACT - G¢ Ib 


price the main factors in the 
computation of damages when any 
contract is breached. Subtract one 
from the other, and the result 
equals the injured party’s dam- 
ages. This formula often works 
fine, but obviously needs amplifi- 
cation when the refusal to perform 


comes prior to the time for 


performance. Reason: Determin- 
ing the market price can be iffy. 
Dealing specifically with 
anticipatory repudiation, the ucc 
says that when a law suit comes to 
trial before the time for perform- 
ance, the market price shall be the 
price for such goods at the time the 
aggrieved party learned of the 
repudiation. If there’s no evidence 
of such a prevailing price, the price 
within a reasonable time before or 
after the repudiation may be used. 


Another option: The market 
price may be considered as one 
that’s available at some other 
place, which could serve as a 
reasonable substitute. In such 
cases, due allowance must be made 
for the transportation costs. 

A fairly clearcut example of 
damages from anticipatory breach 
involved a contract for yarn. The 
agreement called for the supplier 
to manufacture a quantity of yarn 
at a set price per pound. Part of the 
goods were manufactured, deliv- 
ered, accepted, and paid for. Then 
the buyer notified the supplier that 
he was repudiating the contract 
and wouldn’t accept any future 
deliveries. 

stablishing a measure. 
The correct measure of damages 
was the main concern in the suit 
that followed. The supplier offered 
evidence that the market price 
at the time of repudiation was 
25¢ /\b less than the contract price. 
He asked that the award of 
damages be 25¢ times the number 
of pounds not yet delivered. 

he buyer contended that the 
correct measure of damages should 
relate to the supplier's manufac- 
turing costs—that is, that the 
damages should be the difference 
between the cost of manufacture 
and the contract price. And, since 
the supplier had entered no 
evidence as to the cost of 
manufacture, the supplier was 
entitled only to nominal damages. 

Both trial and appellate courts 
ruled in favor of the supplier. They 
said that he had established a 
proper market price, and hence the 
standard formula could apply. 


As noted, that’s a pretty 
clearcut example. But other cases 
can be more complex, and viewed 
in different ways by different 
courts. Two of these, from different 
U.S. Circuit Courts of Appeal, 
illustrate this. 

Timing dilemma. The prob- 
lem arises from the ucc’s singling 
out law suits that come to trial 
before the time for performance. 
That doesn’t answer the question 
of what happens when: (1) the 
contract is made, (2) one party 
repudiates, (3) the time for 
performance passes, (4) then the 
case comes to court. 

A case originating in Colorado 
had one federal court wresting 
with the problem. It dealt with a 
supplier’s repudiation of a con- 
tract. The court reviewed the 
buyer’s options: 

1. Cover and sue for the 
difference in price. 

2. Seek specific performance 
by getting a court to order the 
supplier to deliver. 

3. Seek damages for non- 
delivery. 

The ucc also says that 
damages for non-delivery are the 
difference between the contract 
price and the market price at the 
time the buyer learned of the 
breach. So then the court had to 
interpret the term “learned of the 
breach.” And it said that it meant 
“time of performance.” The court 
justified its reasoning by noting 
that pre-ucc law in Colorado used 
the time-of-performance interpre- 
tation, and that the code’s 
language was too explicit to be 
taken broadly. 

A case arising from a New 
Jersey contract went differently. 
The appellate court ruled that the 
market price at the time of 
repudiation would apply. The logic 
it cited: to rule otherwise (that is, 
to have the price at performance 
time govern) would force a buyer to 
speculate on the wisdom of 
covering. And the law shouldn’t 
encourage such speculation. # 
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FLUO RSPAR 


2 GREAT NAMES 
2 SOURCES OF SUPPLY 


MINERVA 


Seaforth and Inverness have 
combined forces to assure 
customers of dependable 
sources of Fluorspar in years 
to come. Our Seaforth facility 
in East Liverpool, Ohio (dark 
blue) imports the finest Acid 
Grade fluorspar available 
from its allied Navidad minein 
Durango, Mexico. The Inver- 
ness mines (Minerva) at Cave 
in Rock, Illinois (light blue) 
produces Ceramic Grades #1 


_, MINING co.” ” a 


and #2 fluorspar and has 
estimated reserves of 20 
years. Seaforth will bring 
barge load quantities of 
Minerva Ceramic #1 and #2 for 
drying and distribution from 
East Liverpool. Inverness will 
barge to Cave in Rock the Acid 
Grade fluorspar from Navidad 
for drying. Both terminals can 
blend these grades to custo- 
mers’ specific needs. 
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Inverness Mining Company also 


supplies drilling mud grade Barite 
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S0 MINERAL & Silo! CO., INC. 


29525 Chagrin Blvd., Cleveland, Ohio 44122 
Phone 216/292-5820 TELEX 98-0484 
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Office buying 


Greater efficiency and economy is attained through individual (task) lighting at each workstation. 


OFFICE DESIGN 


Open office: Digging 


beneath surface claims 


More office designers are 
promoting the open office as a 
means of dealing with the rising 
cost of office equipment and 
construction and as a way for 
many companies to cope with 
constant expansion needs. And if 
properly planned and constructed, 
the open office can be a first step 
toward a flexible and productive 
work environment. 

An open office uses worksta- 
tions composed of 5-6 ft. high 
movable partitions. Each worksta- 
tion is individually designed— 
even down to the specific lighting 
needs of the user. 

Sounds ideal, but the system 
does have its disadvantages. What 
you gain in increased efficiency 
and economy, you can lose in 
privacy and pay for in higher noise 
levels. Even the oft-touted claim of 
increased productivity is subject to 
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dispute: The open office can 
contribute to productivity by 
speeding workflow, but this is only 
one factor in the productivity 
equation. 

Let’s look at some of the 
measurable ways that an open 
office setup provides improve- 
ments in terms of cost and 
flexibility. 

Economy. An open office, 
experts say, is less expensive to 
build—floor-to-ceiling walls are 
replaced by movable, reusable 
partitions. This translates into 
reduced time and labor when 
relocating an entire office. Sub- 
stantial savings also accrue from 
the potential reduction in over- 
head lighting, since each worksta- 
tion comes equipped with its own 
task lighting, which illuminates 
only the necessary areas. And 
when you move the workstation, 


the lighting comes with it. 

Mike Melcher, director of 
office and contract furnishings for 
the National Office Products 
Association, says heating and 
air-conditioning systems in an open 
office are more efficient—creating 
potential energy savings. The 
reason is simple and nontechnical: 
“When you don’t have walls, it’s 
easier for the air to circulate.” 

Flexibility. Because the 
components of workstations are 
interchangeable, virtually any 
setup can be arranged to meet an 
individual user’s needs. A work- 
station takes up less physical space 
than a conventional office, so you 
can fit more offices in a given 
space. For the growing company 
with limited space, this could offer 
a stopgap alternative to relocation. 

But what about the increased 
noise levels in a wall-free office? 


Won’t noise just spill over 
partitions and create chaos? 
Design experts answer no. Noise 
exists in every environment, 
including the open office, says 
Melcher. The trick isn’t to 
eliminate the noise, but to filter it 
out, or down. If you take into 
account the sound-absorbing qual- 
ities of the partition materials and 
the rebounding effects of noise, you 
can have a quieter office with the 
open plan. And wall panels and 
partitions come in a variety of 
acoustical ratings, allowing you to 
choose whichever level of 
noise-dampening your office re- 
quires. Carpeting and placement 
of workstations also help to deaden 
sound and redirect it away from 
the worker. 

The minuses. Topping the list 
of potential drawbacks is the fact 
that systems furniture and 
equipment is more difficult to 
get—both because of the over- 
whelming demand for it and 
because of it’s nonconventional 
status. An open-office workstation 
and it’s furnishings aren’t pro- 
duced until the contract is signed. 
Since it’s a package-complete 
format, everything is available or 
unavailable together. 

In general, the only companies 
that really benefit from an 
open-office plan are ones that are 
large and growing rapidly. On a 
smaller scale—where growth rate 
is slow and steady—this system 
would be a waste of time and 
money. However, you could still 
profit from some of the open plan 
ideas, using features such as task 
lighting and tailor-made work 
areas in a traditional setting. 

Take the insistent claims of 
increased productivity with a 
grain of salt. An employee’s 
physical environment is an 
important factor, but—like it or 
not—such substandard factors as 
employee satisfaction are at least 
as important as the surroundings. 
“My company can buy me the best 
equipment,” sums up one East 
Coast office buyer, “but if my 
supervisor is an s.0.b., I won’t be 
productive for very long.” 

—Margy Rydzynski 


ELECTRONIC PRINTERS/COPIERS 


Intelligent Copiers 


can be a smart buy 


EL SEGUNDO, CALIF.—Electronic 
printing promises to be one of the 
hottest markets in office automa- 
tion. Only four electronic printing 
systems are currently on the 
market now—Wang’s Image Print- 
er, the 1nmM 6670, and Xerox’s 
double entry, the 9700 and new 
5700. But you can bet that within 
the next year a flock of other 
entries will be popping up, 
particularly at the lower end of the 
price spectrum. 

Eastman Kodak, Exxon, 
3M—as well as such leading 
Japanese copier companies as 
Ricoh, Canon, and Toshiba—are 
all reportedly getting ready to 
march into this market, which by 
1983 is expected to top a 
half-billion dollars. Not bad for a 
market which only four years ago 
didn’t even exist. 

Early lead. When Xerox 
introduced the 5700 last Septem- 
ber, it may have grabbed the early 
lead in this sweepstakes. In 
addition to the big, expensive 9700 


($285K), which Xerox introduced 
in 1977, and which was the first 
truly electronic printer, the 5700 
gives Xerox a mid-price entry to 
compete head-to-head with archri- 
val 1BM’s 6670. The stripped-down 
version of the 5700 is priced at 
$66,300, compared to the $75,000 
tag for the 18m 6670. But options, 
including copying (standard with 
the 6670), can run the price of the 
Xerox 5700 up to over $90,000. 
However, going the option route 
not only enabled Xerox to price the 
base unit aggressively, but it gives 
buyers the choice of paying only for 
what they need. The Xerox 5700 
also has a clear edge over the IBM 
6670 in the range of type faces 
offered, with 200 fonts available 
versus 9 on the IBM unit. 

The Wang Image Printer is 
currently the least expensive 
electronic printer on the market, 
priced at $32,000. Unlike the big 
Xerox 9700, the Wang unit—which 
was introduced in 1978, or about a 
year after the 9700—is intended as 


Touch control: On Xerox 5700 a touch-sensitive screen 
replaces the usual keyboard. Different displays appear 
for various operations, from copying to electronic mail. 
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Copying costs 

The 5700 can be leased for 
$1440/mon on a 1-year lease 
($2040/mon with all options, 
including copying.) There’s also a 
charge for printing and copying. If 
the 5700 is purchased outright, the 
basic maintenance fee includes 
20,000 free copies, after which there 
is a charge of 1.9¢/copy. On a rental, 
the first 10,000 copies are free, then 
the charge is 2.5¢/copy up to 40,000 
copies, 1.9¢ thereafter. 

This is a little more than it costs 
to make copies on the Xerox 5600, a 
conventional copier-duplicator. For 
example, according to the above 
schedule, it would cost $750 to run 
off 40,000 copies on a rented 5700. 
On a 5600 the charge would be only 
$475. And the greater the volume, 
the bigger the difference would be. 

That's one reason why Wang 
says it has deleted the copier 
function on its Image Printer. 
Reliability is the other reason. 


printers. Reportedly, the original 
Wang Image Printer was pulling up 
lame as a convenience copier, and 
required frequent service calls. 


a more convenient office-based 
unit. The Image Printer doesn’t do 
any copying. 

The Japanese are said to be 
working on even smaller versions, 
which could bring the price of 
electronic printers down to the 
$20,000 level, opening up the 
market to companies who have no 
pretensions of making the Fortune 
500 list. 

Multipurpose machines. It 
was the press that hung the 
epithet “intelligent copiers” on 
these machines. While intelligent 
copier has a nice ring to it, it really 
doesn’t tell the whole story. 
Copying is only one of the many 
things these machines can do. 
Some, as we mentioned, don’t copy 
at all. 

The newest of these marvels, 
the Xerox 5700, is a good example 
of what to expect from an 
intelligent copier. The 5700 is 
really a general purpose office 
printer. It can serve as a 
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word-processing printer, electronic 
mail unit, remote computer 
printer, standard copier, or any 
combination of these. 

Almost every office opera- 
tion—word processing, electronic 
mail, etc.—must provide printed 
output. Thus, it has been the 
standard practice to equip each 
device with its own printing unit. 

The Xerox 5700 offers a 
different approach. Instead of a 
printer for each device, it is 
possible for many office machines 
to share one printer. A whole 
range of type sizes and fonts is 
available, without typesetting. 
And the 5700 can print a whole 
page in the time it takes a typical 
small printer to print a single 


CALCULATORS 


sentence. 

“Electronic printers will be 
very attractive to companies that 
do a lot of printing—reports, 
brochures, etc. Once they discover 
that they can do it in-house 
themselves, this market will really 
take off,” predicts Robert Baxter, 
manager, Management Informa- 
tion Consulting Div., Arthur 
Anderson & Co., Philadelphia, Pa. 

As a copier, the Xerox 5700 
has the same characteristics as the 
Xerox 5600 copier/duplicator. It 
handles single- or double-sided 
originals automatically, copies on 
one or both sides of the paper, and 
runs at 43 pages per minute, or a 
bit faster than the 1mm 6670 (36 
pp/min). —Ernest Raia 


Calculators add up to 
big time savings 


A new breed of calculators has 
hit the business scene. 

These machines are designed 
to do away with tedious keystroke 
operations—and you don’t have to 
be a computer whiz to use them. 
They reduce the margin of error 
and save you time in forecasting, 
planning, and analyzing. 

Texas Instruments’ TI-5230, 
Hewlett-Packard’s HP 37E, and 
Toshiba’s BC-1273P are only a few 
of the new entries available. 

A sophisticated machine, the 
TI-5230 is representative of this 
new breed of calculator. It is de- 
signed for planning inventory con- 
trol, budgets, or formatting data 
in columns and lines. 

Protected memory. Through 
the use of a setup memory, the cal- 
culator relieves you of punching 
in repetitive information. You 
“‘teach”’ the calculator to perform 
the operation you would normally 
key in manually with every entry. 
For instance, after the payroll 
operation is set up in the memory, 
employee wages can be determined 
with just a few inputs—and all 
deductions will be shown in brack- 


ets. In addition, there is a “pro- 
tect’’ switch, which prevents acci- 
dental clearing of any instruction. 

Other features include auto- 
matic mark-up and discount, item 
count, and a 13-position fluores- 
cent display. The TI-5230 can 
handle calculations of up to 30 
columns wide and 60 lines long. 
Price: $390.00. 

The Toshiba BC-1273P is a no- 
frills machine—a 10-key calculator 
with black and red ribbon, fixed 


Toshiba’s BC-1275PV offers a four- 
key independent memory to save you 
time and reduce margin of error. 


and floating decimal with auto- 
matic round-off, and item count. It 
is priced at $159.00. 

Two variations of the same 
idea: the BC-1274PV, which is 
| identical to the 1273P except that 


_ EQUIPMENT 


Deliveries of 1Bm’s latest entry 
in the highly competitive word- 
processing market, the Display- 
writer System; are scheduled to 
begin in early 1981. The basic 
system, which will sell for $7895 
and lease for $275/mon, consists of 
a display station that includes a 
typewriterlike keyboard, a printer, 
and an information storage unit. 
The storage unit, a single drive 
diskette, has a capacity of 284,000 
characters. As requirements in- 
crease, users can switch to a 
dual-drive diskette. 

More advanced versions of the 
Displaywriter System are availa- 
ble and include different types of 
printers, an automatic paper- 
handling unit, a tractor-feed 
paper-handling option for use with 
continuous paper, and a magnetic 
card conversion unit. 

The Displaywriter System’s 
major feature is the ability to 


The Displaywriter System is easy 
to operate and has a built-in 
dictionary which checks spelling. 


it has a visual display as well as a 
tape ($189.00), and the BC-1275PV, 
which is a print/visual unit with 
memories, enabling you to store 
numbers for future use ($209.00). 


—Anne V. Franco 


A word processor 
that can spell 


check the spelling of about 50,000 
words with a built-in “electronic 
dictionary.” 

The dictionary, activated by 
the operator, compares the text as 
it appears on the display with the 
500,000 words contained in the 
dictionary. Unmatched words 
(misspelled words and proper 
names) are highlighted to alert the 
operator to a possible error. This 
process takes less than 10 seconds 
per page. 

Users can supplement the 
basic dictionary with another 500 
words. This feature is particularly 
useful in industries such as 
chemicals, law, transportation, 
accounting, and finance. These 
industries have their own jargon 
and some important words may 
not be in the basic dictionary. 

The Displaywriter System can 
move words, lines, or blocks of text 
from one portion of the page to 
another and from one page to 
another page. It automatically 
indents text, justifies right 
margins if required, centers, and 
underscores. It can be used to store 
a document and later recall it for 
review or revision. —Thomas Dillon 


PAPER 
Turn trash 
into cash 


NEW YORK—A minimum invest- 
ment in equipment can generate 
thousands of dollars annually in 
extra income—as well as reduce 
trash disposal costs. What could 
offer all this? A high-grade office 


paper recycling system. 

Rising raw material prices in 
the paper industry are triggering 
increasing demand for recycled 
paper—particularly noncon- 
taminated high-grade office pa- 
pers. Scrap printing and writing 
papers, computer printouts, and 
tabulating cards all can be used as 
a direct substitute for pulpwood in 
paper production. 

How-to tips. The Paper Stock 
Institute of America offers tips 
for setting up a recycling system: 

1. Establish contact with a 
local paper stock processor (dealer) 
to determine market values. Many 
dealers in big cities are anxious to 
set up contracts that would include 
provision of storage equipment 
and pickup services. 

2. Get your staff on your side. 
Developing a successful program 
depends mostly on employee 
cooperation. Consider donating 
part of the proceeds to a company 
activity to help spark employee 
participation. 

3. Special containers for 
separate papers must be provided 
in handy locations. White typing 
and writing papers, white scratch 
paper, index cards, and computer 
printout paper must be separated. 

4. The containers for the 
recycled paper cannot contain 
contaminants, such as metal clips, 
coffee cups, bottles, beverage cans, 
food wastes, carbon paper, tape, or 
colored paper. Other types of 
recyclable paper, such as news- 
print, become contaminants when 
mixed with high-grade papers. 

Be aware that the amount of 
revenue generated from an office 
paper recycling program can vary 
because of the vagaries of the scrap 
paper markets. Prices of scrap 
white ledger paper have dropped 
about $5/ton this year because of 
increased availability of pulp and 
rising inventories of high-grade 
paper at mills. 

For more information, contact 
the Paper Stock Institute of 
America, 330 Madison Ave., New 
York, N.Y. 10017. This group can 
provide literature, specific tips on 
how to recycle, and dealer contacts 
in your area. —Douglas Smock 
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Safety shoe stampede? 


Show your urban, > 
cowboys and =O 
weekend westerners | })) 
these new Hy-lest ),'\/o7/ 


nee 2 


safety boots. —S 


Model H721 


j. Gat Hy-Test’s new 7-inch Western Safety Boots cotton to workers who don't hanker to 
~~~ ge western whole hog. They're specially styled for the man who just wants to savor a 
| touch of the old west — on or off the job. And they're a great way to get workers to want 
Co participate in your foot safety program. 
This plain-toe, side-gore pull-on includes handsome tan leather. Oil-resistant Tufgum 
sole and heel. Leather-lined shaft. Full-cushioned insole. Plus Hy-Test’s famous “Anchor 
Flange” steel toe and sanitizing for lasting freshness. Corral all these high-quality features 
Ay into a Western Boot and you have protective footwear that’s as appealing and irresistible 
| as a big slice of hot apple pie. | 
Remember...we’ve got the product, the program and the péople to help solve foot 
protection problems...that’s why we're No. 1. ' 
For full-line catalog and complete information about this new Western Safety Boot 
plus other western-style safety shoes write: Hy-Test Safety Shoes/ 
Worldwide Division of International Shoe Company /P. O. Box 
14486/St. Louis, Missouri 63178 U.S.A. 
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Natural gas 


(May '77 = 100) 


'78| 1979 | 1980 |’81 


The gas glut continues, 
but look for prices to 
jump 20-25% in 1981 as 
drilling costs soar. 


Nickel 
(1967 = 100) 


Prices will rise when steel 
markets recover and invest- 
ment in new capacity starts. 
Primary tags may hit $5/Ib. 


Trichloroethylene 


(1967 = 100) 


Demand will pick up as 
metalworking recovers. Prices 
will climb steadily, posting 

a 10% gain next year. 


Source: Labor Dept. 
PURCHASING forecasts 


Pricewatch 


The pressure is on steel tubing prices 


STEEL TUBING: Look for very 
strong pressure on prices in 
1981 because of booming 
demand in energy exploration, 
a lag in new plant construction, 
and possible diversion of 
imports to other markets. 

Prices of tubing used in 
energy markets rose in three steps 
this year for a total increase of 
about 14%. Domestic drilling for 
oil and gas is setting new records 
as higher prices and the prospect of 
further price decontrol spurs new 
activity. Another healthy increase, 
in the 6-8% range, is likely very 
soon. Producers probably will go 
for another hike of that magnitude 
in mid-year. 

Strong pressure on prices will 
continue for at least 2-3 years and 
then new capacity should start 
coming on stream. 

There will be less pressure on 
mechanical tubing, but look for 
welded tags to go up 8-9% soon 
because of increasing prices for 
carbon sheet. 


BENZOIC ACID: Demand is still 
sluggish, sources say, but 
improving. Price hikes are 
likely in the first quarter. 

Buyers can take some comfort 
from the slow recovery of benzoate 
plasticizers, used mostly in 
coatings. Benzoic will be in good 
supply until that industry snaps 
back late in 1981. The price of 
toluene feedstock, though, will 
keep benzoic acid tags strong, and 
is likely to add 5-8% before 
spring (to 55-57¢/lb). Keep an eye 
on toluene markets: Most insiders 
see a general strengthening in all 
the aromatics during the next few 
months. 


MAGNESIUM PIG INGOT: Look 
for stable prices until second- 
quarter 1981, followed by 
steady increases as energy 
costs continue to go up. 
Demand for magnesium will 
rise continually—especially be- 
cause of new die casting applica- 
tions being explored by the 
automobile industry. An unexpect- 


edly strong surge by automakers 
could cause temporary spot 
shortages, but these are probably 
several years off. 

Consumption in the free world 
is expected to reach 334,000 metric 
tons by 1985—but even then, 
available production capacity will 
stay comfortably ahead of demand. 

The energy-intensive nature 
of refining and processing magne- 
sium could force prices to increase 
more rapidly than last year’s rate 
of 15%. 


TANTALUM: Prices should dip as 
supply increases and overseas 
demand falls because of 
slowing business tempo. Price 
could drop 15% by midyear and 
another 15% by the end of 1981. 

Another factor in the price 
easing: The end of the sharp 
run-up in prices for tantalite, an 
ore from which tantalum is 
extracted. 

The slowing of the business 
tempo is the result of trends in two 
key markets: Both electronic 
capacitors and carbide toolings are 
reducing the amount of metal used 
per unit produced. 


WELDING ELECTRODES: Base 
prices are e ted to go up 
another 10-12% in 1981, but 
actual selling prices will vary. 
Raw materials and electrode 
fabrication costs will continue to 
push prices up. A 7-8% price jump 
was posted in October 1980 and 
increases of 3-4% were posted last 
spring. Another set of increases 
seems likely next year. 
Producers are trying to keep 
actual selling prices down for 
large-volume buyers by changing 
quantity price brackets. Industry 
sources say it will be a while before 
marketplace competition forces an 
industry-wide pattern. Right now 
buyers can shop around to find the 
best prices available for their 
particular quantities. In some 
cases, quantity bracketing can 
provide the astute buyer with a de 
facto price cut per unit despite the 
increase in base prices. a 
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as more return. 


Among the many advantages of shipping Union Pacific is the 
7 million square foot Freeport Center at Clearfield, Utah. 

Located almost equidistance from all major West Coast cities, 
it provides incomparable warehousing, distribution and cost- 
saving advantages. 

For example, inter-warehouse transfers are eliminated. Stock- 
outs are cut and overall inventory can be reduced. 

Goods may be stored without being subject to inventory tax. 

Instead of several stops in transit for partial unloadings, 
shipments can be conveniently mixed at Clearfield. 

Not only do the advantages apply to western and eastern 
movements, but for import/export consolidation and contain- 
erization including Customs services. 

If you haven't been taking advantage of this Freeport Center, 
you could be money ahead by looking into it. 

Just give us a Call. We'll give you all the details. 


UNION 
PACIFIC 


Truck rates 
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Transportation 


By Thomas F. Dillon, c.P.mM. / Senior Editor 


Higher rail rates 


HIGHER FREIGHT RATES for low- 
profit or no-profit rail traffic will 
be one of the first results of the 
passage of the Staggers Rail Act of 
1980. One example: Conrail has 
filed two surcharges on shipments 
of furniture from the South to 
points on Conrail lines. Other 
candidates for higher rail rates 
include pulpboard, coal, logs, rock, 
sand, gravel, wood chips, cotton 
products, and similar bulk com- 
modities that have been enjoying 
low rates. 


Federal looks abroad 


AN OVERNIGHT INTERNATIONAL 
small-package service to and from 
Europe is being considered by 
Federal Express, the Memphis- 
based airline. A Federal Express 
spokesman says a decision has not 
yet been reached, but a tentative 
target date of mid ’81 has been set. 


Price-Clipper lifts off 


AIR AND TRUCK COMPETITION heats 
with Pan Am’s introduction of 
“Price-Clipper Container” service 
between 31 U.S. markets at rates 
comparable to or below truck 
rates. The service requires ship- 
pers to purchase inexpensive 
($5-$8), reusable, collapsible con- 
tainers (in 9, 13, and 18 cu. ft. 
sizes) and then pay rates shown in 
Pan Am’s Price-Clipper Container 
folder. Rates vary with distance 
and number of containers shipped. 

Typical rate: New York to 
Charlotte, one 13-cu.-ft. container, 
$28. If seven or more containers 
are shipped at one time, the rate is 
$17 each. As much as 250 pounds 
can be packed into a container. 


More contract carriers 


LOOK FOR AN UPSURGE in the 
number and scope of contract 
carriers as a result of the Motor 
Carrier Act of 1980. 

The new act contains four 
provisions that will boost shipper 
use of contract carriers. The act: 

@Removes restrictions on the 
number of shippers that can be 


served by a single carrier. 
e@Allows them to serve shipper 
associations and forwarders. 
eAllows them to offer inter- 
modal service. 
eAllows truckers to operate as 
common and contract carriers. 


Cutting the confusion 


WHO'S RESPONSIBLE for loading and 
unloading a truck and who pays 
the tab? Are loading and 
unloading services included in the 
freight charges? The answer is not 
always uniform. 

To eliminate this confusion 
and to stop “lumping” (forcing 
drivers, mostly owner-operators, to 
pay exorbitant fees for help), the 
Icc wants all freight bills issued by 
regulated carriers to include a 
statement indicating who is 
responsible for loading and 
unloading. 

Meanwhile, pending a ruling 
by the commission, buyers can 
instruct suppliers to include a 
statement on loading and unload- 
ing responsibility on their ship- 
ping order and have the carrier 
transfer the information onto its 
bill of lading and freight bill. 


Tiger flies to Atlanta 


SCHEDULED 747 jet-freighter ser- 
vice to and from Atlanta is being 
offered by Flying Tiger Lines. The 
flights connect Atlanta with other . 
domestic cities and with major 
cities in Europe and Asia. 

European-bound shipments 
are flown to New York each 
Saturday and transferred to 
Flying Tiger flights destined for 
London, Frankfurt, Paris, Zurich, 
and Milan. Inbound shipments 
from Europe arrive in Atlanta 
each Sunday evening. 

Shipments destined to Asia 
are shipped to Chicago five times 
each week, where cargo is 
transferred to Flying Tiger flights 
destined for the West Coast and 
Asia. Inbound Asian and West 
Coast freight arrives in Atlanta at 
9 a.m., Tuesdays through Satur- 
days. ge 
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Keep weight, space 


and cost factors under control... 


... with Torrington drawn-cup needle roller 
bearings. And needle roller thrust bearings. 
Individually or in combination they afford you 
substantial new-design savings in weight, 
size and cost. You get broad-based product 
lines to choose from, plus expert technical 
assistance. And no one has more expertise 
in the design, application and manufacture 


of these product lines than Torrington. 

So, where designs call for more bearing 
capacity in less space at the lowest possible 
cost, call your Torrington sales engineer. He’s 
trained to work with you from the start. And 
the service doesn’t end with the sale. The 
Torrington Company, Bearings Division, 
Torrington, Connecticut 06790. 
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/ TORRINGTON BEARINGS 
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MARKET CONDITIONS: 
Reducer tags stay 
in high gear 


Capsule view. Reducer bookings 
started to falter sometime during 
the summer, but apparently the 
worst is over. If so, the speed 
reducer market will have emerged 
from the current recession rela- 
tively unscathed in comparison to 
other power transmission prod- 
ucts. Some markets have even 
managed to stay booming (i.e., oil 
pump jacks). 

Not all is as rosy as the 
industry might wish, though. 
Overall demand for reducers has 
been relatively flat for over a year 
now, and is expected to remain so 
through most of ’81. Simple 
inflation is accounting for most of 
the booking dollar gains. For 
buyers the sour side of the story is 
reducer price tags—they have 
continued to spiral upward 
without a hitch, even through the 
summer slowdown. And no one 
expects next year to be any better. 


Prices. Buyers were jarred in ’74 
when reducer tags jumped 15-20%, 
but there really hasn’t been much 
of a lull since. This year price 
gains will score in the 9-10% 
range. Not much relief can be 
expected in ’81, since pretty much 
the same culprits—steel, cast iron, 


Leadtimes worm back to normal 


(Weeks) 


Source: PURCHASING's Leadtimes Survey 


and bearings—will be contributing 
to the cost push that vendors have 
been facing for the past several 
years now. 


BUYING FACTORS: 
Energy costs rate 
a bigger nod 


Suppliers. There’s at least a good 
baker’s dozen of well-known 
vendors populating the stable 
gearbox marketplace. The biggest 
in terms of dollar sales is Falk, 
followed by Philadelphia Gear. 
Other big domestic names include 
Boston Gear, Browning, Dodge, 
Eaton, Foote-Jones, Fmc, Hors- 
burgh & Scott, Morse, Ohio Gear, 
Westinghouse, and Winsmith. A 
good chunk of the mechanical 
power transmission business is 
handled by distributors. Most of 
these sales involve small-to- 
intermediate size reducers. Big 
ticket items, like parallel shaft 
reducers, with a typical tag in the 
$10,000 range, are usually han- 
dled directly by the manufacturer. 
And many large OEMs, particularly 
in the construction market, make 
or assemble their own gearboxes. 


Imports. A couple of overseas 
firms, like Sumitomo and s.£E.w.— 


Eurodrive have established beach- 
heads here in the U.S. But 
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Marketplace 
Speed reducers 


overall, foreign producers are 
nowhere close to enjoying the same 
kind of success in the selling of 
mechanical drives in the U.S. 
market as they are having with 
chain and bearings. The reason, 
simply put, is that reducers are not 
a straight drop-in item as are 
chains and bearings. 


Natural selection. Speed reduc- 
ers come in a vast array of shaft 
orientations, gear designs, reduc- 
tion ratios, ratings, and sizes. A 
certain amount of natural selec- 
tion occurs at the extreme ends of 
the spectrum; for example, 
extremely high horsepower re- 
quirements can only be met by 
helical gearing, while the highest 
reduction ratios—up to 200,000: 
l1—can only be achieved with 
worm gearing. Unfortunately, 
most applications fall in the 
middle ground where reducer 
selection becomes a balancing act 
involving many factors. 
Worm-gear reducers are the 
most widely used types in the 
small-to-medium size range. Their 
low initial cost is one reason. 
Under 5 hp, worm-gear reducers 
can cost up to 50% less than helical 
types. On the other hand, the 
former are notably less efficient 
than the latter. And with energy 
costs mounting, buyers are 
starting to take a second look at 
helical reducers. ® 


Reducer tags spiral upward 


Helical-gear reducers 
(parallel shaft) 
Worm-gear reducers 
(2.5-3 c.d.) 

Worm-gear reducers 

(8 c.d.) 

All power transmission 
equipment (excluding 
bearings) 


1979 1980 
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Coming Up... 


JANUARY 1981 


6-8:Tool Show & Conference, 


Brillion’s unique “in-the-making” quality 
control program monitors quality from raw 
materials through all phases of the foundry 
process—your assurance of consistent relia- 
bility in castings. This commitment is built on: 


e Flexible core capability. 

e Complete metallurgical and lab facilities at each plant. 

e Cost reduction review as an integral part of our quotations. 
e Casting design and pattern engineering assistance. 

e Plus a fleet of 50 semi-trucks for prompt delivery. 


...in GRAY IRON castings 

e Mold Blower—330 MPH—18 x 18 flask 

e Matchmaster—240 MPH—24 x 24 flask 

e Unit 266—70 MPH—34 x 37 flask 

e Unit 722—100 MPH—3S0 x 34 flask 

e Shell Mold—3400 MPD—16 x 20 plate 

e |\ron Grades—G 3000 to G 4000 

e Casting Weight Range—5 # to 250 # 

e Melting— Five 9 ton and one 15 ton 
induction furnaces w/preheaters 

e Capacity—700 tons per day 


...in DUCTILE IRON castings 


e New Modern Facility of over 98,200 sq. ft. 

e Mold Blower—330 MPH—18 x 18 flask 

e Matchmaster— 200 MPH — 24 x 24 flask 

e Ductile Grades 60-40-18, 65-45-12, 80-55-06, 
80-60-03, 100-70-03 

e Casting Weight Range—5 # to 150 # 

e Melting—Three 23 ton furnaces w/preheaters 

e Capacity—300 tons per day 


@ 


fon 


Bulletin 275 gives you the complete Brillion story. 
Write for your free copy. Or ask a casting specialist listed here. 
BRILLION IRON WORKS, Dept. F-4120, Brillion, WI 54110, (414) 756-2121. 


ALL OF CANADA SOUTHWESTERN NEW YORK, KANSAS, MISSOURI & 

Claude Bismuth Enterprises, Ltd. (Chautauqua and Cattaraugua SOUTHERN ILLINOIS 

3285 Cavendish Blvd., Suite 440 counties), WESTERN Frank May Co., Inc. 

Montreal, Quebec H4B 2L9 PENNSYLVANIA & 699 Rue St. Francois 

Ph. (514) 733-9166 EASTERN OHIO Florissant (St. Louis), Mo. 63031 

Telex: 05-827-716 Bismuth MTL Sesco, Inc. Ph. (314) 921-4300 

NEW YORK—(except Chautauqua 1545 W. 38th Sreet MISSISSIPPI, TENNESSEE, 
and Cattaraugus counties) Ee aor eee ALABAMA, GEORGIA & FLORIDA 

Casting Techniques Corp. Pee THM Company 

9 Arrowhead Way, South Ph. (814) 866-2856 and 866-5975 584 Shades Crest Road 

Fairport (Rochester), N.Y. 14450 MINNESOTA, NORTH & Birmingham, Alabama 35226 

Ph. (716) 223-4125 vain DAKOTA Ph. (205) 823-1565 

Casting Techniques Corp. Larson-Bossert & Associates, Inc. EASTERN PENNSYLVANIA, 

Bayberry Office Bldg. none: petal poh NEW JERSEY & MARYLAND 

Liverpool (Syracuse), N.Y. 13088 , : The Castings Co., Inc. 

Ph. (315) 652-8500 Ph. (612) 533-6622 PO. Box 27064 

NEW HAMPSHIRE, VERMONT, TEXAS, OKLAHOMA Philadelphia, Pa. 19118 


RHODE ISLAND, & CONNECTICUT Russell H. Norman od 


; Manco Metals, Inc. py 
ico aaa & New Haven 4000 North Freeway | 


Suite #103 
pi pllalacinay elder sie Houston, Texas 77022 
Brooklyn, N.Y. 11222 Ph. (713) 691-0851 and 691-0852 


Ph. (212) 389-3200 


BRILLION IRON WORKS | 
A DIVISION OF BEATRICE FOODS CO. “— 
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Curtis Hixon Convention 
Hall, Tampa, Fla. Sponsor: 
Society of Manufacturing 
Engineers, P.O. Box 930, 
Dearborn, Mich. 48128. 
(313) 271-1500. 


10:Manufacturing Resourc- 


es Planning, Des Moines, 
Iowa. Sponsor: apics, Suite 
504, Watergate Bldg., 2600 
Virginia Ave., N.W., Wash- 
ington, D.C. 20037. Con- 
tact: Lynn Schreurs (515) 
283-3787. 


11-13: Legal Aspects of Pur- 


chasing, Tampa, Fla. Spon- 
sor: NAPM, 40 Plaza, Suite 2, 
Park Forest, Ill. 60466. 
Contact: Harry Wada (312) 
481-1043. 


17:Total Business Approach 


to Master Scheduling, 
Milwaukee, Wis. Sponsor: 
APIcs, Suite 504, Watergate 
Bldg., 2600 Virginia Ave- 
nue, N.W., Washington, 
D.C. 20037. Contact: Bob 
Yelle (414) 367-5200. 


23:Forecasting, Economic 


Fundamentals, Los Ange- 
les, Calif. Sponsor: NApM, 40 
Plaza, Suite 2, Park Forest, 
Ill. 60466. Contact: Harry 
Wada (312) 481-1043. 


27:CRP: The next crusade, 


Providence, R.I. Sponsor: 
APICS, Suite 504, Watergate 
Bldg., 2600 Virginia Ave- 
nue, N.W., Washington, 
D.C. 20037. Contact: Frank 
Lillo (401) 828-4000. 


29: Manufacturing Control— 


A survival strategy for 
the ’80s, Hollywood, Fla. 
Sponsor: APics, Suite 504, 
Watergate Bldg., 2600 Vir- 
ginia Avenue, N.W., Wash- 
ington, D.C. 20037. Contact: 
Bill O'Malley (305) 457- 
6155. 


| 
| 
| 


Unions battle closings 


Beset by shrinking ranks, and on the defensive 
against both industry and conservative economic 
thinking, labor is gearing up for a major offensive 
against what it sees as a growing threat: plant 
closings. 

In the coming months and years, this effort will 
be spearheaded by three progressive unions that have 
been particularly stung by plant closings, namely, 
the Machinists, Steel Workers, and Auto Workers. 
They plan to attack the closing issue on two fronts: 

1. Legislative, by calling for new laws to make it 
more difficult for employers to close factories and to 
increase benefits for workers unemployed because of 
shutdowns. 

2. Bargaining, so that affected unions have a 
voice in deciding whether companies actually close 
plants they claim are outdated or unprofitable. 

While the unions’ proposals—which are backed 
by many liberal groups—don’t stand much chance of 
being adopted in their entirety, they do ensure that 
the plant closing issue will be grist for the political 
mill for some time to come. 

The proposals, shrilly discordant with much of 
the laissez-faire economic talk of late, are modeled on 
existing laws and programs in Great Britain, West 
Germany, and Sweden—all socialistic countries. 

Here’s a partial list of labor’s demands: 

@One year’s notification by companies who want 
to close a plant, plus mandatory disclosure of all 
financial information relating to that decision. 

eFederal subsidies to cities and towns jolted by a 
big plant shutdown. 

eA law requiring mandatory bargaining with 
affected unions over alternatives to closing the plant. 

@Selectively applied tax credits for firms invest- 
ing in new equipment or plants. 

eAutomatic recognition of existing bargaining 
units at new plant locations. 

@Repeal of that section of the Taft-Hartley Act 
which allows states to outlaw closed shops. 

eThe earmarking of a portion of companies’ 
profits for a federally administered investment fund 
for depressed communities. a 


eee CUt your Costs... 


CAST! 


© Use Precision Shell Process Rather Than Investment! 


¢ Cast In Detail Rather Than Machining Later! 


e Cast Rather Than Fabricate! 


Cut End Unit Cost 30% or More... 

... With Aluminum Match Plate’s precision shell 
molding techniques, which can reduce machining costs 
while improving surface finish and overall quality to an 
amazing degree thus lowering your end product costs. 
This sophisticated yet highly economical process can 
produce close-tolerance castings which greatly reduce, 
or often eliminate, subsequent machining or finishing 
operations. 


Project Search assists Aluminum Match Plate customers 
with the design and engineering of parts in order to 
realize maximum savings of this type. And costs can be 
cut even more dramatically if precision shell molded 
castings are used to replace formerly fabricated parts, 
and/or lost wax investment type. 


Aluminum Match Plate’s modern facility is equipped to 
produce shell castings from an enormous variety of 
aluminum or copper base alloys, and to Military Specs. 
Permanent mold and sand casting are also available 
where conditions dictate. 

These and other advantages of Aluminum Match Plate’s 
precision shell molding techniques are fully described 


and illustrated in a new 8-page brochure available for 
the asking. Write. Or for even faster service, phone! 


ALUMINUM MATCH PLATE CORPORATION 


Subsidiary of Frontier Bronze Corporation 
P. O. Box 206 — 1500 Military Road 
Kenmore, New York 14217 


716/873-7054 
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e To aanant? 


High-quality Parker Flow Control 
and Needle Valves are as close as 
your nearby Parker Fluidpower 
distributor. And...with 130 locations 
in North American industrial 
centers...we deliver! 

Parker Colorflow valves are goof 
proof! A highly visible color coded 
reference scale makes setting 
and resetting as easy as dialing... 


Parker 


olorflow’ 


with 60 
standard 


types... 
all in stock! 


Gold. Fully guided poppets open 
and close more smoothly...last 
longer. Steel and brass bodies 
are offered with either pipe (NPT) 
or straight (SAE) ports. Sizes start 
at 1/8 inch. If highest quality, 
competitive pricing and consist- 
ently good delivery are important 
to you...order Parker Colorflow 
and we'll take it from there! 


For further information, a copy of 
our Catalog #3310, or the name of 
our nearest distributor, contact: 
Parker Hannifin Corporation, 
Manatrol Division, 520 Ternes Ave., 
Elyria, OH 44035. Or, phone: 

[216] 322-4631. 


Fluidpower 


Basics for buyers 


By Somerby Dowst, c.P.m./ Managing Editor 


Explore all angles 


In cost reduction 


Good ideas suggested by 
suppliers sometimes don’t get 
adopted because there aren’t 
immediate benefits for the specifi- 
er or original user. Examples: 
alternate materials, process 
changes, other spec revisions, etc. 
When this happens, it’s a good 
buyer’s cue to look elsewhere, to 
see if other departments in the 
firm might also benefit from the 
change. 

Reason: It’s unfair and 
unrealistic to charge any depart- 
ment with tunnel vision if its execs 
haven't been alerted to advantages 
that sister groups would enjoy 
from a suggested change. 

The harsh fact is that it often 
costs budgetary dollars for a 
change to be made. It may be 
necessary to refine designs, make 
new drawings, run tests, and 
make wholesale revisions in engi- 
neering records. 

To justify such expenses, 
someone often has to look at all the 
activities connected with a pur- 
chased item. The aim: to determine 
if a change will have secondary or 
supplementary benefits. If you 
want to get into this kind of 
investigative work, here are some 
tips: 

1. Identify the change itself, 
in precise terms, and _ the 
purchased items to which it is 
pertinent. You may want to 
classify the items by size, weight, 
generic family, or other appropri- 
ate category. Tip: Keep the list 
small enough to be workable. 

2. Chart the item’s move- 
ment, into and through the plant, 
if it’s feasible. Show where parts 
become assemblies, and how these 
are packaged, stored, and shipped. 
Indicate points where manufac- 
tured components merge with 
those you’re purchasing. 

3. Make contingency 
plans—detours with which you can 
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get around roadblocks thrown up 1 


by obstructionists. Best bet: Make 
your first contact with a depart- 
ment head who’s demonstrated an 
open mind in the past—even if he’s 
not the first one in the chronology 
of your flow chart. 

4. Ask each manager, in 
turn, if the suggested change will 
help his department in any way. 
Note: It’s not necessary to dwell 
on—or even mention—the fact 
that someone else has already 
vetoed the idea. 

5. Be specific about the 
change, so each department head 
can gauge its impact on his 
operations. If appropriate, use 
sketches or before-and-after photos 
of case histories in similar 
applications. Or: Offer to canvass 
department workers to get their 
reactions. 

6. Be alert for obvious 
examples of pyramiding benefits 
from an initial spec change. 
Typical: lighter weight material 
leading to (1) fewer structural 
supports, (2) lower freight costs, (3) 
easier material handling, (4) 
simplified storage. 

7. Use judgement in picking 
the purchased items for this kind 
of expanded study. Don’t go 
careening around the plant, 
pestering everybody and his 
brother. Too much of that, and 
nobody will take you seriously 
when you've got a really live idea 
to explore. 

8. Remind others of favor- 
able cost impacts that they might 
overlook. Typical areas that are 
often worth a second look are 
overhead, waiting time between 
operations, and ease and frequency 
of maintenance. 

9. Be aware of political 
rivalry that may exist between 
department heads. One may even 
fudge his cost-impact figures— 
either up or down—if he thinks 


he’s responding to another’s 
suggestion. Best bet: Present the 
idea as a supplier’s brainchild, or 
purchasing’s, or the company’s. 
Leave personalities out of it. 

10. Collect and document 
all the cost data you gather from 
everyone involved with the item in 
question. Have each department 
head authenticate the cost- 
benefits that will accrue in his 
sphere of responsibility, as a result 
of the change. Itemize factors such 
as hourly rates for labor, hours 
saved, material reduction, etc. 

11. Be discreet when you go 
back to the original specifier to 
plead your case for the change 
based on your down-the-line 
investigation. Be factual rather 
than emotional. If a change will 
mean immediate costs for the 
specifier, maybe these up-front 
expenses can be shared among 
those who will benefit down- 
stream. Check with your finance 
people on this. 

12. Notify everyone involved 
when a change is actually made. 
They may need a signal that they 
can safely implement the changes 
that are now possible in their own 
operations. 


Editor's note: Somerby Dowst's 
books, Basics for Buyers and More 
Basics for Buyers, are available at 


$15.95 per copy. Send prepaid 
orders to Kim Gorton, PURCHASING 
Magazine, 221 Columbus Ave., 
Boston, MA 02116. 
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For years, Earnest Machine Products 
Company has maintained a reputation for 
stocking and delivering top-quality industrial 
fasteners. This reputation is about to move 

up yet another step. 


Earnest first earned top grades from 
America’s largest industrial firms by gathering 
the world’s finest offerings in fasteners, and 
then testing and retesting to make sure 

they were, indeed the best. 


Now, the already-strict standards are 
about to get even tougher. 


Earnest has expanded its in-house 
industrial laboratory with the installation of a 
custom-made Tinius Olsen tensile testing 
machine. Housed in a soundproof room and 
equipped with a precise printout recorder, 
the machine can test nuts and bolts up 
to a 400,000 Ib. stress load. It provides 
Earnest with capabilities matched by 
few manufacturers and no other 
distrioutor. So you, the customer, will 
have even 
greater quality. 


It's all part of a 
renewed emphasis 
bal, "Sele i } e : at Earnest on deliver- 
i, ae ! a4 , ing reliability as 
ean, 3 ct es | well as fasteners. 
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@ EARNEST 


MACHINE PRODUCTS CO. 


Headquarters Southeastern Division 
Cleveland (216) 362-1100 Tampa (813) 223-1661 
New Western Division South-Central Division 


San Jose (406) 946-9121 Houston (713) 688-1118 
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Grinding wheels 
reach hard spots 


WORCESTER, MASS.—Norton 
has expanded its Gemini grinding 
wheel line to include plug and cone 
wheels for grinding hard-to-reach 
areas. They are ideal for grinding 
and smoothing weld seams, 
cleaning out casting imperfections, 
and removing fins and parting 
lines from castings. Gemini plug 
and cone wheels are offered in a 
choice of four popular types and 12 
sizes. Norton Co., 1 New Bond St., 
Worcester, Mass. 01606 
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Process monitor 
is pre-programmed 


FT. LAUDERDALE, FLA.—This 
new digital process monitor 
requires no programming by the 
end-user. The Series 079 monitor 
is easily configured and pro- 


grammed by Airpax for each 
application. Thus, the 079 com- 
bines the cost savings, reliability, 
and availability benefits of a 
standard product with the per- 
formance advantages of a custom 
unit. Batching, calibration, speed, 
fluid flow, are but a few of the 
functions that the 079 can 
monitor. Airpax/N. American 
Philips Controls Corp., 6801 W. 
Sunrise Blvd., Ft. Lauderdale, Fla. 
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Motor brushes fit 
replacement needs 


ST. MARYS, PA.—Stackpole and 
Westinghouse have jointly devel- 
oped a line of replacement brushes 
for a wide variety of Ac/Dc motors 
and generators. The line includes 
electrographitic, carbon, carbon- 
graphite, resin-bonded graphite, 
and metal graphite grade brushes 
available nationwide through 
Westinghouse distributors. 

These brushes are suitable for 
many applications including: 

@eAuxiliary and main-drive 
reversing and nonreversing mo- 
tors. 

®@Mill-type motors and genera- 
tors in the steel and aluminum 
industries. 

eWound-rotor and synchro- 
nous AC and traction motors and 
generators for the transportation 
industry. 


eDrag, hoist, and swing 
motors and generators for the 
mining industry. 

eDC motors and generators on 
paper machine drives and auxilia- 
ry equipment such as rewinders 
and splitters in paper mills. 

Proper selection of brushes 
has always been an important 
consideration in DC and universal 
motors. While there is no magic 
formula for selecting the most 
suitable brush grade for a 
particular application, brush and 
motor manufacturers often work 
together—as have Stackpole and 
Westinghouse—to narrow the 
choices from the many thousands 
of brush grades and materials 
available. The Stackpole Corp., St. 
Marys, Pa. 15857 
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How aoes 
your 


salary | 2 
measure up? __. 


runs up to two hours 


‘ PORTABLE DICTATING machine can put 

The only way you'll know for sure is to read up to two full hours of material on a 

: single microcassette. The two-speed 
PURCHASING’s salary survey and learn how Danse We facciee ditaic 
to use our exclusive grass-roots grid. conference modes and electronic 
indexing. Priced at $295, it measures 

;, ;' 4.1" high x 2.2" wide x 0.7” thick. 

For reprints of the entire compensation Options include 2 $45 telephone 


report, with instructions on how to use the recording adapter and a $20 remote 


. ike. Dictaphone Corp., 12 
grid, send a check for $3 to: ane ee 0 Old Post 
Salary Survey For more information circle 151 
Purchasing 


Magazine 


221 Columbus Ave. 
Boston, MA 02116 
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Sit-down rider trucks 
ease fuel costs 


SIT-DOWN RIDER trucks are designed for 
greater fuel economy in both the diesel 
or gas/LP versions. Trucks feature 
hydrostatic drive, dual control levers 
for lift/lower and tilt, twin pedals for 
direction and acceleration control. 
Hydrostatic drive controls oil flow 
under pressure, eliminating clutch, 
mechanical differential, and torque 
converter. Baker Material Handling 
Corp., 5000 Tiedeman Rd., Cleveland, 
Ohio 44144 
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Top purchasing executives 


at General Motors, IBM, Raytheon, 
General Foods, and Heinz USA 
show you how to formulate a 
successful procurement policy. — 


Read about their fascinating experiences in directing 
procurement for a major manufacturer. 


Listen to their innovative ideas on building strong 
procurement organizations. 


Explore the dynamic economic and political factors that are 
currently working to shape where procurement is 
positioned. 


And follow their lead in making sound purchasing decisions 
in this enlightening new book by E. Raymond Corey of the 
Harvard Business School. 


Dr. Corey’s first-hand observations from well over a hundred 
interviews of buyers and managers in these major companies 
depict the way procurement works and how it is integrated into i 
the total corporate strategy. Substantive in its research base and ee ott 
penetrating in its analysis, PROCUREMENT MANAGEMENT: 
Strategy, Organization, and Decision-Making is an excellent | 
resource for problem-solving directives for the top-level 
procurement manager. 
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Foreword by James M. Hill, Jr. 
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Introduction 

|. Procurement Strategy Models 

2. Procurement Scope and Supplier Selection 

3. Pricing and Negotiations 

4. Procurement Organization— The Trend Toward 
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5. The Positioning and Organization of Procurement 

Functions 

6. Sourcing Decision-Making Processes: The Influence 
of Measurement Systems 

. Sourcing Decision-Making Processes: The 
Involvement of Other Functional Areas 


Appendix A. The Literature of Procurement 
Appendix B. Case Problems in Procurement Strategy, 
Organization, and 

Decision-Making 


/p\ NL. 
\e, Wy’ y oo eee 


| PURCHASING MAGAZINE, 
- [ 221 Columbus Avenue, Boston, MA 02210 


Please send me PROCUREMENT MANAGEMENT, (0617211) by 
Corey. | have enclosed payment of $19.95 per copy. | understand 
that | may return the book within 15 days fora full refund if it does 
not meet my needs. 


Make checks payable to: Purchasing Magazine. 
Send to the attention of Kim Gorton. 
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from Republic. 


“Carbon mechanical 
tubing can be 
coiled and ready 
to strike down 
your operating 


costs.’ 


Ralph Hennie 

General Manager 

Steel and Tubes Division 
Republic Steel Corporation 
“Good things 
happen to high- 
volume steel 
tubing fabri- 
cation when you 3 
eliminate straight-length carbon 
mechanical tubing and switch to 
Republic coiled tubing. 

“Your production people will have 
more flexibility, be able to cut various 
lengths without increasing scrap. 
Man-hours can usually be reduced. 
Coils can feed directly through 
straighteners to your lines. 

“Specifying and ordering will be 
simpler. Instead of listing, stocking, 
and handling assorted straight 
lengths, you can use coils to provide 
all the combinations and lengths you 
need. 

“Depending upon diameter (from 
¥%"' OD through 1%"' OD), Republic 
can wind steel tubing into a single 
coil up to 4,600 feet in length. 

“It's available plastic coated or 
uncoated. In high strength steels 
such as REPUBLIC 50* as well as 
different grades of carbon steel. 

“Republic pioneered the tech- 
nology. We've been supplying the 
tough downhole requirements of the 
oil and gas industry for 15 years. 
That's a lot of experience. Coupled 
with technical service, you get coiled 
mechanical tubing which can pro- 
duce dramatic cost efficiencies for 
your company. 

“Ask us about coiled steel tubing 
and other Republic Steel tubular 
products that improve production 
and lower costs. Write to me, Ralph 
Hennie, Republic Steel Corooration, 
Department 1441, aNeenG OH 
44101.” 


*REPUBLIC 50 is a trademark of Republic 
Steel Corporation. 


Republiestee! 


Action to meet your critical needs. 
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Electric lift trucks 
perform heavy-duty jobs 


ELECTRIC lift trucks with pneumatic 
tires have load-capacities from 2000 to 
6000 lbs. Trucks feature greater 
forward visibility, improved operator 
comfort, and improved performance 
capabilities. Toyota Industrial Truck, 
u.s.A., Inc., 1041 East 230th St., Box 
6225,Carson, Calif. 90745 
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Circuit breakers meet 
wide range of requirements 


ELECTROMAGNETIC circuit breaker 
packs reliable automatic circuit 
breaker protection, power switching, 
and circuit controls in a small, 
economical configuration. Series A 
offers a broad range of current ratings, 
circuits and delays, series (with or 
without auxiliary switch), shunt or 
relay trip. Carlingswitch, Inc., 505 
New Park Ave., West Hartford, Conn. 
06110 
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Easy-release cable tie 
speeds rewiring operations 


RELEASABLE CABLE tie for bundles to 3” 
diameter speeds circuit additions and 
deletions. It is released easily by 
deflecting the release tab and pulling 
the tie away from the bundle. The 
reusable PRT3S measures 1114” and has 
a minimum loop tensile strength of 50 
lbs. It comes in natural nylon, 11 
colors, heat-stabilized black, and a 
weather resistant black for outdoor 
use. Panduit Corp., 17301 Ridgeland 
Ave., Tinley Park, Ill. 60477 


For more information circle 154 


Glass-based textile 
insulation is versatile 


FIBERGLASS TEXTILE insulation for 
temperature applications to 1000°F 
comes in cloth, tape, sleeving, and rope 
forms. Fabrisil is recommended for 
insulation lagging, welding shields 
and stress relieving pads, refinery fire 
blankets, removable valve and flange 
covers, and similar applications. It is 
impervious to moisture degradation 
and resistant to most chemicals. HITCO 
Materials Group, 1600 W. 135th St., 
Gardena, Calif. 90249 
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The Washington Newsletter 


HAZARDOUS 
MATERIALS 
TRANSPORTATION 


Published by Traffic Management / The Magazine of Physical Distribution, A Cahners Publication 


Read the Washington-based 
HAZARDOUS 

MATERIALS 

TRANSPORTATION 

newsletter each month to avoid the risk 
of fines up to $10,000 per day. Keep 
up-to-date on the changes in D.O.T. 
regulations, as well as the latest news 
affecting the transport of hazardous 
materials. 


If you are involved in any way with the 
handling or shipping of hazardous 
materials, you should subscribe to the 
newsletter that interprets hazardous 
materials regulations. 


MATERIALS 
‘aud TRANSPORTATION 
a No ta shed by Traffic Management A Cal ners Publica ert « a 


Anticipating ts effect upon DOT » based on im, ors of tthe 
Gremmon involved Ute Federal Water Pothution Control Act « sa 


2 follow thes case Closely 4 we the 
forme UNPHOatone of Lhe meues Lat have Deer ergot 


The newsletter is published by Traffic 
Management magazine, with Richard 
Sexton as editor and Lawrence 
Bierlein as editorial director. Dick 
also serves as the international editor 
on Traffic Management, while Larry is 
a well known legal advisor to industry 
on all matters related to the regulated 
transportation of hazardous materials. 
Formerly the lawyer for the Depart- 
ment of Transportation’s Hazardous 
Materials Regulation Board and its 
Office of Hazardous Materials, 
Bierlein is presently in private 
practice working with D.O.T., the 
Civil Aeronautics Board, O.S.H.A. 
and the Consumer Product Safety 
Commission. 


There is no better source available today where each 
month you not only find out what is happening now in 
hazardous materials regulation and enforcement, but what 


is about to happen. 


The newsletter subscription is only $180/year. 


SPECIAL TRIAL OFFER: Try 3 issues of the Hazardous 
Materials Transportation newsletter at no cost or obligation. If 
you are not completely satisfied, simply write ‘“‘cancel’’ on the 


billing form. 


L) Yes, 


I wish to receive the Hazardous Materials Transportation newsletter. 


Name 
Title 
Company 


Address 


_) Check or money order enclosed 


[! Please bill me at the above address 


Mail Coupon To: 


HAZARDOUS 
MATERIALS 


TRANSPORTATION 


Box 716 
Boston, Ma. 02117 


AROUND 
THESE PARTS 
FOLKS DEPEND ON 
SEABROOK. 


Folks depend on Seabrook for a good reason 
uncompromising service and products at competitive 
prices. With over 100,000 square feet of manufacturing 
Space, we are one of the most diversified producers of 
metal components in the OEM field. Our three plants 
have automatic and numerically controlled machinery 
to produce high quality components 

Send your prints for a Seabrook quotation. or call 
Conley Robinson, our OEM Manager. at (803) 224-5671 
Hell make every effort towards fulfilling your require 
ments. You can depend on that 


eabtook inc. 


Post Office Box Six 

Anderson. South Carolina 29622 
Phone: (803) 224-5671 
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New products 


ge a | 
| Chain drive tensioners 


reduce maintenance costs 


CHAIN TENSIONERS eliminate roller 
chain whipping and slipping. They 


'also reduce noise, vibration, and 


maintenance. Screw adjustable units 
for vertical drives permit easy 
adjustment from 214-6” at either end of 
the bracket without need for removal 
of the enclosure. Spring-adjustable and 
shaft-mounted tensioners also are 
available. Boston Gear, Incom Interna- 
tional Inc., 14 Hayward St., Quincy, 
Mass. 02171 
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A 


Light electric lift 
stackers hoist 1500 Ibs. 


| POWER LIFT stackers are light enough 


to work in elevators and other areas 
with limited floor capacity. Series B 
stackers with 1500 lb. capacity at a 20” 


| load center come in single and 


telescopic mast designs with lift 
heights to 130”. Both nonstraddle and 
straddle models have tapered outrig- 
ger tips to protect load wheels, pallets, 
and skids. Crown, New Bremen, Ohio 
45869 
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Dryers protect 
compressed air systems 


REFRIGERATION type air dryers offer 
protection against water-induced 
damage to industrial compressed air 
system and related air-operated 
equipment. Brochure details mon- 
eysaving benefits, gives technical 
data, scales for atmospheric and 
pipeline dryness, and a specification 
chart. Details the process of changing 
moist, hot air to cool, dry air. Scovill 
Mfg. Co., 200 West Exchange St., 
Akron, Ohio 44309 
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Sizes Ys" to 16” 


Standard port, full port 
For the ball valve line that gives you the above ver- 


Satility, plus high flow capacity, positive shut-off and 


unmatched reliability, check in with your nearest 
Jamesbury stocking distributor or write: Jamesbury 


Corp., 640 Lincoln Street, Worcester, MA 01605 USA. 


Special services: high vac- 
uum, fire-tested, chlorine, 
oxygen, API, UL, FM 


Safety shoes protect 
against hot feet 


MOULDER’S SHOES are ideal for use by 
foundrymen and smelters. Ankle- 
hugging elasticized uppers keep out 
splashing metals and sparks. Plat- 
form-type, vulcanized bottoms protect 
worker’s soles from hot floors. Shoes 


have no sole stitching to burn or. 


deteriorate which lengthens shoe life. 
Catalog lists styles and sizes. Hy-Test 


Safety Shoes, Box 14485, St. Louis, | 


Mo. 63178 
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Check out this broad line of ball valves. They 
offer superior features that make them the ideal 


choice for your valve requirements. 


Screwed end, socket end, flanged 
(ANSI Class 150 & 300) 


Bronze, carbon steel, ductile iron, 
316 stainless steel, Alloy 20, aluminum, 
Monel, Hastelloy C 


TFE, glass fiber-filled TFE, special nylon 
(high pressure) seats 


Temperatures from — 100° to + 450°F 


Ratings from .01 micron vacuum to 
4500 psi pressure 


Pneumatic piston, 


spring-diaphragm, 
electric actuators 


THE SURE ONES 
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Penco high strength steel storage 
rack organizes all your palletized 
inventory. It stops space waste. It’s 
quick and easy to install. It's de- 
signed in accordance with AISI 
Specifications and may be furnished 
to meet RMI and all other codes. 

Your Penco Distributor will plan 
it for you; you can alter the plan 
as your requirements change. Re- 
quest illustrated catalog. Penco 
Products, Inc.. Dept. 44, Oaks. PA 
19456. 


SUBSIDIARY VESPER CORPORATION 


=A 
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‘“‘We consistently stock more sizes and more 
tonnage of heavy wall carbon and alloy tubing 
and pipe than anyone else in the country.” 


One phone call to Specialty gives you all the answers: 
availability, price, and delivery, as well as technical guidance 
you can rely on. 


We ship most orders within 24 hours, and we’ve been 
doing it for over 15 years. When you need heavy wall pipe 
and tubing, call the reliable source .. . Specialty Pipe & Tube, 
Inc., Warren, Ohio 44485. Call toll free 800-321-7851. 

In Ohio call collect (216) 399-3639. Long Beach, CA 

(213) 595-5593. Houston, TX (713) 676-2891. 

Charlotte, NC (704) 535-0110. 


“By 


- 
> 


SPECIALTY In stock sizes to 36” O.D. and up to 3” wall. 


PIPE & TUBE, INC. & Member Steel Service Center Institute 
Subsidiary of Davidson Pipe Supply Co 
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“We built our business on reliability... 
and the country’s largest inventory of heavy wall pipe and tubing.” 


Leonard Baroff, President 


Robots on the job 


INDUSTRIAL ROBOTS can stack, 
track, pack, and feel. A full-color 
catalog of computer-controlled 
robots puts emphasis on boost- 
ing productivity and on applica- 
tions, including arc welding, 
automotive spot welding, manu- 
facturing cells, and materials 
handling. Teaching and opera- 
tions are also discussed. Range 
and floor space drawings and 
specifications included. 16 
pages. Cincinnati Milacron, 
Cincinnati, Ohio 45209 
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Shaped wire 


FERROUS AND NONFERROUS prec- 
ision-shaped wire is featured in 
a new catalog. The catalog lists 
technical specifications for 
dimensions, tempers, finishes, 
and special services in alloys of 
aluminum, copper, high and low 
carbon steel, and stainless steel, 


Narrow-aisle trucks 


NARROW-AISLE TRUCKS brochure 
examines four critical areas— 
drive unit, maintenance, per- 
formance, and operator produc- 
tivity. It also features a complete 
line of Yale straddle and extend, 
and low-lift and high-lift, 


Switches, relays, et al 


ENGINEERING CATALOG provides 
information ranging from local 
office distributor networks to dip 
and pushbutton switches, relays, 
keyboards, and termination 
hardware. Inthe product listing, 
complete dimensional informa- 
tion, electrical ratings, operat- 
ing characteristics, and materi- 
als and finishes for each product 
are included. 87 pages. Grayhill 
Inc. 561 Hillgrove Ave., La 
Grange, Ill. 60525 


Shoulder “ 
swivel 4 


as well as Monel and tantalum. 
In-house tooling and engineer- 
ing support operations with 
examples of some money-saving 
ideas are also included. Durable 
Wire, 13 Beaver Rd., Branford, 
Conn. 06405 
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narrow-aisle trucks, with fea- 
tures that maximize user 
productivity. 10 pages. Eaton 
Corp., Industrial Truck Div. 


11000 Roosevelt Blvd., Philadel- 


phia, Pa. 19115 
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High-strength steels 


HSLA STEELS are described in an 
illustrated brochure. Twenty-six 
grades are featured, with 
technical information on 
strength levels, chemical and 
mechanical properties, cold 


forming, and welding character- 
istics. Photos illustrate end uses 
for most products. Details pro- 
vided on mechanical testing and 
atmospheric corrosion resist- 
ance. 28 pages. Republic Steel 
Corp., Box 6778 Cleveland, Ohio 
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Perforating handbook 


EVERY BUYER Of perforated met- 
als will want a copy of this data- 
packed handbook. A brief but 
comprehensive overview of the 
perforation and fabrication op- 
tions available covers round, 
slot, square, oblong, and more 
ornamental patterns. Size infor- 
mation is given in both inch and 
metric dimensions, and a quick 
reference table gives formulas 
for calculating open areas, 
weights, gauges, areas of circles, 
etc. Standard Perforating & 
Mfg. Co., 3131 W. 49th Place, 
Chicago, Ill. 60632 
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Treating wastewaters 


BROCHURE OUTLINES a _ total- 
system approach to wastewater 
treatment that includes system 
analysis, chemical program 
selection, and performance 
monitoring. Applications are 
presented for clarification, 
sludge thickening and dewater- 
ing, and oil recovery. 6 pages. 
Nalco Chemical Co., 2901 
Butterfield Rd., Oak Brook, IIl. 
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Industrial coatings 


THIS DETAILED industrial coating 
catalog covers coating specifica- 
tions, surface preparation, and 
application methods. Selection 
charts enable user to rapidly 
determine proper coating sys- 
tems for all types of interior and 
exterior surfaces under both 
normal and severe exposures. 
Information onwater-reducible 
acrylic alkyd, epoxy, vinyl, 
polyurethane, and _ specialized 
coatings; and recommendations 
for selecting the proper primer 
round out the booklet. 22 pages 
(Publication 278). Rust-Oleum 
Corp., 11 Hawthorn Parkway, 
Vernon Hills, Ill. 60061. 
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Odd Sizes Giving You Problems? 
Save time and effort by calling Morris, Wheeler first. 


Many Service Centers in the East and # Bar Shapes: angles, channels, tees and 
South know they can turn to Morris, zees. 
Wheeler and quickly locate the odd sizes = Cold Finished Bars: an extensive line of 
they need—because we carry most of flats, hexagons, rounds, squares. 
them in stock. For example: Plates: 
Structurals: # carbon and alloy. 
= shapes in over 200 weights. = 15 different grades and qualities. 
# on sections rolled by mills we stock win %” increments to 2%”. Y%” increments 
most sizes. above 3”. 
s milled ends from our Wagner KV6. = thicknesses to 16”. 
=» complete facilities for splitting and Whether the steel you order is plain, cut- 
straightening tees and other special to-order or fabricated, you have a source 
sections. that can satisfy your requirements. 
Bars: So the first number to call for odd sizes— 
# many hard to get sizes in stock. structurals, bars or plates—is (215) 225-6060. 


# Hot Rolled Bars (over 500 sizes) flats, 
strip, rounds, squares, half rounds, half 
ovals, hexagons. 


Toll Free Numbers 
For more detailed information, Eastern PA (800) 822-3755 
just fill in the coupon and mail to: NJ, DE, MD & NY (800) 523-3455 


C. M. Turman, III 
| 
| 


Morris, Wheeler & Co., Inc. 
Fox St. & Roberts Ave. 
Philadelphia, PA 19129 


Name y 


Title 
Company 


Address 
City State Zip 
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Purchasing Mart CLASSIFIED ADvERTISING 


Purchasing 
Mart 


a Message Center for Buyers and Sellers 
that pays Off in RESULTS 


This high-reader-traffic feature is a special service for both 
buyers and sellers. It’s become a marketplace that more and 
more people turn to for anything from Auctions to Open 
Time to Positions Available. 


5 GOOD REASONS Why Purchasing 
Mart Gets Action 


1 sw Published twice monthly in PURCHASING MAGAZINE... 
The Best Read Magazine in The Field. 


s Covers those industrial plants doing over 93%of the buying 
and selling in industry. 


® Reaches 95,000 purchasing directors and managers — the 
largest circulation in the field. 


4. All classified ads regardless of size get their own reader service 
5 number. 


=» Serves as a meeting place for industrial buyers and sellers. 


For more information on ordering 
advertising in the Purchasing Mart. 


Call or write Barbara Brand, Manager Classified Advertising, 
1200 Summer Street, Stamford, Connecticut 06905, phone: 


CALL TODAY ...ask about rate protection 
(203) 327-6772 ..., 327-6746 


General Information on the Purchasing Mart 


STANDARD INCH UNITS 
No. of times (Minimum Buy—$120.00) 


Ad Appears Size of Ad 


470 590 
400 505 
380 475 
360 450 
335 420 


BLIND BOX NUMBER. Add an additional $15.00 per insertion to 
cover postage and handling. 


Advertising rates are based upon the number of insertions used 
one year from date of first insertion. Figure about 30 words per 
inch. Standard Inch Units computed by the inch unit measuring 
%” deep (advertising inch) by one column wide. Column width 
is 2%”. If the unit is larger than one inch, compute all inches 
after the first inch as a full inch in depth. 


Advertisers may purchase space at the inch rate up to 8 inches. 
Thereafter standard display rates apply. Minimum buy $120.00. 


For more information circle 351 


E 


equipment for sale 
(new-used-rebuilt) 


USED EQUIPMENT FOR SALE 


Meyer Bottle Washer Mode! 1040-80 + 45 
Climax Uncaser - 6 head Mode! UU!I-68L 
Krones Starmatic Labelers 
Barry-Wehmiller Optiscans 


Filtec - Bottle Inspectors 
Accumulation Tables 
Various Nordson Hot Melt Glue Units 
Various Bottle Conveyor (S S. Table Top and other) 


Contact Pete Robbins at 215/395-6811 
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associations 
SOLVE YOUR 


DELIVERY PROBLEMS 
Read “How To Improve On 


Supplier Leadtime and 
Delivery Schedule 
Compliances” — 


$8.95 
Published By: 
THE AMERICAN 
PURCHASING SOCIETY 


P.O. Box 543 
Lisle, Illinois 60532 
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printing services 


CEN TAUR 


Specialists in industrial and price 
catalogs. Typesetting, printing, 
binding, and mailing to meet 
your varied and specific graphic 
needs and budget. Anywhere in 
the U.S. 


Carl H. Wurzer 
CENTAUR & COMPANY 
1629 K Street, N.W. 
Washington, D.C. 20006 
301-983-1152 
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surplus wanted 
WANTED! 


YOUR SURPLUS HYDRAULIC: 


Pumps & Motors 
Valves 

Cylinders 

Hose & Fittings 
Filters 

Gauges 


ES: 
Diesel & Gasoline 
Accessories 
Power Transmission 
Roller Chain 
Sprockets 
Belts 
Pillow Blocks 
Transmissions 
Axles 


PROMPT ACTION—CASH! 
Wire—Phone—Write 


eoeececceeneccocccs 


GROBAN SUPPLY COMPANY, INC. 


9300 South Drexel Ave.— Dept. PM-1080 


Chicago, Illinois 60619 
Telex 25-3009 
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CLASSIFIED ADVERTISING 


open time 


CASTINGS 
Ductile, Steel, and Stainless Short- 
run, Prototype, Repair parts, Mining 
parts, Show Castings. 
HOLLAND ALLOYS 


4524 136th Street 
Holland, Mi 49423 
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imported Castings 
High Quality Reasonable Cost 

Brass, Zinc, Aluminum, Gray Iron, 

Ductile, Forged Steel 

Try Us— You'll Like Us 
Sequoia World Trade, Inc. 

855 Avenue of Americas 
New York, N. Y. 10001 
(212) 971-3744 
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CASTINGS 
Ductile and Iron Squeezer work, 
Production work, Prototype, Repair 
parts, Mining parts, Show castings. 
KANSAS ALLOYS 
Asherville Rd. 
Beloit, Ks. 67424 


For more information circle 358 


business services 


We are specialists in locating hard to find 
items. ANYTHING! 
— We Are Not a Broker — 
Other buying services available 
Doug Rodgers 
ACTION LOCATORS 
P.O. Box 1705 LoJolla, CA 92038 
(714)454-3381 
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gear manufacturing 


Capabilities include spur, helical, splines, 
shafts, internal. We make our own blanks, 
50,000 sq. ft. plant. Good quality control, 


engineering, competitive prices. 
Send your prints for quotation to: 


JACKSON GEAR COMPANY 
221 Mill Ave. 
Brooklyn, Michigan 49230 
phone: 517-592-6021 
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We offer 34 years of engineering and manu- 
facturing experience in production of gear, 
shafts and sprockets. We have capacity to 
blank, hob, shape, broach, thread, grind, etc. 


All prints quoted within 3 days. 


LEEDY MFG. COMPANY 
214 Hall Street S.W. 
Grand Rapids, aa 49501 

616-245-051 
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[] Phone me with more information. 
(] Send me complete information. 
Name: 
Title: 
Company: 
Address: 
City/State: 


SS ee ee ee 


Mail To: Barbara Brand Manager of Classified Advertising 
1200 Summer St. Stamford, Conn. 06905—or CALL: (203) 327-6772, 327-6746 


surplus components wanted 


CALLUS 


IF you want top prices for your excess electrical, 
electronic, and mechanical parts. 

800—645-9060 

516—694-4100 


A) WINDSOR coma 


300 Adams Boulevard, Farmingdale, N.Y. 11735 
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screw machining parts 
IRON CASTINGS 


Ductile & gray iron castings from 1 Ib. to 
4,000 Ibs. Complete pattern & machining 
facilities. Low to medium volume quantities. 


TALLADEGA FOUNDRY 


& MACHINE COMPANY 
P.O. Box 579 
Talladega, AL 35160 
(205) 362-0056 
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YOU’LL STAND OUT 
WITH A SPLASH 
OF COLOR. 

YOUR FIRST AD IN 
PURCHASING MART 
WILL BE BORDERED IN RED 


CALL BARBARA BRAND 
TODAY 
FOR THE DETAILS 


(203) 327-6772 
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contract manufacturing 


CUSTOM METAL FABRICATIONS 


Complete capability from engineer- 
ing through assembly. Over 100,000 
sq. feet of modern facilities in- 
cluding the latest CNC equipment. 
Quantity fabrications with or with- 
out hard tooling. Press work to 250 
ton. Computerized production con- 


trol. Quality control program. Sig- 
nificant manufacturing economies 
from 62 years experience. Ask for 
quote and delivery on your job. 


MIDMARK CORPORATION 
Dept. PC, Minster, Ohio 45865 
Toll free 1-800-537-6679 
In Ohio (419) 628-2311 
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| would like more information about placing an ad in the PURCHASING 
MART...the classified advertising section of Purchasing Magazine 


Check below clip and mail this coupon. 


Pine ee 


flees com ees Ges ee ee es GE eG es ee ee ee ee ee ee ee, 


Send box no. to: PURCHASING MART, 1200 Summer Street, Stamford; Conn: 06905 


Purchasing Mart 


material wanted 
:STEEL WANTED 
We will purchcse 


EXCESS OR OBSOLETE STEEL 


CONSUMERS STEEL PRODUCTS CO. 
8510 Bessemer Ave., Dept. 8 
Cleveland, Ohio 441 
Area Code 216 683-7171 
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SURPLUS—Vickers, Racine, Denison oil- 
gear, Pumps. Valves, Cartridge Kits, Rings, 
Vanes, Shafts, etc. 


CRS SERVICE, INC. 
650 N. Rochester Rd. 
Clawson, Mich. 48017 


Phone: 313-583-9898 
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RAANUFACTURERS & 
CONTRACTORS! 
We will buy your excess or obsolete steel 
and metal inventory in plate, structurals, 
beams, tubing, pipe coils, sheets, and 
shapes, any size, grade, or condition. 
GALAXY STEEL & TUBE, INC. 
2275 Halfday Rd., Suite 135 
Bannockburn, II|. 60015 - 312-948-9140 
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WANTED! 
USABLE COPPER 


MAGNET WIRE 


Cail Mr. Kent 
312-267-9019 


AERO WIRE ‘inc? 


3902 N. Elston Ave. 
Chicago, Il. 60618 
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contract work 


CUSTOM FABRICATION 


Sheet, plate, bar and structural 
components or assemblies com- 
pletely or partially fabricated in ex- 
tensively equipped 250,000 square 
foot plant. Complete facilities to 
handle any job 20 gauge to 3” 
plate—from shearing and burning 
through welding and finish paint- 
ing. NC Press work a specialty— 
your material or ours. Kirk & Blum 
Mfg. Co., 3109 Forrer St., Cincin- 
nati, Ohio 45209. (513) 351-1400. 
Jim Cloran. 
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educational seminars 


IMPORT PROCEDURES, 
TRAFFIC & DOCUMENTATION 
3-day intensive training seminar 
January-March-June-September 

for brochure. write or call 
CONNECTICUT INSTITUTE OF 

INTERNATIONAL TRAFFIC, INC. 

Box 295, Southbury, CT 06488 

Tel. (203)264-0506 
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positions wanted 


SR. BUYER C.P.M. 
B.A./M.B.A. seeks position leading to Super- 
vision. Multifaceted experience: Presently in 
Aerospace to Mechanical and hydraulic equip- 
ment. 4+years experience. 30 years young and 
energetic. Will relocate. 

Box A-9 


POSITION WANTED 


Widely-known purchasing professional seeks 


to relocate in a new and challenging position 
due to reorganization. Over 20 years extensive 
and diverse purchasing experience. Served In 
executive capacity as State Procurement Offi- 
cer, County Government Purchasing Agent, 
Hospital Purchasing Manager, University Pur- 
chasing Agent, School Board Purchasing 
Agent, and in private industry. A frequent 
speaker, consultant and author. Individual de- 
sires to utilize knowledge and energy in a 
strong and vigorous procurement environment. 
Age 41. Mobile. Direct all inquiries to P.O. 
Box 10501, Chicago, II. 60610. 


PURCHASING AGENT 
6 years experience Paper Packaging In- 
dustry, also Auditing, Accounting back- 
ground with Fortune 500 company. B.S. 
in Accounting and Business administra- 
tion. Age 39. Prefer St. Louis but will 
consider relocation. 
Box K-5 


Purchasing Agent—Materlals Manager 


6 years experience in raw material, MRO, 
inventory control in both manufacturing and 
corporate environment. Strengths include ne- 
gotiation, organization, materials management 
and communications. Master's degree. Prefer 
Fairfield County, 
County, NY locale. 

Box W-10 


Conn. and estchester 


Highly motivated, self-starting, aggressive pur- 
chasing/materials professional with a need to 
advance his career. Possesses | geo leadership 
and decision making skills. A team builder, 
highly effective negotiator, and has ability to 
identify, design and implement either a pur- 
chasing or materials requirement planning 


system. 
Box N-15 


PURCHASING PROFESSIONAL 


12 years staff and supervisory experience with 
documented achievements for Fortune 100 Co. 
as Buyer, Sr. Technical Buyer, Construction 
Contract Administrator and Manager—Corpor- 
ate Fleet Operations. B.B.A. degree, Age: 35. 


Box G-21 


PURCHASING AGENT 


Desire management position. 6 years 
experience manufacturing and non-manu- 
facturing with multiple plant exposure. Product 
contacts include steel, fabricated metals and 
MRO. Familiar with material planning and 
traffic. Education: BA, A.S.C./Metallurgy, 
CPM. Willing to relocate. 
Box Y-2 


PURCHASING PROFESSIONAL 


Accomplished Director with over 21 years experience. 
Documented records of cost saving achievements and 
new programs implementation. Supervised staff of ten 
while developing specifications, negotiating long term 
contracts and multiple sources program. Created 
computer replenishment system for over 100 various 
installations. Prefer Northern Jersey, N.Y.C. Will relo- 
cate. Age 39. 
Box G-23 
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Job scene 


Chicago makes a comeback 


CHICAGO—During the fourth 
quarter, industry in Chicago has 
knuckled down to the task of 
readying for a business upturn. 
Result: Purchasing slots are 
opening up. 

But the competition is in- 
tense, cautions Harriet Yashon of 
Hunt Personnel. Those axed 
when purchasing—and other 
white-collar—staffs were cut, 
are back in the running. 

So, Chicago is an employers’ 
market, thanks to the numbers of 
applicants job offerings draw. 
Just look at what many employ- 
ers are holding out for: 

eCollege degrees and C.P.M. 
certification. 

@Experience in the specific 
industry, plus strong budgeting 
and inventory control experience. 

@Background in computer 
use. 

Salaries? That’s another 
story. Mid 20s to mid 30s, and the 
hiring firms are digging in their 
heels. If you relocate to Chicago, 
hold out for relocation expenses 
from your new employer, but be 
prepared to sacrifice help with 
selling your old home or mort- 
gage aid with your new one. 

Recent Chicago opening: pur- 
chasing manager at well known 
paint manufacturer. Background 
in plant budgeting, inventory con- 
trol, and MRO and raw materials 
buying required. Salary: to 
$29,000. 

Houston: Oil exploration, 


Denver: 
Look again 


Oil, 


Houston: 


construction 
® 


engineering, and big-scale con- 
struction are the fields that now 
have the best purchasing job 
prospects in Houston. Avoid, 
though, the oil companies’ chemi- 
cal divisions, tied as they are to 
the auto industry, warns Pete 
Goodspeed, a recruiter with M. 
David Lowe. 

lost in demand: purchasers 
with engineering degrees. With 
that kind of experience, senior 
buyers can command salaries 
well into the 30s. Expect oil com- 
panies to pay your relocation 
costs. You’ll have to bargain hard- 
er with smaller firms, because 
local talent bank is growing. 

?ecent Houston job: senior 
purchasing agent for chemical 
plant construction firm. Engineer- 
ing background required. Salary: 
$35,000. 

Atlanta: Coal mining, 
metalworking, and plastics man- 
ufacturing companies are where 
smart job hunters are looking in 
the Atlanta region. MRP experi- 
ence is widely sought here. 

Slot: Heavy equipment manu- 
facturer wants purchasing man- 
ager for castings and forgings. 
Salary: to $30,000. 

Denver: The situation here 
is summed up by the observation 
of a recruiter: It’s just dawning on 
some local companies that their 
purchasing departments are a 
source of money savings. Salaries 
are skimpy, upper teens to mid 
20s. —Thomas R. Temin 
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PURCHASING/MATERIALS SPECIALISTS 


Mgr., cap eqpt & constr, NE 

Mgrs., electronics, CHGO, MW & NE 

Sub-Contr. Admin., mil MW 

P.A.s & Buyers, mech & electr MW & SE .... to $30K 

P.A.s & Buyers, several CHGO to $27K 
F-O-R-T-U-N-E P 


ersonnel 
500 N. Michigan Ave., Suite 1044D, Chicago, |i 60611 
312-467-91 NATIONWIDE fees & relocation paid 


MATERIAL MANAGEMENT 


Mcinturff & Associates has specialized in the 
recruitment of material professionals for over 


eight years. During that time we have estab- 
lished an outstanding reputation for profes- 
sionalism in recruiting and understanding of 
the career needs of practitioners. If you are 
interested in making a career change at this 
time, or would be interested in discussing pos- 
sible career paths available; Please contact: 


Kenneth M. Rowe 


Mcinturff & Associates, Inc. 


209D West Central Street, Natick, MA 01760 
(617) 237-0220 


(215) 542-9800 


fff. T-U-N-E 
NATIONWIDE SPECIALISTS 
PURCHASING AND MATERIALS 


MANAGEMENT 
FORTUNE Personnel Consultants 


455 Penna. Ave., Ft. Wash., PA 19034 


PURCHASING/MATERIALS MANAGEMENT 


Materials Manager—printing 
Purchasing Manager—electrical 
Purchasing Manager—mechanical 
Director-Purchasing —durables 
Production/|.C. Mgr.—durables 


O’CONNELL-SCHMIDT-ROHN, INC. 
757 N. Broadway, Suite 300 
Milwaukee, WI 53202 
(414) 224-9500 Employer Calis Welcome 


Nationwide opportunities offered for your con- 
sideration by the pacesetters in Purchasing 
recruitment. 

Stores Mgr. — Refinery/equip & parts .... 

Sr. Mech. Buyer — Technical degree 

Sr. Buyer — Molded plastics 

P.A. — Refinery equipment 

IC Supervisor — Process industry 

P.A. — Electronic Components/NJ 

Inv. Planning Mgr. — Peripherals 

Inventory Analyst — Health care/MRP .... 

Buyer — Process industry equip 

Purch. Mgr. — Electro-mech/WI 

P.A. — Chemicals/ Chicago 

Purch. Mgr. — Machine Tool/Midwest . . 

Inv. Supervisor — New England 

Sr. Buyer — Mechanical/Chicago 


BRITT ASSOCIATES 


FEE PAID, CONFIDENTIAL SERVICE 


53 West Jackson Bivd., Chicago 60604 
(312) 427-9450 


Specialists to the 
Purchasing/Materials Management 
Community 

Matls. Dir., Electronics 
Matis. Consultant, MRP 
Purchasing Mgr., Bottling 
Purchasing Mgr., Consumer 
Purchasing Mgr., Packaging 
Purchasing Mogr., Electronics 
SubContr. Contr. Admin., DAR 
Purch. Agt., Rubber Plastic 
Mgr. Purch., Mfg. MRO 
Buyers, Maint.-Supplies Hotel $30K 
Mgr. Purch., Metals-Steel/CU/AL. .. To $25K 

F-O-R-T-U-N-E 

Personnel Agency, Inc. 
505 Fifth Ave., NYC 10017 
(212) 557-1000 


RECRUITMENT ADVERTISING Job Mart 


positions available 


PURCHASING 


PROFESSIONALS 


PURCHASING RELATED 
PERSONNEL NEEDED 


Retiring/semi-retired or experienced 
procurement personnel needed to 
fulfill short term and long term pro- 
jects. Personnel needed in all phases 
of procurement involving Expeditors, 
Field Inspectors, Purchasing Agents, 


Buyers, Materials Controllers, Mate- 
rials Managers and Quality Con- 
trollers. 


Send resume with area of interest 
to: 


PURCHASING SERVICES 
CONSULTANTS, INC. 


712 SPENCER HIGHWAY 
SUITE 110 
SOUTH HOUSTON, TX 77587 


PURCHASING/MATERIALS MANAGER 


Middie management opportunities 
$15,000 to $50,000 
A nationwide company fee 
paid confidential service 


F-O-R-T-U-N-E Personnel 


Agency of Oak Brook 
1301 W. 22nd St., Ste. 217 
Oak Brook, IL 60521 
(312) 655-3030 


Specializing in Positions 
in the Sunbelt 


Corporate Commodity Mgr $28-32K 
IC’s/Deg/Current Industry Exp. 
Buyer-Aerospace 
urrent Castings or Forgings/Deg Pref 
Sr. Buyer Supervisor $35-40K 
Chem or Chem Eng Deg/Plastics/ 
Current Industry Exp/MBA a plus 


O-R-T-U-N-E 
of Phoenix Inc. 

4001 N. 32nd St. Ste E-P 
Phoenix, Arizona 85018 
(602) 954-7100 
(800) 528-1903 


FEE PAID agency 


Do you have 5 years’ 
purchasing experience involving 
government contracts? 


If so, Thiokol in Utah would like to hear from you at 
once! We are located in the beautiful mountain 
country of Northern Utah and our modern facility 
provides a professional atmosphere conducive to 
personal growth, and for your family, a communi- 
ty where today’s social and environmental pro- 
blems are virtually non-existent, recreational ac- 
tivities are unlimited, and housing costs are still 
reascnable. 


To qualify, you must have a thorough knowledge 
of D.A.R. and experience in negotiating high 
dollar contracts. 


For consideration, please call Dave Manning at 
(801) 863-2058 weekdays - or send resume in- 
cluding salary history and requirements to Mr. 
Jerry Cannon, Dept. PM-1218, P.O. Box 524, 
Brigham City, Utah 84302. U.S. citizenship re- 
quired. An equal opportunity employer mif. 
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WASATCH DIVISION 
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CLASSIFIED ADVERTISING Job Mart 


Order Form 


Standard Inch Units (Minimum buy — $120.00) 


Advertisers may purchase space at the inch rate up to 8”. 
Thereafter standard display rates apply. 


1 id 2 " 3 ” 4 " 5 # 6 " 7 id 8 " 

1x 120 235 350 470 590 705 825 940 
6x 100 200 300 400 505 605 705 # £805 
12x 95 190 285 380 475 570 665 760 
18x 95 180 270 360 450 535 630 715 
250 


Name _ 
Company Name 
Street 


City 


Standard Dispiay Units 


Black & white advertising rates per insertion (full run). Over 95,000 circulation. 


Page 2/y Ye Vs Va 
1x $3,795 2,655 2,125 1,440 1,220 
3X 3,770 2,640 2,110 1,435 1,200 
6x 3,660 2,565 2,050 1,390 1,170 
9x 3,605 2,520 2,015 1,370 1,145 
12x 3,505 2,450 1,960 1,330 1,120 
18x 3,420 2,385 1,915 1,795 1,090 
24x 3,330 2,330 1,870 1,260 1,070 


Phone 


(11 Use Our Name _ JU Assign Me A Box Number* 
CL) Copy Attached UC Rule Box/Co. Logo 


CL) Copy To Follow 


* Blind Box Number - Add an additional $15.00 
per insertion to cover postage and handling. 


It should read as follows: 


Signature 


TAKE ACTION TODAY 


In a hurry? ... call our HOTLINE (203) 327-6772 or 327-6746. Ask for Barbara Brand. 


Telecopier Number: (203) 324-9436. 


PURCHASING JOB MART 
e Suite 307, 1200 Summer Street © Stamford, CT. 06905 a cahners Publication 


Commodity leadtimes 


This month vs: Shorter Longer Same 


Month ago 34 25 66 
Year ago 97 2 26 


Biggest monthly increases 0, decreases () 


15 610 11-20 21-30 “30 Avg. Mo. Yr. 
STEEL wks wks wks wks _wks (wks) ago __ago 
Plate 65% 31% 2% 0% 2% 5.0 40 57 
Sheet & strip (HR & CR) 56 38 5 0 1 5.5 43 58 
Sheet & strip (SS) 46 46 5 0 3 6.5 5.4 7.4 
Galvanized sheets 45 49 3 0 3 6.4 5.4 5.7 
Precoated sheets 33 53 7 7 0 7.9 ce eee 
Bars & rods (HR & CF) 67 29 3 0 1 4.7 43 63 
Bars & rods (SS) 77 17 3 0 3 4.7 52 89 
Strapping 93 5 0 2 0 3.2 29 3.5 
Structurals 73 23 2 2 0 45 43 58 
Too! steel 60 23 13 0 4 6.6 5.2 9.7 
Gray iron castings 17 62 15 6 0 9.2 90 113 
Stee! castings 6 41 44 6 3 12.7 119 15.6 
Ductile iron castings 16 60 20 4 0 93 104 13.7 
Investment castings 5 24 52 14 5 15.2 133 168 
Forgings 17 31 31 12 9 13.6 124 188 
Steel wire (incl. galv. 68 29 0 3 0 4.8 7.2 7.6 
Carbon tubing 65 29 6 0 0 49 45 7.0 
Alloy tubing 56 32 12 0 0 5.8 66 11.6 
NONFERROUS METALS 
Sheet & strip (cop./brass) 64 32 0 4 0 5.2 S2 6.1 
Bars & rods (cop./brass) 61 36 0 3 0 5.2 43 §3 
Copper tubing 60 37 0 3 0 5.2 58 7.0 
Bronze castings 15 55 25 5 0 9.9 9.0 102 
Copper wire & cable 60 31 6 3 0 5.7 5.7 866 
Magnet wire 39 61 0 0 0 5.9 7.2 98 
Sheet & strip (aluminum) 64 32 2 2 0 5.0 5.4 7.1 
Bars & rods (aluminum) 76 16 5 3 0 4.7 43 67 
Aluminum wire & cable 60 27 13 0 0 5.7 68 11.0 
Tubing (aluminum) 70 13 17 0 0 5.4 5.2 6.8 
Aluminum castings 16 56 24 0 4 9.8 8.7 11.4 
Bars & rods (titanium) 25 50 ) 0 25 124 13.0 14.2 
Zinc 67 33 0 0 0 4.3 §4 §3 
Die castings (all kinds) 9 58 30 8) 3 10.4 83 11.6 
FABRICATED METAL PRODUCTS 
Weldments 38 52 10 0 0 6.7 70 89 
Structural steel, fabricated 27 64 4 0 0 7.2 62 9.4 
Cans 74 26 0 0 0 3.9 35 43 
Stee! drums (shippi 93 7 0 0 0 2.9 36 49 
Stampings 25 63 12 0 ) 75 6.7 10.1 
Chain 68 23 9 0 0 49 6.2 7.9 
Jigs & fixtures 46 38 16 0 0 67 103 116 
General machining 55 39 6 0 0 5.4 66 9.7 
Powder metal parts 36 50 14 0 0 7.0 94 12.7 
MECHANICAL/ELECTRICAL EQUIP. & SUPPLIES 
Electric motors: fhp 70 18 12 0 0 5.1 74 10.2 
Elec. motors: 1-30 hp 37 37 19 7 0 8.6 8.1 9.0 
Elec. motors: over 30 hp 6 50 25 13 6 19.2. 121 138 
Motor controls 48 38 7 7 0 7.1 7.1 9.0 
Pumps 30 52 15 3 0 8.0 84 115 
Gears 46 38 12 4 0 7.1 8.5 10.7 
Nonfriction bearings 72 17 11 0 0 49 6.2 10.3 
Screw machine parts 34 59 7 0 0 6.7 7.0 11.41 
Fasteners, standard 94 4 0 2 0 3.2 3.3 4.3 
Fasteners, special 27 46 27 0 0 8.5 9.1 11.7 
Pipe fittings 97 3 0 0 0 2.7 30 35 
Machine tools 52 24 14 0 10 85 100 113 
Portable power tools 85 12 0 0 3 4.0 3.8 5.4 
S reducers 47 37 11 0 5 74 8.1 8.4 
Repair parts 47 36 8 6 3 78 6.1 8.7 
Cutting tools 73 24 3 0 0 4.2 47 59 
Grinding wheels 65 26 9 0 0 5.1 43 63 
Welding rods 92 5 3 0 0 3.2 3.0 3.2 
Lubricants 98 2 0 0 0 2.6 26 29 
Adhesives 95 5 0 0 0 2.8 2.6 3.1 
MATERIAL HANDLING EQUIPMENT 
Cranes & hoists 31 44 19 6 0 88 10.7 13.1 
Lift trucks 21 32 47 0 0 10.4 10.3 14.4 
Conveyors 19 56 19 6 0 94 115 102 
Lift truck batteries 54 34 4 4 4 7.0 49 65 


over 
15 610 11-20 21-30 3 Avg. Mo. Yr 
CHEMICALS wks wks wks wks wks 
Paint 94% 6% 0% 0% 0% 2.8 30 38 
igments 90 10 0 0 0 3.1 3.0 4.1 
Refrigerants 93 7 0 0 0 2.9 3.0 4.0 
Compressed gases 97 3 0 0 0 2.7 26 28 
Solvents 98 2 0 0 0 2.6 by EE 
Plastic resins 83 17 0 0 0 3.4 35 $65 
Plasticizers 85 15 0 0 0 3.3 3.0 5.0 
Sulfuric acid 88 6 6 0 0 3.6 23 29 
Nitric acid 100 0 0 0 0 25 29 33 
drochioric acid 92 8 0 0 0 29 29 3.0 
Fatty acids 80 20 0 0 0 3.6 33 386 
Alcohols 96 4 0 0 0 2.7 27 34 
Benzene 83 17 0 0 0 3.4 29 44 
Chiorine 0 0 ) 0 2.5 23 32 
Ethylene 100 0 0 0 0 2.5 32 35 
Soda ash 21 0 0 0 3.7 27 36 
ELECTRICAL/ELECTRONIC COMPONENTS 
Pressure gauges 67 27 6 0 0 48 49 74 
Temperature controls 36 40 24 0 0 7.8 72 4x63 
Instruments/gauges 42 29 29 0 0 7.9 7.7 9.0 
Chart recorders 36 32 32 0 0 8.4 70 990 
Lamps 93 7 0 0 0 29 wy 
Switches 71 21 8 0 0 47 63 72 
Relays/solenoids 64 31 5 0 0 49 66 8.0 
Transformers 43 40 17 0 0 6.9 7.8 10.7 
Integrated circuits 26 42 27 5 0 95 103 149 
Other semicons 52 32 16 0 0 6.3 7.1 9.7 
Resistors 57 29 14 0 0 5.8 6S 75 
47 43 5 5 0 6.7 8.0 104 
Printed circuits 24 57 14 5 0 8.6 83 10.6 
Connectors 46 25 29 0 0 7.6 ft See 
WOOD AND PAPER PRODUCTS 
Lumber 89 11 0 0 0 3.1 29 3.5 
Plywood 92 6 2 0 0 3.1 26 3.5 
Pallets 95 5 0 0 0 2.8 3.2 3.6 
Industrial crates 95 5 0 0 0 28 38 42 
Fiber drums 94 6 0 0 0 28 32. 49 
Corrugated containers 86 13 1 0 0 3.3 29 3.5 
Multiwall bags 81 19 0 0 0 3.5 36 8667 
Kraft paper 88 12 0 0 0 3.2 30 44 
Printing paper 84 16 0 0 0 3.4 34 50 
Foil laminates 50 50 0 0 0 5.3 60 75 


OFFICE SUPPLIES AND EQUIPMENT 


Envelopes & stationery 88 12 0 0 0 3.2 35 40 

ier r 95 5 0 0 0 2.8 29 31 
Tab cards 83 17 0 0 0 3.4 33 64.1 
Business forms 58 41 1 0 0 49 49 66 
Office furniture 37 47 12 2 2 Tat 76 12.2 
Typewriters 44 38 16 2 0 7.1 65 116 
Calculators 93 7 0 0 0 29 3.9 9A 


PLASTIC AND RUBBER PRODUCTS 


Molded parts 37 45 18 0 0 7.3 68 78 
Plastic film 68 26 6 0 0 4.7 40 49 
Plastic pipe and tubing 96 a 0 0 0 27 29 47 
Plastic bottles 80 20 0 0 0 3.6 39 56 
Sheeting/gaskets 83 17 0 0 0 3.4 35 53 
Seals and rings 81 15 a 0 0 3.8 41 5.1 
Conveyor belting 48 39 13 0 0 6.3 53 62 
V-belts 88 12 0 0 0 3.2 3.1 3.8 
Hose 90 10 0 0 0 3.1 33 44 
GLASS AND CLAY PRODUCTS 

Glass parts 50 50 0 0 0 5.3 70 74 
Glass bottles 40 40 20 0 0 7.3 68 85 
Refractories 47 37 16 0 0 6.6 6.1 11.1 
Fiberglass 69 31 0 0 0 4.2 53 86.0 


Purchasing’s Leadtimes may be reproduced for use by other departments. 
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special diesel-only oils. 


The switch to diesel engines is on. 
And, Sun saw it coming. That's why 
we developed a new generation of 
engine oils to meet the special 
requirements of these rugged, 
fuel-efficient engines. 

For example, there’s Sunfleet® 
Dieselube XL. It exceeds API CC/CD 
service and military performance 
requirements, as well as those of 
major domestic engine builders. 


C)SUN PETROLEUM PRODUCTS COMPANY 
A Division of Sun Oil Company of Pennsylvania 


8011R 


XL’s secret? A totally new 
additive package. An antiwear 
agent that provides superior 
protection; an improved detergent 
to keep engines clean and maintain 
critical clearances; and special 
additives to stretch TBN and build 
oxidation stability. 

XL is the first of a family of 
Dieselube engine oils designed to 
help you wring every ounce of 
performance out of your diesels. . . 
big or small! 


Digitized by \a€ S iC 


For additional information, dial 
800-523-0200 (in PA: 800-362-0210) .( 
Or, write to Sun, Box 7438, 
Philadelphia, PA 19101. 


SUN 


For more information circle 55 


Raw steel output to increase slowly 
eCrude materials prices to rise 12% in '81 
®Railroad tonnage is on the recovery track 


Forecasts 


Natural gas sales Crude petroleum production Electric power production 


(Tril. Btu) (Total utility sales) (Mil. bbI.) (Bil. Kwh) (By utilities) 


S2a-5 : 600 —r 
Ff, 
800 
550-4 
775 
525- 
750 500 
1978 , . 
Source: AGA ——i«#w™” a Source: Commerce Dept / Source: Commerce Dept. 
Output per employee-hour Producer price indexes 
(Manufacturing sector) 
136 §50--— | — ) ) — 
(1967 = 100) | __ 
450 Crude materials RC adie | 
(excl. foodstuffs) | 
350-) ee tn eT 


Be ‘excl. food) 
) en See Cees | 
1976 | 1977 | 1978 | 1979 1980 1981 
Source: Bureau of Labor Statistics nn Source: BLS —~- ae ae et 
Chemicals production Aluminum production Steel production 
(Seasonally adjusted) (Primary. domestic and foreign ores) Mil. sh 
550 1300 dL hous: short tons) ye Sacchi: iat 
bats a = 100) | ‘| | a | 
| | | 357-iF = { | 
of alts 0 | TAA 
| 3047] | | | | Ca 
} | 
ohh | | | | 20-4 | 
1 | Ue | 
0 LLL > faa ae 
1979 g 1980 | 1981 1978 | 1979 | 1980 | 1981 
Source Federal Reserve Board : Source Aluminum Ass ; Sour -e: Commerce Dept 
Early Warning Indicator Interest rates Dow Jones industrial average 


(Closing prices on 20th of each month) 


(%) (End of quarter values) 


Average 
prime rate 


charged by 4; 
‘a 


Source: Cahners Economics Dept. Sources: Citibank, FRB, Treasury Source: Dow Jones 
Railroad freight traffic Intercity truck tonnage Vendor performance 
Bey 1 railroads, revenue freight only) (Not seasonally adjusted) %) steer bakes be eel slower 
| | 
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220 - 
200 at 
180 | 30% | 
“ 1979 | 1980 | 1981 Oo” 1978 | 1979 | 1980 | 1981 
Source: AAR we Source: ATA Saurte PMAC L < 
Forecasts: Cahners Economics Department Digitized by GUUS LK 
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Tool steels in bar, billet. 
plate, sheet and circles: 


Faster. 


Sure, a lot of mills can sell you tool 
steel. Why choose Guterl? 

Compatibility Weve got it the 
way you want it. Guterl is one ofa 
very few specialty mills capable of 
producing tool steels in plateysheet 
and circles aswell as billet, bar and 
cold-rolled strip steel for all kinds 
of tool applications. 

Exceptional quality. |n addition to 
our regular fine line, Guterl’s electro 
slag refining equipment also en- 
ables us to produce’ custom- 
designed todl steels tosmeet extra- 
ordinarily stringentperformance 
demands. 

Experience. 80 years.as one Of 
the nation’s finest and foremost tool 
steel producers. 

Fast delivery. Guterl gets it there 
weeks faster than other specialty 
producers. 

Guterl. Outstanding tool steels. 
The way you want them. When you 
want them. For more information, 
write or call Guterl Special Steel 
Corp., 695 Ohio Street, Lockport, 
New York 14094. Telephone 
716/433-4411. 


Guter! Specia! Steel Corp. 


A rew name with 80 years experience. 
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Paper and paperboard 
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Source: Commerce Dept 


Metals operating rates 


(%) (Previous low: 69.9% in 2Q, ‘75) 


aos: Ve | 
1978 | 1979 | 1980 


Source: Federal Reserve Board 


eCoal prices to accelerate next year 
@Auto output to be just 7 million in '81 
@Steel imports held back by trigger pricing 
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Forging shipments, 
new orders 


Source: Forging Industry Assn. 
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Plastics production 
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Paper operating rates 
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Forecasts: Cahners Economics Department 
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Source: SPI, Cahners Economics Dept. 


Chemicals operating rates 
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Forecasts 


Forecast data: 
Cahners Economi 


subscribe to Cahners Early Warning Forecast Service. 
developed to help purchasing managers make their own 
forecasts of prices. leadtimes. etc.. circle no. 339 on the 
Information Retrieval Card 


Robert J. Stewart. economic analyst, 
cs Department. For information on how to 


Capital spending to lag the recovery 


Gross national product 
($ bil.) 


GNP (Current dollars) 
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Real GNP (Constant dollars) 


Source: Commerce Dept. 


Gross national product (adjust- 
ed for inflation) is forecast to grow 
only 0.5% next year. That will 
follow a 1% drop this year. The 
recovery is expected to gain 
momentum. By late 1981 real 
GNP is expected to increase at a 5% 
annual rate. Economy-wide prices 
are expected to rise 8-9% in 1981, 
or just a bit less than this year’s 
10% pace. 


New plant and equipment 
expenditures 
($ bil.) (All industries) 


Durable goods orders, 
bil, backlogs 
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Source: Commerce Dept. 


Orders for durable goods 
turned up last quarter, foreshad- 
owing the recovery. They are 
expected to increase by 11% next 
year, or just ahead of inflation. 
With operating rates low, this 
influx of orders should translate 
into minor addition to backlogs. 
Expect leadtimes to increase 
modestly. Capital goods orders 
won't recover until late 1981. 


industrial production 


(1967 = 100) 


Source: Commerce Dept. 


New plant and equipment 
spending is expected to post little 
or no increase until the middle of 
next year. Towards the end of 1981 
there will be increasing incentive 
to invest: Operating rates will be 
climbing, profits strengthening, 
and taxes probably cut. By the end 
of next year capital spending is 
forecast to be about 5% more than 
currently. 


Source: Federal Reserve Board 


Industrial production is expect- 
ed to increase about 1.5% per 
quarter during 1981. Consumer- 
oriented industries should provide 
the heft at the beginning of the 
year, capital goods at the end. All 
industries will be monitoring 
production closely in order not to 
overburden stocks. Generally, 
operating rates should only 
increase a couple of points. 


Iimports/exports of goods 
and services 
($ bil.) (Inc. military) 


Source: Commerce Dept. 


U.S. balance of trade should 
widen and then narrow as 1981 
progresses. The deficit for the year 
is expected to total about $15 
billion. The U.S. economy will be 
entering a recovery just as some 
trading partners are beginning 
recessions. So, in the first half of 
1981 our appetite for imports will 
be growing while the markets for 
our exports will be fading. 


Inventory to sales ratio 
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Source: Commerce Dept. 


Manufacturers’ V/S ratios began 
to be whittled last. quarter. They 
are expected to be falling slowly 
throughout 1981. With sales 
moving up sluggishly, buying 
policies will remain conservative 
during the early stages of the 
recovery. It won’t be until 1982 
that buyers can rely on a healthy 
growing economy to keep invento- 
ries in line with sales. i 
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Purchasing magazine ©) Yes OJ No 
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We're Baldor. 

We make pump motors in 
ratings through 50 horsepower. 
And every one of them is a high- 
efficiency motor. 

But they cost about the same 
as most brands of standard 
motors, and 15% to 20% less than 
other manufacturers’ high- 
efficiency motors. 

So when you marry Baldor 
motors to your pumps, you enjoy 
the competitive advantage of 
selling premium, energy-saving 
units at less than premium prices. 


And in this period of spiralling 
power costs, that’s quite an 
advantage. 

You don't have to wait weeks 
for delivery, either. Our motors 
are available from stock. 

And Baldor motors last. They 
are industrial quality, NEMA Jet, 
JM, JP and West Coast pump 
motors. And like your pumps, 
they're built tough. They work for 
years, without missing a beat. So 
your service costs go down as 
your list of satisfied customers 
goes up. 


Put Baldor motors on your 
pumps. 

Your pumps, our motors. 
Together, they can pump up your 
sales. And profits. 


Baldor NEMA JM pump motors are stocked 1 through 25 HP, three phase, 
208, 230/460 volts in drip proof and totally enclosed construction. Explosion 
proof through 10 HP. NEMA JP pump motors are stocked in 1 through 50 
HP designs, three phase 208, 230/460 volts. Also jet pump motors through 
3 HP. Special voltages and 50 hertz motors and higher horsepower are avail- 
able. Write for complete information or contact your Baldor District Manager. 


energy-saving electric motors since 1920 


Fort Smith, Arkansas 72902 
For more information circle 2 
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The Carpenter “Star Perform- 
ers’’ let you operate with confi- 
dence on virtually any cold- 
work tool or die. These high- 
quality grades, all with 
Carpenter lot-to-lot uniformity, 
give you consistent machina- 
bility, safety in heat treatment 
and exceptional dimensional 
stability. And you can elimi- 
nate surface preparation by 


operations, 
Start with Carpenter tool and die steels. 


time after time. 


ordering the ““Star Perform- time, contact the Carpenter 

ers” in DeCarb-Free (DCF) Service Center or Distributor 

condition. near you. They have the ‘‘Star 
Choose from five popular Performers’”’ in stock for 

‘‘Star Performers”’ grades. prompt delivery and can sup- 

Air-hardening: No. 484® (A2), —_ ply you with our free booklet 

No. 610® (D2) and Vega® and other technical data on 

(A6). Oil-hardening: Stentor® the ‘““Star Performers.” 

(O2) and R.D.S.® (L6). Now you can operate with 


If you want tosew up qual- _—_— confidence. 
ity tool and die jobs time after 


CARPENTER TECHNOLOGY 
CARPENTER STEEL DIVISION + READING, PA 19603 


@niecH) 
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